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Top Cars 


New-car registrations, 29 states 
for January: 


1956 Pos. Make 1955 Pos. 
1—54,371 Chev. 34,554— 2 
2—42,265 Ford 41,158— 1 
3—22,236 Buick 23,698— 3 
4—18,613 Olds. 18,536— 5 | By William Ullman 
5—18,304 Plym. 21,858— 4 Washington Correspondent 
6—13,986 Pontiac 16,888— 6 | ASHINGTON.—Two auto com- 
I— 9,305 Mercury 9,611— 7 | pany presidents turned thumbs 
8— 7,921 Dodge 9,576— 8 down last week on mandatory Fed- 
9— 6,263 Cadillac 6,339— 9 eral regulation of factory-dealer 
10— 4,217 Chrysler 5,731—10 | relations. 
1l— 3,975 DeSoto 4,154—11 With one exception, Chrysler 
12— 3,300 Stude. 2,194—12 | Corp. President L. L. Colbert and 
13— 2,883 Nash 2,216—13 | Studebaker-Packard President 
14— 1,551 Hudson 1,360—14 | James J. Nance shied away in 
15— 1,541 Lincoln 1,021—15 Monroney Senate subcommittee 
16— 1,510 Packard 820—16 testimony from all proposals 
17— 108 Cont. made to date for solving dealer 
1,544 Misc. 1,205 problems by legislation. 
Total All Makes The lone expression of support 
214,292 201,992 | for corrective legislation came from 


| Nance, who said he would favor a 
| permissive anti- bootlegging bill, 


Curtice Says New Pact 
Can Be Taken to Court 


OS ANGELES. — The new Gen- 
eral Motors agreement “estab- 
“dishes — as legal obligations — poli- 
‘ties and equity considerations 
which the dealer can enforce under 
_the laws of the land regardless of 
ho administers the contract,” Har- 

w H. Curtice, president, told GM 
dealers and the wholesale organi- 


Further details on Page 54. 





zation in a nationwide telecast Fri- 
day. 

Curtice also urged elimination 
of unethical advertising, boot- 
legging and price packing. 

The agreement became effective 
March 1, he said, and will help 
make possible a quality-dealer pro- 
gram, and to permit every GM 
dealer to become “truly a quality 


Chevrolet, Ford ee ee 

a. O ‘ : 
‘Hike Car Output piled. leteg ‘te temecr: 
% e 
To 4-Week High 





dealer relations and changes in ad- 
ministration of those policies.” 


“I see very clearly,” Curtice 










By Martin L. Whitmyer told hid nationwide dealer audi- 
Staff Writer ence, “t beginning of a new 
ESUMPTION of.a five-day work) era in the relations of General 
schedule at all Ford division; Motors a its dealers—an era 


n era of progress 


plants, plus the return to normal 
g prosperity—and 


output at Chevrolet, increased in- 
dustry car assemblies to 137,011 
units last week—a 9.2 percent in- 
crease over the previous week and 
highest weekly car total since the 
week ended Feb. 4. 

Last week’s car output was 
109.1 percent of Automotive News’ 
three-year index, but was 184 
percent below the same week a 
year ago, when the industry 
turned out 167,312 cars. In the 
week before last, the industry 
turned out 125,502 cars, or 0.03 
percent below the index. 

The 11,509-unit increase over the 
previous week raised February car 

@ssemblies to an estimated 555,891 
units. This represented a 17.7 per- 
cent drop from the 675,495 cars 
turned out during February a year 
(Continued on Page 69, Col. 3) 


Inside 
Auto News 


Heavier market ahead for 
heavyweight trucks. Page 
29. 


spheres of infil 
“We must all 
said, ‘ 


goal is to see to it 
(Continued on Page 





Deplored in Calif. 


By Steve Still 
Staff Correspondent 
SAN FRANCISCO.—So-called har- 
gain basement sales of new cars 
to the State of California and oth 
government agencies work a hard- 
ship on dealers who pay taxes but 
usually are circumvented in the 
deals, a state committee has found. 
It was charged at a hearing con- 
ducted by the State Senate Com- 
mittee on Governmental Adminis- 
tration that Fords and Chevrolets 
are sold below dealer—perhaps even 
below factory—costs. 

Spokesmen for Plymouth, Nash 
and Studebaker said they no 
longer get. government business. 
“There’s no profit in it,” one said. 

Chairman George Miller jr., giv- 
ing hardships worked on dealers 
as one criticism, said he believes 
State agencies should change their 
purchasing practices and manufac- 
turers should discontinue direct 
bidding. 









































@ Former dealers testify be- 
fore Monroney subcommit- 
tee. Pages 16, 17, 42. 

e GM, Chrysler reduce 
freight charges. Page 2. 

e@ Installment credit to be in- 
vestigated by Congress. 
Automotive Washington, 
Page 9. 

e@ Car make penetrations by 
states. Page 6. 


re and truck registrations, Pages 
29, 54. Used-car prices, Pages 6, 56. 
Production by makes, Page 69. 


* * 


improper practices had been 
found. 

Earl G. Waters, the committee 

(Continued on Page 4, Col. 5) 





E ADDED that no evidence of 





| permitting factories to restore and 


enforce prohibitive sales clauses in 
selling agreements. Nance and Col- 
bert both said that the industry 
could and would solve its own mar- 
keting problems. 

* * * 


Oe to the displeasure 
of Subcommittee Chairman A. 
S. Mike Monroney, Oklahoma 





dames J. Nance 


L, L. Colbert 


Democrat, Nance on Wednesday 
and Colbert on Thursday criticized 
proposals to outlaw phantom 
freight, require stickers on cars, 
permit/restoration of territorial 
security and allow cancelled deal- 





Additional stories on the Mon- 
roney hearings are on Pages 16, 
17, 42. : 





ers a “day in court” against their 
factories. 

The Monroney subcommittee now 
has heard from three auto manu- 
facturers in its investigation of 
auto trade practices. American Mo- 
tors President George Romney 
testified in January that he was not 
seeking legislative remedies, but 
was hopeful that the Senate in- 
quiry would stimulate factory re- 
forms without compulsion of law. 

The remaining two auto presi- 
dents, General Motors’ Harlow H. 
Curtice and Ford’s Henry Ford 
II, will go before the subcomit- 
tee March 8-9 and March 12-13, 
respectively. 

Sen. Monroney 





is expected to 


query Curtice and Ford on addi- 
tional charges of factory pressure 
made by former GM and Ford 
A McKeesport (Pa.) wit- 


dealers. 
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* Represents Willys-Overiand franchises. 













Passenger-Car Dealers in U. S. 


1956 vs. 1955 and 1941 
(Estimated by Automotive News) 


. 3,861 3,841 3,204 
. 3,978 4,023 3,579 
. 4,534 Ge? seciccness 
; 1,986 2,024 1,724 


Colbert, Nance Tell Senate Reforms Are Coming 


Makers Balk at Rigid Restraints 





ness has alleged “pressure” arising 
out of GM’s connections with 
Campbell-Ewald, the Chevrolet ad- 
vertising agency; Kent-Moore, a 
tool supplier, and Reynolds and 
Reynolds, a printer of dealer ac- 
counting forms. 


A Chicago ex-dealer accused Ford 
of soliciting a $1,000-per-dealer gift | 
contribution for the Eisenhower 
campaign in 1952. 

+. * * 
ONRONEY voiced definite dis- | 
pleasure with both Nance’s and | 
Colbert's legislative positions. 

After Nance announced support | 
for a voluntary anti-bootlegging 
bill, Monroney exclaimed: 

“We'd be handing dealers a 
stone when they ask for bread, 


by making some of the very men 


responsible for bootlegging re- 
sponsible for cleaning it up.” 
Sen. Charles E. Potter, Michigan 
Republican and sponsor of an anti- 
bootlegging bill, commented: 
“I don’t think the manufacturers 
are silly enough to destroy their 


own sales organizations by condon- | 


ing bootlegging.” 

Monroney engaged both Nance 
and Colbert in heated exchanges 
over the phantom-freight bill. 


* * * 


ANCE observed that New York 

Studebaker dealers would be at 

a $75 price disadvantage if the 

phantom-freight bill were passed. 
He warned: 

“If you were to pass that phan- 


tom-freight bill overnight, we’d be 
out of business.” 

“I don’t understand you,” Mon- 
roney retorted. “Even though you 
charge honest freight, you defend 
the policies of others who don’t.” 

“We are not endorsing phantom 
freight,” Nance replied. “But we 
don’t want to see the pendulum 
| swing toward greater concentration 
in the industry.” 
| Monroney angrily asserted that 

(Continued on Page 66, Col. 1) 


NADA Reports 
Most Dealers 

| e 

Losing Money 
ASHINGTON. — A majority of 
the nation’s new-car and truck 
dealers operated in the red in Jan- 
uary, the NADA reported last week 
following a nationwide check of 
| dealer profits and losses. 

NADA officials said the trend 
established in January was “near- 
ing alarming proportions,” and 
added that many dealers reported 
their February business just as 
bad as January. 

Carl E. Fribley, newly elected 
NADA president, claimed that 
there were a number of contribut- 
ing factors for the January losses. 

“Only part of it is seasonal,” he 
said. “I think it is obvious that 
we oversold in 1955 and it’s going 
to take time for the market to 

(Continued on Page 4, Col. 1) 








Franchise System Gains 
In °56 Dealer Census 


By Bob Sheldon 
Associate Editor 
STRENGTHENING of the 
franchised-dealer system is in- 
dicated in Automotive News’ exclu- 
sive 1956 census of new-car dealer- 
ships. 
Final returns disclosed last 
week that a total of 58,658 fran- 
chises for the sale of 17 pro- 


* + * 
























| duction cars was in force in the 
continental U. S. as of Jan. 1. 
Less allowance for establishments 
| handling two or more makes sim- 
ultaneously, there were 41,167 
places of business under contract 
to the factories. 

Revised figures for last year 
listed 59,229 franchises and 40,374 
dealerships. 

+ * * 
Tos comparison between dealer- 
ships being the more vital one, 
;the higher total of 41,167 for 1956 
| represents a cessation of the unin- 
|terrupted decline from 47,543 
| dealerships counted in 1951. 

In other words, a long-standing 
trend in dealer mortality appears 
to have been reversed, or at least 
slowed down. 

Whether the status quo can now 
|be maintained is another question. 
But with the emergence of more 
liberal sales agreements, key 
dealers say the outlook is the 
brightest in years. 

. a * 
yer say.that the revision of 
the industry’s contractual rela- 
tions in itself is a reaffirmation of 
| the factories’ faith in and depend- 
ence on the franchise system. 

And they say that competition 
has sifted out a lot of weaker 
dealers, leaving a tighter network 
of retailers whe on the whole are 
better prepared for tough sales 

| conditions, 
| The factories share in this view. 
The smaller producers in particular 
feel that they are attracting and 
developing a hardier, more realistic 
individual to merchandise their 
product. 





+ * * 
LTHOUGH the 1956 census 
turned up nearly 800 more 
j dealerships than were in existence 
(Continued on Page 8, Col. 1) 
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Big 3 Join in Freight Cutting 


By Bob Sheldon 
Associate Editor 

ao bells tolled for phantom 
freight last week as General 
Motors and Chrysler Corp., taking 
a cue from Ford Motor Co., re- 
aligned their destination charges 

to certain outlying areas. 

With all of the Big Three com- 
mitted, Studebaker-Packard and 
American Motors Corp. still were 
working late in the week on their 
own freight revisions. 

The big producers announced an 
increase in wholesale prices along 
with the equalization of freight 
charges, thus. tending to remove 
some of the wide difference in the 
actual delivered prices of vehicles 
that had long existed among vari- 
ous parts of the country. 

In disclosing the GM freight and 
pricing changes, Harlow H. Cur- 
tice, GM president, declared: 

“As a result of these adjust- 


Wage Cut Eases 


Cost Pressure 


Timing of 1-Cent Drop 
Is Helpful to Makers 


HE one-cent rollback in the 
hourly wages of auto workers, 
which takes effect this month, 
offers a welcome respite to the 
industry in the midst 
of a fresh onslaught 
of rising manufac- 

turing costs. 
Under the escala- 
tor provision in 
UAW contracts, pay scales for 
March, April and May were cut 
following an announcement last 
week by the Bureau of Labor Sta- 
tistics that its cost-of-living index 

had shown a decline. 

The BLS index for Jan. 15 stood 
at 114.6, compared with 114.9 for 
Oct. 15. A dip in consumer prices 
for food and house furnishings was 
noted. 





* * * 


o— outlook for manufacturers, 
meantime, grows bleaker. 

A new increase in steel prices is 
being talked up at the mills in 
advance of expected wage demands. 
Apparently little concerned with a 
drop in orders from auto makers 
resulting from reduced car produc- 
tion, the steel industry is going 
ahead with expansion plans. 

And it wants a steel-price hike 
that will help pay for the new 
facilities as well as one that will 
cover any rise in wages. 

In addition, there is Anaconda’s 
recent boost in copper prices. With 
Anaconda refined copper now sell- 
ing at 3 cents a pound more, it is 
priced at its highest level since the 


Civil War. 

A FIVE-JUDGE opinion of the 
Washington State Supreme 

Court last week unanimously up- 

held the right of a salesmen’s union 

to picket Northgate Motors, Inc., 

despite the fact that the union’s 


* * * 


quarrel was with an affiliated firm | | 


in Bellevue, Wash. 

Local 882 of the Automobile 
Drivers & Demonstrators Union 
had started picketing Bellevue 


Motors, Inc., upon failure to reach 
(Continued on Page 68, Col. 5) 





ments, the aggregate destination 
charges to be collected from the 
dealer closely approximate the 
actual costs. This results in the 
elimination of so-called phantom 
freight.” 

The GM and Chrysler freight cut- 
backs were similar in that dealers 
900 to 1,600 miles from the factory 
gained the most relief. 

* 7 * 
be FORD plan, drafted prior to 
the other two, favored an area 
1,000 to 1,500 miles from Detroit. 


House Tax Unit Blocks 


Automotive Excise Cuts 


WASHINGTON. — The House 
Ways and Means Committee last 
week blocked the scheduled re- 
ductions in car and truck excise 
taxes and corporation levies. 
President Eisenhower, in his 
State of the Union message, had 
asked that the excises be kept 
intact. 

The committee voted to extend 
to Apr. 1, 1957, the 10 percent tax 
on cars and the 8 percent rate on 
trucks, parts and accessories. 
They had been scheduled to drop 
to 7 and 5 percent, respectively. 
The corporate income tax re- 
mains at 52 percent. It had been 
scheduled to fall to 47 percent. 








West Coast dealers received the 
major attention in a round of 
freight reductions in 1954. 


On GM cars, the freight cuts 
range to a maximum of $54 on 
Chevrolet, $58 on Pontiac, $67 on 
Oldsmobile, $70 on Buick and $72 
on Cadillac. Wholesale prices 
were raised about $23 on Chevro- 
let, $27 on Pontiac, $30 on Olds- 
mobile, $30 on Buick and $36 on 
Cadillac. 

Accordingly, advertised-delivered 
(retail) prices are up an even $30 
on all models of Chevrolet, $35 on 
Pontiac, $40 on Oldsmobile, $40 on 
Buick and $50 on Cadillac. 

* * + 


EDUCTIONS in destination 

charges on trucks in the Chev- 
rolet and GMC lines ranged from 
a maximum of $52 on light jobs to 
$111 on medium trucks. 

In the new Chrysler Corp. 
schedule, freight was reduced as 
much as $53 on Plymouth, $57 on 
Dodge, $72 on Chrysler Windsor, 
and $74 on Chrysler New Yorker 
and Imperial. 

Plymouth’s wholesale prices on 
Plymouth were boosted $22.75; 
Dodge, $26.50; DeSoto, $30.50; 
Chrysler Windsor, $30.50, and Chrys- 
ler New Yorker and Imperial, $35. 

Corresponding increases on the 
retail level were estimated at $30 

(Continued on Page 68, Col. 1) 


Help to Dealers Becomes 
Key Studebaker Policy 


By Maynard M. Gordon 
News Editor 
OUTH BEND.—A dealer assist- 
ance program unique in Stude- 
baker history already is begining to 
pay off in a higher share of the 
market and healthier dealer profits. 

This is true, Studebaker execu- 
tives said last week, despite the 
general new-car sales decline. 

“We are currently getting 1.8 
percent penetration, against 1.3 
percent for all of 1955,” General 
Manager H. E. Churchill de- 
clared. “Our field inventories are 
below what we would like, but 
we are scheduling production very 
conservatively to prevent the 
over-supply some of the compe- 
tition are experiencing.” 

It follows that the relative Stude- 
baker sales improvement is shoring 
up the program of dealer buildup 
launched with the 1956 models. 
Churchill and sales officials have 
devised several new projects aimed 
specifically at dealer betterment. 

* * * 


aaaiscarine the future book 
will be a F-A-M-E program, de- 
tails of which will be announced 
later this month. 
F-A-M-E stands 
for Facilities-At- 
titude - Manage- 
ment-Effort, and 
the object of the 
program will be 
to help dealers 
improve on their 
operations. 
Upon the deal- 
er’s invitation, 
J factory specialists 
\ H. E. Churehil! — wil] visit his com- 
munity and offer him guidance on 











Auto Production— 162,683 cars, 
trucks in week vs. 183,600 year before. 

Business Failures—-252 in week 
vs. 205 year ago. 

Department Store Sales—Up 6 
percent from year before. 

Freight Loadings — 698,319 cars 
in week, an increase of 48,071 cars 
from year before. 

Gasoline Stocks — 189,428,000 
barrels, an increase of 1,840,000 bar- 
rels in week. 

Jobless Claims—222,600 in week 
vs. 241,600 year ago. 

New-Car Registrations— 214,292 
in 1956 to date vs. 201,992 year be- 


fore. 

New-Truck Registrations — 25,- 
002 in 1956 to date vs. 22,523 year 
before. 

Oil Stocks,— 256,645,000 barrels 





Business Barometer 











an increase of 3,161,000 barrels in 
week. 

Steel Output — 98.4 percent of 
capacity estimated vs. 98.8 percent 
week before. 

Used-Car Prices—$873 average 
in February to date vs. $880 in Jan- 
vary. 

Wholesale Prices—112.0 percent 
on the 1947-49 index vs. 112.1 per- 
cent week earlier. 














Common Stocks 














Feb. Feb. 1955-1956 

29 21 High Low 
Am. Motors 8% 8% 13% 7% 
Chrysler 74% 72% 101% 66% 
Ford 62%. 62%, 70% 59% 
GM 45, 44 54 42%, 
S-P 10% 9% 15% 9 
Average 40.12 


new and used-car selling, truck 
merchandising, servicing and busi- 
ness management. 

A merchandsing school at South 
Bend is another salient point of 
the program. It is hoped to start 
the first class around Apr. 1. 

“Dealers have expressed desire 
for a plant-city school, where they, 
their sons and their sales managers 
can learn or relearn the art of 
merchandising in today’s market,” 
said Frank W. Nobel, assistant gen- 
eral sales manager. 

A dealer and consumer sales con- 
test also is on the agenda. 

* me * 
GTUDSsARERsS stirrings for the 
remainder of 1956 are best 
evaluated, Churchill said, against 
a background of past difficulties 
and recent steps to solve those dif- 
ficulties. 

Product, labor relations and lack 
of support for the dealers figured 
prominently in Churchill’s recap. 

“Call it ‘the Detroit look’ or 
whatever you want,” Churchill 
said, “but we now have revamped 
our styling to include the full- 
blown features that swept the 
market in 1954 and 1955. At the 
same time, we have retained the 
Raymond Loewy ideas for the 
sporty buyer (the Hawk series). 

“This product broadening should 
let Studebaker become again a 
strong volume competitor in the 
low-price field.” 

Churchill pulled out sales regis- 
tration data showing that the 
highest-priced Golden Hawk ac- 
counted for 10 percent of division 
orders and the restyled President 
Classic, 15 percent. Consumer re- 
actions to both these models came 
as a “distinct and pleasant sur- 
prise,” he said. 

* cd * 

HE veteran Studebaker adminis- 

trator, formerly chief engineer, 
turned to labor relations with a 
glow: 

“Few in the industry outside 
South Bend appreciate the full 
blessings of our new labor con- 
tract,” he explained. “Before Local 
5 ratified it in January, our labor 
costs were way above the industry 
pattern. 

“Too much labor input was re- 
quired for the finished output be- 
cause of the plantwide bumping 
practice (under which higher- 
seniority employes had absolute job 
priorities throughout the plant). We 
were plagued with wildcat strikes 
during the negotiations, which 
stretched out all year. 

“Finally, a new, more efficient 
contract was adopted. The dif- 
ference is like night and day 
from the standpoint of costs and 
efficiency. And our workers and 

(Continued on Page 68, Col. 2) 





AMC's New V-8— 


Cutaway gives detailed view of Ameri- 
can Motors Corp.'s new V-8 engine, rated 
at 190 horsepower, with a potential of 
more than 300 horsepower. Its 250-cubic- 
inch displacement is said to contribute 
to fuel economy. The compression ratio 
is 8 to 1. 

+ + + 
AMC’s V-8 Set 
For New Models 
o es 
Due in Spring 

DETROIT. — Development of a 
new V-8 engine with a potential of 
more than 300 h.p. was announced 
today (March 5) by American Mo- 
tors Corp. 

AMC officials said the engine, 
rated at 190 h.p., will be installed 
in new Hudson and Nash models 
to be introduced this spring. 

Under development for more 
than four years at an estimated 
cost of $11 million, the engine will 
be built on a new line at AMC’s 
plant in Kenosha, Wis. 

According to Meade F. Moore, 
engineering and research vice- 
president, all basic factors of the 
new engine, such as crankshaft, 
valve size and block, were designed 
for above-300-h.p. capacity. 

Moore said the new V-8 will be 
coupled with a new optional “Flash- 
away” Hydra-Matic transmission, 
featuring a new “park” position for 
safety in parking and on hills. 

Its 250-cubic-inch displacement 
is said to contribute to the fuel 
economy designed into the en- 
gine. The kidney-shaped, wedge 
profile combustion chambers are 
designed to control the burning 
cycle of fuel-air mixture, mini- 
mizing gasoline octane require- 
ments and permitting the use of 
regular gasoline, Moore said. 

The engine’s large bore and short 
stroke, 3% by 3% inches, offer the 
advantage of low-friction by reduc- 
ing piston speeds, increasing me- 
chanical efficiency, according to 
AMC engineers. The unit has a 
compression ratio of 8 to 1. 

A “twin-throat downdraft car- 
buretor” equipped with an oil bath 
air cleaner is standard equipment. 
Five main bearings support the 
counter-balanced crankshaft, and 
the engine block is of the full-depth 
type said to offer greater rigidity 
and support for the crankshaft. 
Hydraulic valves are used. 

The engine is engineered with 
provisions for easy servicing. 

Utilizing a 12-volt electrical sys- 
tem, the V-8 will be offered with 
three transmissions: Syncromesh 
as standard, or overdrive or auto- 
matic as optional. 





Top Trucks 


New-truck registrations, 28 
states for January: 


1956 Pos. Make 1955 Pos. 
1—7,824 Chev. 6,706— 1 
2—7,239 Ford 6,570— 2 
3—3,440 International 3,379— 3 
4—2,658 GMC 1,871— 5 
5—1,511 Dodge 1,906— 4 
6— 550 Willys 7183— 6 
%— 510 White 436— 7 
8— 455 Mack 237— 9 
9— 327 Stude. 270— 8 

10— 126 Diamond T 16—11 
1l— 98 Reo 97—10 
12— 24 Brockway 33—12 
240 Misc. 159 
Total All Makes 
25,002 . 22,523 


Further details on Page 54. 








Newberg Opposes 
New Dealer Law 


As ‘Not Needed’ 


Dodge Chief Warns 
‘Partnership’ Must 
Resolve Differences 


ANSAS CITY. — Legislation 

conoerning factory-dealer re- 
lationships is neither desired nor 
needed, William C. Newberg, Dodge 
president, said last week. 

Dealers and manufacturers, 
Newberg said, need only to be 
“given room to climb—to work 
together—and sufficient freedom 
to work out the problems as they 
come up, without having to get a 
new law passed in order to do the 
day’s business.” 


He addressed a combined meet- 
ing of the Kansas City Motor Car 
Dealers Assn. and the Chamber of 
Commerce. 


The two factions of the industry, 
Newberg said, “must create a prac- 
tical, just and effective working 
arrangement.” 


* = * 


“q yTHERWISE,” he declared, “the 

nation stands to lose the 
strength of a major industry, and 
this and every other community 
may be deprived of strong local 
business leaders.” 


The factory-dealer relationship 
must continue to be a “creative 
partnership” arising through “the 
give and take that comes only 
from wholehearted, honest coop- 
eration,” he said. 

“True cooperation is something 
that cannot be legislated, and, 

without cooperation, rules and reg- 
ulations can accomplish very little. 


“Neither the factory nor the 
dealer can exist very long without 
the help given them by the other— 
and both can either help or hinder 
the other. 


* * * 


EF IT is to succeed, any producer- 
retailer relationship must con- 
tinue to be a creative partnership, 
he said, with the factory creating 
a product that people like and will 
want to buy; the retailer creating 
a local market, finding those peo- 
ple who want to buy, and helping 
them buy what they need, and both 
of them, together, creating “a 
strong addition to our economy 
and a constant improvement in our 
standards of living.” 


Cole Sees Trend 


To Fuel Injection, 
Lighter Engines 


FLINT. — Higher compression 
ratios, fuel injection systems and 
extensive use of light-metal engine 
parts are likely 
to bring the next 
major improve- 
ments in automo- 
bile performance, 
according to E. N. 
Cole, Chevrolet 
chief engineer. 

He said he ex- 
pected the auto 
industry to de- 
velop these “fur- 
ther refinements 
in the piston en- 
gine” before making any basic 
switch to the turbine-powered cars 
now undergoing intensive experi- 
mentation. 

Cole made the forecast at the 
Saginaw Valley observance of Na- 
tional Engineers’ Week attended 
by members of nine engineering 
societies. He did not say when such 
developments may be expected. 


Tracing the trend toward alu- 
minum and other light metals in 
engines, transmissions and auto- 
motive trim, Cole said he believed 
the industry ‘was shifting from iron 
and steel to a “light-metal era.” He 
added that he expected aluminum, 
which totalled about 33 pounds on 
the average car in 1955, to jump to 
more than 100 pounds a car by 1970. 

Fuel injection, he said, is a ma- 
jor question being pondered by the 
industry’s engineers. He noted, 
however, that the method first must 
overcome problems of high cost, 
noise and clogging of engine parts. 


E. N. Cole 
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Dealers tell me 


By John 0. Munn 


N SPITE of the fact that many 
dealers, particularly in the met- 
ropolitan areas, operate their serv- 
ice and parts departments on a 
cash basis, there is too much dealer 
capital tied up in accounts receiv- 
able. 

In the extension of credit and col- 
lection of accounts for new and 
used-car sales the dealer usually 
has the help of a finance company 
which buys and collects notes. In 
the other ramifications of his bus- 
iness, however, he or a member of 
his staff is responsible for extend- 
ing credit and collecting accounts. 

Just recently many dealers 
have turned to a collection serv- 
ice furnished by their state 
association. Nevertheless, it is re- 
ported that dealers have as much 
money tied up in open accounts 
as in new and used-car inven- 
tories. 

Any mercantile business has 
three fundamental functions—buy- 
ing, selling and collecting. The time 
spent on the first two functions is 
of little avail unless we are good 
collectors. Merchants in other lines 
devote a lot of time and effort on 
collections. The automobile dealer 
loses out because his collection 
followup is not usually as continu- 
ous or effective. 

Many dealers use the telephone 
or personal call on past-due ac- 
counts, but they are time consum- 
ing. Such effort is not always 
appropriate until all mail opportu- 
nities have been exhausted. So 
resolve firmly to make collection ac- 
tivities regular routine. To avoid 
taking too much of your own time, 
assign the job to your office man- 
ager or bookkeeper. 

* cd 7 


Series of Letters 


_~ AID in such a program we 
are suggesting six letters to be 
mailed 15 days apart to each un- 
paid account. These are simply 
reminder letters and in no way 


threatening. It is persistency that) 


counts. It is suggested that you 
start these letters the very first 
month after an account becomes 
overdue. 

You very well know that a cus- 
tomer who owes you will probably 
patronize some other dealer until 
he gets your account paid. You 
know, too, that when a customer 
fails to pay on the due date he 
usually trumps up in his own mind 
some excuse for not paying the 
account. 

Either you did some work that 
he did not order or else the work 
you did was not satisfactory. If 
he had paid cash these excuses 
would never have generated in his 
mind. 

Collecting is not a big job. All 
that is necessary is for your office 
force to prepare the proper letters 
every 15 days, attach the state- 
ment and bring them to you for 
signature. 

On the very old or large accounts, 
Letter No. 6 of this series should 
be sent in place of Letter No. 2 or 
Letter No. 3. Letter No. 6 pro- 
vides for settlement of the balance 
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on definite time payments reducing 
the receivables now on your books 
to notes secured either by the cus- 
tomer’s general credit or by chattel 
mortgage on his car. 

Before sending out Letter No. 6, 
however, arrange with some local 
loan company or automobile finance 
company to handle these notes for 
you. If you wish to handle the notes 
yourself, use the same type of 
forms they use in converting these 
unsecured open accounts into in- 
terest bearing, secured, negotiable 
paper. 

* + 

Avoiding Ill Will 
7. such friendly letters as are 

suggested you don’t need to 
worry about gaining customer ill 
will because if your debtor is the 
kind of a person who objects to 
such reminders, he is probably the 
type of an individual you should 
not have trusted in the first place 


and one from whose trade you will 
never profit anyway. 


Letter No. 1 


Dear Sir: 

May we call your attention to 
the enclosed statement of your 
account which is now past due? 
If our previous statement has es- 
caped your notice, will you please 
give the enclosed your attention 
and let us have your remittance 
within the next few days? 

Sincerely, 
CAR DEALER & CO. 


Letter No. 2 


Dear Sir: 

Your account is somewhat in 
arrears, which is probably due to 
an oversight on your part. 

It is particularly important in 
a business such as ours where the 
largest portion of our expense is 
a weekly payroll and where we 
have to pay cash for parts and 
supplies, that our customers re- 
im burs e us with reasonable 
promptness. We therefore sug- 
gest that you make remittance to 
us immediately covering the pres- 
ent balance. 

Sincerely, 
CAR DEALER & CO. 


Letter No. 3 


Dear Sir: 

We have not received a reply 
to our previous letter regarding 
your balance as shown by the 
attached statement. 

You have probably neglected 
the account through oversight, 
but why not fix it up today so 
that we may be reimbursed for 
the money we have paid out in 
serving you? We are glad indeed 
to have you for our customer, 
and know you realize that we 
must meet our payroll each week 
as well as other obligations. 
Therefore, won’t you kindly send 
us your remittance at once? 

Sincerely, 
CAR DEALER & CO. 


Letter No. 4 
Dear Sir: 
This is our fourth letter con- 


cerning your unpaid balance as 
shown by the attached statement. 


+ 


Don’t you think that in all fair-- 


ness we are now entitled to your 
check or a reply stating when 
we may expect it? 

Our ability to render service 
to our good customers is depend- 
ent in large part upon prompt 
collection of money that is due 
us. Therefore, a prompt response 
from you will be expected and ap- 
preciated. 

Sincerely, 
CAR DEALER & CO. 


Letter No. 5 


Dear Sir: 

You know, one of the difficult 
things in business is to keep re- 
minding one’s good customers 
that they owe us money, and still 
retain their good will. 

We feel that business, in spite 
of its bread-and-butter aspects is 
more or less 6f a sporting propo- 
sition. We have done our part 
by filling your order and extend- 


ing your credit on open account 
(Continued on Page 69, Col. 4) 








Schnurmacher Reelected— 


Adolph Schnurmacher, East Side Chevro- 
let Corp., has been reelected president of 
the Automobile Merchants Assn. of New 


York, Inc. 
a ee 


Schnurmacher 


Reelected in N.Y.; 
Sees Tight Year 


NEW YORK. — “Nineteen fifty- 
six will not be a year of great 
profit for the automobile dealer,” 


| according to Adolph Schnurmacher, 


reelected president of the Automo- 
bile Merchants Assn. of New York, 
Ine. Schnurmacher is president of 
East Side Chevrolet Corp., 1110 
First Ave., New York City. 

At the beginning of his 1955 presi- 
dency, Schnurmacher predicted that 
the automobile dealer would have a 
difficult time maintaining the same 
profit he had realized in 1954, while 
the factories would have a peak 
year of production and profit. 

It was also his opinion in Janu- 


|ary, 1955, that high production 


would compel dealers to force the 
market and create the most com- 


| petitive year in the post war period. 
| Now Schnurmacher feels that hopes 


for 1956 are not essentially differ- 
ent. 


The congressional investigations 
of Senators O’Mahoney and Mon- 
roney, in Schnurmacher’s view, give 
promise of producing results which 
augur well for the dealer, the in- 
dustry and the general public. 

Other officers are James Mezey, 
Mezey Motors, Inc. (Lincoln-Mer- 
cury), reelected first vice-president; 
Robert English, Jerry English & 
Sons, Inc. (Chrysler - Plymouth), 
New Rochelle, reelected second 
vice-president, and Leo Linehan, 
Leo Linehan Oldsmobile, Inc., New 
Rochelle, secretary-treasurer. 


New directors are J. Byrnes, 
Byrnes-Nolan Motors, Inc. (Dodge- 
Plymouth); R. Conheim, Main Mo- 
tor Sales, New Rochelle; J. Dursi, 
J. A. Dursi, Inc. (Chrysler-Plym- 
outh); W. Dushais, Dushais Lin- 
coln-Mercury, Yonkers; B. Free- 
man, Freeman Motors, Inc. (Buick). 

Also, D. Jennings, Fordham Mo- 
tor Sales; R. Nelson, Robbins Reef 
Motors, Inc. (Buick), Staten Island; 
W. Pape, Pape Chevrolet Co.; H. 
Schane, Schane Pontiac Corp., and 
K. Wellner, Nash Broadway Corp. 


Dealer Reserves 
Ruled Part of 


Taxable Income 


NASHVILLE.—Citing a decision 
by the U. S. Tax Court, the Ten- 
nessee Automotive Assn. has ad- 
vised its members that amounts 
held as dealer reserves by finance 
companies have been held includi- 
ble in taxable income. 


The case involved was Wiliam 
Kock Motors, Inc., vs. Commis- 
sioner. Testimony showed that the 
dealer sold notes, secured by con- 
ditional sales agreements to a fi- 
nance company which withheld 
part of its payment to the dealer 
as a protection against losses. 

The finance company, it was re- 
ported, credited the withheld 
amount to the dealer’s account as 
a “dealer’s reserve.” The reserve 
was set up with the dealer’s ap- 
proval, it was said. 

It was reported that Price Mo- 
tors, Inc. (Pontiac-Cadillac), Mor- 
ristown, Tenn., is considering test- 
ing the Tax Court’s ruling in U. S. 
District Court. 





Auctions Bustli ‘ 





U. C. Market Rollicks 
Into Spring Season 


By Robert M. Lienert 
Associate Editor 
_ winter making its last 
serious stand in most parts of 
the U. S., the used-car market is 
sliding easily into heavier spring 
activity. 

Retail trade has been excellent 
in major metropolitan centers, 
while in the north, wholesalers 
who buy directly from the lots 
have been turning up in droves. 
In some cases, wholesalers have 

had difficulty in obtaining cars be- 
cause dealers have been successful 
in moving units at the higher re- 


tail prices. 
* + * 


HE combination of these factors 

—good retail sales and tight 
wholesale availability on the lots— 
has increased pressure at the whole- 
sale auctions. 

A considerable number of auc- 
tions report heavier business as 
a direct result of good retail sales 
in their locality. 

Some operators report that buy- 
ers’ ranks have been joined by 
dealers who have given up their 
new-car business and have switched 
over to used cars exclusively. 

There is no question that many 
used-car dealers are short of cars. 

Nor is there any question that 
the emphasis, at the retail level, is 
surely being transferred to older 
models—’50s through ’54s. 

* > * 


Rigen in this age group have held 
steadiest in price since the first 
of the year and have inspired the 
briskest bidding in the auction 
arenas. 

Current models, although they 
have shown good price durability, 
have grown cold at the auctions. 
Independent operators apparently 
have found competition of fran- 
chised dealers too intense to buck. 

The shift in emphasis to olders 
cars may well be explained in the 
reason given by a newcomer to the 
ranks of independents who told 
why he had relinquished his fran- 
chise: 

“I found that in the new-car busi- 
ness I was netting about $31 on a 
car that I had floor planned for 
anywhere from $1,500 to $2,200. I 
can pick up a pretty fair used car 
for $350 to $500 and make just as 
much profit on it. The factory trav- 
ellers can ride on somebody else’s 
back for a while.” 

Auction operators from around 
the country unanimously report 
brisk business. Reports last week to 
Automotive News included such 


Panama City Elects 


Harrison President 

PANAMA CITY, Fla. — W. F. 
Harrison jr., Harrison Motor Co., 
Inc. (Oldsmobile-GMC) has been 
elected president of the Panama 
City Automobile Dealers Assn. 

Vice-president is H. N. Tillman, 
Tillman Chevrolet Co., and secre- 
tary-treasurer is H. W. Summer- 
ford, Summerford Motor Co. (Stu- 
debaker). 

































Wemhoft 


Dealers Assn . 


On the House... . 


From the splurge of advertising, it looks like a lot 
of car makes were victorious in the recent NASCAR 
races at Daytona Beach. The forthcoming Mobil- 
gas Economy Run, Los Angeles to Colorado Springs, 
should provide additional fuel to beef up lagging 
sales this spring . . . Observers figure it’ll cost the 
tire industry about $50 million to lower the 1957 
model cars a half inch, via the 14-inch wheels. 
Lotta new machinery, tools and molds necessary .. . 

Bill Randolph, manager of the New Mezico 

dealers association, will be Democratic candidate 
for nomination to N. M. house of representatives; 
recently was appointed to fill one of three addi- 
tional seats for Bernalillo county ... Dale Payne, 
Omaha zone manager for the Chevrolet dealers association, suc- 
ceeds John Quinn, resigned, as manager of the Nebraska New Car 
. . Chicago Ford dealers report February used-car 
sales up 12 percent and inventories down 11 percent... 

One Big Three sales chief declares that “the era of price appeal 
on new cars is over; from now on we must make customers dissatis- 
fied with their present cars” ... Manchester (N. H.) dealers staged a 
“Silver DoNar Payroll Jubilee” the other day; paid off workers in 
silver to emphasize new-car dealers’ role in city’s economy . .. Rumor 
is that Alfred P. Sloan will retire as GM board chairman in April 
and will be succeeded by Albert Bradley, executive vice-president. 





terms as “sale red hot,” “sale was 
a whopper,” “excellent activity,” 
“market very strong,” “buying and 
selling increasing every week,” and 
“market very solid.” 


“Buyers from all over the coun- 
try” were reported by a Michigan 
auction house, while a New York 
arena reported “prices still on the - 
upgrade and buyers galore in at- 
tendance.” 

* * * 
CCORDING to Automotive News’ 
index of wholesale auctions, the 
overall average price last week was 
$873—only a dollar less than the 
$874 average established in the pre- 
vious week. 


There were no wide fluctuations 
in the price of individual models. 
The biggest gain was a relatively 
mild $7 scored by ’52s, which pushed 
the average price of that model up 
to $508. 

Other advances were listed by 
56s, which went up $5 to $2,309, 
and by ’51s, which reached $326 
by adding $3 to the previous 
week’s average price. 

Declines were as follows: ’49s, 
down, $1 to $183; '50s, down $2 to 
$240; '54s, down $4 to $1,062; ’53s, 
down $5 to $748, and ’55s, down $8 
to $1,612. 

Declines on '55s and ’54s were 
the only ones which were extensive 
enough to establish new lows, ac- 
cording to index records. 


Turnouts Large 
For Open House 
In Rhode Island 


PROVIDENCE. — Dealers 
throughout Rhode Island played 
host over Washington’s Birthday to 
thousands of motorists as gaily- 
decorated showrooms became the 
focal point of a week-long open 
house observance. 

Sponsored by the Rhode Island 
Automobile Dealers Assn., the fifth- 
annual observance was heralded by 
special supplements in the Provi- 
dence Sunday Journal and the Paw- 
tucket Times, as well as other pa- 
pers of smaller circulation in vari- 
ous parts of the state. 

Favors, entertainment and other 
attractions were employed by some 
dealers to swell the attendance. 
The impact of the joint undertaking 
on the general public was reflected 
the following Sunday, when motor- 
ists in large numbers availed them- 
selves of ideal weather to browse 
around outdoor sales areas boasting 
substantial stocks of both new and 
used models. 

The Sunday sales law prohibits 
the sale of automobiles in Rhode 
Island, but it does not prevent the 
public from window-shopping. 

Robert W. Pierce, Pawtucket 
Chevrolet dealer, was chairman of 
the RIADA committee for the ob- 
servance. He was assisted by Leo 
B. Carey, association president, and 
Frank W. Blaney. 





—Pertre WemMuorr, Editor, 
Automotive News 
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Body Style Percentage of Market 


1947, 1950, 1954 and 1955 


Most Dealers Losing 
Money, NADA Says 


(Continued from Page 1) 


catch up with itself. We are not 
so much concerned with the quan- 
tity of the losses as much as we 
are with the quality of merchandis- 


ing, both by manufacturers and 
dealers, which has led to these 


losses.” 
. * + * 


RIBLEY said the association 

knew that the trend was down- 
ward and conducted the survey on 
a spot-check basis “to see how far 
the trend had gone in the first 
month’s operation.” The results of 
the survey, termed “most discour- 
aging” by Fribley, are as follows: 


In Brooklyn, N. Y., 21 dealers 
were surveyed and reported 0.84 
percent losses, before taxes. Of 
the 21 dealers, 16 operated in the 
red, five made small profits and 
one “broke even.” 

In New Hampshire, 15 dealers, 
representing all makes and sec- 
tions of the state, reported a net 





Dodge Promotes 
Minor to General . 


Sales Manager 


DETROIT. — Jack W. Minor has 
been named general sales manager 
for Dodge passenger cars and 
Dodge trucks, ac- 
cording to Byron 
J. Nichols, Dodge 
sales vice-presi- 
dent. 

Minor, who has 
been sales man- 
ager — advertising 
and merchandis- 
ing since Septem- 
ber, 1955, had 
served previously 
as director of ad- 
vertising and 
merchandising. 





Jack W. Minor 


The post of general sales man-| 


ager has been open since Nichols 


moved up to vice-president in Au-|} 


gust, 1955. 


Prior to joining Dodge in Decem- | 


ber, 1953, Minor was vice-president 
of Grant Advertising, in charge of 
the Dodge account. 

Wendell D. Moore succeeded 
Minor as assistant sales manager- 
advertising and sales 


advertising manager in January, 
1955, Moore was media director for 
Grant Advertising, and media su- 
pervisor for Campbell-Ewald. | 


a ~ z 


Packard’s Stuart Joins 
Chrysler Ad Agency 


DETROIT. — Donald R. Stuart, 
former Packard-Clipper sales man- 
ager, joined the Detroit office of 
McCann - Erick- 
son March 1 as a 
vice - president 
and director of 
merchandising. 
The firm handles 
Chrysler division 
advertising. 

Stuart was with 
General Motors 
for more than 20 
years in both field 
and staff positions 
at Chevrolet and 
Pontiac. He joined Packard last 
year 


U.C. Dealers Get 


License Warning 


MINNEAPOLIS. — Used-car 
dealers whose operations are the 
cause of complaints during the next 
two months may not be able to re- 
new their licenses in May, a City 
Council committee has warned. 


The licenses committee directed 
a police inspector to keep a file of 
complaints and give the committee 
his recommendations at renewal 





D. R. Stuart 


time. The action was said to have, 


been prompted by a report from 
the inspector that he is continuing 
to get complaints about firms which 
have been called on the carpet in 
recent months. 


promotion. | 
Prior to his appointment as Dodge | 





| loss, before taxes, of 3.2 percent on 


sales. 


Twelve representative dealers in 
Cleveland reported losses of 2.07 
percent on sales, before taxes. The 
range went from 1.6 percent profits 
to 7.4 percent losses. 


In Newark, N. J., five dealers 
selling less than 150 cars annually 
reported a 0.305 percent profit. Five 
dealers selling between 150 and 400 
cars annually made a profit of 0.007 
percent, and five dealers with an- 
nual sales of 750 cars were operat- 
ing at a 0.296 percent loss. 

* a * 


4 pw dealers in Wyoming reported 
their losses averaged 0.186 per- 
cent, and 14 St. Louis dealers said 
that out of a gross volume of $2,- 
712,560.63, they had lost $17,194.13. 
Of 12 dealers surveyed in Boston, 
nine reported losses of 0.5 to 5.5 
percent, and three revealed profits 
ranging from 0.2 to 3.0 percent. 
Dallas dealers reported both 
profits and losses, with the major- 
ity operating at a loss. Losses 


| went as high as 5 percent for the 


month, but no dealer reported 
profits, before taxes, greater than 
2 percent. 

Fifteen of 19 dealers in Long 
Beach, Calif., said January business 
totalled $5,003,350, with a net profit 


|of only $20,885. These dealers also 


reported heavy repossessions and 
said that “continued liability was 
extremely dangerous.” 

ok * * 


WO hundred dealers in South 
Carolina reported a 0.88 percent 


profit, before taxes. 


In New York, with a majority 
of dealers reporting, an average of 
59 cars were sold by each dealer 
at a loss of $74 per car. 


Fribley called the report from 
Miami especially signficant. “Jan- 
uary is normally a slow month 
for the auto industry, with the 
exception of the extreme south- 
ern areas such as Florida. A 
survey of 41 new-car dealers, 
handling all makes, showed a net 
profit, before taxes, of 0.44 per- 
cent on sales. This is extremely 
discouraging news to us,” he 
added. 


Fribley said that NADA would 
conduct another 
March 10 on February business. 


Dillon Has $50,000 Fire 
DILLON, S. C.—Dillon Motor 


|Sales, Inc., local Ford dealership 


owned by W. K. Caldwell, suffered 
damage estimated at $50,000 Feb. 24 
when a barrel of paint thinner 


|exploded, sending fire throughout 
|the service shop area. The repair 


shop was destroyed and consider- 
able damage was done to other 
parts of the building. 


WE DEEPLY REGRET... 


DUB TO THE DEATH OF OUR 
PROFITS THIS MONTH, WE 
WILL REMAIN CLOSED ON 
SUNDAY, FEBRUARY 26th. 


LAST RITES 


will be held for an additional 


40 new °56 PONTIACS (and we ex- 
pect to lose money on these, too) 


SATURDAY, FEBRUARY 25TH 
9 AM. te 6 PM. 


Gloating mourners, looking for bargains, 
are cordially invited to attend! 


Procession Parking in the Rear 


BROAD ST. PONTIAC 


Weekdays to 10, Saturdays to 6 
990 BROAD ST. * NEWARK 
MI 3-1880 


Dealer Mourns Profits— 


Reports indicate another profitless month 
in February for most of the nation’s 
dealers who, according to NADA, operated 
in the red in January. Mourning the 
“death of profits," Broad St. Pontiac, 
Newark, N. J., placed this ad in the 
Newark News, inviting car buyers to at- 
tend a wake for 40 additional 1956 Pon- 
tiacs on which it expected to lose money. 


survey about|#= 








Pet. of 
Market, 
1947 


eevee 49,05 


Body Style 
4-Door Sedan .. 
2-Door** 
Business Coupe 
Convertible Coupe.. 
Hardtop 2-Door* 
Hardtop 4-Door ...... 
Station Wagons* 

2-Door 

4-Door 
Chassis and Misc... 


1950 
48.71 
40.57 


59 


INE cutteretAcdesisens ...100.00 


Pet. of 
Market, 


Pet. Pt. 
Diff., 

1950-55 
— 10.28 
—19.39 
— 117 


Pet. of 
Market, 
1954 
46.64 
26.57 


Pet. of 
Market, 
1955 
38.43 
21.18 

17 
3.03 
21.05) 
6.33) 


3.22) 
6.37) 
22 


100.00 


* Hardtops and station wagons not broken down until 1955. 


** Includes club coupes. 


—Based on factory sales data compiled by the Automobile Manufacturers Assn. 





°55 Hardtops, Wagons Spark 
‘Revolution’ in Body Style 


DETROIT. — A quiet, yet tre- 
mendous, revolution in body styles 
which has been fermenting for 
several years gained major mo- 
mentum last year. 

It is the first such upheaval 
in public preference since the 
switch years ago from open to 
closed cars. 

Furthermore, it seems basically a 
desire to return to the joys of open- 
air motoring while retaining the 
comforts of the closed car. 

For, since the advent of the hard- 
top, the two and four-door closed 
ears have slipped drastically in 
popularity — from 89.94 percent in 
1947 to 59.61 percent in 1955. 

Acceptance of the hardtop 
jumped 23.38 percentage points 
from 1950 to 1955, yet is was signi- 
ficant that 10.21 percentage points 
of that edge were marked up last 
year. 

There isn’t much doubt that a 





Chevrolet Forms 
Dealer Council 


On Advertising 


DETROIT. Formation of a 
dealer advertising council, pat- 
terned along the lines of the com- 
pany’s national 
dealer planning 
system, was an- 
nounced last week 
by W. E. Fish, 


sales manager. 
The council, 
made up of one 
dealer from each 
of the company’s 
42 zones, will hold 
semi-annual two- 
W. E. Fish day meetings in 
Detroit to discuss advertising prob- 
lems with Chevrolet executives. 
Half the committee will meet in 
the spring and the other half in 
the fall. Procedure will be for all 
dealers to present advertising sug- 
gestions and recommendations to 
their dealer delegates for discus- 
sion at the Detroit meetings. 


Formed in 1937, the dealer plan- 
ning system brings 7,500 dealer 
representatives to discuss mutual 
problems with the company at dis- 
trict, zone, regional and national 
levels. 


Hamtramck Assn. 


Is Reorganized 


HAMTRAMCK, Mich.—Ten deal- 
ers along Jos. Campau Ave. in this 
Detroit suburb have reorganized 
the Hamtramck Automobile Deal- 
ers Assn. The organization, first 
formed in 1946, had been inactive 
since 1950. 

Purpose of the group is to con- 
solidate advertising expenditures 
and to promote Jos. Campau as 
“Auto Row,” according to Woodrow 
W. Woody, Woody Pontiac Sales, 
Inc., president of the association. 
He emphasized that the 10 dealers 
will retain their memberships in 
local, state and national dealer 
organizations. 

Other officers are Al Long, Al 
Long, Inc. (Ford), vice-president; 
Cc. R. Krajenke, Krajenke Buick 
Sales, Inc., secretary-treasurer, and 
Dave Coogan, Dave Coogan, Inc. 
(Mercury), chairman of the adver- 
tising committee. 
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Ch let 1} . 
cs manger. | Station Wagon Plant 





factor in this single year’s re- 
markable gain—almost half the 
five-year total — was successful 
adaption of family four-door se- 
dan roominess to hardtop styling. 
As a matter of fact, four-door 


| hardtops alone accounted for 6.33 


percent of the market while four- 
door sedans lost 8.21 percentage 
points. 

Thus, more and more motorists 
swung last year to autos which 


wrap up the advantages of open | 


touring car and closed sedan into | counts are given because it is good 


one modern-styled package. 

The hardtop’s running mate in 
this revolution is the station wagon. 
It has leaped from 2.25 percent of 
the market in 1947 to 9.59 percent 
in 1955 and, like the hardtop, a 
healthy share of this increase was 
scored last year. 

The reasons behind the station 
wagon’s popularity are lumped 
into one phrase by the experts. 
It is: “The changing face of 
America.” 

There are many factors under- 
lying this phrase and they include 
(1) the move to the suburbs; (2) 
the increasing trend toward more 
four-and-five-child families; and 


| (3) the rising number of two-car 
| families. 


Where this shifting of tastes will 
end—or if it will ever end—no one 
knows. It may be just the fore- 


runner of a trend that will bring | 
even more exciting auto styles and | 


models in the future. 
* * ok 


Started by Mercury 


WAYNE, Mich. — Mercury has | 


commenced construction of a sep- 
arate station wagon plant adjacent 
to its present plant here. It will go 
into production late this year. 
Mercury credits a 760 percent 
rise in station wagon sales since 
1947 for the decision and said the 


separate plant is the only one of | 


its kind. 

The announcement was made last 
week as part of the celebration of 
Mercury Station Wagon Week. 
More than 3,000 dealers took part 
in the sales week which ended last 
Saturday (March 3). Walter G. 


Nelson will be manager of the new 
plant. 
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Jeep Dealer Goes Fishing— 











Factory Fleet Bids 
Of $1,000 a Car 
Deplored in Calif. 


(Continued from Page 1) 


secretary, said the State had pur- 
chased six-cylinder four-door Chev- 
rolets for as little as $1,062 
compared to list prices of $1,855 in 
Michigan and $2,353 in California. 

“It sounds as though the State 
is getting a good, cheap deal by 
these undercutting practices,” 


| Miller said, “but if you knock out 


the local businessman’s profit, 
you’re knocking out local tax 
bases. 

“Besides, the ordinary private 
automobile dealer is going to have 
to make up those losses in the price 
he pays at retail,” he said. “In the 
long run, the state’s economy is 
bound to suffer.” 

* * * 
HE PREDICTED the practice 
could “raise havoc” with the 
used-car market. 

“The State buys a car for $1,062,” 
Miller said: “It can be driven for a 
year or 35,000 miles and then sold 
for as much or more than it cost. 
If the State does not wish to make 
a profit on the resale and lets the 
car go at actual cost, the effect is 
to glut the market with cars priced 
below the normal regale value that 
an ordinary citizen might well 
expect for his car. 

* * * 

EPRESENTATIVES of Ford 

and Chevrolet said huge dis- 


advertising to be represented among 
government agency fleets. 

“Having a few thousand State 
employes driving our products on 
business does Ford no harm,” Leo 
S. Grey, Ford’s regional fleet sales 
manager, said. He said Ford 
assists dealers to sell to state 
organizations by reducing the 
wholesale price and granting spe- 
cial discounts. 

Louis H. Bridenstein, Detroit at- 
torney appearing for General Motors 
Corp., said “If the dealer can’t do 
the business and make a profit, our 
company’s policy is to step in and 
bid direct on dealings with govern- 


|ment agencies. We look upon this 


government business as good public 
relations ... a fleet of cars in a 
State police department is a good 
proving ground, and each car is a 
moving advertisement.” 

Ed Grafton, Chevrolet zone fleet 
manager, said sedans were sold for 
as low as $1.062 to meet the com- 
petition of Ford. 

* cd * 

HEVROLETS and Fords are 

being sold to the government 
agencies for less than Plymouth’s 
factory costs, N. K. Reinhard, re- 
gional manager of Fargo Motor 
Corp. division of Chrysler Corp., 
said. 

The same situation prevails for 
Nash, according to Paul McKeown, 
zone manager. McKeown added that 
wheel base and horsepower specifi- 
cations work against Nash. 

Cc. K. Revelle, Studebaker’s 
western regional sales manager, 
said purchasing agents appear 
more interested in initial cost 
than in economical performance 
or long range costs. He added 
there is much to be said about 
the “ethics of the situation.” 





Ken Pankey, Pankey Motor Co., Oregon City, Ore., was able to go fishing right 
at the doorstep of his Jeep dealership when the Willamette River overflowed its 
banks in one of the West Coast floods. His catch: A 12-inch sidewalk carp which he 


landed with the toe of his wader as he was trying to keep flood waters from pour- 
| ing into his building. 














Every automobile salesman runs into shoppers looking for a 
lower-priced deal, regardless of the make of car he sells . . . but, 
whether you are an automobile dealer or a salesman, here is 
one way you can hurdle this barrier. 

A new Universal C.I.T. presentation shows and demon- 
strates specifically the most down-to-earth workable system 
for successfully and profitably selling a car against such com- 
mon price objections as these: 

“T can get a (competitive make) for a much lower price.” 

“That model is too expensive.” 

“T can get a higher trade-in down the street.” 


“T can get cheaper financing elsewhere.” 
This film .. . “Quality Sells!” . 
tested formulas that will help any salesman turn more of his 


. . demonstrates four time- 
prospects into customers . . . selling his car against lower- 
priced competitive makes or the top of his line against a 
stripped model. Any salesman who learns and uses these for- 
mulas will master the art of meeting price competition squarely 
and successfully. 

Ask your Universal C.I.T. District Manager to schedule a 
showing at your dealership soon. The time you and your men 
invest will pay big dividends in the months ahead. 


Universal C.LT. Credit Corporation 
One Park Avenue, New York 16, New York 


OVER 450 OFFICES SERVING THE UNITED STATES AND CANAD A* 
*In Canada, Canadian Acceptance Corporation Limited 








Kentucky Adopts 
Factory-Dealer 


Licensing Law 


16th Such Statute 
Includes Cancellation, 
Coercion Safeguards 


FRANKFORT, Ky.—A _ dealer- 
maker licensing bill, designed to 
protect new-car retailers against 
unfair trade practices on the part 
of manufacturers and distributors, 
was signed into law last week in 
Kentucky. 


Kentucky thus becomes the 16th 
state with such legislation. 


The measure requires the 
licensing of dealers, salesmen, 
manufacturers, distributors, fac- 
tory or distributor branches and 
their representatives. 


Of most interest to Kentucky 
dealers is the provision that a 
manufacturer or his representative 
is liable to loss of license for can- 
celling a dealer franchise without 
just provocation. 

The law further provides that 
nonrenewa! of a franchise without 
just provocation shall constitute 
unfair cancellation. 

Manufacturers or distributors are 


forbidden to coerce dealers to! 


accept delivery of any unordered 
vehicles, parts, accessories or other 
commodities. 


Furthermore, manufacturers are 
prohibited from coercing any dealer 
to enter a sales agreement under 
threat of losing his franchise. 

The law prohibits any manu- 
facturer from giving “anything 
of value” to any sales ce 
company in the state, and makes 
it illegal for any finance company 
to induce or coerce any dealer to 
transfer any installment sales 
contract. 

In addition to the previously 
stated curbs, a license may be 
denied, suspended or revoked on 
the following grounds: Proof of 
financial or moral unfitness; mate- 
rial misstatement in application; 
filing a materially false or fraudu- 
lent income-tax return; failure to 
comply with any provision of the 
licensing law; defrauding of any 
retail buyer; failure to perform any 
written agreement with a retail 
buyer; failure or refusal to furnish 
and keep in force any bond re- 
quired; any fraudulent sale, trans- 
action or repossession; fraudulent 
misrepresentation, circumvention or 
concealment of any information 
required to be furnished to the 
retail buyer, and violation of any 
law relating to the sale, distribu- 
tion or financing of vehicles. 
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Here's How Car Makers Fared on Percentage of Industry 
In the Various States in 1955 Sales 


Compiled by Automotive News 
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STATES Oz} / 2] ¢| 3 | Zz! £ 
§} 4/33) 2/3) | 2 | 28] =| 
riz 32 6/6/8&/|z/]62!] 5| £ 
Nat'l % of Ind.......| .60) 1.31| 1.91| 2.18] 1.65! 3.96] 9.03) 16.82] .01/ 21.94| 
Alabama .......... | 43! .79| 1.22] 1.58] 1.02] 2.98] 9.11] 14.69] .01] 26.09 
SIRS ve ceccscet a 70) 1.41} 2.11) 2.13) 1.30) 4.15) 8.56) 16.14) .01| 23.38 
Arkansas .......... | 55| -68| 1.23) 1.33) 1.02) 3.33) 9.34) 15.02 .-| 27.18 
PQAIOTMEN scccccces .61| 1.43) 2.04) 2.01) 1.48] 3.71] 7.11) 14.31} .01| 19.75 
Colorado .......+.+- | .84) 1.72 2.56| 2.63] 1.53] 3.96) 7.42| 15.54) .01| 23.18] 
Connecticut ........ | .92| 2.14) 3.06] 3.16] 1.65 4.45) 10.09; 19.35) .02| 20.09 
Delaware .......... | 09) .61| .70| 1.69] 1.39) 3.76) 9.72| 16.56} .01| 24.75 
Dist. of Columbia ..| .41| .94) 1.35] 2.32) 1.99) 3.79) 12.74) 20.84 os) Sawa 
FREE Sisovevicoes | .52) .87) 1.39] 1.92] 1.20) 3.14) 7.32] 13.58) .02| 24.72 
Georgia ........... | -15| 69) .84) 1.38) .92) 3.31) 7.52) 13.13 ..| 26.74 
BD. cctvccscesives | 1.29] 1.89) 3.18] 2.76] 1.91] 4.94) 7.66) 17.27) .01| 18.98 
GOOD. ccc cece ceses 1.25| 1.61) 2.86) 2.40) 1.61) 3.69) 9.65) 17.35| .01) 19.36 
PRGTORGD ccccccccces -62) 1.39) 2.01) 2.14) 1.94) 4.19) 8.82) 17.09} .01) 21.78 
RE Soc cceesarcceee -59| 1.19) 1.78) 2.22) 1.36) 4.11) 8.29) 15.98 -+| 23.78 
NEED wicdsccceoes | .74| 1.72| 2.46) 1.96] 1.30] 3.71! 8.06) 15.03} .01| 23.48 
Te) ee | .42| .91) 1.33) 1.56) 1.20) 3.66) 8.52) 14.94 ..| 24.86 
lovisiona .......... | .20) .66| .86) 1.42) 1.03] 3.03) 8.19) 13.67 01! 27.33 
WENO. cic ceccveces 1.13} 2.27) 3.40) 1.91) 1.92) 4.24) 10.89) 18.96) .01| 21.74 
Maryland .......... | 48) .94) 1.42) 1.93] 1.82) 4.21! 11.41] 19.37] .01| 21.76 
Massachusetts ...... | .78| 2.39) 3.17] 2.34) 1.86] 3.74) 10.18] 18.12) .01/ 22.08 
err | 40} .94) 1.34] 1.85) 1.46] 4.16) 8.30) 15.77) .01| 23.14 
Minnesota ......... .69| 1.14] 1.83] 2.10] 1.69) 3.82) 8.27) 15.88 oo) D433 
Mississippi ......... -29| .51| .80).1.33) 1.27) 3.27| 10.33) 16.20 = 25.72 
0) ae -29| 1.15) 1.44) 1.58) 1.68) 3.17) 10.95) 17.38 .-| 23.20 
Montana .......... | 1.23] 1.43] 2.66) 2.50] 1.43] 5.01) 7.78] 16.72) .01| 22.45 
Nebraska .......... 41} .92) 1.33) 2.10) 1.41) 3.92) 8.35) 15.78! .01| 25.34 
CPU, esa véccvene -54| 1.04) 1.58) 2.27) 1.90) 3.90 7.92| 15.99 ..| 20.16 
New Hampshire ..... | 1.61] 2.44) 4.05] 2.01| 1.56] 4.34) 9.28] 17.19] .01| 21.35 
New Jersey ........ | -53) 1.16) 1.69) 3.17) 2.46) 4.40) 10.18) 20.21; .01| 19.23 
New Mexico ........ .25| .90) 1.15) 2.20) 1.29) 3.61) 6.88) 13.98 ..| 21.64 
de eee 54} 1.47) 2.01) 3.14) 2.10) 4.42) 10.37! 20.03) .01| 18.86 
North Carolina ..... 43) .84| 1.27) 2.04) 1.54) 3.35) 8.22) 15.15 ..| 26.00 
North Dakota ...... 49) 1.22) 1.71) 2.54) 2.15) 5.04) 10.16) 19.89 ..| 24.09 
Mth 646 c6be6e< -53| 1.19) 1.72) 2.34) 1.97) 4.89 8.98) 18.18] .01| 22.11 
Oklahoma ......... | .38} .94| 1.32) 1.29] 1.22) 2.69) 6.95) 12.15] .01| 24.11 
eee 1.07} 2.03 3.10} 2.00} 1.87) 4.15} 7.06] 15.08 oe 4 
Pennsylvdnia ....... .65| 1.32) 1.97| 2.69) 2.19] 5.10) 11.98) 21.96) .01| 19.40) 
Rhode Island ....... | .95| 2.52| 3.47| 2.60] 1.97| 3.94] 12.32] 20.83 - 19.60 
South Carolina ..... |. 51) .60} 1.11] 1.31] 1.37) 3.44] 8.35) 14.47 26.24 
South Dakota ....... | 80] 1.64} 2.44) 2.10] 1.27) 4.69] 9.26) 17.32 22.93 
Tennessee ......... | .34) .81) 1.15] 1.39) 1.21] 3.41! 9.40! 15.41) 1% 24.72 
RS ae | .27| .58) .85| 1.50) .96| 2.71) 7.07| 12.24 24.01| 
ROMS ett da ocene-s | .65| 1.08] 1.73) 2.51) 2.47| 4.42| 7.90} 17.30] » 
NE as5 6 dé-coawe | .54| 2.70) 3.24] 2.51) 1.42) 3.95| 10.80) 18.68 21.44 
NE 5 6 6 ches 08 | .64) 1.21| 1.85] 2.14} 1.70| 3.84] 10.18] 17.86 «+| 23.62 
Washington ........ | = 2.58| 3.41| 2.17] 2.04] 4.88] 8.57) 17.66] .01| 21.21 
West Virginia ...... | 1.39) 2.11) 2.61) 1.83) 6.24) 11.74) 22.42) .01) 21.17 
WROREED. voc nx cscs | a 3.65} 4.95) 2.08) 1.71| 4.05) 8.02) 15.86 21.12 
Wyoming .......... | .82| .96| 1.78] 2.63] 2.07| 4.02] 7.07) 15.79 21.10] 
Note: Total will not add up to 100% because miscellaneous makers have not been included. 
* * a > + . 
By Robert M. Lienert of all new cars registered were 


Associate Editor 


DETROIT.—Deepest market pen- 
etration by any make in any state 
last year was scored by Chevrolet 
in Alabama — where 28.01 percent 


Used-Car Bulletin from Detroit ... 


Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday and Friday.) 


February 29 
(Goed, clean cars still bringing 

good prices, Sold 70 percent of 174 

entries.) 

BUICK—’55 Century Riviera, $2,100°; 
Super 4-dr., $1,920*; Special 4-dr., 
$1,810, $1, 550°. "54 RM Riviera, $1,- 
630* (ps); 4-dr., $1,425* (ps); Cen- 
tury Riviera, $1,620* (ps); Special 
4-dr., $1,410. 53 Super 2-dr., $940°; 
4-dr., $845*. °52 RM conv., $700*; 
Super 4-dr., $625*, $605*; Special 
Riviera, $610* (ps); 4-dr., $500° -"50 
Special 2-dr., $250. 

CADILLAC—’'55 (62) club coupe, $3,- 
300° (ps). '53 (75) 4-dr., $1,585* 
(ps); (62) 4-dr., $1,585*. °51 (62) 
4-dr., $1,085°; club coupe, $1,015* 
(ps). '50 (62) 4-dr., $825°, 

CHEVROLET — '55 Beil Air (8) club 
coupe, $1,660* (ps), $1,610*; 4-dr., 

$1,500* (ps), $1,410*; Bel Air (6) 
2-dr., $1,215; One-fifty (8) station 

1, . *54 Bel Air 2-dr., 

: Two-ten 2-dr., $795, $760, 
$660. °53 Bel Air 4- dr., $810*;, Two- 
ten 2-dr., $630, $570°. *52 SL Deluxe 
club coupe, $590, $375; 4-dr., $455°. 
*51 SL Deluxe 4-dr., $300; club coupe, 
$300. °50 SL Deluxe club coupe, 
$320*. 49 SL Deluxe club coupe, $275. 

CHRYSLER — ’55 Windsor 4-dr., $1,- 

. "53 Windsor Newport, $800*; 
$930° (ps). 
fo —’53 Fire Dome (8) 4-dr., 
$725*. 

DODGE—’55 Coronet (8) 2-dr., $1, 525. 
*53 Coronet (8) club coupe, 

; 4-dr., =. $585. °52 Way. 


$1,945°; Sd Sus 355. 
980* (ps), $1,945°; 2- 
Fairlane (8) ‘Victoria, $i,685°; 


tom (8) 2-dr., $1,315; Custom (6) 
2-dr., $1,240, $1, 160, $1, 150, $1,130; 
4-dr., $1,140. '54 Custom (8) station 
wagon, $1,315*, $1,300; Main (8) 
Ranch Wagon, $1,140*; Custom (8) 
club coupe, $1,155; Custom (6) sta- 
tion _wagon, $950; 2-dr., $785, $760. 
"53 Crest (8) conv., $780°; 4-dr., 
$730* (ps), $700; Custom (8) club 
coupe, $960°; 4-dr., $770*, $750*; 
Custom (6) 2-dr., $760; 4-dr., $625; 
Main (6) 2-dr., $605; 4-dr., $505; 
Main (8) 4-dr., ‘3505. 52 Custom (8) 
club coupe, $660*; 4-dr., $500*. 
Custom (8) Victoria, $510°, 
Custom (6) 4-dr., $240. 

HUDSON—’53 Hornet club coupe, $685°. 

KAISER—'53 2-dr., 

a ~ a "54 Capri 4: -dr., $1,375° 

"52 club 


(ps). 
MERCURY—’5S4 4-dr., $1,150. 
coupe, $680*; 2-dr., $500. ‘51 club 
$610. 


coupe, $315. 

NASH—’'53 Statesman 4-dr., 

OLDSMOBILE—’56 (88) Super Holiday, 
$2,310*. '55 (88) 4-dr., $2,035*. '54 
(88) Super club coupe, "$1, 590° (@s). 
"52 (88) 2-dr., $695°; club coupe, 
$685*. '51 (88) 4-dr., $455*, $315*. 

PACKARD—’'53 Clipper 4-dr., $700*, 
$685*, $650°; 2-dr., $660°, '51 4-dr., 

. 


PLYMOUTH—’'55 Plaza (8) 4-dr., $1,- 
415*. '54 Plaza club sedan, $610. '53 
Cranbrook Belvedere, elub 
coupe, $565*; 4-dr., $560; station 
wagon, $610. '51 Cranbrook station 
wagon, $410; 4-dr., $215. 

PONTIAC—’'55 Chieftain (8) Catalina, 
$1,800*; club coupe, $1,790°. ‘54 
Chieftain (8) 2-dr., $985*. '53 Chief- 
tain (8) 2-dr., pf, $770*. 

ee Commander 4-dr., 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 56, 57, 58, 60, 61 





of that make. 

Arch-rival Ford achieved max- 
imum penetration in Louisiana 
with 27.33 percent. That figure 
was topped by Chevrolet in Geor- 
gia, with 27.75 percent and in 
Mississippi, with 27.74 percent. 
These and other detailed views 

of the 1955 new-car market are 
provided by Automotive News’ sta- 
tistical analysis of registrations. 

In translating bare sales figures 
into percentages, the analysis pro- 
vides a precise comparison of mar- 
ket penetrations on a state-by-state 
as well as a national basis. 

The accompanying table shows 
how each make and each corpor- 
ation fared across the country. 

According to the percentage 
breakdown, the Big Three ac- 
counted for 95.20 percent of all 
registrations, with GM claiming 
50.75 percent; Ford Motor, 27.63, 
and Chrysler Corp., 16.82. 

The Big Three's deepest penetra- 
tion came in Texas, with 97.46 per- 
cent, although Mississippi was close 
behind with 97.44 percent. Other 
states in which the Big Three 
garnered more than 97 percent of 
the total new-car market included 
Alabama, Arkansas, Delaware, 
Georgia, and Tennessee. 

Slimmest pickings for the Big 
Three were found in Nevada, where 
the market penetration slid to 89.40 
percent, the only state to give the 
other makers more than 10 percent 
of the market. 

Other states to show less than 
93 percent of the market for the 
Big Three included California, Con- 
necticut, Maine, New Hampshire, 
Oregon, Rhode Island, Washington 
and Wisconsin. 

GM's flag flew highest in Texas, 
where 55.24 percent of all new cars 
registered in 1955 were GM prod- 
ucts. Runnersup were Oklahoma, 
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49| 5.19| 27.63| 10.29| 1.97| 22.88| 8.22] 
.35| 4.56] 31.01| 8.53] 1.13] 28.01] 6.55 
53| 4.86) 28.78 9.89) 2.02| 24.10} 6.42 
.36| 5.18) 32.72} 7.19] 1.28) 26.26] 7.67 
.71| 7.10| 27.57| 12.49| 2.63) 20.26] 7.86 
.65| 5.70| 29.54) 7.96] 2.08| 24.88] 7.69 
.53| 4.67| 25.31| 9.65] 2.12) 19.88) 8.59 
56| 4.47| 29.79| 9.86) 1.78] 25.48) 6.69 
42| 4.13) 22.47| 9.38] 2.50) 22.70) 8.76 
.63| 4.95} 30.32} 8.55| 2.52| 25.62| 8.32 
.31| 4.74| 31.79| 8.01] 1.34] 27.75| 6.96 
.65| 5.84) 25.48| 10.46] 1.95] 22.14] 7.68 
53) 5.37| 25.27| 11.26] 2.39) 21.89] 9.62 
Al| 4.64) 26.84) 10.67) 1.69] 22.49) 7.97 
.40| 4.99| 29.14} 8.88) 1.50} 26.18] 7.40 
41| 5.04} 28.94) 8.68] 1.60] 25.17] 7.10 
.22| 4.34) 29.42) 9.93] 1.16| 27.31) 7.23 
.33| 4.36| 32.03} 7.30) 1.37| 26.40) 7.95 
43| 4.57; 26.75|  8.04| 1.36) 25.10) 5.46 
.38| 4.45| 26.60} 9.08] 1.52) 24.64] 7.36 
48| 4.24) 26.81| 9.64| 1.69) 20.86) 9.56 
A6| 5.22| 28.83} 11.54) 2.21) 23.72) 7.74 
40| 4.91| 29.62} 9.09) 1.74) 23.40) 9.41 
.32| 4.58| 30.63, 7.91| 1.34) 27.74| 6.37 
.36| 5.19| 28.75) 8.49) 1.52] 24.25] 7.95 
.57| 5.13| 28.16) 7.16| 1.89| 24.59) 7.66 
40| 5.48} 31.23| 10.55] 1.69) 23.34] 7.21 
.66| 5.56| 26.38} 9.14| 3.03] 17.74| 9.48 
59| 4.70| 26.65| 7.69) 1.28) 24.70| 6.53 
.53| 5.51| 25.28| 12.02| 2.49) 19.72| 8.65 
.73| 5.98| 28.35| 10.43) 1.82| 25.13| 7.68 
.56| 4.95| 24.38| 11.02) 2.48| 20.02! 9.53 
.37| 4.54| 30.91| 8.90] 1.44] 24.86| 7.67 
A4| 5.28) 29.81; 7.01) 1.42) 24.65) 7.77 
.49| 5.29| 27.90| 11.03] 1.90) 20.90! 8.11 
42| 5.44) 29.98| 9.47| 1.68| 26.55| 8.56 
.65| 5.66| 27.58; 8.99| 1.75| 23.92) 8.12 
.45| 4.74| 24.60| 10.77) 1.80) 20.59) 7.94 
.53| 4.65| 24.79| 8.66] 2.28] 21.34| 8.57 
.32| 4.22| 30.79| 8.58] 1.19] 27.42) 7.00 
A2| 5.23| 28.58) 9.81] 1.56| 24.02) 7.46 
.28 — 29.68| 8.92) 1.22| 25.75) 8.66 
48) 5.48| 29.98} 9.59) 1.89) 27.16] 8.52 
.59| 5.88) 26.63| 11.35) 2.13) 20.16) 9.38 
.31| 4.25| 26.00] 8.09] 1.28) 25.99| 6.30 
.38| 4.64) 28.64) 9.31| 1.52) 22.37) 7.59 
51| 4.64) 26.37} 9.70| 1.46| 22.02| 7.48 
-38| 4.60! 26.16] 9.70) 1.18] 21.92) 6.43 
.43| 4.49| 26.04) 11.59] 1.77] 21.08) 9.39 
.79| 5.99| 27.88, 9.77| 2.39| 24.34] 8.74 
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8.11} 50.32) .01| .06| .07| .47| 1.33] 1.80 
7.03} 48.33| .02| .10) .12| 1.13| 2.44| 3.57 
6.58| 49.37| .01| .08| .09| .71| 1.38] 2.09 
7.64| 47.03| .01| .03| .04| 1.77) 5.17] 6.94 
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Twelve-Month Sales Data ee oot R. L. Polk & Co. 


* * * 


co, with 53.65 percent. 

Arkansas proved to be a strong- 
hold for Ford Motor Co., which 
achieved a penetration of 32.72 
in that state. Ford Motor also 
showed up well in Louisiana, with 
$2.03 percent, and in Georgia, 
with 31.79 percent. 

The best showing for Chrysler 
Corp. was made in West Virginia, 
where the firm’s penetration soared 
to 22.42 percent. Other leading 





areas for Chrysler Corp. were 
Pennsylvania, with 21.96 percent, 
and District of Columbia, with 20.84 
percent. 

Difficult states for the Big Three 
were: GM, 46.04 percent in -North 
Dakota; Ford Motor, 22.47 percent 
in District of Columbia, and Chrys- 
ler Corp., 12.5 percent in Oklahoma. 

While Ford ran second nationally, 
it was ahead of Chevrolet in 11 
states — Arkansas, Connecticut, 
Louisiana, Massachusetts, Minne- 
sota, Nebraska, Nevada, North Car- 
olina, Ohio, Virginia, Wisconsin. 

In Utah, Ford and Chevrolet 
ran -a dead heat in 1955 with an 
identical 5,497 cars (20.16 percent 
of the market) registered for 
each make. 

In the other 37 states Chevrolet 
led. 

Ford topped its national average, 
but ran second to Chevrolet, in 19 
states. In--five of the states in 
which Chevrolet ran second, its 
penetration exceeded its national 
average. 

Ford’s biggest advantage over 
Chevrolet came in Nevada, where 
its lead represented 2.42 percentage 
points. Chevrolet’s biggest margin 
was 4.78 percentage points in the 
District of Columbia. 

Four makes — Buick, Plymouth, 
Oldsmobile and Pontiac — shared 
third place in various states. 


Buick was third in 26 states, 





*x x * 


with 54.66 percent, and New Mexi-|fourth in 18 states, fifth in four 


states and sixth in one state (Lou- 
isiana). 


Plymouth was third in 19 states, 
fourth in 15 states, fifth in eight 
states and sixth 


in seven states. 








Factories List 
Sales Showings 
For February 


DETROIT. — Auto manufac- 
turers have reported sales perform- 
ances for February. Among them 
are: 





Chrysler Corp. 


Strong retail sales of passenger 
cars by Chrysler Corp. dealers in 
February resulted in that company 
taking 17.50 percent of the car mar- 
ket, according to C. L. Jacobson, 
sales vice-president. 

In the second 10-day February 
period, Chrysler’s share of the mar- 
ket, according to retail delivery re- 
ports of the entire industry, was 
17.60 percent and in the first 10 
days of February it was 17.40. The 
company’s share of the market for 
the year 1955 was 17.10 percent. 

Average daily retail deliveries of 
Chrysler Corp. passenger cars have 
shown a steady increase since the 
first of the year, Jacobson said. 
The rate in the second 10-day pe- 
riod of February was 18.30 percent 
ahead .of the first 10 days of the 
year. 

DeSoto 

DeSoto retail sales in the first 
20 days of February increased 21.4 
percent over the same period in 
January, J. B. Wagstaff, sales vice- 
president, said last week. 

Total units sold amounted to 

(Continued on Page 8, Col. 5) 





THE DAILY NEWS HITS HOME 


The Chicago Daily News Hits Home Because it Goes Home... 


It goes into 600,000 homes a day. It goes into homes on the South Side, 
North Side, West Side and Suburbs. It goes into rich homes, and poor 


homes, but mostly into plain old in-between homes. It goes home to aC PC Tht newspaper 


everybody in the family. It goes home to people of all ages, of all imter- 
THE CHICAGO DAILY NEWS 


ests, of all tastes. It goes home to them in the evening, when they have 
time to relax, time to read, time to think, time to decide. That's part 
of the reason why—as a source of information, as an editorial force, 
as an advertising medium—THE CHICAGO DAILY NEWS hits home! 
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ration... 


Franchise System Gains in Census 


(Continued from Page 1) 


at the beginning of 1955, this alone 
is not to be interpreted as a clear 
sign that an uptrend is in progress. 


The situation remains too fluid 
to permit such a surmisal. In the 
course of a year many hundreds 
of dealerships change hands, and 
in the case of some makes, the 
arbitrary Jan. 1 census date may 
come at a time when dealer 
deaths, recontracting delays and 
other factors are exerting unusal 
influence on franchise totals. 

Some noteworthy shift kept the 
1956 franchise count at 58,658 de- 
spite the expiration of 2,400 Kaiser- 
Willys contracts with that com- 
pany’s withdrawal from the pas- 
senger-car field. Many of the K-W 
dealers, incidentally, are still in 
business handling the Willys com- 
mercial line. 

= * + 
ALANCING the K-W drop is a 
rise in Ford Motor Co. fran- 
ee es Sn ee ei ene of which there were 12,157 





on Jan. 1 as against 9,906 the year 
before. 

Most of the additional franchises 
have, however, been granted to 
established dealers, with the result 
that the net number of dealerships 
has risen to only 8,933 from 8,636. 

For instance, all of the 653 

Continental dealers enfranchised 
since the debut of that car were 
also Lincoln dealers. There were 
1,449 Lincoln dealers on Jan. 1, 
compared with 1,256 in 1955, many 
of them twinned with Mercury. 

It was in Mercury that the 
greatest growth took place, with 
3,046 franchises estimated to be in 
force this year in contrast to 2,032 
last year. 

Many of the new Mercury deals 
were awarded to dealers of the 
Ford division for a dual Ford- 


Mercury arrangement. Ford divi- 
sion franchises, meantime, in- 
creased to 7,009 from 6,618. 

* * * 


OME sources believe that the 
dualling and realignment of 


Ford Motor franchises is dictated, 
at least in part, by the approaching 
introduction of a projected fifth 
line of cars, to be priced between 
Mercury and Lincoln. 

As for the rest of the industry, 
dualling of franchises has lost 
much of its former significance. 

To be sure, a majority of 
Chrysler Corp. deals still are 
dualled with Plymouth, and there 
is a widespread mixture of fran- 
chises within General Motors. 
But the possibilities for dualling 
between competitive makes have 
been sharply reduced with the 
consolidation of the erstwhile in- 
dependent lines. 

Thus, Hudson and Nash dealers 
both handle cars that cover a wide 
swath of the market, minimizing 
the potential of dualling with 
makes outside the framework of 
American Motors Corp. Similarity 
of product also eliminates dualling 

with AMC. 

On the other hand, dualling is 


(DURING FEBRUARY AND MARCH ONLY!) 





Illinois Stands Firm 
In Tax Fight with Ohio 


SPRINGFIELD, Ill. — Illinois 
is reported standing pat in its 
truck-tax dispute with Ohio, 
“pending possible action by the 
next session of the Legislature.” 

Ohio’s axle-mile tax on Illinois 
trucks, computed on the truck’s 
number of axles and the number 
of miles it travels in Ohio, is the 
cause of the feud. Should [Illinois 
rescind a reciprocity agreement 
on registrations, Ohio could 
charge license fees on I[llinois 
trucks in addition to the axle- 
mile tax. 





being encouraged within Stude- 
baker-Packard Corp., which builds 
two basically different lines. 
* * * 
o dual and triple deals 
in the industry were figured at 
17,490 on Jan. 1, compared with 
18,855 a year earlier. This explains 
the rise in net dealerships in the 
face of a decline in total franchises. 
One movement that is bound 
to gain in importance as time 
goes on is the autonomy granted 







\I can each of 2 profitable 
EW, Alemite products 


‘tattle each case of... 


.-.to give you 


$235 EXTRA PROFIT 


on every case of CD'2 you sell 


With every case of CD-2, you will receive, absolutely 
free, one can of new Alemite Kleen Treet and one can of 
new Alemite Cooling System Conditioner! This boosts 


your normal profit by 
of $2.35 per case! 


20%, giving you an extra profit 


It’s a limited-time offer—to get you ‘and your custom- 
ers acquainted with two new top-quality Alemite prod- 


et. 


two more products to help you cash in on the 


famous Alemite name! After you’ve tried them, you’ll 
want to lay in a supply — to get ready for the demand 
from the millions of car owners who already are regular 


satisfied users of CD-2... 


who are already reading about 


these new products in national magazines from coast 


to coast! 


All 3 of Alemite’s Money-Making Automotive Chemical Products 
Are Featured in Alemite’s Biggest Advertising Campaign Ever! 


e LIFE e TRUE © NEWSPAPERS 
© POST @ POPULAR MECHANICS ® RADIO 
e LOOK @ POPULAR SCIENCE eV 


ALEMITE 


1826 Diversey Parkway, Chicago 14, Illinois 
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List, $1.35 





Alemite Cooling System 
Conditioner! 


rust... 


either hard or soft water. 


Step Up Your Profits with New 


New Alemite Cooling System Conditioner 
gives on-the-road cleaning! No more 
messy flushing and draining. Prevents 
. lubricates water pump and ends 
annoying water pump squeal. Works with 


List, $1.00 


Step Up Your Profits with 
New Alemite Kleen-Treet! 


Kleen-Treet’s amazing results will guar- 
antee repeat business for you! Cleans 
carburetor and fuel system. . . 
annoying high compression ping . . . 
vents stalling due to icing . . . 
fuel pump and upper cylinder area for 
better engine action. 


reduces 
pre- 
lubricates 





Take Advantage of 
this Special Limited-Time Alemite Offer Now ! 
Call Your Jobber Today ! 








Plymouth. As of Jan. 1, there 
were no exclusive Plymouth 
deals, but some have been set 
up since then. 


On Jan. 1, Chrysler Corp. had 
8,957 Plymouth deals, compared 
with 9,551 in 1955. Much of the 
difference is accounted for by the 
establishment of exclusive Dodge 
deals, although 90 percent of the 
3,768 Dodge franchises counted Jan 
1 still were dualled with Plymouth. 
There were 3,871 Dodge deals in 
1955. 

= oe ” 
i? franchises dropped to 

2,610 from 2,693, and Chrysler 

division franchises to 2,986 from 3,- 
145. There were six exclusive 
Chrysler deals on Jan. 1, one ex- 
clusive DeSoto, two Chrysler- 
DeSoto-Plymouth, 20 Chrysler- 
Dodge-Plymouth and one grand 
slam, Chrysler-DeSoto-Dodge-Plym- 
outh. 

For all of Chrysler Corp., fran- 
chises slipped to 18,321 this year 
from 19,260 in 1955, largely be- 
cause of the Plymouth splitoff. 

General Motors, as usual, held 
Steady. There were 20,753 sales 
agreements outstanding for its five 
divisions on Jan. 1, compared with 

20,594 in 1955. 

As in the last few years, Pon- 
tiac showed a slight drop, to 3,978 
franchises from 4,023. 

* * * 


A other divisions gained, Buick 
to 3,582 from 3,505, Cadillac to 
1,736 from 1,732, Chevrolet to 7,596 
from 7,493 and Oldsmobile to-3,861 
from 3,841. 


Cadillac is the only factory in 
the industry with an substantial 
number of distributors, 155 on 
Jan. 1 as against 159 the year 
before. All other makes together 
have only a handful of distribu- 
tors left. 


American Motors had 2,893 
dealers on Jan. 1, including 1,309 
with Hudson franchises and 1,584 
with Nash. Last year, AMC had 
2,646 dealers, 1,257 with Hudson and 
1,389 with Nash. 

*~ * * 
TUDEBAKER had 2,548 fran- 
chises in effect on Jan. 1 and 

Packard had 1,986 for an S-P total 
of 4,534. Because of duals, the net 
number of S-P dealerships was 
about 20 percent less than the fran- 
chise total. 


Last year, Studebaker had 2,399 
franchises and Packard had 2,024 
for a total of 4,423. 


In connection with franchises, 
one fear of dealers in years past 
used to stem from a seeming 
trend toward a “supermarket” 
type of business, with a single 
operator retailing many makes of 
cars. 


This threat, dealers say, appears 
to have lessened as equalization of 
freight charges and liberalization 
of contracts make bootlegging less 
profitable. 


But some oldtime dealers today 
express concern over the growth of 
“chain” dealerships, with one man 
or organization doing business in 
several cities. Also, these dealers 
say that extensive factory financing 
of new dealerships is giving makers 
unwarranted control over the re- 
tail end of the trade. 


Factories List 


Feb. Car Sales 


(Continued from Page 6) 


6,379 in the first 20 days of Febru- 
ary, compared with 5,253 in the 
corresponding January period, he 
said. 

Wagstaff said the division’s daily 
rate of sales has risen constantly 
since the first of the year. 

Dodge 

Retail sales of Dodge cars spurted 
ahead in the second 10-day period 
of February, surpassing those of 
the same period last year by 112 
units, says Byron J. Nichols, sales 
vice-president. 

Retail deliveries of Dodge cars in 
the second 10-day period of Febru- 
ary were 25.7 percent ahead of 
deliveries in the preceding 10 days, 
he said. 


Oldsmobile 


Oldsmobile sales for the second 
10 days of February were 12,489 
cars compared with 15,873 last year, 
according to Jack F. Wolfram, gen- 
eral manager. 
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20,000" 


ACCIDENT 
INSURANCE 
POLICY 


| with the Safety-Award|' 























STRY! 


Studebaker - Packard Corporation will purchase and pay the pre- 
mium on $20,000 insurance coverage for the original registered 
owner of each big new 1956 Studebaker purchased through a 
factory-authorized Studebaker dealer on or after March 5, 1956, 
and until further notice, which will cover him against accidental 
death occuring while driving and arising out of an accident in- 
volving his Studebaker.“ The certificate, issued under a policy 
written by a nationally known insurance organization, remains in 
effect for a full year from the date of purchase. It’s another out- 
standing Studebaker first! 


* This policy subject only to the following exceptions: (1) injury 
due to the hazards of warfare (raids by air, sea, or land, and 
all combat fighting shall constitute warfare); (2) suicide or 
any attempt thereat or any intentionally self-inflicted injury, 
while sane or insane; (3) carbon monoxide poisoning; (4) 
driving the automobile for compensation or hire; or in any 
race, speed or endurance test; (5) injury sustained outside 
the Continental limits of the United States of America, Hawaii, 
Canada or Mexico. 


Studebaker’s Unsurpassed Safety= 


Here is road-hugging Pyramid Design . . . Box-braced body shell . . . extra- 
member bridge-built frame . . . oversize Safety-action brakes . . . world’s first 
Safe-lock door latches . . . safety-padded seat-backs . . . Safety-glass rear-view 
mirror . . . optional seat belts and many other safety features. Truly, when 
you ride in the big new Studebaker, you’re surrounded by the greatest security 
of any car in its class! 






{winning STUDEBAKER 


Ri reinhardii nw Ree meh set teat ly eal: bate eae 


You’d do better 


with a 
Studebaker 


franchise! 





WIRE, WRITE, OR PHONE: 


DEALER DEVELOPMENT DEPARTMENT, STUDEBAKER DIVISION, 
STUDEBAKER-PACKARD CORPORATION, SOUTH BEND, INDIANA 
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' AUTOMOTIVE WASHINGTON 


Installment Credit Next 


In Capital Spotlight 


By William Ullman 


Washington Correspondent 
W HILE automotive marketing practices generally are 
undergoing examination by the Monroney subcommittee 
of the Senate Interstate Commerce Committee and likely 
face another inquiry later by a similar House group, install- 
ment credit, of prime importance to the auto industry and 
Se f= Od Sd gues 
ough airing by the Federal | stallment-credit controls as a sup- 
Reserve Board. | plement to general-credit controls, 
The latter stems from President a es oS ee —_ clement, 
Eisenhower’s recommendation to as is good judgment. 4 
Congress that a study of consumer- But he said also that ‘there 
credit controls be made and stand-| @re telling arguments against 
by power possibly given the FRB. eee a aa no 
FRB Chairman William Martin | ee eee ren nes 
has approved the recommendation a€ actual national emer- 
for a study, but has taken no posi- a aa 


° : ‘ In case a recession should de- 
tion for or against restoring stand- 


: _|velop this year or in the future, 
4 ae io,” """|Martin told the Joint Economic 


: |Committee, then the proper Gov- 
“My leanings naturally are | 


against controls,” 
he said, “because 
I favor a mini- 
mum of regula- 








tion.” 
Meanwhile Con- 
gress probably 


will sit tight on 
any study of con- 
sumer credit un- 
til the FRB fin- 
ishes its review 
of the matter for 


William Uliman 
President Eisenhower. 

According to Senator J. William 
Fulbright, Arkansas Democrat, 
chairman of the Senate Banking 


Committee, if the Administration 
wants Congress to act on standby 
controls over consumer credit this 
session, it would have to say so by 
May 1. Even a May 1 start on a 
Congressional study, he said, would 
leave little time for action this year. 

Echoing Fulbright’s stand, Rep. 
Brent Spence, Kentucky Democrat, 
chairman of the House Banking 
Committee, stated: 

“We'll sit tight until the Fed- 
eral Reserve Board finishes its 

study. Then, if it recommends 
credit controls, and if we think 
they’re a good idea, we might 
hold hearings.” 

While there have been divergent 
opinions by the President’s top ad- 
visers on whether such authority 
is needed, the merits of the ques- 
tion is to be assessed by the FRB. 

At the moment there is a wide 
difference in the views of the mat- 
ter as expressed by Secretary of 
the Treasury George Humphrey, 
Dr. Arthur Burns, chairman of the 
President’s Council of Economic 
Advisers, and FRB Chairman 


Martin. 


* * * 


Humphrey Opposed 


UMPHREY, in testimony be- 

fore the Joint Congressional 
Committee studying the President’s 
budget and economic messages said 
emphatically he did not like the 
idea of standby consumer-credit 
control powers. 

He declared any standby con- 
trols should be in the form of au- 
thority for the President to freeze 
the economy for a 60 to 90-day 
period, to be used only in the event 
of a great emergency. 

Burns was the principal author 
of the economic message and its 
recommendations on credit con- 
trols, which are reported to rep- 
resent his views. He wrote Martin 
that he had been “directed by 
the President” to request the 
study and, in a reply, Martin 
agreed to undertake it. 

Martin suggested an approach 
going beyond both Humphrey’s and 
Burns’ positions. He said he was 
not “advocating now” a return to 
consumer credit controls, and that 
he was “really perplexed” over the 
question whether last year’s $6 bil- 
lion jump in consumer debt to an 
alltime high of over $36 billion 
called for Government power to 
moderate such swings. 

As to actual incidence of con- 
sumer credit on the economy, Mar- 
tin told Congress, “it is a compara- 
tively new thing and actually has 
never been tested against full re- 
cessionary tendencies.” 

He said he could “make out a 
good case in my own mind for in- 





! 


Markel-O’ Connell Motor Company, 
saw it and made a tire sale! 


ONLY SOCONY MOBIL 
OFFERS ALL THREE: 


ernment policies should be to cut 
taxes and ease credit through mon- 
etary policy—the first the responsi- 
bility of Congress, the second that 
of the reserve authorities. 

ad aa > 


It?s Up to Congress 


HE Federal Reserve Board 

“does not seek” authority to 
regulate consumer installment 
credit, Martin testified, “but if 
Congress says it should do so, then 
the board would prefer that it be 
made a part of the basic Federal 
Reserve Act, to be used as and 
when economic circumstances re- 
quire.” 

President Eisenhower has said 
that if Congress approves stand- 
by Government controls over 
consumer credit the Administra- 
tion would not abuse the power 
or use it under present condi- 
tions. 

The FRB’s study will serve as 
the basis for the Executive Branch’s 
study of credit as recommended by 
the President. 

In his economic report to Con- 
gress, the President said: 

“Although present conditions do 
not call for the use of any author- 
ity to regulate the terms of install- 
ment credit, this is a good time for 


Midi Hall, 


Enroll your lubrication men in Socony Mobil’s lubri- 
cation training program. Experienced salesmen will 
teach them how to point out the need for parts and 
services to your customers. Qualified instructors will 
show them proper lubrication and inspection tech- 
niques, with emphasis on the make of car you sell. 
They'll learn on the job . . . be more valuable to you in 
increasing your service absorption ratio. 


@ America’s Favorites—Mobilgas and Mobiloil 
@ World’s Greatest Lubrication Experience 


the Congress and the Executive 
Branch to study the problem.” 


Tye Federal Reserve Board, 
technically, is not a part of the 
Administration. It will report its 
findings to the President’s Coun- 
cil of Economic Advisers. 


Council Chairman Burns said the 
President.had requested the FRB 
to address itself to these tasks: 
“Analyze the part played by install- 
ment credit in the fluctuations in 
major consumer industries and the 
general economy; and 


“Appraise the arguments for and 
against a standby authority to set 
limits on down payments and ma- 
turities of installment credit, with 
particular reference to the prob- 
able effects of the use of such an 
authority on the general economic 
stability, the welfare of individuals 
and families (especially in the lower 
income groups) and business inno- 
vation and the economy.” 

oe «© 


Nickel Crackdown 


HE Business and Defense Serv- 
ices Administration has cracked 
down on nickel-consuming firms 
found to be illegally certifying or- 





ority nickel in excess of defense 
requirements. Violators can be pun- 
ished by a $10,000 fine or a year in 
jail, or both. 

. 


Hope for ‘Downtown’ 
OWNTOWN America is not 
“doomed,” in the opinion of 

Philip M. Talbot, of Washington, 

president of the National Retail 

Dry Goods Assn. 

“I do not now believe, nor have 
I ever felt that downtown America 
is doomed,” he said. The most seri- 
ous problem, Talbot believes, is 
congested traffic conditions, lack of 
suitable parking areas and poor 
mass transportation. 

* * 


Pay Cut Looms 


ORKERS in the auto industry 
will have a penny-an-hour pay 
cut as a result of a slight January 
decline in the nation’s living cost. 
Affected are those who have wage 
rates partly geared by union con- 
tract to changes in the Government 
cost-of-living index. 
Concerning the automotive field, 
the drop reflected “larger conces- 


* * 


ders with a defense priority. Aj} sions by dealers for new cars, con- 
tinued declines in used car prices 
(See ULLMAN, Page 64, Col. 3) 


Right under his nose 
but does he see it’? * 


check showed a spokesman said, | 
“certain firms” to be ordering pri- | 
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One thing Stanley learned from 
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Socony Mobil’s Training Program 


was the importance of noticing 


worn or damaged parts—pointing 


out the need to the customer. 
Replacing this unsafe tire made 


the customer happy .. . increased 


absorption ratio for Markel- 
O’Connell Motor Company! 


@ Exclusive “On-the-Job” Training 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 





slain tip achat inh agent blindsight 





Y DAUGHTER Jane is so often 


right. Even now that she’s 
grown up. And she keeps suggest- 
ing to me: 

“Why don’t you tell them about 
the time when...?” 

So I said: “Why don’t YOU?” 
And here’s what she wrote. I pass 
it on uncensored: 

“Remember when we had our 
old Rambler car? You used to 
come bounding down the steps, 
three at a time, back the Ram- 
bler out of the barn and shout, 
“Who wants to go to the circus?” 
And the neighborhood children, 

all sizes, would pile in. All of us 
got peanuts, popcorn, pink lemon- 
ade and purple balloons—and got 
to stay for the Wild West Show. 





wee “98° oil ring— 
U.S. Patents 
2,635,022 and 2,695,825 
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You always finished your peanuts 
sooner than any of us. 

You always had us meet the pink 
and white equestrienne and the 
clowns. Once you actually intro- 
duced us to MR. RINGLING. 

* * * 

‘Daylight in the Swamp’ 

EXT morning we'd be sleepy- 

heads and there’d be school. 
Mother would call up the stairs, 
“Gurrels,” without much effect. 
Then you’d give your jolly roar, 
“Daylight in the swamp,” and we’d 
be on our way. 

Once each spring at dawn, you’d 
take us out to watch them put up 
the “biggest tent in the world.” 
The dew on the long grass disap- 
peared as the sun rose. 

The roustabouts, as you talked 
to us, became the best organized 
team ever. They were no longer 
mere men pounding in stakes 
with sledge hammers; they be- 
came our supermen. 

You gave them epic quality— 
just as you gave to radio, for us, 
the night we put on the earphones 
when my brother Jack finally got 
his galena set, fastened to a piece 
of board, to produce faint, far-off 
music. 

The circus parade was only a 
few blocks away for anyone in 


id tai-taj 
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for features that mean 


town. We could have gone by our- 
selves. But you were there to hold 
up the littlest to see, to make the 
strains of the steam calliope re- 
mind us forever of steaming jun- 
gles where the pacing lions and 
tigers once roamed free. You made 
the fat lady live in our minds as a 
human being who ate, loved, mar- 
ried and worried about her chil- 
dren. 
* = of 


Tingling with Fright 

FTER the big tent was up we 

got to go in before they lighted 
the gas flares for the “big day.” 
You pointed out to us how the 
darkness made stars out of the 
daylight sky through holes in the 
tent’s roof. 

Rudyard Kipling’s tales of In- 
dia and Kim came to life and 
we tingled with a delicious fright, 
when we got to hold the bucket 
of water under the elephant’s 
curling snout. When he drained 
it, it sounded like 1,000 kids on 
a single straw hitting the bottom 
of an ice cream soda. 

And surely you haven’t forgotten 
the baby dolls you got for my sis- 
ter Joey and me—I must have been 
about six. You went into Marshall 


Field and decided that Joey and I| you pointed to two life-size baby 


ne 
an 
es 








Heads Buick Parts Club— 


Dwight Olin, right, of Walter Rueff 
Buick, San Fernando, Calif., new president 
of the Los Angeles Metropolitan Buick 
Parts Club, receives papers of office 
from Walter Faux, of K. F. Hellyer Co., 
Los Angeles, retiring president. The club 
is composed of parts managers of Buick 
dealerships throughout the area. 


were to have the best dolls any- 
one could find. 

The saleswoman showed you 
everything. Not good enough. Then 
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Perfect Circle 2-in-1 chrome set with the 
New type “98’’ chrome oil ring 


@ Top compression ring is specially de- 
signed to perform where pressures are 
greatest, heat is highest, lubrication 


is poorest. 


@ Type “98” chrome oil ring with self- 
expanding spacer assures uniform seal 
against cylinder wall. And it provides a 
positive side sealing action on the ring 
groove. More than half of all passenger 


chrome oil rings. 


cars produced in the U.S. in 1955 were 
equipped with Perfect Circle Type ‘‘98” 


@ Both rings are plated with thick, solid 


Perfect 


chrome that resists wear, more than dou- 
bles the life of cylinders, pistons and rings. 
Means thousands of extra miles of posi- 
tive oil control and sustained power— 
what every car owner wants! 


Circle 


piston rings 


The standard of comparison 


Perfect Circle Corporation, Hagerstown, Indiana; The Perfect Circle Co., Ltd., Toronto, Ontario. 


/ 











dolls on the parapet behind the 
counter. 


“Oh, those are to display baby 
clothes,” the clerk said. 

How you pried them away from 
Mr. Marshall Field, I never knew. 
But on Christmas day there they 
were, sitting, fully dressed in real 
baby clothes, in their own high 


chairs. 
* * * 


Berth Pangs 


— we got on the train for 
Cleveland after you started the 
Jordan Motor Car Co. Joey, Jack 
and I were excited. We were going 
to sleep in berths out in the train 
with the green curtains and peo- 
ple going by. Much more fun than 
a drawing room. Being economical 
“until you got things under way” 
was turning out to be an adven- 

ture. ; 


We had three lower berths. 
Mother deployed us this way: 
Joey and me in one. Mother and 
Jack in another, because Jackie 
was apt to fall out of bed. And 
you had the other—but not all to 
yourself. The huge dolls were too 
big for Joey’s and my berth. 


Remember, Mother said: 


“After all, Ned, YOU bought 
them!” 


So you slept that night with Mr. 
Marshall Field’s baby dolls. 

P. S. Surprising isn’t it what 
kids will remember? What Jane 
remembered makes me see how 
much simpler and less expensive 
really good fun was in the time 
she talks about. 

Didja know that we spend $1,275 
million a year on the movies, $50 
million on pro-baseball and $1.7 
BILLION on Radio and TV? 

But no matter what, we are still 
all part of the biggest show on 
earth—whether we crawl under the 
big tent to see the show or go in 
the front gate with a ticket. 


GMC Sales Gain 
Tops Industry, 


‘Monaghan Says 


PONTIAC. — GMC models made 
greater 1955 truck registration gains 
than any other make, according to 
Philip J. Monag- 
han, general man- 
ager of GMC. 

Total GMC reg- 
istrations for the 
year were 84,877 
units, compared 
to 66,644 in 1954, 
a gain of 27.4 per- 
cent. Monaghan 
said that for the 
last four months 
of the year, GMC 
maintained third 
place in the industry, winding up 
with a market penetration in De- 
cember of 10.5 percent. 

GMC claimed third place in the 
lighty-duty market with 46,826 reg- 
istrations—the first time in GMC’s 
history that this position has been 
obtained. 

In the 1%-ton and 2%-ton brack- 
ets, GMC also was third, Monaghan 
said. A market penetration of 20.6 
percent in the 2%-ton category was 
the highest GMC has ever had, he 
stated. 

The three through 4%-ton market 
found GMC making its greatest 
gains, Monaghan said. During each 
of the last four months of the year, 
GMC was highest in the industry, 
with new registration peaks being 
made each month, he claimed. The 
December registration penetration 
in this bracket was 42.7 percent of 
the industry, GMC said. 


Plymouth Ships 
3,200. Taxicabs 


DETROIT.—Plymouth has built 
to order and shipped more than 
3,200 taxicab models for use in 
U. S. fleets since its introduction 
in October, 1955, according to Wil- 
liam J. Bird, sales vice-president. 

The taxicab model is built as a 
special line of cars. Bird said 
Plymouth’s 1956 taxi shipments 
have been more than one and a 
half times those of the comparable 
period of 1955. 





P. J. Monaghan 


Gruettner Appointed 
Raymond F. Gruettner has been 
appointed general manager of 
Galland-Henning Mfg. Co. of Mil- 
waukee. Robert J. White succeeds 
Gruettner as purchasing director. 




























n for 
‘d the 
Jack 
going 
train 
peo- 
than 
mical 
way ° 
dven- 
rths. 
way: 
and 
ckie 
And 
te HERE’S FORD'S RECORD AT 
> too : 
| NASCAR’S DAYTONA BEAC 
a NATIONAL SPEED WEEKS 
h Mr. 
FIRST—in Sports Car Acceleration : 
ian derbird set a new record for ae 
= . 
om ; a cars, sprinting 4 a. 
‘time ae standing start in only wage yor 
aa aaine a top speed of nearly 
re 
—class 4 € 
¥ FIRST—in top speed - ial 
$1.7 4 “Six” took top honors in the : os 
™ ~g Class 4 American productio 
» still Mile for 
in senger cars: 
ei Race 
r : FIRST—in 160-mile Convertible ~ 
a V-88 took Ist and 2nd oe Se 
caeanail Convertible Te el = 
y over all ca ’ 
oe eae all-time — the 
5 iat National Championship ace. 
FIRST—in over-all performance cs 
’s Awar 
pain Ford won the Pure Oil en = — 
ne to ining the greatest number © _ ea one 
eg oa ce of any make of car 
performan = Aare 


2-week stock car racing 





ge up 
De- 


| the 

reg- 
MC’s 
been 


ack- 
ghan 
20.6 
was 
i, he ¥ 


rket 
atest 
each 
year, 
stry, 
eing 
Fa Ford won first place in three significant categories (see chart above), and then 
it of went on to win the Pure Oil Manufacturer’s Award for best performance of any 


make of car in this world-famous 2-week racing event. 


Ford Dealers had a “winner” at Daytona last week, and what a winner it was! 


One of the secrets of Ford’s winning performance is the tremendous torque 
developed by Ford engines. For example, Ford’s new 225-h.p. Thunderbird 
Special V-8 develops more torque than any other engine in the low-priced field 
... and that’s a sharp-edged selling tool in any dealer’s language! 
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built 
| in And—Ford Dealers can now offer the 225-h.p. Thunderbird Special V-8 in 
om all Fairlane and Station Wagon models equipped with Fordomatic Drive! 

il- 
lent. These facts, combined with Ford’s 24 years of unmatched V-8 building experi- 
“4 a ence, explain why Ford Dealers maintain the strongest competitive position in 
ents the V-8 field. 
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Champion performer... 
Champion seller... 


FORD V- 


a FORD Dealer! 
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™ 1 |. Fair and equitable contracts between manufacturers and dealers in 

A motor vehicles, parts and accessories; 

§ 2. Every dollar of gasoline and oil taxes, collected by states and federal 

® governments, applied to the building and maintenance of highways; 

R ¥ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 

else in the world. 
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Highway Need Is Too Great 
To Tolerate Lobbying 


= again there is grave danger that the federal pro- 

gram for much needed expansion of the nation’s highway 
system will be bogged down by lobbying on the part of 
those who say they are speaking for diverse highway 
groups. 

This, we believe, would be truly an American tragedy 
... for America, a nation on wheels, has been progressively 
slowed down in the postwar years by an inadequate road 
system. 


We have been urged to speak for this car group or that 
truck group. But, as we see it, there is only one group to 
speak for—and that is for the nation as a whole. 


And we say this: 
We need ears. 
We need trucks. 
WE NEED A BETTER ROAD SYSTEM. 


And so we urge the lawmakers in Washington to ignore 
the lobbyists and proceed with the urgent task of activating 
this vital program. Congress and the Administration have 
able men in the Bureau of Roads to advise them as to the 
equitable distribution of the cost of the program. 


This program was delayed last year by a fight among 
representatives of those who would pay for the roads. 
Already too much time has been lost. 


This issue is too vital to permit the luxury of fighting 
for an unfair advantage. 


Let all auto groups get behind this program, with the 
knowledge that the need is so great that all of us must pay 
our fair share of the cost. 








Coming 
Events 


Dealer Conventions 


March 8-9—Northern California Motor Car 
Dealers Assn, annual meeting, Fairmont 
Hotel, San Francisco, 

April 11 — Rhode 
Dealers Assn., 
Providence, 


May 4-5—New Mexico Automotive Dealers 


Island Automobile 
Sheraton-Biltmore Hotel, 


Assn., La Fonda Hotel, Santa Fe. 
May 14-15—Missouri Automobile Dealers 
Assn., Muehlebach Hotel, Kansas City, 
Mo, 


May 14-15—Pennsylvania Automotive Assn., 
The Inn, Buck Hill Falls, Pa. 

May 26-28 — South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S. C. 

June 25-27 — Michigan Automobile 
Dealers Assn., Hotel Olds, Lansing. 
June 28-July I—New York State Automo- 
bile Dealers, Inc., Directors and County 
Vice-Presidents Spring Meeting, Lake 

Placid Club, Lake Placid, N. Y. 

Sept. 17-18—Minnesota Automobile Dealers 
Assn., St. Paul Hotel, St. Paul. 

Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 

Oct. 21-23—Florida Automobile Dealers 
an. Fort Harrison Hotel, Clearwater, 

a. 

Nov. I1-13—Kentucky Automobile Dealers 
Assn. Seelbach Hotel, Louisville. 

Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland. 

Jan, 26-30—40th annual 
tion and NAD Equipment 
San Francisco. 

* * ~ 


Dealer Auto Shows 

March 6-10—Charlotte Auto Show 
morial Coliseum, Charlotte, N. C. 

March 7-l1—Spokane Auto Show, Coli- 
seum, Spokane, Wash. 

March 9-11 — Kansas Motor Show, Sports 
Arena, Hutchinson, Kansas. 

March 13-19 — Greensboro Auto Show, 
Greensboro Tobacco Warehouse, 
Greensboro, N. C, 

March 16-18—Wichita Auto Show, Univer- 
sity of Wichita Field House, Wichita. 

March 20-27—Danville Auto Show, Neal's 
Tobacco Warehouse, Danville, Va. 


NADA Conven- 
Exhibition, 


Me- 


March 27-April 3—Raleigh Auto Show, 
William Neal Reynolds Coliseum, Ra- 
leigh, N. C, 


March 27-April 3 — Rocky Mount Auto 
Show, Rocky Mount, N. C. 

April 3-10 — Lynchburg Auto Show, Big 
Farmer's Warehouse. Lynchburg, Va. 


April — Lewiston Auto Show, Lewiston 
Armory, Lewiston, Me. 

Jan. 5-13—Chicago Auto Show, Interna- 
tional Amphitheatre, Chicago. 


* aa * 


General 


March 3-li—General Motors Motorama, 

Pan Pacific Auditorium, Los Angeles. 
March 6-8—Society of Automotive Engi- 
neers, Passenger Car, Body, and Mate- 
rials Meeting, Hotel Statler, Detroit. 
March 15-17—Uniontown Auto Show, Fay- 
ette Street, Uniontown, Pa. 

March 19-2i—Society of Automotive Engi- 
neers, Production Meeting and Forum, 
Hotel Statler, Cleveland. 

March 24-April 1—General Motors Motor- 
ama Civic Auditorium, San Franciseo. 

March 27-29 — Canadian Automotive 
Wholesalers & Manufacturers Assn., 
King Edward Hotel, Toronto. 

April 16-20 — New York's annual Safety 
Convention and Exposition, Hotel Stat- 
ler, New York. 

Apr. 19-29—General Motors Motorama, 
National Guard Armory, Boston. 

April 21 - May 2—38th International Motor 
Show, Turin, Italy. 

April 23-24—American Zinc Institute An- 
nual Meeting, Hotel Statler, St. Louis. 

April 28-May 6—International Automobile 
Show, Exhibition Hall, Coliseum, New 
York, 

June 3-8— Society of Automotive Engi- 
neers Summer Meeting, Chalfonte-Had- 
don Hall, Atlantic City, N. J. 

June 11-15—National Plastics Exposition, 
New Coliseum, New York, 

June 14-17—1956 National Truck, Trailer 
and Equipment Show, Great Western 
Exhibit Bldg., Los Angeles. 

July 18-19 — Truck-Trailer Manufacturers 
Assn., Eighth Annual Summer Meeting, 

Edgewater Beach Hotel, Chicago. 

(See CALENDAR, Page 62, Col. 5) 


30 Years Ago as 


The Big Stories 


Approximately 250,000 motor vehicles were stolen in the U.S. during 
1925, the American Automobile Assn. reported. The money value of 
the vehicles is estimated at $218,000,000, based on an average price of 


$875 apiece for used cars. 


Earnings of Dodge Bros., Inc., 
according to the firm’s annual report. Net income, after depreciation, 
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Automotive Cartoon 


Of the Week 


(During illness of Ogg Fitzgerald, other cartoonists are filling this corner). 





“No mam! He's going to the poor farm— 
not the booby hatch!" 










| Letterbox 


readers, 


National Calamity 


| The rate of one million traffic ac- 


tutes an annual national calamity. 

This should be accepted as the| 
| most particular concern of the au- 
tomotive industry. Let us conduct a 
national safety suggestion cam- 
paign among ourselves, or better 
| still underwrite an appeal to the} 
general public (our customers!) for| 
reappraisal and new thinking. | 





Twenty years ago without suc-| 
cess and again this year with high | 
hope the suggestion has been made 
to the National Safety Council, 
namely, that brake stop-light sig- 
nals be installed on front as well as 
rear of all motor vehicles. 

Certainly enough motorists and 
pedestrians have died to prove that 
/more possibility of collision and 
|more_ probability of indecision 
|exists during meeting situations at 
|the front than during overtaking 
| situations at the rear. 
| It is time to turn away from 

money making gadgets for the 
amusement of the motorist, and 
turn to the development of fool- | 
proof safety devices for the pro-| 








established a record high in 1925, 


‘Stop-Lights in Front... 


This is an open forum for the discussion of any subject of interest to our 
and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


| tection of the people. 
| DEALER. 





but before interest on the funded debt and Federal taxes, amounted 
to $28,698,846, compared with $19,965,440 in 1924. 


Net profits of the Studebaker Corp. amounted to $16,619,522 in 1925, 
showing an increase of 20.7 percent over the 1924 net of $13,773,869. 

Automobile salesmen who spend money on their prospects in “riding 
‘em around in their new bus and showing ’em the town” before asking 
customers to sign on the dotted line, have received unexpected aid 
from Uncle Sam. A ruling by the U.S. Board of Tax Appeals author- 
izes deductions of expenses for entertainment from the taxable income 


of salesmen. 





—From the files of Automotive News. 
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cident casualties per year consti- | 
ee Death of Salesman 


In the famous play, “Death of a 


| Salesman,” the life of Willie Lomax 
| was brought to a sudden and tragic 
|;end in an automobile. His death 
| was dramatic, fictional and pro- 
| phetic. 


But without the theatrical show- 


manship of sudden death, the auto- 
|mobile salesmen of America are 
meeting the same fate by a slower 
combination of atrophy and attri- 
tion. 


I think it is time for some plain 


talk from an _ outsider—someone 
far enough removed from the ether 
rooms and phony prices to be able 
to appraise objectively the pitiful 
decline of a group of former mem- 
bers of the sales profession who 
are about to slip beyond the point 
of no return. 


Today’s automobile sales clerk 


has been forced to renounce his 
right to use the word “salesman.” 
His sales function has been cut 
off and assigned to fiction writ- 


ers — advertising and promotion 
men who dream up ever-bigger 
fantasies to build desire, sell the 
“brand” and round up the pros- 
pects. 


The dehydrated being that re- 


mains is no better than a clerk in 
a discount house who writes up the 
| customer’s order. IF he has been 
able to meet or beat the tradein and 
discount offered by some other re- 
| tail establishment. 


But filling orders from a shelf is 


|not selling! Nor is phony pricing 
|to permit fantastic tradeins. Nor 
is juggling the three cclumns in 
the blue book. 


And what excuse is offered in 


| self defense? Whose skirts does 
| the 
| Public! 
| wants.” “All they’re interested in 
|is prices.” “You can’t sell today— 
the fellow with the best price gets 
| the deal.” 


industry hide behind? Dame 
“That’s what the public 


Bilge water! 


The public is just as suscepti- 
(Continued on Page 62, Col. 3) 
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Again in ‘55... 


lensesseinnnenilant 


in DIESEL 


TRUCK SALES 


and by the 
biggest margin ever! 


42.064 


of all diesel trucks 
sold in 1955 


wore MACKS 


Operators everywhere, in all kinds of | the famous Mack Thermodyne Diesel 
hauling operations, have again made engine. They’re first in earning power 
Mack their No. 1 favorite among all _. . . because they’re first in fuel econ- 
diesel trucks. And their margin of pref- omy, first in low-cost maintenance, and 
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k erence is the biggest so far! Regardless _first in rugged long life. See your Mack 
is of competitive claims, Mack owners _ branch or distributor for the full story. 
it have learned from millions of miles of | Mack Trucks, Empire State Building, 
: heavy-duty operation how truly out- | New York 1, New York. 
= standing are Mack trucks powered by 
ie 
= *based on official A.M.A. factory 
FAMOUS MACK THERMODYNE® DIESEL engine sales figures. Nearest make at- 
"e- that has brought new meaning to the word tained 17.16% of the market. 
hag economy in hauling. Now available with more 
a power than ever—turbocharged to 205 h. p. 
nd 3961-B 
-e- 
is 
‘s MACK 


first name for 
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There are a number of excellent marketing areas open for appointment of new Mack dis- 
tributors. For particulars write Distributor Sales Division, Mack Trucks, Plainfield, N. J. 
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Affecti 





Factories and Dealers .. . 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

“Advertisers interested in com- 
batting the rising traffic accident 
tide have not sufficiently utilized 
the natural advantage offered by 
radio with its ability to reach au- 
tomobile drivers at the vital time 
of awareness,” says John F. Hard- 
esty, vice-president of Radio Adver- 
tising Bureau, Inc. 


Pointing to the _ increasing 
number of local and national ad- 
vertisers who are incorporating 


MoPar Picks Ayer 


The appointment of N. W. Ayer 
& Son, Inc., as advertising agency 
for the Chrysler Corp.’s MoPar di- 
vision, has been announced by 
Thornton E. Waterfall, division 
president. 

The account will be serviced by 
Ayer’s Detroit office, headed by 
J. Widman Bertch, vice-president. 
Nathaniel C. Doughty has been 
named account representative. 


traffic safety advice into their 
print advertising, Hardesty claims 
the driving public would be more 
responsive to these suggestions if 
they received them when “the life 
they would be saving would liter- 
ally be their own.” 

Oil companies, gas stations, au- 
tomobile dealers and manufac- 
turers, insurance companies, banks, 
finance companies, manufacturers 
and retailers of tires and bat- 
teries — all have a vital stake 
in materially reducing the annual 
traffic fatality figures, and the most 


edging the speedometer over the 
legal limit,” Hardesty says. 

He strengthens his contentions 
by pointing out that recent studies 
reveal that 33 percent of all car 
radios are used every day, with 
listeners per car set ranging from 
a high of 34 per set between 6 
and 9 p.m. Sundays to a low of 1.4 
per. set from 3 a.m. to 6 am. on 


weekdays. 
* * * 


Drake Moves Office 


Kenneth Drake Associates have 
moved into new quarters at 548 
Buhl Bldg., Detroit. The firm for- 
merly was located at 1540 Buhl 
Bldg. 


* * 


Hertz’ Operation Saluted 


A salute to Hertz as operator of 
the world’s largest rental fleet is 


effective advertising method they|contained in a full-page national 


could employ is that of radio, 


Hardesty claims. 


“With 31 million automobiles 
already equipped with radios, 
and additional sets being in- 
stalled in 83 percent of new cars 
sold, radio is by any measure- 
ment the most direct method of 
communication with the driving 
public at the time when they’re 


advertisement appearing in nation- 
al magazines currently. 

Illustrated with a large photo- 
graph showing the six principal 
automobiles used in the Hertz 
passenger fleet of 15,500 cars— 
Buick, Ford, Chevrolet, Cadillac, 
Oldsmobile and Plymouth—the 
advertisement was inserted by 
Champion Spark Plug Co. in 


magazines having a total circula- 
tion of 41,196,330. 

Mention is also made of Hertz’ 
world-wide operation and of its 
additional rental fleet of 15,000 
trucks. 

* + * 


Chrysler Ups Stempien 


William P. Stempien, 30, news 
editor of Chrysler Corp.’s press in- 
formation service, has been pro- 
moted to manager 
of press informa- 
tion. Stempien 
joined the press 
information staff 
in 1953. Before 
that he had been 
in the public rela- 
tions department 
of Kaiser Motors 
for four years as 
editor of employe 
and dealer publi- 
cations. 

During World War II, he spent 
30 months in the U. S. Army and 
saw duty in the European and 
Pacific theaters. 





W. P. Stempien 


* + 


| Wooster Increases Ads 

The automotive division of 
Wooster Rubber Co., Wooster, 
O., has announced the largest 





Only ARMSTRONG Can Promise and Deliver 


EXTRA MILEAGE-EXTRA RECAPS 





Truckers Certified Records 
Prove: ARMSTRONGS Keep 


Operating Costs Lower! 








et les 





AT NO EXTRA COST! 


in ARMSTRONGS 
YE EXTRA INSERT PLIES/ 








Armstrongs give you so many more miles ., .so many more recaps 
for your money because Armstrongs are made stronger! Two 
exclusive extra insert plies plus the breaker strip help hold the car- 
cass tight . .. reduce tire growth and mileage-consuming “stretch.” 
And by guarding against heat and impact breaks, they make 
Armstrongs up to 71% more recappable! Yes, Armstrongs wear 


longer — yet cost no more! Good reason to switch to Armstrong! 


Remember: You Get Double Insert Plies Only In 


ARMSTRONG 





Vibe Osten el 
t Pieory ge | 


TRUCK TIRES 


The Armstrong Rubber Co., Home Office, West Haven, Conn. 


consumer advertising campaign 
in its history. 

Full-page, four-color advertis- 
ing on the Stylemaster Kar-Rug 
line is scheduled initially for 
March 19 in Sports Illustrated; 
Apr. 7 in Saturday Evening Post, 
and the May issue of True. 


McDaniel, Fisher & Spelman, 
Inc., Akron, is the company’s ad- 
vertising representative. 

s + * 


Champion Leads Way 


Champion Spark Plug Co., Tole- 
do, will be the first advertiser to 
make simultaneous use of all edi- 
tions of Reader’s Digest—including 
the U. S. edition as well as the pub- 
lication’s complete roster of inter- 
national editions — when Cham- 
pion advertisements appear in all 
March issues. 

Champion has been a regular ad- 
vertiser in a number of Reader’s 
Digest international editions for 
many years, having first begun ad- 
vertising in the Digest’s Latin 
American editions in 1945. 

The company’s 1956 international 
advertising program in Reader’s 
Digest will call for nine insertions 
—March through November—in all 


28 international editions. 
+ + * 





Cancer Society Cites Power 


The American Cancer Society 
has awarded a citation for out- 
standing service to William G. 
Power, Chevrolet 
advertising man- 
ager. Power gave 
the kickoff lunch- 
eon speech last 
year in Cleveland 
that started the 
society on a drive 
that collected bet- 
ter than $24 mil- 
lion. 

The citation 
read: “To Wil- 
liam H. Power 
for outstanding service as a Cru- 
sader in cancer control, whose dy- 
namic leadership and contagious 
enthusiasm inspired thousands of 
volunteers to raise funds and pro- 
vide life-saving facts about cancer.” 


Power is a trustee of the South- 
eastern Michigan division of the 
society. 

oa t a 


New Hudson Publication 


A new Hudson dealer and sales- 
men publication, entitled The Hud- 
son Triangle News, has been 
announced by George R. Browder, 
director of advertising and mer- 
chandising. The new publication 
replaces the “Hudson Dealer News.” 


The eight-page tabloid will have 
a circulation of 8,000. 


Published monthly, the new paper 
will contain information on dealer 
activity and promotion, Triangle 
Club news, fleet sales, owner re- 
ports, and export news and develop- 


ment. 
* * * 


Back Joins Chrysler 


Howard K. Back, 28, has been 
named supervisor of television news 
for the public relations department 
of Chrysler Corp. He formerly was 
editor of Telenews in New York. 


Responsible for serving the needs 
of television network news pro- 
grams and theater newsreels, he 
will work under the direction of 
Thomas P. Marker, manager of the 
corporation’s motion picture sec- 
tion. 

* * 7 


Lincoln Appoints Seregny 


Joseph J. Seregny, formerly as- 
sistant advertising manager for 
Mercury, has been named adver- 
tising manager of Lincoln. 

He joined Lincoln-Mercury in 
1950 as a cost analyst. Two years 
later, he moved into the sales de- 
partment as a staff assistant and 
within a year was a section super- 
visor in the administrative depart- 
ment. In 1954, he was named car 
advertising coordinator for 


Lincoln-Mercury. 
» & 


ANA Meets March 14-16 


The 1956 spring meeting of the 
Assn. of National Advertisers will 
= held March 14-16 at Hot Springs, 

a. 


Appointment of the meeting’s 
program chairman will be made at 
the next meeting of the ANA board 
of directors, it was announced. 
Subsequent appointments of adver- 
tising and marketing men to the 
program committee will be made 
shortly thereafter, officials said. 











| 





| 





li 


Sore ret cos os 


eT ee oe i. a aie am 42m 00 0O7 moO hh Axe ocoocncuyses > ow 


ae a a ee 








Tole- 
er to 

edi- 
iding 
pub- 
nter- 
ham- 
n all 


r ad- 
der’s 
for 
1 ad- 
satin 


ional 
der’s 
‘ions 
n all 





er 
ru- 
dy- 
ous 
of 
»ro- 
er.” 
ith- 
the 


les- 
ud- 


ler, 
er- 
ion 


” 


ave 


per 
ler 
gle 
re- 
»p- 


iS- 
yr 
r= 


in 
rs 


id 
r- 
t- 
ar 
yr 


Oe a ee ee 


RS - Ali Ting 0 Leta CE Dinca + 





AUTOMOTIVE NEWS, MARCH 5, 1956 





Meeting the Practical Problems .. . 
Casé Histories of a Salesman 


Eprror’s Note: This is one of a | 
series of letters on practical | 
problems encountered in auto sell- 
ing. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

* * + 


Dear Ed: 
VERY salesman has his fa- 
vorite-type person with whom 
he feels he can do better or has 
been luckier, 
ee and such is the 
fr case with me. 
! I honestly feel 
ee I am at my best 
3 =f 4) when I'm sit- 
‘ ™ ' ting down with 
4 A a young cou- 
‘ ple. I call them 
newlyweds. | 
Ket Here’s how it 
> b& happened once: 
f : Mr. and Mrs. 
Bert Simons Joe Walters | 
were looking at the larger and | 
more expensive of the two cars | 
we sell. After talking to Joe and | 
Edith, I knew I had a couple of 
kids just married. It was as if 
they had a sign written over their 
heads. This pair was really new. | 
* * m 
FTER we talked about the dif- | 
ferent models and the colors, 











Penn State Offers 
Six Courses for 


Truck Fleet Men 


UNIVERSITY PARK, Pa. —| 
Pennsylvania State University’s In- 
stitute of Public Safety will offer} 
nine courses this year, including 
six courses designed to acquaint} 
motor fleet personnel with latest 
techniques in the field. 

Of the other courses, two will be 
devoted to traffic and one to indus- 
trial safety. 

Specialists from the _ trucking) 
industry, as well as national and| 
state organizations, will join uni-| 
versity staff members in conducting | 
the transportation courses. 

Objectives include increasing effi- 
ciency of operation and developing 
greater profit margins in the truck- 
ing industry. | 

The schedule is: 

Motor fleet maintenance, March 
5-9; trainers of commercial drivers, | 
Apr. 16-20; two-day conference for | 
motor fleet supervisors, May 10-11;)| 
traffic officers’ training, May 7-18; | 
motor fleet supervisors, Sept. 10-14; | 
top management, Sept. 27-28; effici- 
ent terminal management, Oct.) 
9-11; industrial safety, Nov. 12-14, 
and traffic problems conference, 
Oct. 30-31. 

Information may be obtained 
from Amos E. Neyhart, Institute 
of Public Safety, University Park, 
Pa. 





Arolube Shows 
On U.S. Circuit 


BRYAN, O. — A “road show” dis- 
play and demonstration to intro- 
duce the new Arolube line of lubri- 
cating equipment to leading oil 
companies and automotive dealers 
got under way in San Francisco last 
week. 


A series of 26 similar presenta- 
tions in major cities from coast to 
coast is planned this spring by Aro 
Equipment Corp. Top sales and 
engineering personnel from the 
company’s headquarters will con- 
duct the various meetings. 

Other meetings in the West are 
scheduled as follows: Los Angeles, 
March 5; Seattle, March 13; Denver, 
March 21; Kansas City, March 28; 
Tulsa, Apr. 4; Dallas, Apr. 11; Hous- 
ton, Apr. 18; New Orleans, Apr. 25; 
Jacksonville, May 3; Atlanta, May 
9; St. Louis, May 16; Louisville, 
May 23. 

Another unit of the Arolube road 
show will be seen in Boston, March 
1; New York, March 7-8; Philadel- 
Phia, March 15; Baltimore, March 
21; Pittsburgh, March 28; Buffalo, 
Apr. 4; Cleveland, Apr. 10; Detroit, 
Apr. 17; Chicago, Apr. 24; Milwau- 
kee, May 1; Minneapolis, May 9; 
Des Moines, May 17; Indianapolis, 








May 29. 


I had his tradein appraised and was trying to buy much more 
we sat down to work out a deal. than he should. 

Joe wanted a four-door hard- Well, Ed, as you know, my 
top with all the extras, and head is already bald and I do 
Edith wanted Joe—so there have a son in college, so these 


wasn’t the usual cautious wife | things made me old enough to 


advise these two. I told Joe he 
to slow down a husband who ought to be looking at the smaller 


of our cars and leave some of 








Civie Fund Receives | the extras out, but he was deter- 
° mined to buy more than h 1d 
Huge Chrysler Gift | afford. : pamela ve 
DETROIT.—An additional gift of | eee 
$250,000 has been made to the FIGURED a deal and worked 
Metropolitan Detroit Building Fund out the payments for him, and 


by the Chrysler Fund, L. L. (Tex)! that’s what brought Mrs. Walters 
Colbert, president of Chrysler Corp.,| down to earth. She started to 
announced last week. show some interest, and when I 

The new gift raised the total) finally told these kids their pay- 
Chrysler Fund grant to the building}; ments would be too high for 
fund to $2,500,000, largest contribu-| them, she showed some good 
tion ever made to any charitable| sense and agreed with me. 


organization by the Chrysler Fund. “Honey, we can’t afford any 

Colbert is a co-chairman of the! payments like that,” she said. 
major-corporations division in the When Joe had heard her out, 
building-fund campaign, whose goal; he said calmly, “Edith, I want 
is $16,500,000. | the best for you, and I’m sure we 


can handle it. After all, you’re 
working, too, and we can make 
the payments on your check 
alone. 

“Mr. Simons,” he said, “go 
ahead and write it up just like it 
is. We'll make it all right with 
both of us working like we are. 
It won’t be any problem.” 

* * * 

UT it continued to bother Mrs. 

Walters, and at last she spoke 
out firmly. “Joe,” she said, “please 
don’t buy that much automobile. 
Listen to Mr. Simons and take 
the smaller deal. The payments 
on the smaller car are within our 
means whether I work or not.” 

Right here I said, “Look, you 

two kids talk it over a few min- 
utes by yourselves.” With that 
I walked out and closed the 
door behind me. 

Not two minutes later I was 
called back in, and the first thing 
Joe said was, “Mr. Simons, figure 
on that smaller model and leave 
everything out but the heater. 

“We'll need the heater to keep 
Mom warm. We’re going to have 
a baby, you see.” 

Ed, they will have their new 
car tomorrow night. I don’t know 
when they will have their new 


baby. —Bert Smons. 
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Overhead bike this 


cuts the cost of fun! 





Used-Car Ad Program— 


A dealership used-car advertising pro- 
gram, embracing heavy schedules in mag- 
azines, newspapers, radio and television, 
has been launched by Chevrolet. The 
theme promotes the traditional “OK Used 
Car” trademark as a quality symbol to 
aid the company's dealers in merchandis- 
ing used-car stocks. Puns and other pro- 
vocative headlines are used with human 
interest photographs in the advertising 
layouts. 








The question is directed to manufacturers whose cars 
are not yet equipped with Stromberg Carburetors. Car 
makers using Stromberg now are also using its outstand- 
ing economy record in the Mobilgas Economy Run to 
convince thousands of economy-minded customers. 

A large segment of your market—people in every 
income cket—is always motivated by economy of 
operation as well as style, power and other good features. 
Proof that the motor car industry is well aware of this 
fact is its participation in the Mobilgas Economy Run 
— year, knowing how much a victory helps new-car 


es. 
Stromberg-equipped cars have won the coveted Sweep- 
stakes Award in this national economy tournament two 


straight years! 


Swomberg* Carboreter eA Beadix* Electric Fuel Pump ee Dead Fle Th Sts Dive QS 


REG. U.S. PAT. OFF. 


If economy is a touchy subject instead of a good, solid 
selling feature with your line of cars, it will pay you to 
make comparative efficiency tests with Stromberg 


Carburetors against the field. 


Remember, for more than forty years more advances 
in carburetion have been initiated by Stromberg than 
any other manufacturer. Stromberg application engi- 


neers are at your service. 


ECLIPSE MACHINE DIVISION OF BENDIX AVIATION CORPORATION 


Original Equipment Sales: Elmira, N.Y. © Service Sales: South Bend, ind. 
Export Sales and Service: Bendix International Division, 205 E. 42nd Street, N.Y. 17, N.Y. 


ay. P 
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Monroney Unit Hears 21 ie Pontiac Retailer .. . 





‘Pack’ Ordered, Ex-Dealer Says 


Epitor’s Note: The following 
account includes excerpts from 
testimony of dealer witnesses ap- 
pearing before the Monroney 
Senate subcommittee on automo- | 
bile marketing practices. 

* * * 


WASHINGTON. — A lengthy re- 
port on alleged factory pressure, 
spiced with charges of factory- 
ordered price packing, was deliv- 
ered before the Monroney subcom- | 
mittee by former Pontiac dealer | 
James P. Mayo, Nashua, N. H., | 
who voluntarily surrendered his | 
franchise late in 1955. 

A Pontiac dealer 21 years, Mayo | 
expressed dissatisfaction with | 
many phases of factory-dealer 
relations and said he decided to 
give up his franchise “since it 
was apparent that I would have 
to submit to their (the factory’s) | 
new techniques if I wished to re- 
main solvent.” 

On price packing, he alleged that | 
in June, 1954, Boston Pontiac deal- 
ers were “induced” to pack prices | 
$212. 

“In October, 1954, at the Pontiac 
recontracting meeting,” he charged, 
“dealers were instructed to pack 
prices. They were forbidden, how- | 
ever, to pack them more than) 
$212.” | 
Included in Mayo’s statement to 
the Senate Auto Trade Practices | 
subcommittee was a letter to Mayo | 
from Pontiac’s Boston zone man-| 
ager in which the latter denied the 
packing order. 

The ex-dealer said he fought 
the alleged pack with newspaper 
and direct-mail advertising and 
printed price lists and contended 
that these activities “proceeded | 
to subject us to continuing and 
ever-increasing pressure from 
Pontiac.” 

He asserted, “I have now con- | 
cluded that this was the final effort 
on their part to force me to submit 
to their operating and merchandis- 
ing methods, regardless of my judg- 
ment of whether or not these were 
in my or the public's interest.” 

Mayo charged that the factory 
“campaign” began about two years 
before the packing issue. 

He mentioned criticisms of his 
objections to the procedure for han- 
dling cooperative advertising funds, 
his objections to the expense of 
advertising promotion material and 
the factory's “inability or unwill- 
ingness to cooperate in assisting 
with short-and-long-range forecast- 
ing.” 

The ex-dealer also was highly 
critical of Pontiac’s distribution 
policies. He contended that Pon- 
tiac’s production in 1950 was 70 
percent greater than in 1941, but 
that his dealership received fewer 
cars in 1950 than it sold in 1941. 
He claimed that Pontiac deaier- 
ships in several other New Eng- 
land cities received 25 percent to 
200 percent more cars than in 1941. 
Mayo conceded that after a con- 
ference in February, 1953, with H. 
E. Crawford, then Pontiac general 
sales manager, his basic allotment 
was boosted from 119 to 175 cars a 
year. 
“However,” he said, “it was five 
months before I could effectuate 
this promise, and then it was used 
as a club over me to induce me to 
purchase cars in the cleanup.” 

He said that in March, 1954, “I 














PERSONNEL 
TROUBLE? 


Engineers, Technicians, Sales 
Representatives, Factory Field 
Men, Service and Parts Man- 
agers, etc. 
The man you want is most 
likely an Automotive News 
reader. 
Why not try our 
Classified Section? 
The only weekly want ad de- 
partment in the automotive in- 
dustry. 
Write for rate card or phone 
AUTOMOTIVE NEWS 
Classified Dept., 
DETROIT 26, MICH. 










still was unable to get adequate 
cars for my market ... I went 
into March of 1954 with two new 
cars in inventory.” 


Mayo was equally critical of GM’s | 
| dealer-council setup, which he as- 
serted has “degenerated into a pub- | 


the dealers much less than noth- 
| ing.” 

In another reference to the dealer 
| council he told of writing in 1951 
|to Harry Klingler, then Pontiac 
general manager, concerning ru- 


lic relations sounding board for|™0rs that Pontiac was going to 


General Motors with the benefits to 





Thunderbird Owners 


Form National Club 


DEARBORN. — The Thunder- 
bird Club of America has been 
formed by 100 owners who met at 
Fair Lane, the Henry Ford estate 
here. 

Jack K. McLean, acting chair- 
man, told the group, “Our club 
will bridge the area between such 
groups as the Sports Car Club 
of America and such classic or- 
ganizations as the Continental 
Club.” Plans are underway to 
help organize chapters in other 
states, he said. 
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With the Burroughs Sensimatic’ 


prepare all these journals... | 


discontinue its six-cylinder car. He 
said he suggested that the division 
|}and the dealers should acquaint 
purchasers with the fact so an or- 
derly transition could be made. 
Mayo said he was invited to 
participate in Pontiac’s dealer 
council. He later was told, he 
said, that he would have to sub- 
| mit his remarks to Pontiac for 
editing and that he would be 
limited to the edited statements. 
“I told them that under those 
conditions, I would never go to 
| Pontiac to participate in a dealer 
| meeting,” Mayo said. 
He paid tribute to the quality 
|dealer program of Alfred P. Sloan 


jr.. GM board chairman, and pre-| 


| sented several letters he exchanged 


CASH RECEIVED JOURNAL 


cash received 


| 1938. 


oring to improve the dealers’ posi- 
| tion,” he said, “with the full reali- 
zation that General Motors could 
not be successful without dealers 
of strength and integrity to dis- 
tribute its products.” 

Exhibiting letters exchanged in 
1949 with W. F. Hufstader, distri- 
bution vice-president, on a “more 
serious situation” than the ex- 
change with Sloan, Mayo com- 
mented: 

“Dealer-factory relations were 
getting to an alltime low from 
the great days of intelligent and 
quality dealers of Sloan and 
Grant.” 

Turning to the liquidation of his 
dealership, Mayo charged Pontiac 
with exploitation and said, “I feel 
|the resulting loss to me can be set 
at $56,000. 


“I feel that they (Pontiac) used 
my monthly statement, supposedly 


tive dealer with information which, 
|in the ordinary course of business, 
|would not have been available to 
| him under any circumstances.” 
Concluding his testimony, Mayo 
mentioned four factors that he be- 
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confidential, to supply this prospec- | 


| 
| with Sloan on dealer relations in 


“Mr. Sloan was honestly endeav- | 





lieves are wrong with the retail 
automobile business. 


1. “There is no future for youth.” 


He cited difficulties in employ- 
ing collége graduates as sales- 
men and contended that college 
placement bureaus told him that 
young men “just were not inter- 
ested in the retail automobile 
business as it is being conducted 
at this time.” 

Mayo said his own son voiced the 
same sentiment and resigned from 
the dealership in October, 1955. 

2. “Unreasonable control by auto- 
mobile manufacturers and the 


| worthlessness of a franchise agree- 


ment.” 

3. “Damage to the public's inter- 
est and lack of effective research 
in the retail automobile business.” 

“Inability to get factory co- 
operation for short or long-range 
forecasting.” 

Patrick Joins Stokes 

Loren A. Patrick has joined the 
Los Angeles sales staff of F. J. 
Stokes Machine Co., Philadelphia, 
as a sales engineer. Before joining 
Stokes, Patrick was for three years 


|a@ research and development engi- 


neer with North American Aviation, 
Inc., Inglewood, Calif. 


PURCH 


purchase 


you mechanically 


(without changing your factory-approved accounting system!) 


new 
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and service sales 
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sources—is prohibited from doing 
so.” 





tail 





letters which he wrote to his zone 














, Dealer Massey Testifies .. . office about bootlegging. 
h. Dealer Massey Testifies .-- “I am attaching this file to this Massey said: “I would like to 
y- - 9 statement as an appendix,” he said. call your ae og oe 2 the 
'S- * WW t |“I would respectfully call your at- | processes used by the manufacturer 
ge Bootlegging Only ay Ou ‘tention to the fact that I have |in the cancellation of a franchise. 
at received no replies to, these let- | Recognizing ee that the man- 
r- | ters cs |ufacturer has lived up to every 
le Epitor’s Note: The following ;,Senator A. S. Mike Monroney,; a, to the _ national average, | provision in the selling agreement 
pd account includes excerpts from |Oklahoma Democrat. Massey said: “. . . I would like to. and to other agreements by letter 
testimony of dealer witnesses ap- Earlier in his testimony, Luther point out to the committee that | which I signed, I have no redress 
the pearing before the Monroney | Massey, a Buick dealer in Beau- | some of the dealers must neces- | against the manufacturer in the 
om Senate subcommittee on automo- mont, Tex., for 18 years, seven | sarily be below the national aver- | courts of the country. 
bile marketing = months and 13 days, said: “I |age in order for the national | “The manufacturer—and I agreed 
to- tabs ‘ must readily admit that I was | average to be established in the |to this when I signed the selling 
the eer a teaa. a om Py a below the national average in the | first place. | agreement—could cancel me (as he 
ee- legging” mig ave Save 1S so-called reentage of price “ nme : : ; . | did) with or without cause as he 
franchise, a former Buick dealer ojags.” pe s Pp ion o were eee og | saw fit. At the same time he could 
er- from Texas told the auto trade) wy he said: “I am sure that| mad race between the various ¥ | come into my business and demand 
rch practices subcommittee headed by the dealers listed as the originating) manufacturers and divisions of that I contribute to an advertising 
a ‘ sources for these bootlegged Buicks, manufacturers that caused so = fund on a basis that he subscribed. 
a Wallace Elected President (which he said he had reported to| much of our trouble.” | This nifty Oldsmobile model He continued: “I have been in 
Bt of Delray Beach Dealers zone office) equalled or bettered (GM, in announcing its new fran-| was the one the “Merry Oldsmo- this business for a long time. I 
" the national average for all makes | chise said local conditions would| bile” song was written about. could tell you how our zone forced 
DELRAY BEACH, Fla. — F. Earl and for their price classifications. |}. taken into consideration in Buick dealers to buy monkey suits 
Wallace jr., of Earl! Wallace Ford, : 7 © at $125 each for one day’s use at 
ain : I could have obtained a better| “evaluating dealer sales perform- i i : 
Inc., has been elected president of . oe P . the meeting in which new models 
_ the Delray Beach Automobile Deal- than national average had I, too,| ance” in the new sales agreement.) |in each case, as an exhortation to | ‘" & 
Bog ors Anan. sold new Buicks to unauthorized| Massey said: “While I was never| get more and more sales. oe ae a “a 
aoe Vice-president is Bill Adams, of| dealers for resale to the public aS | asked by the factory to sell in the “Bootlegging, in my opinion, “ aaa “. per orce ane 
| rod Adams Chevrolet Co., and secretary- "¢W Buicks. This I refused to do.” | hootlegged market, I was consist-| stemmed from overproduction... we b S the in . tite, Mune: 
aa treasurer is Joe Rose jr. of Joe) Massey, also a Chevrolet dealer|ently told that my Buick sales; It cannot be stopped until the ~ am ae ote e every 
“ Rose Motors (Chrysler-Plymouth).! in Duncan, Okla., for 11 years| record must be improved if I were| source of the bootlegged cars— | ther dealer in this zone so you 


Doyle Morgan, of the chamber of before moving to Beaumont, told|to continue to hold the franchise.| the new-car dealer who releases | ©4" be part of the team and 


commerce, is recording secretary. the senators that he had a file of The national averages were used,| the car to the unauthorized | help us to make a good public 
eas SSE showing for Buick in this region 


or zone.’” 


Massey said that if a dealer did 
not buy the suit, he did not get 
| sufficient cars at the first part of 
CASH DIGBURSEMENT JOURNAL the season. “But if you were on 
the team you had little or no 
trouble getting your franchise. If 
_— == weet - = - | you were not on the team, you got 


(SiS et ——- | what I now know as the ‘Massey 


treatment. 
| Massey concluded by saying: 
“Mr. Chairman .. . your study 
eannot be really finished until the 
-- small, independent businessman 
like myself can stand up against 
the giants in a court that operates 
by the law—law set by the people’s 
representatives in Congress.” 
Modine Picks Johnson 
Clyde W. Johnson has been made 


Pre manager of the Racine (Wis.) plant 
sh disbursement of Modine Mfg. Co. radiator 
makers. Succeeding Johnson as 
central production control manager 
is Myron C. Van Metre. 


gag You polish off the job 3 times faster, too! . ‘ 


° 

















Just let the Sensimatic take charge of every For the complete story, just call our nearby 
, journal you see here, every accounting record __ branch office and ask for a copy of our free 

| you must prepare ... then watch the job pick booklet on Automobile Dealer Accounting 

iC up speed! You stick right to your factory- Systems. Or write to Burroughs Corporation, 

recommended procedures, too. No need to Detroit 32, Michigan. 

change your accounting system when you 

speed it up with the Sensimatic! 


Your Distribution Journals can be done in a 
third the time it takes to prepare them by 
hand. And the monthly financial statement? 
That’s no longer a normal two-day chore. With 
the Sensimatic, you can button it up in an 
average of just 214 hours. Think of it—that’s 
over six times faster! 


ONE. 
ina 


MILLION 


“Here is a man who can 
literally work miracles in 
the wholesale and retail 
management of automobile 
distribution. 































“A personally powerful, ag- 
gressive and totally experi- 
enced sales executive is imme- 
diately available for assign- 
ment to one of the automobile 
industry's most difficult selling 
jobs. 


How is such amazing speed possible? The 
big reason: the Sensimatic lets you total up 19 
different columns of figures automatically. And, 
as present users will tell you, a Sensimatic is 
so easy to operate that even beginners quickly 
do fast, accurate, expert work. 






What’s more, changes in procedures, or 
growth of your dealership, won’t make the 
Sensimatic obsolete. You simply change the 
“sensing panel” or master control unit (a 
Burroughs exclusive) to adapt your Sensimatic 
to any new operations. 





“A spectacular record in retail 
selling and an equally effective 
performance at the factory 
level assures the kind of whole- 
sale and retail selling activity 
that is required for the most 
sensational results. 
























“Burroughs” and “‘Sensimatic”’ are trademarks 













“This man will consider a fac- 
tory sales executive position of 
responsibility and authority or 
an assignment as sales man- 
ager at a sectional level, de- 
pending on the size of respon- 
sibility and remuneration. 





used and repossessed car sales interdepartmental sales 
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“This fellow knows how to sell 
cars by the thousands. We can 
put you in touch with him im- 
mediately. Wire Box AN _ 2, 
Automotive News, Detroit 26, 
Mich.” 














Not a Dream... but 
a Packard Promise 


The Beautiful Packard PREDICTOR! 
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l. a survey at the Chicago Auto Show, nearly two-thirds of the Cc 

ose ff 0 S people interviewed chose the Predictor as the most outstanding car | . 


at the show... eight times the votes received by the second choice car! 


y ; e 
| 0 U T S T a nl (| i nl g C a i Hail to the Predictor! The car that’s stealing the attention and getting itself 
| 


talked about the most wherever it’s been shown. More than any other car in 


the 1956 Auto Shows, the Predictor is winning public acceptance as the car , 
a T t h e S h 0 Ww most people would like to own today! 
Here is a startlingly beautiful automobile — styled in an entirely new | {¢ 


Coo rma 





The Predictor grille has a floating vertical blade that acts as both a shock absorber When you open the Predictor’s doors, sliding roof panels above the doors auto- 





and bumper guard. Four headlights, two especially designed for city driving, two matically and silently roll back, in a manner similar to a roll-top desk, for easier ‘ 
for country driving, are recessed behind the power-operated hood-openings. Notice exit and entrance into this four-and-a-half-foot high car. The roof panels can also be 
the wrap-around windshield which also wraps over into the roof. opened for ventilation while the doors remain closed. 1 

Wherever you find the Packard name you find 


_A New Era in Dealer-Factory Relations | : 
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concept — and produced not as a “‘dream’’ car, but as an exciting reflection 
of things to come from Packard, starting with advances on the 1956 
Packard with still others planned to appear in 1957. 


Today’s advanced features include Packard’s 1956 Advance-Engineered 
V-8 engine with 310 horsepower and a compression ratio of ten to one. Torsion 
Bar Suspension that is making Packard America’s easiest handling, most 
comfortable riding and safest driving car. Also, Twin-Traction Safety Differ- 
ential and electronic Touch-Button Controlled Ultramatic transmission. 


The overwhelming public acceptance of the Predictor strongly indicates that 
the way Packard’s Creative Engineering and Styling Departments have been 





The taillight is a beautiful, sharp example of the Predictor’s design concept called 
“‘sculptured in steel.’’ It gives an entirely new feeling to rear deck styling. The jet 
pods below the taillights house the back-up lights and two exhaust ports each. The 
rear window, which is hooded, can be rolled down. 


_or zone office nearest you (see below), and find out about a franchise that 


thinking is the way the public wants them to think. And so once again, 
Packard proves that it is ahead of competition! 


Here is just one more reason for you to look into the Packard-Clipper 
franchise today . . . a hint of the profitable direction you can take with the 
two finest cars in their fields, backed with a franchise that accepts you as a 
businessman in your own right. For Packard believes that a dealer is entitled 
to make a living and do some living at the same time. If you agree with this way 
of doing business—act now. Contact or write the Packard-Clipper Division 


could mark the beginning of an entirely new experience for you. 


And inside, notice the pedestal where all the major operating controls are located 
between the two front seats. Both front seats are on swivels so you can get in and 
out more easily. As on the 1956 Packard Caribbean, the seats are reversible so you 
can have either sleek leather or a beautiful brocade fabric. 






PACKARD-CLIPPER DIVISION « struvEBAKkER-PACKARD CORPORATION © DETROIT 32, MICHIGAN 


Where Pride of Workmanship Still Comes First 


ATLANTA—370 Peachtree, N. E.; BOSTON—20 Webster Place, Brookline; BUFFALO—1274 Main; CHICAGO—1640 N. LaSalle; CINCINNATI —2336 lowa; DALLAS—1922 Cedar Springs; DENVER—1147 Broadway; 

DETROIT—574 E. Jefferson; KANSAS CITY—2735 Main; LOS ANGELES—1000 S. Hope; MEMPHIS—830 S. Bellevue; MINNEAPOLIS—333 W. 78th; NEW YORK CITY—1861 Broadway; PHILADELPHIA—1237 N. Broad; 

PHOENIX— 400 W. Washington; PITTSBURGH — 5560 Centre; RENO — 300 S. Virginia; ST. LOUIS —2311 Hampton; SALT LAKE CITY—345 S. 2nd, East; SAN FRANCISCO—901 Van Ness; SEATTLE—1907 7th; 
SPOKANE — 330 S. Howard; WASHINGTON, D. C.—1242 24th, N. W. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Toledo 


January deliveries of new auto- 
mobiles by Toledo and Lucas Coun- 
ty dealers sagged substantially un- 
der the previous month, but were 
up 66 over January, 1955, the To- 
ledo Automobile Dealers Assn. re- 
ported. 

Deliveries in January totalled 1,- 
698, as compared with 2,101 in the 
previous month and 1,632 in Janu- 
ary, 1955, the association said. 
Eleven of the listed makes showed 
gains from January a year ago, 
while seven were down and one 
was the same. 

Those ahead were Buick, 213 this 
year against 176 last January; Cad- 
illac, 48 and 41; Chevrolet, 364 and 
345; Ford, 372 and 318; Imperial, 
4 and 0; Lincoln, 16 and 9; Nash, 
21 and 16; Oldsmobile, 137 and 105; 
Packard, 6 and 5; Plymouth, 149 
and 142; Studebaker, 28 and 19. 

Deliveries of new commercial 
vehicles totalled 133 last month, as 
compared with 159 in the previous 
month and 122 in January, 1955. 
Leaders included Chevrolet, 33 last 
month against 62 a year ago; 
Dodge, 9 and 5; Ford, 52 and 28; 
GMC, 8 and 5; International, 16 
and 6; Willys, 5 and 1 White, 6 
and 5. 

Listed dealers sold 2,389 used 
cars and trucks last month, as 
compared with 2,064 in the same 
period last year. There were 1,- 
005 casual sales (person-to-person) 
last month, as against 970 in Jan- 
uary, 1955.—(George E. Toles.) 


* * 2 


Milwaukee 


Ford led Milwaukee County sales 
for the second consecutive year in 
1955, vanquishing Chevrolet by 10,- 
776 to 9,411. An alltime record total 
of 49,637 new cars was retailed 
during the year. 

December sales were the high- 
est for that month in history, 
totalling 4,273, or 15 percent more 
than the previous December—the 

former record. 

Breakdown of county sales by 
makes follows: Ford, 10,776: Chev- | 
rolet, 9,411; Buick, 6,950; Oldsmo- 
bile, 5,688; Plymouth, 3,428; Pon- 
tiac, 3,014; Mercury, 2,392; Dodge, 
1,963; Nash, 1,697; Cadillac, 900; 
DeSoto, 861; Chrysler, 860; Hud- 
son, 542; Packard, 322; Studebaker, | 








317; Lincoln, 222; Willys, 117;| 
Kaiser, 11; miscellaneous, 166.— 
(John E. Hubel.) 
ae : * 
Clevelan 


New-car sales continued to show) 
a so-so market, with sales totalling 
1,283 for the week ending Feb. 11,| 
compared to 1,389 the same week 
the previous year. 

In used-car sales, volume of 1,550) 


Duffy Optimistic | 
About Auto Sales 


In Farming Areas 


DENVER.—Irving A. Duffy, gen-} 
eral manager of Ford Motor Co.'s| 
tractor and implement division, said 
last week that, 
despite the pres-| 
ent “squeeze,”| 
farmers are fac-| 
ing a bright! 
future. 

Duffy also pre-| 
dicted that the 
demand for autos 
in the farming 
areas of the na- 
tion would be 
good in 1956. 

Irving A. Duffy He said that 
there is a “vast difference between 
what today’s farmer really is and 
how he is pictured by city dwellers.” 
Duffy said it was true that the 
farmer now is “not getting his 
Share of our boom economy.” 

He said that neither he nor Ford 
were attempting to belittle the 
farmer's problems, but he felt the 
situation was improving and Ford 
had great confidence in the future. 

Duffy said Ford produced 66,656 
tractors in 1955, a 29 percent in- 
crease over 1954’s total of 51,490. 
This was a 21 percent share of 
total industry production. 








was slightly above the same period 
a year ago, and also reflected a 
slight upbeat compared to the 1,389 
for the previous seven days. 
Commercial sales continued to 
show strength, with new units of 
124 rising above the previous week 
and about 100 over the 1955 mark. 
New-car sales for. January total- 
led 5,387, just over the 1955 mark. 
The breakdown for January: Aus- 
tin, 1; Buick, 525; Cadillac, 230; 
Chevrolet, 1,193; Chrysler, 130; Con- 
sul, 1; Continental, 4; DeSoto, 100; | 
Dodge, 315; Ford, 1,123; Hudson, 16; 
Imperial, 18; Lincoln, 64; Mercedes 
Benz, 1; Mercury, 242; Nash, 56; | 
Oldsmobile, 463; Packard, 14; Plym-| 
outh, 464; Pontiac, 350; Squire, 1;) 
Studebaker, 43; Triumph, 3; Volks-| 
wagen, 27; Willys, 2; Zephyr, 1. 
January truck sales by make: 
Autocar, 1; Chevrolet, 103; Divo, | 
3; Dodge, 22; Ford, 89; GMC, 20;! 








International, 62; Mack, 1; Reo, 6; 


Studebaker, 6; White, 16; Willys, | 


13. 


Truck total for the month was) 


324, just under the 337 for January, 
1955.— (Sanford Markey.) 


x * * 


San Antonio 


Although two Chevrolet dealers 
sold a total of 371 new cars during 
the month—new-car sales in San 
Antonio and Bexar County dropped 
in January by 112 registrations and 
total vehicle sales were off by 96 
vehicles from December registra- 
tions. 

Out of a total of 1,507 vehicles 
sold during the month, 1,335 were 
new cars; 96, commercial vehicles, 
and 76, trucks—slight gains in the 
commercial vehicle and truck cate- 
gories failing to make up the losses 
sustained in the new-car field. 

Chevrolet dealers led in the 


| istrations as compared with 48 for 


sale of new cars, with total reg- 
istrations of 432 cars as com- 
pared with 221 for Ford dealers. 
Buick dealers had 133 registra- 
tions for the month and Oldsmo- 
bile dealers, 107. 

Chevrolet dealers also led in com- 
mercial vehicle sales, with 60 reg- 


Ford dealers, 20 for International 
and six for GMC.—(J. H. Reed.) 


* * * 


Detroit 





Members of the reporting Detroit | 
Auto Dealers Assn. in Wayne! 
County retailed 12,243 new cars in| 
January, compared to 14,610 in the} 
initial month of last year. 

Chevrolet led Ford in January, 
1956, sales, 3,057 to 2,693. Other 
results: Buick, 1,203; Oldsmobile, 
924; Plymouth, 890; Cadillac, 769; 

Pontiac, 595; Mercury, 563; Dodge, 
453; DeSoto, 264; Chrysler, 240; 
Lincoln, 150; Nash, 130; Stude- 
baker, 92; Clipper, 74; Hudson, 
44; Packard, 29; Imperial, 26; 
Willys, 6; miscellaneous, 41. 

New-truck registrations totalled| 
853 in January, 1956, compared to 





a del 


A powerful summer promotion featuring Miss Cyd Charisse 


856 a year ago. The truck break- 
down: Ford, 416; Chevrolet, 219; 


... designed to make ’56 your biggest sales year 


It’s the biggest outdoor furniture promotion in years! Think of it! 
Glamorous Cyd Charisse is featured in Saran’s gala 1956 advertising 
and promotion campaign—a campaign that can’t help but make 
your profit picture look terrific. Your saran summer furniture 
supplier will soon have the story on dramatic tie-in opportunities 
you can use. They’re timed just right to help you boost volume on 
this nationally advertised profit leader. Make your plans now to 
feature the 1956 Saran Fabrics. They’re your best bet for a red-hot 
selling season! 


Here’s the power behind the 1956 
saran promotion. Full-color ads 
in BETTER HOMES AND GARDENS, 
AMERICAN HOME, HOUSE BEAU- 
TIFUL, HOUSE & GARDEN and 
LIVING FOR YOUNG HOME- 
MAKERS... more than 10,000,000 
consumer impressions! 


Je 7 


CYD CHARISSE 
co-starring in 
“MEET ME IN LAS VEGAS” 
An MGM Production 
In CinemaScope and Color 





| Dodge, 90; GMC, 49; International, 


30; Autocar, 13; Divco, White and 
Willys, 7 each; Mack, 4; Diamond 
T, Reo and Studebaker, 3 each; 
miscellaneous, 2. 

Used-car sales exceeded the year- 


}ago January by 5,199 to 4,840, but 


used-truck sales fell to 554 from 
572.—(Mac Gordon.) 


* * * 


Tacoma, Wash. 


The New Year opened in strong 
fashion in Pierce County (Tacoma), 
Wash., with 744 new-car registra- 
tions, an increase of 61 percent 
over the December total of 462. 

New-truck registrations, mean- 
while, moved up 43 percent from 
85 in December to 122 in January. 

The December new-car count 
by make was: Ford, 166; Chev- 
rolet, 161; Plymouth, 75; Dodge, 
48; Oldsmobile, 48; Pontiac, 43; 
Buick, 40; Mercury, 26; Nash, 22; 
Studebaker, 19; Cadillac, 17; De- 
Soto, 17; Hudson, 17; Volkswa- 
gen, 17; Chrysler, 14; Packard, 4; 
Willys, 3; Imperial, 2; Lincoln, 
2; Mercedes, 2, and Anglia, 1. 

Truck registrations were: GMC, 
28; Chevrolet, 20; Ford, 15; Inter- 


(Continued on Page 50, Col. 1) 
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the facts about their automobile.” 


































ple and is willing to acquire a 
al, ‘ni . thorough knowledge of the car he Beelby points out that if a sales- 
gt ek th will sell. | — a ee part of a free 
n i] we “We teach our men,” he says, | ime talking to the men in his serv- 
h; . Merchandising “to spend part of their time in the | ice department, he can gather valu- 
service department, part gathering | 5 able sales ammunition. 
. ¥ information about prospects, part} Mechanics or the service mana- 
s rz 7 Memos to Dealers | talking to owners of current and |. ger can tell him better than any- 
: | older models and the rest of their} one how the new features work 
a ip time on the floor.” and what they contribute. 
All of this time prepares the | * * & 
By Bob Finlay salesman for those fleeting and Sales Clues 
precious moments when he is the *| : 
star actor in the center of the | eee oe papers also are im- 
4 stage talking with the prospect. | “4 portant. New — ae 
- N TRAINING salesmen for to-| tensive training and turned over to The sale may be made or lost in to tan paeor oa ak 
t day’s market it is vital to im-|@ dealer within 30 days. _ . |the wink of an eye. Part of a tions are prospects 
- derstand f the The work includes a prelimi- | salesman’s success may be luck, and “Nothing,” says Beelby. “break 
part an understanding of €| nary study with the dealer or his part may be the exercise of God- No re says Beelby, “breaks 
n- dealer’s viewpoints, according to| sales manager. This brings an given talents, but the odds are all Dri Traini the ice a —— the ability of 
e Fred L. Beelby, a former vice-presi-| understanding of the special sell- |j, favor of the salesman who “river [raining=— : ° ee = ~* BP 
e dent of Studebaker Sales Co., Chi-| ing problems in a particular area. spends the time necessary on prep-| Driver training classes are being con- ana changes, and oo Ma 
t cago, and general manager for a| In addition, the selling approaches | aration. ducted at Clearview High School for the affect the daily life of the pree- 
\ i i by Beelb re ob- ae. ae ninth successive year with a dual-control e : e ie pros 
Rochester (N. Y.) dealership before| Of _men trained DY ie . from Bob Beck Chevrolet, Inc., Lorain,| Pect. 
; opening the Beelby Institute of| Served on “ floor and in the weer To Create Confidence = eeaael ceed, peel, left,| Skillful questioning of a prospect 
. Salesmanship in Hollywood. | i deeb er i dade teak 5 SALESMAN,” says Beelby, Gesnies the program with Robert Coch- will clear the road to a successful 
. Beelby is expanding his training | weaknesses may be analyzed and “who has a thorough knowl- rane, instructor, and Helen Paxton, stu-| Close. It will reveal vital informa- 
- facilities to make them available | corrected. edge of new upholstery fabrics, who dent. tion about the prospect s prefer- 
: ss can speak with authority of fea- ences and prejudices and his ability 
: to auto dealers throughout the) tures of the car, who can dis- ; ‘ . to handle the deal. 
country. His organization inter-| What He Needs cuss harmonious color combina-| formation is latent in nearly _ « & 
0 views, selects and trains inexperi-| py»EELBY believes that almost|tions, creates confidence in the| every salesman, but it is amaz- Don’t Trip on Ego 
: enced men. anyone can become a success-| mind of the prospect. — ing to discover how unwilling so UT 'd like t ti a 
- Those selected are given an in-' ful salesman if he understands peo- “The ability to dig up this in- | many salesmen are to gather all B a andhiatny mason al 
— the salesmen and we've seen many 
who become too cocky about their 
ability to size up a prospect. Many 
people wear a false front. The 
well-dressed, polished man with the 
professional look may be a phony 
with credit stretched from here to 
Las Vegas. 
And the humble lad in the faded 
* suit may have a trunkful of cur- 
rency at home. 
and Saran seat covers wi 2 bal ea 
gee salesman. Work at qualifying, in- 
stead of guessing by the shine of 
the suit. 
Beelby says that any of the clos- 
« | ing methods will succeed far 
: oftener if the salesman has coor- 
se dinated all of the facts about the 
automobile and the prospect with 
accelerating enthusiasm. 
The technique, basically, is ident- 
ical to the climax of a play. 
. . 
DeSoto Begins 
. 
Promotion of °56 
o 
You and your ‘Mrs. America’ 
4 DETROIT. — The importance of 
customers will be women to the auto world is demon- 
strated by DeSoto and its dealers 
a et who are now helping find America’s 
’ sittin rett outstanding homemaker through 
\ g pD y national sponsorship of this year’s 
Mrs. America contest. 
h | DeSoto dealers are now distrib- 
Ww en you se uting free application blanks for 
local and state contests, which 
close March 15. State finalists will 
seat covers compete early in May at Ellinore 
Village, Daytona Beach, Fla., for 
national honors and prizes. 
woven of Saran! The contest, in which any mar- 
. ried woman 21 or over is eligible, 
} | does not involve beauty or theatri- 
, | cal talent considerations. It is con- 











the ’56 look for older cars! 





Sell the custom look for new cars, 


NEW STATIC SHOCK RESISTANCE—Improved formulations and weaves greatly reduce or eliminate static electricity. 


feature this tag 


NEW COLOR FASTNESS—Improved stability to sunlight. Colors are locked into saran for long life and beauty. e NEW 


COLOR STYLING—/mproved materials for a wider range of pastel colors, for better styling, brighter fabrics. @ NEW CON- 





“you can depend on DOW PLASTICS 


TROLLED SHRINKAGE—/mproved shrinkage characteristic for unique fabrics which retain their snug fit without stretching 
or excessive shrinkage. 










fined to the homemaking qualities 
of housewives and mothers. 

| Prizes worth $600 and a week’s 
free trip to Florida with her hus- 
| band go to each state winner. The 
state winners then vie for the 
$20,000 in prizes that go with na- 
tional title and honors. , 

At the finals DeSoto will super- 
vise an automotive safety clinic 
|and indoctrinate all contestants in 
traffic safety measures, courtesy 
and approved practices for pedes- 
trians and drivers. 


| Chrysler Division 


Promotes Ritter 


DETROIT. — Francis F. Ritter 
has been named to the newly 
created position of Chrysler divi- 
sion retail mana- 
ger, it was an- 
nounced by M. E. 
Braden, general 
sales manager. 

Ritter joined 
Chrysler division 
in 1953 and was 
used-car mer- 
chandising mana- 
ger at the time of 
his new appoint- 

a ment. He former- 

F. F. Ritter ly operated an in- 
dustriai construction business in 
Philadelphia. 

From 1946 to 1951, Ritter was 
president and general manager of 
a dealership in Allentown, Pa. 





























CCAD) Oificial National Speed Record 
Csi Certificate of Performance 
Jot No. 1 
National Speed Trials Champtonship, ia: 5 303 Cubic Inches 

Pui Walters 1950 Paymouth Garg 58 attempts were made at Daytona 
Southbound Run IZ4Oll pn. Northbound Run LZ3AN4 Mp. Average Speed IZLOL up-n. Beach, Fla., recently to break the 
Measured Mile Speed Course, — Beach, Florida, fansuary 10.1956 N ASC AR sp eed and ac celerati on 
ay te i records which Plymouth set on 
Swieeen oy ware fn Timed by NASCAR Jan. 10, 1956. Official NASCAR 
) sed By certificates, reproduced on these 
Teor JU ¢ cLhe2 0 Vn (lt Yeatel pages, show what the other cars 

NATIONAL ASSOCIATION for STOCK CAR AUTO RACING, INC. 7 were shooting at. 


Official NASCAR certificate showing Plymouth’s unbroken speed record (124.01 
mph in Flying Mile) for American stock cars in 259-305 cu. in. displacement class. 


These official records -—remember, THEY STILL STAND 
UNBROKEN —-— were established by a stock Plymouth model, the 
Faci Fury. This car can be purchased or ordered at any Plymouth dealer- 


ship in the country. 
No. 3 


The Fury complies in every detail with NASCAR’S definition of a 
production stock car. 


PLYMOUTH 


tops in speed, 
acceleration, 
performance 
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Fact ACP AD) Vilicial National Speed Record 
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Certificate of Performance 
No.2 Standing Me 
National Speed Trials Championship, cia» 5 ___303 Cubic tnches 
| Plymouth’s records STILL STAND Pat Waseers 1296, _Payggath _ Ty 
a UNBROKEN. There’ sa lot of talk Southbound Run S3IOS_M.P.H. Northbound Run S154 MPH. Average Speed S254 M.P.H. 


by Plymouth’s contemp oraries, but Measured Mile Speed Course, oe Beach, Florida, Sanuary lO 1956 


| let’s stick to the cold facts. The easepeenenetn as ath Sn es Sa 
| records show that Plymouth has aver oe a. iy Timed by NASCAR ‘4 
| the highest speed in the lowest-price Se avai 
field and the highest acceleration fi I< leleo 0 Lael _pese 
of any U.S. stock car regardless of NATIONAL ASSOCLATION for STOCK CAR AUTO ACG, IN 


=" price class. 














Official NASCAR certificate showing Plymouth’s unbroken acceleration record 
(82.54 mph from standing start) for all stock cars regardless of displacement class. 


| On Feb. 22, 1956, at the NASCAR Speed Weeks at Daytona Beach, 
| Plymouth made another NASCAR speed run, after various modifica- 
- act tions in common use in stock car racing. The results for the two-way 


Flying Mile: 
No. 





PLYMOUTH averaged 136.415 mph! 


Plymouth’s fastest one-way run was 143.598 mph. This surpassed 
Plymouth’s unbroken NASCAR stock car record by nearly 20 mph! 


A great car to 
Jao" PLYMOUTH 
car to buy | 
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ways and Safety... 
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Pa. Revamps System 
Of Driver Penalties 


PENNSYLVANIA has dropped its| called it more equitable for mo-| With his job. In the past a motorist | 


automatic 90-day license suspen- torists. It was drawn up, he said, 
sion for motorists convicted of| after an extensive study of typical 
speeding. Under a new law, speed-| violations by the Bureau of High- 
ers may receive anything from a) 
letter of warning for the first of-| 


fense to a 180-day suspension for 
the third. 


The severity of the penalty de- J 


pends upon the rate by which the | 


} 


way Safety, the Justice Department | 
and the State Police. 


+ * * 


| JT WORKS on a three-year basis. | 
The slate is wiped clean for a 


the first offense to 30-day suspen- 
sions for the third violation. 

The secretary of revenue also is 
empowered to revoke a license for 


cause. 
+ * * 


ENNSYLVANIA also has aban- 


doned its system of issuing re- 


stricted licenses which allowed a) 
person to drive only in connection | 


could get such a license upon an 


appeal that he would lose his job if 


| he were not allowed to drive. 
Under the new code, the lone 
exception is persons furnishing 
| letters from doctors showing that 
they must drive in order to re- 
ceive medical care. 

Leader said the restricted licenses 


driver was exceeding the speed | 4tiver going tbree years without a| were dropped because they “have 


limit. 
The new system was announced 
by Gov. George M. Leader who} 


Rhode Island Dealers Set | 
April Parley in Providence | 


PROVIDENCE. — The Rhode Is- 
land Automobile Dealers Assn. will) 


| second violation. 


Persons convicted of racing or 
driving during suspension face 
the stiffest penalties, a 180-day 
suspension on first offense. Pen- 
alties for subsequent convictions 
on these charges is left to the 
State secretary of revenue. 

Other violations of the motor ve- 


hold its annual meeting Apr. 11 at| hicle code also will be handled on 


the Sheraton-Biltmore Hotel, Provi-|a graduated basis. In most cases, | 
penalties range from warnings for 


dence. 


| been issued on a discretionary basis 
| which imposed an undue burden 
| both on the operator and on the 
| secretary of revenue.” 
* * + 
OMMENTING on the new sys- 
tem of graduated penalties, 


Leader said, “Under our former pol- | 


icy, many courts questioned the 
| reasonableness of the penalty and 
| refused to sustain the suspension. 

“We feel the new plan, which 
considers the character of the 


|A Considerate Boss— 


Harry B. Barrett, president, Barrett 
Equipment Co., St. Louis, receives the 
Women's Advertising Club's president's 
award for the “most considerate boss, 
1956."" The presentation is made by Hen- 
rietta Baker, club president. 


violation and the prior record of 
the violator, will eliminate the 


| question of ‘reasonableness’ in the 


courts.” 
He added: “This new procedure 
recognizes that the real problem in 





SALES HELP FROM 
_ EQUIPMENT SPECIALISTS! #-* 


fast 


Your Distributor also offers: 


@ Technical help on equipment problems 
@ Equipment data for your salesmen 
@ Field demonstrations that close sales 


@ The newest, most advanced line of 
truck equipment on the market! 


ment distributor! 


Wayne, Michigan « 
Plants in Wayne and Ypsilanti, Mich. + 


To close more truck sales and make more 
profit, offer your customers completely 
equipped units, ready to work. And don’t 
worry about adding a truck equipment 
specialist to your sales staff . . . just call 
your Gar Wood-St. 


Your Gar Wood-St. 
work with your salesmen . . . analyze each 
customer’s job requirements . 
mend the proper hoists and bodies, 


GAR WOOD INDUSTRIES, 


Richmond, California 
Mattoon, Ill. « 


nn 


Paul truek equip- 


winches, cranes, Frate-Gates, Hi-Lifts, 
Load-Packers, pole derricks or other 
equipment needed to do the job... 
actually be on hand to help close the sale 
if you wish. 

Here’s an extra service to help you sell! 


It’s yours for the asking from your Gar 


Paul distributor will 
your area 
. recom- 


Findlay, Ohio «+ 


Wood-St. Paul distributor . . 


. the firm in 
that handles the newest, most 


advanced line of truck equipment on the 
market. Call your distributor soon! 


INC. 


Richmond, Calif. 


| enforcing our motor vehicle code is 
|'with the repeater, therefore the 
penalties are more severe for this 
| type of violator.” 
x + * 


| Traffic Control Plan Pays 


For Itself in a Year 


| Traffic modernization actually 
can result in a net profit for com- 
| munities with congested streets, ac- 
| cording to a study by Cincinnati 
traffic engineers. It showed that 
|}an $85,000 modernization of traffic 
control on a four-mile urban 
stretch resulted in an economic 
saving of $140,000 during the first 
year. 


| Over a two-year period the proj- 
Lect, which involved only changes 
|in signal controls, increased vehi- 
| cle capacity at three major inter- 

sections 13 percent, raised volume 
on the road 10 to 15 percent and 
reduced average trip time 7.5 per- 
cent. Accidents at signaled inter- 
sections were reduced 21 percent 
in a one-year period. 

*® * *. 


Drys Have Their Day 


Canadians who are absolute ab- 
stainers may soon be able to get 
automobile insurance at reduced 
rates since Abstainers Insurance 
Co., Simcoe, Ont., is expected to 
offer insurance by early summer. 
Motorists applying will have to 
swear that they are abstainers and 
their premiums will be at least 15 
percent below prevailing rates. 





x * = 


National Buys Belts 


Installation of safety belts in all 
ef its field cars has been ordered 
by National Supply Co. The order 
affects approximately 700 vehicles, 
including passenger cars and trucks 
under the three-quarter-ton weight 
line, said to be one of the largest 
installations of safety belts yet an- 
nounced. Company officers said 
they made their decision after a 
study of accident reports. 

* * * 


Michigan Truckers Open 
| Safety and Courtesy Drive 


“Greater knowledge of ‘rules of 
the road’ can prevent a large per- 
centage of traffic accidents,” de- 
clared L. D. Rahilly, president, 
Michigan Trucking Assn., in open- 
ing February’s Courtesy & Safety 
Campaign. 

“Today’s driver has two sets of 
rules governing his driving,” Ra- 
hilly stated. “One set consists of 
governmental laws; the other, com- 
mon sense and decency. The most 
important rules in the latter are 
the Golden Rule and the rule of 
‘defensive driving’ —- which means, 
drive expecting the other driver to 
do the wrong thing.” 

7 a = 


Police Chiefs to Meet 
At Chicago Sept. 9-13 


The 63rd annual conference of 
the International Assn. of Chiefs 
of Police will be held Sept. 9-13 in 
Chicago, according to Walter E. 
| Headley jr., president. 

Headley, Miami chief of police, 
said the Conrad Hilton Hotel will 
be headquarters. 


* * * 





Inspection Bill Passes 


In Maryland House 
The Automobile Trade Assn. of 





‘Maryland, has urged all its mem- 


bers to support an auto inspection 
bill which has passed the House 
and is before the Senate. 


“This measure is vital to the 
automobile industry in Maryland,” 
the organization wrote. “You are 
urged to contact your state sena- 
tor and urge him to work and vote 
for ... the bill.” 


Allied Van Claims 
$45 Million Sales 


NEW YORK. — Sales for Allied 
Van Lines, Inc., last year were the 
highest in history, according to 
Louis Schram jr., president. 


Allied grossed $45,227,777, a gain 
of 13.2 percent over 1954’s record 
of $39,953,123, he said. Tonnage 
hauled in 1955 amounted to 454,597,- 
900 pounds, the equivalent of the 
contents of 500,000 average homes, 
he said. 


Allied is composed of 650 local 
moving firms which own 880 ware- 
houses in 440 cities throughout the 
U. S., Canada, Puerto Rico, Hawaii 
and Alaska. 
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Buick Officials Visit Miami Dealer— 


While in Miami with the General Motors Motorama, Buick officials took time to call 
on Buick’s Miami dealers. The tour included a visit to Ungar Buick Co. From left are 


Jerry Hofmayer, Ungar general manager; 


'ngar, veteran Buick dealer, and Albert H. 


Ivan Wiles, Buick general manager; Arthur 
Belfie, Buick general sales manager. 


87 New Nash Dealers 


Raisbeck Announces Names of Establishments 
That Have Signed Franchises 


Nash has announced that it has 
igned 87 new dealers in the past 
two months, according to John W. 
Raisbeck, sales vice-president. 

The new dealerships are Suburb- 
an Nash Sales Co., Lansing, II; 
Emmons Nash Sales & Service, 
La Paz, Ind.; Northwest Auto Sales, 
Davenport, Ia.; “C” Herman Auto 
. Sales, Inc., River Grove, IIl.; Mil- 
_ ington Motor Sales, Silvis, IIl.; 
Lawrence Avenue Nash, Inc., Chic- 
ago; Eastgate Motors, Chicago; 
Motorama, Inc., Chicago; 2222 Mo- 

tors, Inc., Chicago; Ray Zillien 

Nash, Chicago; C. J. Nash, Chica- 
go; Smith’s Nash, Mt. Ayr, Ia.; 
Dave’s Motor Clinic, Peru, IIl.; 

Paps Motors, Berwyn, IIl. 

Douglas Motor Sales, Inc., 
Rome, Ga.; Glenn Weaver Nash, 
Spartansburg, S. C.; Madray 
Motor Co., Jesup, Ga.; Moss Mo- 
tor Co., McDonough, Ga.; John- 
son Motor Co., Conway, S. C.; 
Rhodes Motors, Fitzgerald, Ga.; 
Grimsley Motors, Wauchula, Fla.; 

s Polk Motors, Inc., Winter Hav- 
le Fla. 

York Nash, Inc., York, Pa.; 
Courtland Motors, Stroudsburg, 
Pa.; Mullica Hill, N. J.; Charles 
Odus Nash, Mt. Holly, N. J. Gold- 
ner Nash, Philadelphia; Diamond 
Motors, Wilmington, Del.; Wheeler 
Motors, White Haven, Pa.; Landes 
Motor Co., Collegeville, Pa.; Bid- 
well’s Garage, Oxford, Pa.; Antes 
Motor Sales, State College, Pa.; 
Hamburg Nash Co., Hamburg, Pa. 

Holiday Motors, Inc., Studio City, 
Calif.; Bathrick, Inc., Los Angeles; 
Nash Glendale, Glendale, Calif.; 
Nash Ville, San Fernando, Calif.; 
George Allen Sales, Inc., South 
Gate, Calif. 

Mackel’s, Dillon, Mont.; Ander- 
son Implement Co., Armour, S. D.; 
Clark Nash Sales, Beach, N. D.; 
Sibley Implement Co., Sibley, Ia.; 
Lee’s Garage, Dickinson, N. D.; 
Francis Peterson, Inc., Moorhead, 
Minn.; R. S. Mondry, Inc., Grand 
Forks, N. D.; West Bend Auto Co., 
West Bend, Ia.; Felska & Son, 
Hutchinson, Minn.; G. J. Schuch 
& Sons, Mandan, N. D. 

Hickman Motor Co., Greenville, 
Tex.; Don Jones Motors, Wichita 
Falls, Tex.; Nash, Inc., Pasadena, 
Tex.; Irving Nash Motors, Irving, 
Tex.; Gilbert & Cunningham 
Nash, Dublin, Tex. 

Nash of Millbury, Inc., Millbury, 
Mass.; Busy Bee Auto Sales, Lin- 
coln, R. I.; O’Connor Nash, Chit- 
tenango, N. Y.; Solvay Nash, Co., 
Solvay, N. Y.; Allegany Motors, 
Inc., Wellsville, N. Y.; Center Nash, 
Parma, O.; Weltle Nash, Fostoria, 
O.; Nash Superior, Inc., Cleveland. 

Harvey Nash Motors, Inc., Gree- 


Borg-Warner to Expand 


Plastics Production 

CHICAGO.—Borg-Warner has an- 
nounced a $10 million expansion in 
the plastics manufacturing field 
which will involve erection of a 
chemical plant at Washington 
W. Va. 

The plant will turn out a thermo- 
plastic resin, called Cycolac, in a 
variety of colors. 


| ley, Colo.; Owen Faricy Motor Co., 
Colorado Springs, Colo.; Adams 
Garage, Raton, N. M.; Bernard 
Radke Nash, Julesburg, Colo.; 
Johnson Motor Co., Spanish Fork, 


| Utah. 


Greenville Nash, Inc., Greenville, 
| Mich.; Mace Motor Co., Dodge City, 
|Kans.; Norman Nash, Norman, 


| Okla.; Hastings Nash Co., Hastings, 
| Neb.; 
| gould, Ark.; Lloyd Motor Co., Mem- 
| phis; McElroy Nash, Baton Rouge, 


Croft Nash Motors, Para- 


La.; Thomas Nash, Inc., Dodge- 
ville, Wis.; Port Motors, Inc., Port 


| Washington, Wis.; Porterfield Gar- 
|age, Porterfield, Wis.; Turner Nash 


Sales, Lake Linden, Mich. 
Richards’-Nash of Union, Union, 


Pa.; Puyallup Nash, Inc., Puyallup, 
Wash.; Nash Missouri, St. Louis; 
Watkins Nash Sales & Service, 
Litchfield, Ill.; Lockerby Motor Co., 





|Nash, Reno, Nev., 
| Motors, Ukiah, Calif. 


Hayward, Calif, Joe Hinote 
and Ben Abel 


Fruehauf, ACF 
Join to Offer 
‘Piggyback’ Kit 


NEW YORK.—Fruehauf Trailer 
Co. and ACF Industries, Inc., have 
announced a package of Fruehauf 
truck-trailers and the ACF Adapto 
railway car which will permit ship- 





pers or carriers to acquire equip- 
ment for piggyback operations. 
It was said this was the first 


product-sales tieup between rail-| 


road and truck manufacturers. A 
joint engineering and sales force 
has been established to assist the 
transportation industry on piggy- 
back problems. 

The combination offer will be 
flexible, the two firms said, as to 
the number of truck trailers which 
will be offered with each Adapto 
car. The sales and engineering 
forces is prepared to make studies 
to ascertain what is needed for 
each specific operation, the com- 
panies said. 


Burke Attacks Bill 


To Change ICC Setup 


SAVANNAH, Ga. — (UTPS) — 
Eugene S. Burke, vice-president of 
the Georgia Motor Trucking Assn., 
has predicted a freight-rate war if 


Senate Bill 1920, which would re-| 


vise the Interstate Commerce Act, 
is adopted. 

He said the bill seeks to eliminate 
ICC control of freight rates and 
would have an adverse effect on 
the nation’s trucking industry. It 
would throw this country back into 
a rate war with the method of 
transportation having the most 
money emerging the winner, he 
said. Service to isolated areas 
would be eliminated and the public 
would pay higher charges, he pre- 


| dicted. 


|said to be skid-proof when went 








\Plastic Body 


Demand Grows, 


Says Sparkes 


SANTA ANA, Calif. — The swing | 
to reinforced plastics bodies for de- 
livery trucks is becoming more and 
more pronounced, according to Al- 
bert S. Sparkes, president, Permo- | 
glas, Inc. In the past 90 days, Per- 
moglas has produced 60 insulated 
retail milk delivery truck bodies, | 
he said. 

Sparkes discussed the new rein- 
forced polyester milk truck body 
which his company is now produc- 
ing, using Plaskon polyester resin 
supplied by the Barrett division, 
Allied Chemical & Dye Corp. Fifty 
of these units are in service, offer- 
ing milk delivery truck operators 
bodies that are rust proof, light in 
weight, durable, sanitary, and easy 
to maintain. 

They offer better insulation and 
temperature control than previous 
bodies, according to Sparkes. In 
the case of one operator, the plastic 
bodies hold temperatures to within 
6 to 8° of those registered at the 
time of departure from the dairy. 
This same operator reports that) 
the plastic bodies on his trucks 
weigh 600 pounds less than their 
predecessors, producing a savings 
of approximately $6.00 per day per! 
truck in operating costs, Sparkes 
said. 

He stated that plastic bodies are 
seeing increasing applications in 
other types of delivery service, par- 
ticularly in the meat, ice cream, 
and bakery industries. 





Truck Floors 
Glidden Co. Announces 


New Coating 
CLEVELAND.—A solution for the 
problem of maintaining and up-| 
grading truck-trailer floors has} 
been announced by Glidden Co.| 
with the introduction of Glid-Iron. | 


The new coating is said to over-| 


u. 3: Meumeer Btoter Ge. tener, |come physical deficiencies of past | 


|Conn.; Pantone Bros., Sharpsburg, 


floor maintenance materials and to} 
offer savings. The cost of a Glid- 
Iron application is quoted at 15 to) 
19 cents per square foot as com-| 
pared with methods that range up| 
to 35 cents per square foot. 

It may be applied by spray, 
brush, roller or squeegee in any 


| thickness, 1/16 to % inch if desired. 
Application time for a 10x40-foot | 


area is 20 to 30 minutes with an 
undercoating gun and two to four| 


|man-hours by other methods. 


The new coating is said to adhere | 


|to wood and metal, smoothing out} 
|and bridging small cracks, setting | 


after curing overnight at normal) 
room temperatures. 

Glidden technicians report Glid- 
Iron will withstand temperatures | 
from 20 degrees below zero up to| 
212 degrees F. The floor coating is | 
and nails may be driven through | 
it without chipping. Glid-Iron may 
be supplied in any color. 


LH Plans Building 


In Beaumont, Tex. 


BEAUMONT, Tex. — Construc-| 
tion of a new International truck | 
sales and service branch building | 
here has been announced by the| 
motor truck division, International | 
Harvester Co. Joe E. Adams is 
branch manager. 

The building, planned to open 
about Apr. 1, will cover about 13,000 
square feet of floor space and will 
include sales offices, a display floor, 
large service parts area, and a 14- 
stall truck service station. The 
service station will be manned by 
15 factory-trained mechanics, using 
the most modern tool equipment. 


Diveo Says Options 
Double Model’s GVW 
DETROIT.—Optional items such 





as dual rear wheels, larger tires, 
heavier springs and heavy-duty 
axles have enabled Divco Corp. to 
offer its new model 42 Dividend 
Series in both standard and medium 
heavy-duty form, according to Roy 
H. Sjoberg, sales vice-president. 

The truck is rated at 7,000 GVW, 
but the options can raise it to the 
10,000-12,000 and 14,000 GVW classes, 
Sjoberg said. 


6 Bright Colors 


1956 


* One out of 


six Portland 
auto families 
owns two or 
more cars!” 


VW 


SELL THIS RICH 
MOTOR-MINDED 
MARKET THROUGH 
THE OREGONIAN! 


The Oregonian, with its 47,115 daily 
circulation lead over the Oregon mar- 
ket’s second newspaper, is first in 
automotive advertising ... first in 
sales! 


* Source: 1955-56 Portland, Oregon 
Consumer Inventory—by Dan E. 
Clark Il & Associates. 


the Oregonian 


PORTLAND, OREGON 


230,238 DAILY 
297,135 SUNDAY 


REPRESENTED NATIONALLY BY MOLONEY, REGAN & SCHMITT, INC. 


AUTO 
TURNTABLES 


& 
Manufactared by 


eee tal 


achinery Co. 
Stemford 2, 
Coaa. 


18° PENNETTE 


100 feet only $4.00 pptd. 
124 PENNETTES 


Satisfaction Guranateed 
Discount on 3 or more 


MYRLO COMPANY 


2168 W. 25th, Cleveland 13, 0., Dept. N 




















GENERAL | 
uses 


Outdoor 


Advertising 
for more ° 
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Put your Advertising Outdoors and Watch America Go Buy! 





tougher 
than nails! 


— ERTS = 
a Outdoor Advertising } 


“SEE-POWER” 


4 





RALPH H. HARRINGTON, Advertising Director 
The General Tire & Rubber Company, says: 


“Poster advertising is a natural for tires because it is seen most often by 
people who drive their cars the most and wear out their tires the fastest— 
and when they are most conscious of the need for tire safety. Poster adver- 
tising has been a basic dealer cooperative medium with General Tire and its 
dealers since 1943.” 


OUTDOOR MEDIUM IS UNMATCHED 


This mighty medium delivers greater flexibility, continuity, color, and circulation at 
lowest cost. T.A.B.* figures show 93% of people see OUTDOOR—average person sees 
it 22 times per month. POLITZ figures show that average exposure to pedestrians 


is 64 seconds—to motorists, 2] seconds. 


Harness this great ‘““SEE-POWER” for your campaigns—and sell! 


*Traffic Audit Bureau 


mill | 
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Poster designed by D’ Arcy Advertising Company 


OUTDOOR ADVERTISING INCORPORATED 


NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 


oO A i 60 EAST 42nd STREET, NEW YORK 17, N. Y. 


ATLANTA «+ BOSTON +» CHICAGO «+ DETROIT + HOUSTON «+ LOS ANGELES 
PHILADELPHIA «+ ST. LOUIS « SAN FRANCISCO « SEATTLE 


Copyright 1956 Outdoor Advertising Inc. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Die-Cast Aluminum Wheel 
Undergoing Development 


OU know about 14-inch wheel 

sizes for the immediate future, 
with 13-inch wheels possibly some- 
what more distant. You’ve probably 
heard about the “unit tire-wheel” 
concept for the long-range future— 
when the tire may be bonded per- 
manently to the wheel rim, with 
expectations that it will last the life 
of the car. 


To complete the picture, here’s 
a@ rundown on a development that 
may fit somewhere in the intermedi- 
ate” future—between the standard- 
type 14-inch wheel and the integral 






Today Stewart Mobile homes are seen 
and bought everywhere...and they can 
be sold from your showroom or used 
car let. You, who have the proven 
ability to sell...and with practically 
mo increase in personnel or facilities 
..-Can now get plus profits from selling 
STEWART mobile homes. 





tire-wheel idea: Kaiser Aluminum 
has a development program under- 
way on a die-cast aluminum com- 
bination wheel-drum-hub in one in- 
tegral unit. 


The aluminum idea may not 
surprise you, but perhaps the 
reference to die casting will. I 
understand that the key to feasi- 
bility of the design lies in still- 
secret metallurgical and die-cast- 
ing technique developments at 
Kaiser. 


Weight of the aluminum die-cast 


wheel assembly in its present form | 


is 18.8 pounds. Add any reasonable 
figure for rim weight and compare 
with the 42-pound total for a typi- 
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|Gasoline Energy Heats 


cal steel-wheel, cast-iron brake 
drum assembly as presently used. 


Also being rather inertia-con- 
scious after: doing the Feb. 27 arti- 
cle on this subject,’I can’t help 
wondering how inertia of the integ- 
ral aluminum wheel-drum unit 
would stack up against today’s 
typical figure of 1,150 pound-inches2 
— and how much reduced inertia 
would improve vehicle acceleration 
ability? 


* * * 


Brakes, Test Reveals 


eS IS common knowledge that) 
fuel economy is better for a car 
driven at constant speed than for 
one which is accelerating and de- 
celerating. Exact comparative fig- 
ures have, however, been hard to 
come by. 


Data on an unusual test to prove 


Maher Succeeds Theurer 


G. Raymond Maher has been ap- 
pointed assistant automotive sales | 
manager of Du Pont Co.’s fabrics 
and finishes department, with head- | 
quarters in Detroit. He succeeds | 
Edwin L. Theurer, who becomes 2} 
staff assistant in the Detroit sales 
office. 
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this point was disclosed recently 
by Forest R. McFarland, chief 
engineer, advanc- 
ed engineering, 
Studebaker-Pack- 
ard Corp. Specific 
information used 
by McFarland in 
a talk before the 
SAE Buffalo sec- 
tion indicated 
that fuel con- 
sumption for a 
car which main- 
tained a 30 m.p.h. 
average during a 
prolonged period of stop-and-go 
driving was more than twice that 
of a similar vehicle driven steadily 
at a speed of 30 m.p.h. 


Fuel economy was 22.9 miles a 
gallon when the car was driven 
steadily at 30 m.p.m. Test re- 
sults showed only 10.7 miles a 
gallon when the car averaged 30 
m.p.h. while stopping every % 
mile and then accelerating rapid- 
ly to 60 m.p.h. on a cyclic sched- 
ule to maintain the desired aver- 
age speed. 

Another striking fact pointed up 
by this test is the tremendous 
energy-absorbing capacity of the 
car’s braking system. Kinetic ener- 
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1-ACCEPTED LINE 


Stewart Mobile Homes are accepted 
as one of the very best manufactured 
today. A complete line of coaches 
with merchandising aids that back 
you up will assure you, as an exclusive 
Stewart dealer in your area, of real 
sales potential. 


2-EASY FINANCING 


Stewart coaches are recognized by 
all the well-known trailer financing 
firms. This means that requirements as 
to sturdiness, long-life, high resale 
value and backing by a well-estab- 
lished, financially responsible manvu- 
facturer, have been fully met. For qual- 
ified dealer we can arrange financing. 


3-VAST MARKET 


Nearly two million Americans are 
year-round residents of mobile homes. 
In 1954 approximately 76,000 
coaches were sold atva retail sales 
figure of nearly $324,000,000. Why 
don't you share in this great market? 
Be a franchised Stewart dealer. 


For Details Write, Wire or Call Today! 
STEWART COACH INDUSTRIES, INC. 


Dept. 


AN-3, Bristol, 


; 


Indiana 
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by accelerating to 60 m.p.h. was 
dissipated by conversion to heat 
energy in the brakes. 


It may be said that under these 
conditions, the automobile becomes 
a complex machine for transform- 
ing BTUs in the gas tank into 
BTUs in the brakes! This is a fac- 
tor sometimes overlooked by those 
who criticize poor fuel economy in 
stop-and-go city driving. 


* * * 
Radioactive Tracers 


Measure Piston Wear 


— applications for ra- 
dioactive isotopes are expand- 
ing rapidly as engineers evolve new 
techniques for putting this versa- 
tile scientific tool to work. The lat- 
est word to reach us on this subject 
concerns a tracer facility set up 
as a staff research and develop- 
ment project to obtain basic infor- 
mation in many areas of research 
at Thompson Products, Inc. 

The use of radioactive tracer 
techniques in research on piston- 
ring side wear is a timely current 
project which has yielded useful 
data for engine component de- 
signers. Piston-ring face - wear, 
side-wear and rotation had been 
considered by other investigators, 
but Thompson engineers believe 
their technique to be the first for 
simultaneously measuring side- 
wear and rotation. 


Side-wear is the term used by 
engineers for wear occurring be- 
tween the piston ring and the cir- 
cular groove in the piston. Ring 
failures of this type have occurred 
frequently in heavy-duty truck en- 
gines—and side wear also is a both- 
ersome problem in some modern 
high-output passenger car engines. 


Prior to the use of radioactive 
tracer techniques, researchers con- 
ducted either conventional dyna- 
mometer tests or actual field tests 
to determine the extent of wear 
versus engine usage. For a number 
of reasons, these methods were 
found to be inadequate. 


For one thing, variables were 
not sufficiently controllable to as- 
sure vital “repeatability” cf data. 
On the contrary, it often was found 
that seemingly identical test sched- 
ules failed to result in similar find- 
ings. In addition, the amount of 
manual labor required was a seri- 
ous drawback. It’s a somewhat dis- 
couraging situation when each 
data “reading” calls for a complete 
tear-down of an engine. 


With the advent of radioactive 
tracers, engineers are able to com- 
plete several tests in the length of 
time previously required to con- 
duct a single trial. Furthermore, 
in such work as wear and scuffing 
studies, they are able to detect 
incipient conditions and avoid de- 
structive effects of an actual 
failure. 


The Thompson investigations 
have dealt with compression 
rings, which are free to rotate in 
most present-day car engines. 
Right off-hand, you might say 
that one “fix” for rotation- 
induced wear would be to pre- 
vent the ring from rotating. 


There appears, however, to be 
widespread differences of opinion 
on the merits of such an idea. 
Thompson sources offer no opinion 
one way or the other on the ad- 
vantages and disadvantages of 
“pinned” rings. 

Years ago, I understand that it 
was common practice to use 
“pinned” piston rings in an attempt 
to minimize gas blowby. The idea 
was that positive, predetermined 
“location” of each ring would pre- 
vent the gaps from lining up in 
service. 

Recent design trends have ob- 
viated the need for ring pinning, 
and, with one exception, present- 
day passenger-car engines do not 
embody any such provisions on 
compression rings. 


The advent of the large-bore, 
short-stroke, high compression- 
ratio designs has, however, 
brought along other problems 
which caused many of the in- 
dustry’s designers to specify a 
“fixed location” for the oil con- 
trol ring. 

Positive location of the oil-ring 
gap has been found necessary to 
prevent oil from “seeping” up one 
side of the cylinder wall under a 
certain operating conditions (such 
ring designs, while offering positive 
gap location are not properly de- 
scribed as “pinned” rings). 
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Commereial Car News 


{ Monthly Section for those who make, sell and service America’s Trucks, 


Truckin’ 


+ by Jack Weed 





- THE early days of the truck | 


business, when I was fighting 
the battle of the worm drive versus 
the chain versus the double reduc- 
tion versus the internal gear drive 
for the Timken companies, there 
were practically only tow types of 


truck companies: Those labeled the | 


assemblers and those which “built 
under one roof.” 

Of course, our aid went out in 
greatest measure to those who were 
the “assemblers” as they were the 
most numerous and by far the 
majority used Timken front and 
worm drive rears. 

We had to walk a picket fence, 
however, even in those days as 
we also sold bearings, worms and 
worm gears and front axles to 
many of the so-called “top-hat” 
makers such as Packard, White, 
Mack, Pierce-Arrow, Peerless and 
Autocar. 


The almost universal reason for | 


getting into the truck manufactur- 


ing business was to get set in this} 
new industry that was fast rele- | 


gating the horse to farm work. Few | 
of the hundreds of makers with a} 





Buses, Commercial Vehicles and Equipment 


pany was reshuffled and took the 
initials of the old Detroit Indus- | 





trial Vehicle Co. for both its com-| 
pany name and that of this unique 
vehicle. 
Thus was born Divco. 
a” * 2. 


Drop Center Design 


oo company struggled along 
until about 1931, when it fi- 
nally came up with the design that 
put it on the road to success. This 
was the drop center design which 
enabled the driver to work his load 
from either side of the rig and| 


|easily drop off with his basket of 
| bottles from either side. 


Milk men were able to make re- 
tail deliveries at a lower cost per 
point with this rig. Moreover, 
housewives were able to change 
their order from day to day, which | 
they couldn’t do previously because 
Dobbin was wont to trot away by 
the time the milkman got to a note, 
instead of being right out in front 
where the truck had to stay. 


So hand in glove with better 
| refrigeration went the upward 


truck name over their front door | climb of Divco. 


had any particular 
they could replace the horse better | 


than to build a self-propelled vehi- | 


cle that was strong enough to car- 


ry more than was carried on a} 


wagon. 

But along about 1924, an engineer 
for the old Detroit Electric Car 
Co., George Bacon by name, seeing 
the end of the electric vehicle 
as a passenger-carrying vehicle, 
noticed that one field of the work 
horse was not being invated by 
the new motor trucks. 

= * z 


Tos milk delivery business pre-| 


sented a problem. It was ob- 
served, for one that the horse 
knew the route so well, it needed 
little or no direction from the 
driver. And the milk man, accord- 
ing to area, was accustomed to 
driving from either side or the rear 
of the wagon. 

Bacon designed an eletric milk- 
wagon that could be driven from 
either side or from the rear. 
test, however, 


ous disadvantages. It was too heavy 
and the battery would fail in case 
of snow or soft going. 

So, in 1925, Bacon turned to 
the gasoline engine for power 
but still retained his idea of driv- 
ing from either side. He couldn’t 
save the rear drive position. 
These experimental models 
worked out well enough so that 

the new vehicle gained the interest 
of the creameries. A company was 
formed to build this vehicle, aimed 
directly at only one vocational job 
—taking the horse away from the 
front of the nation’s retail milk 
delivery vehicles. In 1927, the com- 


idea of how} 





On | 
it was found that| 
the electric battery had some seri- | 





So successful has this company 
become in its chosen field that 
it has reached, not perhaps a sat- 
uration point, but a point of level- 
ing returns in sales. 

To allow for up to 300 stops each| 
day with single full day’s loads, | 
Diveo trucks had to be built 
stronger and heavier than is usual | 
for trucks in this size. Divco 
made these jobs in 9,000-GVW and | 
(Continued on Page 35, Col. 1) 


How They Fared ... 





Rise of Heavies Keyed 
To Rosy Truck Future 


Train Salesmen, 


‘Dealers Urged 


Many Factors Point 
To Greater Profit 
From Large Units 


— truck industry is smiling as 
it surveys the outlook for the 
next 10 years. Industry leaders be- 
lieve all signs point to prosperity 
with special emphasis on the some- 
times hard-to-sell heavy-duty jobs. 


It can be just as rosy and | 


profitable a period for the dealer 
if he adjusts to the changing 
scene in truck marketing. Insiders 
believe that dealers who have 


been operating their truck busi- | 
ness as a sideline or concentrating | 
on under-10,000-pound GVW units | 
had better take a new look at the | 


truck business. 


Here are a few of the reasons for'| 
the optimism in the truck industry, | 
particularly in the heavy-duty field: | 


1. In 1955, registrations in the 


| 26,000-pound-and-over GVW class 


| increased 64 percent and registra- 
| tions in the 16,000-19,500-pound cate- 
| gory jumped 45 percent. All other 
classifications except the under- 
5,000 class increased 12 percent or 
less. 

2. Legislative prospects for an 
expanded Federal highway program 
are good. Truck experts say this 

(Continued on Page 31, Col. 1) 


Commercial Car Registrations 


By Makes 


Total for year, '55-'54 


Total 
Regis., 


1955 "55 


Diamond T 
BD piGbidesdakcsnnsiiogons ictus 


Miscellaneous** 


100.00 


Percent 
Share of 
Market 


34.46 
30.92 
10.49 


Total 
Regis., 

1954 
293,079 
267,799 
84,222 
66,644 
60,658 
17,523 2.11 
11,381 1.37 
6,098 74 
10,193 1.23 
2,701 33 
2,283 28 
1,340 15 
5,180 -62 


Percentage 
Point 
Change 


Percent 
Share of 
"54 Market 
35.35 
32.30 
10.16 
8.04 
7.32 


8.87 
6.92 
2.85 
1.50 
1.14 
1.13 

39 

33 


88 


829,101 100.00 


* White includes Autocar, Freightliner and Sterling. 
** Miscellaneous includes Corbitt, Marmon-Herrington, Four Wheel Drive, Federal, 


ete. 





—Compiled from R. L. Polk & Co. data. 











New Officers of Private Truck Council— 
Harry O. Mathews, center, Armour and Co., Chicago, is the new president of the 


Private Truck Council of America, Inc. 


Others elected to office include, from left, 


Robert C. Hibben, International Assn. of Ice Cream Mfgrs., treasurer; Clarence S. 


Decker, Bordon Co., 


Oil Co., board chairman. 
+ * * 


eastern vice-president; 
Stevens & Co., Inc., southeastern vice-president, 


Mathews; George D. Thompson, J. P. 
and A. B. Gorman, Esso Standard 


* + * 


Trends in Truck Laws 


Detailed by Magnuson 


ASHINGTON. — Private indus- 

try has a basic fundamental 
right to carry its own goods in its 
own private vehicles, free of eco- 
nomic regulations, Senator Warren 
G. Magnuson, Washington Demo- 
crat, told the Private Truck Coun- 
cil of America, Inc. 

The chairman of the Senate 
Interstate and Foreign Com- 
merce Committee spoke on 
“Trends in Transportation in 
Congress” at the council’s two- 
day convention. 

He discussed at length the Presi- 
dent’s Cabinet Committee Report 
which, he said, “has created more 
interest and more controversy than 
any other matter before my com- 
mittee.” 

- * * 

yas report, he said, is based on 

the idea that because there is 
now a great deal of competition 
between carriers, the Interstate 
Commerce Act should be changed 
to recognize such competition and 
to prevent common carriers from 
indulging in too much unregulated 
competition. 

Such recommendations, he said, 
have been put into Senate Bill 1920. 

Discussing rate regulation as 
presented in the report, Magnu- 
son said the ICC would be left 
the limited authority to deter- 
mine only just and reasonable 
minimum or maximum rates. 

The report’s recommendations 


957,001 T rucks Places ’55 in 4th Spot 


W-TRUCK registrations barely 

missed the million mark as 
1955 became the fourth best year 
in the industry’s history with a to- 
tal of 957,001, according to figures 
compiled by R. L. Polk & Co. 

The record is held by 1950 with 
1,142,307, followed by 1948 and 
1951. 

December closed the year with a 
spurt of 93,733 registrations to edge 
June for top honors by more than 
3,000. California was the best truck 


market with 88,376 registrations, 
followed by Texas with 80,756. 
Chevrolet led the field with 329,- 
791 trucks moving through its 
dealers while Ford trailed in sec- 
ond spot with 295,900. 
x Bg + 
HEVROLET’S share of the mar- 
ket was 34.46 percent, a drop 
of 0.89 percentage points from 1954, 
while Ford garnered 30.92 percent, 
a slump of 1.38 percentage points 
from the previous year. 


Pickups and panels accounted 


for nearly half of the entire truck 
registrations, followed closely by 
their slightly larger running 
mates in the 5,000-10,000-lb. GVW 
class, which scored 17.52 percent 
of the registrations. 

However, the only GVW classifi- 
cations to increase their penetra- 
tion over 1954 were the heavier 
weights. Trucks in the 16,001-19,500- 
lb. category upped their market by 
1.03 percentage points while the 
heavy-heavies in the over 26,000- 


lbs. class gained a hefty 1.54 points. 

Unitwise, the leviathans achieved 
a remarkable 63.97 percent increase 
over 1954 or 48,265 to 29,435. Down 
again inched the 10,001-14,000-Ib. 
GVW class in popularity with a 
loss of 0.57 of a point. 


Jpownvae, when the five year 
picture—1951 to 1955—is viewed, 
the extent of this classification’s 
loss can be more sharply seen. It 
(Continued on Page 34, Col. 3) 


that a new definition be made for 
private carriers, he predicted, 
would probably start action in the 
courts to determine what the new 
law means. 
~*~ * * 

ge ANOTHER talk, Rep. William 

H. Ayres, Ohio Republican, dis- 
cussed the highway problem. He 
said that revenues for road build- 
ing would come from additional 
taxes on fuel, oil and truck tires. 


“I hope that the fantastically 
high rates which were discussed 
during the last session will be 
ignored and that any new tax in 
this field will be within reason,” 
Ayres said. 

Highways also were discussed at 
the convention by Arthur C. But- 
ler, director of the National High- 
way Users Conference. 

Most highway user groups, he 
said, believe that an expanded Fed- 
eral road program is imperative, 
but at the same time they strongly 
support state sovereignty. 


* * +* 


peuce leasing was discussed by 
a panel group composed of Wal- 
ter Jacobs, president of Hertz 
Corp., Chicago; John Black jr., 
president of Dixie Drive It Your- 
self System, Birmingham, Ala.; 
C. A. Higgins jr., vice-president of 
Avis Rent-A-Car, Boston, and Mar- 
tha Dunlap, executive manager of 
the National Truck Leasing Sys- 
tem, Chicago. 

The use of private trucks “may 
well be considered a symbol of 
the free enterprise system,” said 
J. W. Sinclair, manager of the 
automotive department of Union 
Oil Co. of California. 

“It is visual evidence that ship- 
pers, for reasons of their own... 
have elected to haul their own 
goods in their own vehicles; that in 
so doing they have exercised their 

(Continued on Page 30, Col. 3) 
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Cutter Bar-Rotary Mower Combination— 


This combination cutter bar-rotary mower, mounted on an International 300 Utility 
tractor, was designed by the St. Lucie (Fla.) County road department. The side-mounted 
cutter bar mower is hydraulically powered, while the rear-mounted mower is con- 
nected to the rear power take-off of the tractor. While both mowers can be operated 
at the same time, they are individually controlled and operated. 
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For Private Truck Council 


inherent right of freedom of choice | 
as to the form of transportation | 
used.” 


Nevertheless, he said, the only 
field in which the private truck 
can be considered “unregulated” in 
a comparative sense is in the field 
of rate-making. 

* * + 


i. speakers at the conven- 
tion included Louis B. Seltzer, 
editor of the Cleveland Press; An- 
drew H. Brown, transportation | 
commissioner for the Cleveland 
|Chamber of Commerce, and Matt 
Triggs, assistant legislative direc- 
tor of the American Farm Bureau 
Federation. 

The council elected H. O. 
Mathews, general manager of the 
| Transportation and distribution 





|Borden Co., 


Trend in Truck Laws 
Detailed by Magnuson 


(Continued from Page 29) 


division of Armour & Co., Chi- 
cago, as president for 1956. 
Others elected were: C. S. Decker, 
New York, eastern 
Hugo Waninger, 
Louis, 


vice-president; 
Anheuser-Busch, Inc., St. 





I-H Honors McCarty 


For 54-Year Service 


CHICAGO. — International Har- 
vester representatives and friends 
have honored M. F. McCarty, who 
has been with the company 54 years. 


McCarty, who will retire this 
year, started with what is now In- 
ternational Harvester in 1902 
Indianapolis. He formerly was 
branch manager at Dubuque, Ia., 
Aurora, Ill., and St. Louis. In Chi- 
cago he is in charge of Chicago 
district fleet sales. 
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How Great Lakes Steel guides quality 


Here’s one of several electronic operation panels 
that take the guesswork out of quality control at 
Great Lakes. You’ll find this one guiding the entire 
operation of the 96-inch continuous mill. 





FIRST QUALITY CHECK is madeat No. 1 Mill Stand. Here, an elec- 
tronic pyrometer relays the strip’s temperature to the panel. 





FINAL CHECK in this operation is made at the coiler. From 
slab to coil, the control panel i 


As the red-hot strip races from roll stand to roll stand 
and on to the coiler, the temperature, speed, width 
and thickness of the strip at each stage are instantly 


shown on the panel. 


A glance at the panel tells the operator if any 
adjustments are necessary to assure a finished 
product of the highest quality—a product that will 
stand the rigid test of your specifications. 


This is further proof that Great Lakes has what it 
takes—the experience and the very latest equip- 
ment—to make your product even better. Our 
representative is just one telephone call away. 


GREAT LAKES STEEL CORPORATION 


Ecorse, Detroit 29, Michigan ¢ A Unit of 


Eee eis ES CORPORATION 


District Sales Offices: Boston, Chicago, Cincinnati, Cleveland, Grand Rapids, 


Houston, Indianapolis, Lansing, Los 


Pittsburgh, Rochester, St. Louis, dan F 


New York City, Philadelphia, 
rancisco, Toledo, Toronto. 


in | 


central vice-president; George D. 
Thompson, J. P. Stevens & Co. 
Inc., Greensboro, N. C., southeast- 
ern vice-president; George W. Ma- 
gee, Coca-Cola Bottling Co., Los 
Angeles, western vice - president; 
Robert C. Hibben, International 
| Assn. of Ice Cream Mfgrs., Wash- 
ington, treasurer, and A. B. Gor- 
man, Esso Standard Oil Co., New 
York, chairman of the board. 
* * * 

LECTED as directors for terms 

of three years were Charles B. 
Rawson, Chilton Co., Philadelphia; 
|Decker; Gorman; Mathews; John 
| J. Riley, American Bottlers of Car- 
bonated Beverages, Washington; 
P. E. Tobin, White Motor Co., 
Cleveland; C. J. Fagg, Eastern 
Brewers Traffic Assn., New York 
City; Thompson; William H. Ott 
jr., Kraft Foods Co., Chicago, and 
Richard S. Robie, Avis Rent-A-Car 
System, Boston. 

Elected for one year to fill un- 
expired terms were: I. V. Kim- 
ball, National Cylinder Gas Co., 
Chicago; George V. Evans, In- 
ternational Latex Corp., Dover, 
Del., and Radford S. Hall, Amer- 
ican National Cattlemen’s Assn., 

| Denver. 

The board appointed the follow- 
ing as an Executive committee to 

|act for it between meetings: Math- 
lews, chairman, Decker; T. A. 
| Drescher, Borden’s Farm Products, 
| New York City; George Faunce jr., 
|Continental Baking Co., New York 
| City; Gorman; Hibben; G. W. Lau- 
| rie, Atlantic Refining Co., Philadel- 
| phia, and Ott. 
* a 7 
S HAS been the custom in the 
|+% past few years, truck and trailer 
|manufacturers joined to sponsor 
|the evening entertainment the night 
|of the annual banquet. 
| This year’s party was spon- 
sored by W. J. Hanna, Chevro- 
| let; Z. C. R. Hansen, Diamond T; 
| E. H. Rice, Dodge; M. W. Zelina, 
Ford; Norman Rowe, Fruehauf; 
| W. L. Vandewater, GMC; R. C. 
Henry 
Jones, 
Stickel, 





Burns, International; 

Rowaold, Mack; Rufus 

Trailmobile, and H. R. 

White. 

The Friday luncheon was co- 
| sponsored by C. J. McCory, Fire- 
|stone; O. T. Lee, General Tire; 
|W. H. Campbell, Goodrich; G. A. 
Hudson, Goodyear; E. W. Mccreery, 
|Lee, and W. F. Brown, U. S. Rub- 
ber. 


Truck Efficiency 
‘Told in Survey 
‘On Heavy Duties 


| NEW YORK.—Operators of inter- 
|city truck fleets are doing a bigger 
job—and doing it more efficiently 

than ever before, and at the same 
time are benefiting from greatly 
improved engine life, according to 

a survey of “Trends in Heavy Duty 
Fleet Operation,” based on the year 
1954, conducted by the Ethyl Corp. 
research laboratories in Detroit. 

Ethyl’s survey, made annually 
since 1949, includes almost 2.40 per- 
cent of the nation’s heavy duty 
intercity truck fleets and represents 
more than 2.50 percent of the total 
miles of operation by heavy-duty 
intercity trucking, or a total of 
433 million miles. ; 

Ethyl’s survey divided the fleets 
|into two broad classes—those with 
engines above and those with 
engines below 350 cubic inch piston 
displacement. Both groups were 
found to be carrying a more than 
17 percent greater average gross 
load in 1954 than five years earlier. 

This finding, coupled with the 
|fact that average monthly vehicle 
| mileage did not vary greatly during 
the 1949-54 period, indicates that 
commercial engines today are 
|}working harder than ever, the 
survey noted. 

Witness to the added power of 
engines and the greater efficiency 
of gasoline is the fact that the 
average ton miles per gallon of 
these heavy duty fleets increased 
more than 31 percent in the period, 
according to the survey, rising from 
83 ton-miles per gallon in 1949 to 
more than 109 in 1954. Meanwhile, 
credited to the increased antiknock 
quality of gasoline, horsepower per 
cubic inch of displacement of com- 
mercial engines rose 14.70 percent 
in the period. 


Brown Trailer Shown 
SPOKANE. — Brown Trailers, 
Inc., has introduced a new series 
of “H” trailers designed for maxi- 
mum load space and light weight. 
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Dealers Urged to Educate Salesmen.. . 


Truck Market Tied to Heavies 


(Continued from Page 29) 


will further spur the sales of heavy 
units for use in road construction. 
* cad + 


Chevrolet in Heavy Field 


3 CHEVROLET has entered the 
¢ heavy-duty field with models 
up to 32,000 pounds GVW and 50,- 
000 pounds GCW. This means in- 
creased emphasis —and increased 
competition — in the heavy-duty 
market. 

4. NADA has established a 
truck committee. Observers say 
this indicates the association be- 
lieves the truck business is on the 


edge of what might be called | 


“boom” years. 


Many in the industry say the 


swing to heavier jobs is due to the| 


necessity of conserving manpower 
which today is a major factor in 
truck operation. The experts feel 
there is nothing in the foreseeable 
future which will change this trend. 

It also is pointed out that the 
expanded highway system could 
easily mean a movement of even 
heavy industry away from the cities 
to points where the firms will have 
to depend on trucks for much of 
their receiving and shipping. 

In addition, the rapid growth of 
suburban communities will add to 
trucking needs. 

Truck dealers are warned that 
now is the time to educate salesmen 
to become truck transportation 
specialists if they are to get their 
share of the expected business in- 
crease. we 


Sales Education Needed 


OE expert has asserted, “If the 
dealer can't furnish this educa- 
tion himself, he’d better hire a 
truck sales manager who can.” 

It can be mighty tough to try to 
sell the heavy jobs, particularly if 
there is a trade involved, as there 
will be in many heavy-duty sales 


from now on. It takes good man-| 


agement and planning to make 
money on used trucks, yet many 
dealers are doing just that con- 
sistently. 

No one realizes better than the 
Big Three just how many weak 
truck dealers there are. 


Chevrolet, for instance, the new-| 
est entry into the “full-line” truck | 


category, now is engaged in an 
intensive training program. In ad- 
dition to dealer meetings in every 
zone and in many major city points, 
Chevrolet is holding truck salesman 
“quiz” sessions in more than 300 
districts across the nation. 

All this, of course, is in addition 
to the salesman training “package” 
the company has supplied each 
dealer and to the slide films and 
other technical and sales data it is 
supplying both dealers and sales- 
men. Chevrolet also has a heavy- 
duty-trained truck man in every 
zone to aid the dealers. 

7 7” * 


Competition Is Rough 


roe has stepped up its program 
and has reinstated its field force 
of truck merchandising men, one 
to each district. 

International Harvester never 
has let down on its training pro- 
gram either at its school in 
Chicago or in the field. 


Thus it can be seen that sales- 


ICC Order Expands 


Orange Juice Haul 


WASHINGTON. Highway 
transport by refrigerated truck- 
trailers of frozen Florida citrus has 
been expanded by an order an- 
nounced by the Interstate Com- 
merce Commission. 


The ICC has granted authority 
for eight motor carriers to expand 
their transport of frozen citrus 
from Florida to points in 34 states. 


Carriers granted the authority 
are: Mead Truck Lines, Perry, N. 
Y.; Service Trucking Co., Inc., Fed- 
eralsburg, Md.; Watkins Motor 
Lines, Inc., Thomasville, Ga.; Bel- 
ford Trucking Co., Inc., Miami; 
Alterman Transport Lines, Inc., At- 
lanta; C & D Transportation Co., 
Inc., Prichard, Ala., and Seaboard 
Food Express, Charlotte, N. C. 








men must be trained to sell the 


big jobs and to handle trades profit- | 


ably. The competition will be rough. 
It will come from the exclusive 
truck dealers — men who know 
heavy trucks and how to sell them 





NADA Scripts Discuss 


Problems of Trucking 


WASHINGTON. — “America’s 
Vital Trucks” provided the theme 
in February for five five-minute 
radio scripts prepared by NADA. 
The scripts presented trucking 
problems and the role of the in- 
dustry through an interview 
with a dealer. 

NADA’s scripts are provided 
each month, but last month’s were 
the first to tackle trucking. Late 
facts and figures were used to 
show trucking’s impact along 
with a look at truck taxes and 
the truck dealer’s: role in his 
community. 








—and from truck factory branches 
in many areas. 

In addition to the new users who 
will come into the market this year, 
there is a great potential market 
of more than 1% million trucks that 
are 12 or more years old. 


Many of these units are inade- 


|quate for the jobs they are doing, 
and many cost far too much to 
operate, regardless of their condi-|~ 


tion. 

In the past, older heavy-duty 
trucks have not been too easy to 
dispose of because of state weight 
restrictions, but if the highway 
program blooms this year, used 
heavy units in good condition 


could well become premium mer- | 


chandise. 

Also, with so many new features 
— air springing, “walking-beam” 
suspension, new types of two-speed 
axles, automatic transmissions—the 
truck salesman must be constantly 
alert to what his factory has to 
offer and how it will fit his pros- 
pects’ needs to best advantage. 





Claws of Steel— 


G. A. Hudson, truck tire sales manager, 
|Goodyear Tire & Rubber Co., examines 
the multitude of tiny steel claws imbedded 
|in tread of company’s new Steel Grip 
truck tire, said to provide outstanding 
| traction on slippery highways. Tire’s wave- 
i\like ribs distribute the claw action over 
|entire width of tread, thus gripping road 
surface securely, it is claimed. 





Trailer Makers 
Call 1955 Best 


Postwar Year 


WASHINGTON. The truck- 
trailer manufacturing industry in 
1955 had its best year since the end 
of World War II in shipments, 
production and dollar value, ac- 
cording to figures reieased by the 
Bureau of the Census, U. S. De- 
partment of Commerce. 

The Census Bureau figures 
showed, that production was 77,854 
units, shipments totalled 76,272 and 
| dollar value was $377,711,000. 


The Truck-Trailer Manufacturers 
Assn. pointed out that the industry 
produced 97,689 units in 1953 but 
said that 44,516 were for Govern- 
ment agencies or export and in- 
|cluded Government orders for 
about 37,000 small, two-wheel trail- 
ers with a relatively low unit value. 


Last year’s shipments included 
only 3,950 units for Government 
agencies or export, the association 
said, 

Dollar value in 1955, it said, was 
| $132,210,000 over 1954. Production 
was up 22,455 units and shipments 
| increased 21,690. 











with 


SUPER-RIGID 
and 


SUPER-KOTE 
STEELS 


Super-Rigid Steel 
Interior Panels 


... stucco-rolled for greater 
durability, more beauty, 
less maintenance. Exclusive 
stucco-rolled pattern resists 
scuffs and scratches, greatly re- 
duces maintenance costs common 
to smooth panels, improves 
appearance of coach interior. 
Standard on top, sides and rear 
interior of your Superior Coach. 


Super-Rigid Steel 
Ribbed Panels 


... deep ribbed for greater 
impact resistance. Deep, full 
ribs give these inside and out- 
side wall panels much greater 
strength and impact resistance 
than that of flat panels used on 
ordinary buses. Employs same 
design principle as panels used 
on commercial buses, trains, air- 
planes and other modern vehi- 
cles. Ribbed panels extend from 
seat line to windows inside, 
windows to floor line outside. 







Te ata 


Super-Rigid Steel 
Seat Backs 


. . . ribbed for strength, 
scratch resistance. Fine rib 
pattern adds structural strength 
to passenger seat, resists scars 
and scratches far better thon 
smooth seat backs, 
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Additional safety, lower maintenance, greater beauty, 
longer bus life . . . these are the significant benefits in- 
herent in the group of new, specially-processed steels 
featured on your 1956 Superior Coach. 

Steel is basic to the construction of any school bus. But 
Superior, in its constant effort to improve school bus safety 
standards, has gone beyond conventional use of body steels. 
Superior makes maximum use of steel. Special steel proc- 
essing, improved construction methods, and the finest 
materials all go into the bus that is in every respect... 
safer by design and safer for your children. Superior Coach 
Corporation, Lima, Ohio. 


Superior.-e 
safer by design 









. » zine coated for rust 


resistance. A full year's use 
has proven Super-Kote Steel to 
be far more rust resistant than 
any other bus bod: 


steel. It's 
nc coated to resis! rust, bond- 


erized to grip paint, specially 
Epon primed and heavily enamel- 
ed to retain new-bus appearance. 
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announces the 


most impressive 


Improvements of ail 
1956 trucks 


~ GMC lengthens its lead! Product advances for 
1956 not only clinch power supremacy —but reach 
into fields s¢z// unexplored by others. 


For example, GMC’s Road Shock Damper Suspension* 
—plus a unique new stabilizer—produces in half-ton 
models a ride comparable to the finest passenger car. 
It literally melts away jounces—lets you sail over bad 
stretches that slow other vehicles to a crawl. 


A remarkable new fast-ratio cruising axle in light- 
duty GMC’s actually gives you an overdrive’s pace and 
economy without its cost. 


Sharply increased engine displacement in 
both sixes and V8’s gives you a power family 
unsurpassed in the light-duty field. Specifically, 


GMC offers 14.4% GREATER displacement on 
6-cylinder models, 16.2% on V8’s than its nearest 
competitors. 4nd GMC V8&'s, mind you, match the shortest 
stroke ratios in the truck industry. 


Styling is well into the future—from panoramic wind- 
shield to snug sand-tight tail gate. Tubeless tires, of course. 
And a 12-volt electrical system is standard. 

* 7K * 
These newest GMC advances are still more reason GMC 
dealers are anticipating a 1956 selling season even bigger 
than ’55—itself, a tremendous year. 
If you'd like to carve yourself a slice of this Blue Chip 
future—and you're in an open GMC territory—write, wire 
or phone us now! 


* Standard on Suburban; optional at slight extra cost on other Y-ton models 


GMC TRUCK & COACH—A General Motors Division 
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THE BETTER YOU KNOW GMC-—THE BETTER THE TRUCK BUSINESS LOOKS 















AUTOMOTIVE NEWS, MARCH 5, 1956 


Truck Registrations by GVW Class 





("51-"52-"53-"54-"55) 

Pet. Share Pet. Share Pct. Share Pet. Share Pct. Share Mkt. Change Mkt. Change 

Gvw of of of of of in Pet. Pts., in Pet. Pts., 
Class 1951 Market 1952 Market 1953 Market 1954 Market 1955 Market "54-55 °51-"55 
5,000 Ibs. or less ................ 46.78 43.18 49.53 48.37 48.02 — 35 +1.24 
5,001 - 10,000 nee 19.15 19.33 18.57 18.34 17.52 — 82 —1.63 
10,001 - 14,000 7.01 641 4.89 4.33 3.76 — 57 —3.25 
14,001 - 16,000 16.93 19.73 16.20 18.10 17.35 — .15 + 42 
16,001 - 19,500 3.67 4.07 3.96 3.87 4.90 +1.03 +1.23 
19,501 - 26,000 4.34 4.44 3.90 3.49 3.41 — .08 — 93 
26,001 and Over ................... 2.12 2.84 2.95 3.50 5.04 +1.54 +2.92 





























100.00 100.00 


—Compiled from R. L. Polk & Co. data 


sialsopiscceassvenberesesvens 100.00 





100.00 





Chevrolet Leads with 329,791 ... 


957,001 Trucks Listed in °55 








Indiana State Police Operate Safety Buses— 


(Continued from Page 29) First, the incorporation of more| borne out in December’s registra- 

This is one of two safety-exhibit buses used by the Indiana State Police to educate a of all, 3.25 percent “a +: aon ponte ype ectene’ Genie ae Ta = ne 
all age groups in traffic safety. Bodies of the buses were specially engineered by These facts appear to be an ac- |—is luring buyers away from the | third lowest month in registrations. 
Wayne Works, Inc., Richmond, Ind. Dodge and Meridian Mutual Insurance Co.,| eyrate reflection of two trends | 10,001-14,000 GVW class, which ap- Five truck makers slipped in 
Indianapolis, also are cooperating in the safety project. From left: Richard O. Thomas,| that are affecting the market | parently previously was preferred. market penetration with seven 
Wayne Works eastern sales manager; Frank A. Jessup, police superintendent, and| and have been increasingly ap- Second, a more liberal attitude is| showing gains. The positions, 
Trooper Lucien Beaver examine the buse's built-in recording unit. parent as time goes by. being shown by many states toward| which have been more or less 








maximum truck weight limits, re-| steady during the year, changed 
sulting in higher ceilings of tonnage | when Mack edged out Studebaker 


permitted on the highways. to take eighth place. 
[ C0 if ani» continace "ae it ald | “ine losers, with percentage 
lb. trucks can be expected to be ee, ae roe 


P Chevrolet (0.89); Ford (1.38); Dodge 
produced and put in service each | (9 49). Studebaker (0.10); and 


—*. . Brockway (0.03). 
For instance, the increase over The gainers are: International 


the five-year period is 2.92 percent-| (9 33). GMC (0.83); Willys (0.74): 


age points. (A detailed picture is White (0.13): Mack (040): Dia- 
REMOTE TIREFLATOR oe [mane & Cae ae ie So 


>: i The top ten states in truck regis- 
_ in order by GVW clas- | trations are: 


sifications were: Under 5,000:| 1. California ........................ 
Chevrolet, Ford and GMC. 5,000- ip IE sais cscrcsssncciscsaiaeeaale 
10,000: Chevrolet, Ford and Dodge.| 3. New York ........................ 












10,001-14,000: Ford, Chevrolet and| 4. Pennsylvania 
GMC. 14,001-16,000: Chevrolet, Ford | 5. Ohio .................::000 
and International. 16,001-19,500: In- 6. Michigan ................. 
ternational, Ford and GMC. 19,501- 7. Hlinois 
26,000: International, GMC and 8. Indiana .... 
Ford. Over 26,000: International, 9. Florida 
White and Mack. IO 

Only two states failed to top —_——___—_————— 


1954’ istrati totals. Th 
wane Som and North Dakota; FWD Introduces 


I d f to 16,- * 
770. ytory < mork "Daieete from . 12 Models with 


221 to 5,021. - 

Chevrolet led Ford in 42 states, Cab over Engine 
trailed in seven. 

Three firms showed a registra-| CLINTONVILLE, Wis. — A 1956 
tion slump from 1954: Brockway, | line of cab-over-engine trucks, con- 
Federal and Four Wheel Drive. sisting of 12 models featuring four- 

According to R. E. Royall, U. S.| wheel drive and ranging from 14,500 
Bureau of Public Roads, a total of |to 40,000 pounds gross vehicle 
10,400,000 buses and trucks were| weight, has been introduced by 
registered in the U. S. last year. | Four Wheel Drive Auto Co. 

i+ 2 | According to G. F. DeCoursin, 
peers for a continuing | sales vice-president, the new mod- 
strong truck market seem to be | els are available in all 4 by 4 weight 
——————eeeee ee | Cerens 2 Ge see ee eee 

° ° tained for special six-wheel-drive 
Wisconsin Group Calls applications. The COEs range in 


Reciprocity Meeting engine horsepower from 131 to 240 


MILWAUKEE. — The highway|#"d vary in transmission speeds 
committee of the State Legislative | ftom four to 10. 
Council has called a seven-state| Standard engines for all models 
meeting to discuss highway prob-|from 14,500 GVW to 36,000 GVW 
lems. It will be held here March|@re the BD and RD gas-powered 
8-9. series. Two 40,000 GVW models 


C i Al C —ideal 
onvenient ways . orrect I @a to Representatives from legislative “_— a pn nda 
meet new tubeless tires need for ants, Michigan Minnesota, ‘Towa, |of the 1956 FDW line features an 


inflati Ror and uta Dats wil mat |ac anc 
with the Wisconsin men. Purpose Pcl 
uniform all-around inflation. wD the Wussnee Sion. Puvpass| St ras uh hes © Sie GEE 
in truck legislation and reciprocity windshield as well as extensive side 

among the states. and rear glassed areas. 


* +. + 
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You can tuck a Bennett ECO remote tireflator in anywhere 

around your shop — above or below floor or ceiling, 

on wall or post. Wherever you install your ECO, you know you'll 
have convenient automatic, accurate air supply at your 

finger-tips. ECO delivers exactly the pressure it’s set for — 

from 5 to 110 lbs. — highly important when you consider the 
need for equal all-around inflation stressed by tire makers 

for their new tubeless tires. ECO gives you long, trouble-free 
service — more than pays its way because first cost is last 
cost in most cases, and its convenience saves your workers valuable , nen ae 
time. Ask your John Wood Representative for details. ‘a » 


Bee at tai Mae oe a 


ECO dependability is also available in — se 
Islander models handling air alone or air aes ee 
and water service. 


JOHN WooD COMPANY Nee Ie Sh eta een on 0 ie 


this cab-over engine design. The new FDW models are four-wheel drives in GVW 

BENNETT PUMP DIVISION e Muskegon, Mich. classifications of 14,500 to 40,000 pounds. They vary in horsepower from 131 to 
C i Mont va 240, and have from four to 12 transmission speeds, depending upon model. The 

" " mates eo Wee > Vecse new FDW cab-over-engine style also is available for special six-wheel-drive 
applications. 
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Truckin’ . . by Jack Weed 


(Continued from Page 29) 


12,000-GVW sizes and with cargo| spots where they do not have rep- 
space limited to the heavy dairy| resentation now. 


product load. 
7 * * 


+ * * 

,- can only mean that they 
HILE there is a continuing big} . will have to go to those dealers 
market for dairy delivery| in these areas who are interested in 

units, especially with refrigerated | the truck business, interested in a 

and low-temp units now being|line of trucks that is made for 

bought to replace the non-refriger- | 

ated types and even these solid | Goodyear Reveals 

older jobs eventually wearing out, | 


Diveo sees in the rapid witch S| Light Truck Tire 


suburban living a greatly increased 

opportunity to build multi-stop veh-| AKRON.—Goodyear Tire & Rub- 
icles for other retailers—such aS|ber Co. has announced a new, 
dry cleaners, florists, bakeries and | lower-priced truck tire for replace- 
furniture houses—that will require| ment use on lightweight delivery 
more capacity and not be so heavy.| trucks, station wagons and house 

The introduction of the new 12,-| trailers. 
foot, 130-inch wheelbase job rated| Named the Hi-Miler Commercial, 
at 10,800 GVW is Divco’s answer/|the tire is made in the 6.70-15 size. 
to the requirements of this new| George A. Hudson, truck tire 
field. |sales manager, said the tire is 

Concentrating as it did on one | Priced only slightly higher than 
vocational hauling problem in one | original equipment 6.70-15 passen- 
vocational field formed the pat- {ger tires often used on these 
tern for Divco’s present distri- | vehicles. 
buting organization. It largely | 
was a case of selling in fleets to | 
the larger dairies in each city. 
These dairies already had their | 
own service facilities or acquired | 
them if they were just switch- | 
ing over from horses. 

Many of the used vehicles which 
are the bane of what might be 
termed direct selling found a ready 
market to the smaller dairies or 
to milkmen using but one or two 
vehicles. 

To date, Divco’s 90-dealer retail 
force has been sufficient to give the 
company adequate representation 
in the field. 


* * * 


Market to Be Widened 


Be now, with the development 
of the new line, Divco’s market 
will be considerably widened. It 
will be appealing to a great many 
one-truck buyers who will not have 
their own service facilities but who 
will be dependent upon dealers for 
the maintenance of the vehicles. 

Neither George Muma, Divco 
president who has been a guiding 
factor in the development of the 
company since its 
early days, or Roy 
Sjoberg, sales 
vice-president, are 
so naive as _ to 
believe that they 
can do a national 
business on the 
new line and give 
proper service to 
customers with- 
out strengthening 
Geerge Muna their outlets in 

many areas. 

Until Divco’s production on the 
new models begins to run ahead 
of the ability of its present out- 
lets, fortunately, this need will 
not become a major headache. 
Officials feel they will have ample 
time to work out an adequate 
solution to their new distribution 
problem. 

The company heads know that 
soon they will have to decide some 
manner in which they can provide 
service and sales facilities in many 


Clark Introduces 
2 Heavyweight 
Tandem Drives 


BUCHANAN, Mich. — Two new 
heavy-duty tandem drives are now 
available from Clark Equipment 
Co.’s axle division here, according 
to C. H. King, vice-president. 

One is a unit of 28,000-pound 
ground loading capacity with an 
over-the-end static loading of 48,000 
pounds. The other is in the 45,000- 
50,000-pound ground loading range 
with an over-the-end static rating 
of 72,000-90,000 pounds. 

They have a double reduction 
carrier with spiral bevel gears, a 
full floating type axle with hous- 
ings designed for the static loads 
necessary for crane carriers and 
other off-highway vehicles, King 
said. 

A through-type drive gives mini- 
mum mounting height thus gain- 
ing additional overhead clearance, 
Clark said. The equalizer beams 
and torque rods are rubber mounted 
which the firm said eliminates any 
need for lubricating. 


only one job and removed from all 
of the competition that confronts 
dealers with conventional trucks. 


Many advancements are taking 
place in this vocational field, just 
as they are in the truck business 
generally, but with perhaps more 
intensity. 

Where only 6 percent of Divco’s 
entire output was refrigerated or 
insulated three years ago, today 
more than 50 percent of the milk 
jobs Divco sells are either in- 
sulated or refrigerated. With the 
advent of more frozen food on 
the market and the need for more 
house-to-house delivery of food 
products, Divco can see that the 
insulation, refrigeration and low- 
temp jobs will continue to in- 
crease in both percentage and 
number. 

Automatic transmissions also are 
beginning to invade this field, as 


well as power steering. Drivers of | ’ 


multi-stop vehicles are not truck 
drivers, but high-earning salesmen 
who must drive a truck to cover 
their routes. These men are strong 
for ease of operation and in getting 
as much comfort from their jobs 
as possible, so there is no question 
but that as Divco grows, so will 
power devices that will require spot 
service. 


be 


O'Rourke Expands Fleet— 

Expansion of O'Rourke Storage and 
Transfer Co., Pittsburgh, is highlighted by 
the addition to its fleet of this Interna- 
tional CO-195 tractor and 35-foot trailer 
with plastic top and skylights. Short- 
dimension tractor permits operation of 
van in states with 45-foot overall length 
limits. 
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Fuller Announces 
2 Semiautomatic 


Drives for Trucks 


KALAMAZOO, Mich. — Fuller 
Mfg. Co. has announced two new 
semiautomatic RoadRanger trans- 
missions with 10 forward and two 
reverse speeds. They are models 
R-96 and R-960. 

The new models are 2% inches 
shorter and 60 pounds lighter than 
the units of the preceding R-95 
series. Fuller said the R-96 can be 
converted into the overdrive model 
by replacing five parts, a feature 
not possible with the R-95. 

Other advantages claimed for the 
new transmissions include easier 
and quicker shifts; no gear split- 
ting, higher average road speeds, 
less driver fatigue and weight dis- 
tribution that permits more cargo 
to be carried on the payload axles. 

One lever controls all 10 forward 
speeds and all range shifting, up 
or down, is actuated by a single 
lever, Fuller said. 

The company has prepared a 
16-mm. sound and color film, “Semi- 
Automatic RoadRanger Transmis- 
sions,” for driver instruction. 
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THE MOST POWERFUL BACKING E 


American Motors Now Give; 


Buyer of a Rambler - Nash 


The Biggest Difference In Cars — Double 
Safe Single Unit Construction =—Is Now 
Backed By $10,000 insurance At No 
Extra Cost To Every Buyer Of A New 
1956 American Motors Car 


| Never before has a manufacturer of 
automobiles dared back their construc- 


tion with $10,000 Insurance! Only 


_ American Motors does it! For no other 


builds cars so modern—so safe! 


This policy insures the owner or spouse 


against fatal injury while in his new 


Rambler, Hudson, Nash or Metropolitan 
—protects him for 100 days after an 


accident—and remains in force for one 
year while he owns the car. Offer avail- 
able subject to state insurance regulations. 


American Motors’ Single Unit Design is 
the only modern, sensible way to build 
an automobile. It assures finer perform- 
ance with economy... more room and 
comfort ... longer car life... higher 
resale value and fops in safety. 


On The Heels Of The Industry’s Most Progressive Step In 
DEALER RELATIONS Comes This Great New Trailblazing 
Development In New Car Merchandising 


Just a few weeks ago, U.S. Senator A. S. 
Monroney of Oklahoma, speaking be- 


fore the National Automobile Dealers 


Association Convention in Washington, 


_D.C., lauded American Motors for its 
_ progressive factory-dealer relations. 


In effect, his complimentary remarks 


echoed the sentiments expressed by the 


_N.A.D.A.’s Executive Vice-President, 
Admiral Frederick J. Bell, when he said 
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<4: Here Is More Evidence that 
Americans... More for Huds6: 
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that American Motors policies—‘‘reflect 
the views and desires of the. entire re- 
tail automobile industry.” 


Now—the dramatic $10,000 Insurance 
Program offers another plus for Nash 
and Hudson dealers. Once again it puts 
them ahead of all competition... reflects 
the progressive merchandising policies 
of American Motors—America’s fastest 
growing motor car manufacturer. 
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i Two-Way Cargo Unit— 


There's more than meets the eye in the 
as it moves over Minnesota highways behind an International truck-tractor. 
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Truck World in Brief 


DETROIT. — Two large south- 
eastern trucking operators have 
placed orders for 200 truck-tractors 
and a western firm has purchased 
a fleet of 56 units. 

Johnson Motor Lines, Charlotte, 
N. C., has ordered 116 Roadliner 
diesel truck-tractors from Interna- 
tional Harvester Co., and McLean 
Trucking Co., Winston-Salem, N. C., 
has ordered 50 heavy-duty GMC 
diesel tractors and 34 medium-duty 
GMCs. 

In Portland, Ore., Portland Gas 
& Coke Co. has awarded a con- 
tract for 56 trucks and chassis to 
Fields Chevrolet Co. 

* * 


+ 


Montreal Adds 50 Buses 


|To Mack Fleet of 125 


NEW YORK. — Sale of 50 more 


“swollen” appearance of this tank trailer} Mack diesel engine buses to the 
The | Montreal Transportation Commis- 


> tustom-designed cargo unit, used by Indianhead Truck Line, Inc., St. Paul, features | sion, has been announced. 


@ grain compartment in center and gasoline comparfment at each end. It hauls 


The order brings to 175 the num- 


6,500-galion gasoline cargoes on outbound trip from Twin Cities, then 40,000 pounds| ber of Mack buses that Montreal 


4 of grain on the return trip. 





has ordered in the past four years. 





@ One of six basic Morrison 
models — Model 900 S 

for 34 and 1-ton chassis with 
single rear wheels. Cab-to-axle 
dimensions from 48” to 53”. 
A complete line of 

Morrison Service Accessories 
is available for all 

Morrison Service Bodies. 


yt PROFIT ba Ck, 
a) 
° 





Sell Trucks as ready-to-go Work Units by equipping them 


with Morrison Service Bodies and Accessories. 


The Largest Group of Truck Users — vocational tradesmen, plumbers, 


electricians, contractors, installers and servicemen — are all 


“hot” prospects. 


A Good Practical Demonstration will prove they can save time, work and money 
with your chassis and a Morrison Service Body. It’s often the difference between 
“yes” and “no” in a truck sale. Your Morrison Truck Equipment Distributor 


TRUCK SALESMEN: 


can tell you all about it. 


Big, Extra Body Profits are yours, 
guaranteed by your dealer discount. For complete 
information on all Morrison Service Bodies 

and Accessories, check your Truck Special Equipment 
Manual and then call your Morrison Truck 
Equipment Distributor or call, wire or write: 





Extra Profits for you too! 


Make sure you cash in on the extra dollars provided 
expressly for you with MORRISON MERIT 
MONEY. Either you or the boss get in touch with 
the sales manager of the Morrison Service Body 
Division today for all the facts. 


MORRISON SERVICE BODY DIVISION 


MORRISON STEEL PRODUCTS, INC. 





e 680 AMHERST ST. e 


BUFFALO 7, N. Y. 


Also manufacturers of Mor-Sun Warm Air Furnaces and Morrison Roly-Door Steel Sectional Overhead Doors 


/ 


Shipment has begun on the first of 
100 new Mack buses ordered by 
Iran. The buses seat 40 passengers 
and are powered by the Mack die- 
sel engine. 

* & 


Freightliner Awarded 
Oregon Trucking Trophy 


PORTLAND, Ore. — Freightliner 
Corp., has been awarded the Ellery 


ing recruited the most memberships 
for the Oregon Trucking Assn. 
during 1955. 

The trophy, an annual 
established this year, 
to Ellery Sills, first president of 
the Oregon Trucking Assn. 


* * ” 


3 Dealers Appointed 


For Divco’s Trucks 

DETROIT. New authorized 
dealers handling sales and service 
of Diveco have been named. 

They are REN-E Automotive 
Sales & Service, 501 Orange Ave., 

West Haven, Conn.; 


award 


DETROIT. 
| vaded the heavy-duty truck market 
with the addition of 21 new vehi- 
cles—all in the 2%-ton class to its 
1956 line. 

They include models which 
have nearly double the capacity 
of any previous Chevrolet truck. 
Ratings range from 17,000 to 32,- 
| 000 pounds maximum gross vehi- 
cle weight and 34,000 to 50,000 
pounds gross combination weight. 

These heavy units will be built 
in the company’s new truck assem- 
bly plant at Willow Run, Mich. The 
21 models expand Chevrolet’s 1956 
truck lineup to 86 models on 23 
different wheelbases. 

A Chevrolet spokesman said the 
full line covers 95 percent of all 
truck-user requirements. 


models are: 

1. Optional tandem-axle equip-| 
ment. Tandems have two independ- 
ently operating 15,000-pound-capac- 
ity axles. 


mission, developed exclusively for 
Chevrolet trucks under the name 
Powermatic. 
3. A wide assortment of axles, 
|ranging up to a new high rated 
|capacity of 18,000 pounds. 
4. A 195-h.p. V8, the most power-| 
'ful ever offered by Chevrolet. 
Representing four additional| 
series or groups of trucks in the 
line, the new models include two 
new 60-passenger school bus chas- 
sis, rated at 19,000 and 22,000 maxi- | 
mum GVW. | 
The 195-h.p. engine has 322- 





Sills membership trophy for hav-| 


is dedicated | 


Red-E-Service, | 


— Chevrolet has in-| 


Features of the heavy-duty| 


2. Six-speed automatic trans- | 





Inc., 361 Ann St., Hartford, Conn., 
and North Jersey-White-Autocar, 
Inc., 35 Lakeview Ave., Paterson, 
N. J. 


* * * 


Fruehauf Reveals Plans 


To Build Atlanta Plant 


ATLANTA. — Fruehauf Trailer 
Co. will build a 100,000-square-foot 
plant in the Atlanta area this year, 
Roy Fruehauf, president, has an- 
nounced. He said he hoped con- 
struction would start early in the 
spring. 

Fruehauf predicted that his com- 
pany’s 1956 sales would top $400 
million which would be 70 percent 
ahead of 1955’s record $235 million. 

* + * 


|Scholarships Aid 


College Courses 


ANGOLA, Ind. Scholarships 
made available by motor transport 
leaders are indicative of the inter- 
est shown by the industry in the 
| motor transport management 
|course opening in September at 
| Tri-State College here, according 
to Dr. Theodore T. Wood, presi- 
| dent. 

Cc. and J. Commercial Driveaway, 
Inc., Lansing, has established the 
Perry T. Ford scholarship of $500; 
Expressways, Inc., here is offering 
three $500 scholarships; Aero May- 

(Continued on Page 39, Col. 1) 





First Heavy-Duty Trucks 
Offered by Chevrolet 


stroke of only 3.2 inches and a 
bore of 4 inches. It has a com- 
pression ratio of 7.7 to 1. Chev- 
rolet’s truck-engine lineup in- 
cludes five V8s and five 6s. 
Tandem-equipped trucks offer 
the 195-h.p. V8, a 13-inch coil 
spring clutch, five-speed transmis- 
sion, combination three-speed aux- 
iliary and power divider, two 
15,000-pound axies and walking- 


beam suspension with enclosed 
two-stage springs. 
The power divider, controlled 


from the cab, allows dual-drive 
with positive 50-50 power division 
or single-axle drive. The three- 
| speed auxiliary transmission is con- 
tained in the same gearbox. Chev- 
rolet says the power divider elimi- 
|nates the need for an inter-axle 
differential. 

The heavy-duty models have 
|more rugged parallel-type frames, 
while those on tandems are even 
sturdier, Chevrolet said. 

The standard front-axle I-beam 
is rated 50 percent stronger than 
in the medium-duty group. 
| Heavier alloy steel steering 
knuckles, spindles and steering 
arms are provided, according to 
Chevrolet. A new power-steer- 
ing cylinder with longer stroke is 
optional. 

A new option for 1956 for the 
two-ton and 2%-ton units is the air- 
over-hydraulic brake system. This 
assembly includes an engine- 
mounted compressor and reservoir 
tank with air-pressure gauge and 
low-pressure alarm buzzer. 

Vacuum-powered brakes are 





| entbic-inch displacement with a 
a ” a: 





Inside Story of Chevrolet's 





standard on heavy-duty models. 
* * * 


Tandem— 


New tandem-axle options make their bow in the heavy-duty models of Chevrolet's 


1956 line. Features of the tandem are 
cab to operate axles as a unit or separa’ 


(1) @ power divider controlled from the 
fely; (2) tubular drive lines to each axle; 


(3) walking beam spring housing which eqaulizes weight between axles; (4) walking 
beam attachment with rocking-chair bearing which gives steel-on-steel action as 
axles articulate; (5) torque rods to take driving or braking torque and track axles 
on curves or straightaways, and (6) two-stage spring piles seated in walking-beam 


housing. 
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(Continued from Page 38) 


flower Transit Co., Inc., and Fed- 
eral Express, Inc., Indianapolis, 
each are awarding two $500 schol- 
arships. 
* * 
Red Star Terminal 


AUBURN, N. Y. — Red Star Ex- 
press Lines here has announced 
completion of a new upstate New 
York trucking terminal to service 
the Rome-Utica area. The new 
$150,000 facilities on the outskirts 
of Utica were officially opened by 
Mayors John T. McKennan, Utica, 
and Joseph G. Herbst, Rome. 


*” * + 


Trailmobile Salesmen 


Enter Trailblazers 

DETROIT. — Three members of 
the Detroit branch sales staff of 
Trailmobile Inc., have been initi- 
ated into the firm’s Trailblazers 
Club. 

The sales engineers are Earl T. 
Gray, Otto Walter and J. P. Nich- 
ols. Dale M. Vredenburg, branch 
manager, said sales for the branch | 
during 1955 were more than double 
the quota set by the factory. 


Washed by Choldun 


NEW HAVEN, Conn. — Choldun 
Mfg. Corp. has completed an order | 
to deliver truck washing units for 
Postoffice garages throughout the 
U. S., according to H. H. Charles 
Choldun, president. The washers 
have special under-the-fender at- 
tachments for washing wheels and | 
tires. 





oa * cad 


Chicago Truckers 
Seek to Merge 


CHICAGO.—Spector Freight Sys- 
tem, Inc., and Mid-States Freight) 
Lines, Inc., have asked the Inter- 
state Commerce Commission for 
approval to merge. | 

W. Stanhaus, Spector president, | 
and Cecil Vernon, Mid-States presi- | 
dent, said their combined revenues | 
would be about $50 million a year. | 


The merger involves more than | 
15,300 miles of routes from the! 
northeast through the midwest. The 
combined fleets would include 2,600 
truck tractors and 2,900 employes. 

* x * 


Yale Transport Reports 


°55 Purchases of $1 Million 


NEW YORK. — Yale Transport | 
Co. has reported that it purchased | 
$1 million worth of new equipment 
in 1955. 

The acquisitions included 31 
White Motor Co. cab-over-engine 
tractors, 34 White cab-over-engine | 
city pickup trucks with specially | 
built Strick bodies and high-cube 
Semitrailers for intercity opera- | 
tion. 


| 
| 


Thomas Buys 8 Trucks 


From Kenworth Motors 


SEATTLE. — Delivery has been 
completed on eight new Kenworth 
521 conventional highway trucks | 
ordered by Frank L. Thomas of 
Dallas, it has been announced by 
R. D. O’Brien, sales vice-president 
of Kenworth Motor Truck Co. here. 


Increasing the Thomas fleet to 18 
Kenworth units, the new trucks are 
two-axle highway transports with 
180 horsepower diesel engines and 
are engineered for the legal gross 
pay load of Texas, 58,240 pounds. 
The sale was handled through 
Texas Kenworth Corp., Kenworth 
distributors. 





* * x 


Mack Builds in Montreal 


MONTREAL. — Headquarters of 
all Mack operations in Canada will 
be housed in a new building being 
erected here. The largest heavy- 
duty service facilities in Canada 
also will be provided. 

7 * x 


N. Y. Boosts Minimum 


Insurance Requirement 


ALBANY. — The State Public 
Service Commission following the 
lead of its Federal counterpart, or- 
dered all trucks under its jurisdic- 
tion to carry up to $100,000 in lia- 
bility insurance. 

Under the order, trucks must 
carry minimum insurance of $25,000 


|duce production costs and better|hauf high-cube trailers 
|compete for overseas business in| White 9000 TD tractors and Cum- 


|management will be used by the 


trailers in the sterling area. The 
|new company will start manufac- 
turing in Britain March 15. 

* * * 


Fruehauf Acquires Facilities 


| Of Plastic-Panel Maker 


PHILADELPHIA. Fruehauf 
for bodily injury to one person,| Trailer Co. has acquired the manu- 
$100,000 for injury to more than| facturing facilities of Strick Plas- 
one person in one accident, and | tics Corp. and Strick Co. 
$10,000 for property damage. Pres- Strick Plastics manufactures 
ent requirements are $10,000, $20,000 | plastic sheets and panels princi- 
and $5,000, respectively. The new| pally for use in trailer bodies. 
minimums will become effective * * «& 


March 1 and are the same as those | §jJper Fleet Purchases 


established by the Interstate Com- | - ‘ 
merce Commission. White Diesels, Fruehaufs 
| LOUISVILLE.—Silver Fleet Mo- 


* * * 
| 


Davies Will Build Trailers |tor Express, Inc., has announced 


7 | the purchase of 28 tractors and 100 
In England to Cut Costs | trailers for approximately $1,250,000. 
OTTAWA. 


- In an effort to re-| Silver Fleet specified 100 Frue- 
and 28 


commercial truck trailers, Fred W.|mins Turbodiesel engines. The 

Davies, who resigned as president | trucking firm has been in business 

of Trailmobile Canada, Ltd., has | since 1930. 

organized York Transport Equip- | * 

ment, Ltd., with headquarters in|Rowe Methods Buys 

Liverpool, England. | ° 

Canadian capital, design and Bumpers in Cleveland 

CLEVELAND. — Bumpers, Inc., 


new company, but lower labor costs; manufacturer of reversible dock 
will enable cheaper output of truck! and truck bumpers, has been pur- 





New Brake Unit— 


The ease of servicing, through under- 
the-hood installation, of the new power 
brake developed by the products division, 


1¥%-ton trucks. The Bendix line now in- 
|cludes power brake models for all light 





| tonner. 


chased by Rowe Methods, Inc. 

Bumpers will operate as a wholly- 

owned subsidiary of Rowe. 
According to C. W. Choromanski, 





secretary, “those distributors who 
presently handle the Bumpers line 
will be retained. In addition, new 
distribution will be established in 
those areas not now covered.” New 
location for Bumpers, Inc., is 2534 
Detroit Ave., Cleveland 13, O. 
+ + * 


Pan-Atlantic Picks 2 


MOBILE, Ala. Pan-Atlantic 
Steamship Corp. has appointed 
Thomas H. Jordan trucking depart- 
ment operations manager and Cecil 
Gaylen Egger trucking department 
maintenance manager. Pan-Atlantic 
is a subsidiary of McLean Indus- 
tries, Inc. Jordan and Egger both 
came from McLean Trucking Co., 
Winston-Salem, N. C. 

* + 


* 


Trailmobile Buys Site 


For California Plant 


CINCINNATI.—Trailmobile, Inc., 
has purchased a 40-acre site for a 


Bendix Aviation Corp., South Bend, for| new plant near Livermore, Calif., 


about 30 miles east of Oakland. 
The company has an option on an 


| trucks, ranging from a ¥Y-ton to the 114-| additional 20 acres in the area. 


Trailmobile said it plans to in- 
troduce its “customer individualized 
design” method of constructing 
trailers on the West Coast. The 
method enables customers to “de- 
sign” their own trailers. 


of the right automotive bearing 
and the right bearing service 


Roller bearings look alike, and it’s practically impossible to tell 
the good from the “not-so-good” until after they're put into 
a job. 


You can always be sure of the right roller becrings for auto- 
motive replacement by insisting on the bearings in these 
boxes. 


Get the Bower roller bearings you need when you need 
them from your Federal-Mogul Service jobber. He can 
give you “on-the-spot” service—he knows automotive 
problems and can help you when you need help. 


FEDERAL-MOGUL SERVICE 
Federal-Megel Service 


(Divison of 
OETROIT 13, MICHIGAN 
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Studebaker Maps Truck Sales Program— 


R. S. Schuyler, second from left, Studebaker truck sales manager, meets with divi- 
sion truck managers and staff members to lay plans for a series of field meetings 


which will carry an extensive truck merchandising program to dealers. From left 
are B. F. Bennett, western division truck manager; Schuyler; A. Fitzpatrick, central 
division manager; B. J. Donkerbrook, eastern division manager; C. L. Hitchcock, 
assistant truck sales manager, and J. Mischley, special equipment and machinery 
supervisor. 
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Auto Dealer Changes 


dames Sheridan and Allan Sheri- 

dan have sold their Chevrolet deal- 

ership at Bigfork, Minn., to Don 

Gustafson and Wayne Gustafson. 

The Sheridans have purchased 

another Chevrolet dealership at In- 
ternational Falls, Minn. 
+” * * 


Anderson Remodels 


J. R. Anderson, president of 
Anderson Motor Co., Inc. (Stude- 
baker), 2509 Summer, Memphis, has 
spent $50,000 remodeling and en- 
larging his showroom and service 
department. 

* * + 


Gezon Adds Packard 


Gezon Motor Sales, (Stude- 
baker), 716-734 Monroe Ave., 
Grand Rapids, Mich., has added 
Packard and Clipper. Amos Ge- 
zon established the firm in 1913 
and David H. Gezon, general 





manager, is president, Grand 
Rapids Passenger Car Dealers 
Assn. Ted Booth, Inc., was the 
former Packard dealership in 
Grand Rapids. 

+ 


* ” 


Edina Buys Lundenberg 


Edina Motors (Mercury), Min- 
neapolis, has purchased the busi- 
ness and building of Lunderberg 
Motors (Hudson), Minneapolis. 


* * * 


Holden Buys Hi-Way 


A. C. Holden, formerly of St. 
Cloud, Minn., has puchased Hi-Way 
Motor Co. (Hudson-Nash), Sauk 
Centre, Minn. Holden formerly was 
in the used-car business in St. 
Cloud. 


* * * 


Moe Buys McRoberts 


Arnet Moe has taken over Mc- 
Roberts Motors Sales (Chrysler- 





(G.V.W. 40,000 Ibs.) 


Write, wire or phone for basic data. 


Model 19-51 EXB—mounts on 
1¥%2-2¥%2 Ton chassis. Capacity: 
Up to 19,500 Ibs. G.V.W. Exten- 


Ashton. 


america’s finest 
power wrecker 
equipment 


Ashton Wreckers represent more than 
40 years of specialized wrecker 
engineering, design and manufacture. 


All Ashton Wreckers, (both 
conventional and extension boom 
models) combine high working 
efficiency with remarkable safety 
and ease of operation. Specially- 
trained operators not necessary. 


Ashton Wreckers (7 models) are 
mounted on your choice of any truck 
chassis. Capacities from %-1 Ton 
(G.V.W. 6,900-9,500 Ibs.) to 5 Tons 






sion boom height—14 ft. 
ASHTON POWER WRECKER EQUIPMENT CO., INC. 


3-7996 ©@ DETROIT 16, 


; 


MICHIGAN 


Plymouth) at LeRoy, Minn., from 
Elmer McRoberts. The new name 
of the dealership is Arnie’s Mo- 
tors Sales. 

* + + 


Pontiac Names Cooney 


Patrick Cooney has been named 
a Pontiac dealer in Bedford, O., 
succeeding Sanford Nudelman. 
Cooney formerly was general man- 
ager for Lou Meliska Pontiac, Inc., 


Cleveland. 
oe + 


21 Dealers Sign 


Hudson Franchise 


Hudson has added 21 dealerships 
to its retail sales organization. 

They include: Ottawa Hudson, 
Ottawa, Ill.; Discount Sales Co., 
Atlantic City, N. J.; McGinnis Mo- 
tors, Fort Scot, Kans.; Falls City 
Tractor Service, Falls City, Neb.; 
Troyer Motor Co., Phillipsburg, 
Kans.; Ora Guffey Hudson, Helena, 
Mont.; West Highway Motor Co., 
McAllen, Tex.; Fazio Brothers, N. 
Massapequa, N. Y.; Buresch Motor 
Sales, Chicago; Edmundson Motors, 
Morris, Ill.; Metro Motor Sales, 
Inc., Columbus, O.; Eugene Siegrist, 
Port Huron, Mich.; DeTar Motor 


|Co., Kansas City, Kans.; LeVake 
|Motor Service, Richland Center, 
| Wis.; Harry Carlson Co., Little 
|Falls, Minn.; Koep Implement, 
| Windom, Minn.; Larsons Hiway 
Service, Amboy, Minn.; Bongard 
Sales, Chanhassen, Minn.; Olton 


Motor Co., Olton, Tex.; Klein Mo- 
tor Sales, Phoenix, Ariz.; Warring- 
ton & Carskadden, Inc., Seattle. 


* * * 


Barnhart Sells Deal 


| Barnhart Chevrolet, New Carlisle, 
| O., has been bought by Frank Dillon 
and Walter Hopkins. Carl Barnhart 
established the firm 26 years ago. 
Dillon owns an automobile dealer- 
ship in Greenfield, O. 


* * * 


Lindblom Heads Edwards 
After Founder’s Death 


New chairman of Edwards Mo- 
tor Co. (Dodge-Plymouth), Mil- 
waukee, is George R. Lindblom, 
succeeding the late Frank J. 
Edwards, the founder. Lindblom 
is a former president of the com- 
pany. He was succeeded as presi- 
dent a year ago by T. A. Rogers, 
who had been executive vice 
president. 


Other promotions include: 
John D. Madden, sales manager 
to executive vice-president; Fred 
| D. Kegel, fleet sales manager to 
| sales manager; Peter G. Grimy- 
ser, assistant secretary to secre- 
tary; R. D. Burger, treasurer and 
director; Don Erickson, credit 
manager to sales manager for 
Tri-States Motor Parts Co., and 
Donald A. Booth, sales staff 
member to credit manager. 

* - * 


Cave City Motor Sold 


Cave City Motor Co. (Ford), 
} Batesville, Ark., has been pur- 
chased by Owen J. Laman and 
| Jack Petterson from W. F. Laman. 
|The latter, who cperated the 
|dealership for 33 years, has been 
| ill. 





* * 


” 
Clark Opens Nash 

Clark Nash Sales is a new 
dealership at Beach, N. D. C. C. 
Clark, the dealer, formerly 
handled Oldsmobile Cadillac in 
Beach for several years. 

+ * x 


Ellingson Is Sold 


| Henry Vander Sluis has pur- 
chased Ellingson Motors (Dodge- 
Plymouth) at Canton, S. D., and 
will operate it under the name of 
Van’s Motors. Robert Ellingson, 
former dealer, said he has no fu- 
ture plans. 

* * * 


Peterson Motors Opens 


Opening of Donald Peterson Mo- 
tors (DeSoto-Plymouth) at Grove 
City, Minn., has been announced. 
Owner of the new dealership is 
Donald W. Peterson. 


* * * 


Cavnar Gets Mercury 


W. W. Cavnar has announced 
that he has been appointed a Merc- 
ury dealer and will operate as Cav- 
nar Motor Co., 8200 W. Colfax 
Ave., Lakewood, a suburb of Den- 
ver. Cavnar is building a new 15,- 
000-square foot building which is 
expected to be completed by Apr. 

(Continued on Page 41, Col. 1) 
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ym let, Doylestown, O. Carl Whit- truck dealership, and is one of 
ne 2 man, who operated the dealership the first exclusive Dodge deals 
[o- Across the Nation... | 35 years, will become a salesman in the Cleveland area, it was 
——— for a fire-engine company in said. 
Dealer Ch aries New Studebake 
* * * ew Studebaker Dealer 
ed H Auto ea ca anges Somerville Sells to Clark Kariger Motors, Inc., is a new 
Dan Mel Clark has purchased the in- Wout ee eee 
in, (Continued from Page 40) |terest of J. H. Somerville jr. in ee 
n- | ’ : Somerville Motors, Inc, Point ae 
Cc, i 1. Sales manager is Gordon Wil-| has been named vice-president of Pleasant, W. Va. Cedar Gets Studebaker 
/  liams, ee See = pee ting Finance Co., another subsid- e © % | Cedar Motor Co. has been ap- 
manager an n NECTURE: : | pointed a Studebaker dealership in 
manager. re ee aa aan a  * 4 D rare ha 4 | Cedar City, Utah. Haymer D. Mor- 
Dodge-Plymouth dealer in Denver. ° ollar Pontiac Corp. has opene ‘ gry 
- s+ o Fox & Guilder Buy Ford | 4¢ 10603 Hawthorne, Inglewood, i See 
> Harry Fox and Asa Van Guilder | Calif. Jerry Zucker, who heads the a. oe 
Pelzer & Tuggle Opens have purchased the Ford dealership | dealership, plans to construct a new - os rd 
PSs Adolph Pelzer and Paul Tuggle in Cannon Falls, Minn., from John | building. Esquire Mercury Opens 
have been granted a Chevrolet D. Goudy. The firm is gnown as| + * * Esquire Motors, Inc. (Mercury) 
mn, franchise and will operate as Pel- Falls Motor Co. — Nathan Buys Olds Deal |has opened at 11008 Truman Rd., 
O., oy zer & Tuggle Chevrolet Co. They . ” * Shelly Nathan has bought an| “Instead of trying to classify |Independence, Mo. The firm 
>a mad yo _ Co., Glacier Auto Sold [Oldsmobile dealership in Attica, | prospects psychologically, 8 u p- \eerenets Se Motors, Inc. 
ty ' ce eo Gordon C. Nordling and Mike L.|Ind., from C. C. Johnsen. Johnson| Pose we try to sell ’em cars!” | - > 
. ki B | Fisher have purchased Glacier) had been in business in Attica for| | Elphinstone Joins Crume 
’ Hirsimski Buys Hall | Auto Sales Co. (Oldsmobile GMC),|38 years, starting with a Hupmo- Jack Elphinstone has become a 
co Theodore Reh has pur- | Havre, Mont., from Sig Nelson. The} bile dealership and changing to | a. on Proms “- ar aant | partner in the Crume Nash dealer- 
y chased Hall Pontiac, Conneaut, O., | new — of the firm is G-M Mo-| Oldsmobile in 1922. family. — meee STV GNC i ship at Cando, N. D. 
or from Hudson C. Hall. Robert Cray | an, See et ae a Te Smee 
s has been appointed sales manager | o New Deal for Summers Thompson Adds Mercur 
dealershi Lerch Buys Whi Glavic Si ith Dod 7 2 
28, of the new Cealership. ercn Days ttman R. L. Summers, who has owned | avic Signs wit ge Thompson Motors (Ford) at Gut- 
st, 2 eS Don Lerch, Canal Fulton, O., |Chevrolet dealership at Paris and Glavic Motors, Euclid, O. has |tenberg, Ia.. has been awarded a 
. & 
ze Keim Becomes Dealer has purchased Whitman Chevro- | Dardanelle, Ark., has purchased! been named a Dodge car and ' Mercury franchise. 
.r, The name of Potter-Gager Co. 
le (Ford), 888 Parsons, Columbus, O., 
rt, has been changed to Gager Keim, 
uy Inc. Robert D. Keim, sales manager 
rd since 1952, has been elected general | 
yn manager of the firm. 
O- cd * + 
| DeSoto Picks Monarch 
Monarch Motors, Inc. 445 S.| 
Vermont Ave., Los Angeles, has | 





F been named a DeSoto dealer. Prin- 
le, cipals in the firm are Louis Gins- | 
berg, Edward I. Ginsberg and Sid- | 
ney J. Miller. They formerly were | 
Hudson- — — 


= 
= 
wer: 


Schmidt Takes Olds 


Carl Schmidt Motor Sales (Olds- 
mobile) has opened at 218 Illinois, 


Maumee, O. The building former- | 

y ly was occupied by Strayer Motor) 

E Sales (Chrysler-Plymouth). 

= » | 

. Carroll Sells Deal 
Joel H. Carroll has announced | ae 

he is retiring from the automobile 


E business in Elmira, N. Y., and dis- | 
: posing of his interest in Carroll) 
: Motor Co., Inc. (Dodge-Plymouth), 
to three business associates, Guy 
H. Dewey jr., Clifford A. Taylor 
and John M. Dutton. The dealer- 
ship is located at 251 Baldwin St. | 


* cS 





+k New ATA Recommended Equipment Specification £-3-1955 


, wwe "9s 


Heisler on His Own 
Philip Heisler, formerly new-car 
sales manager of Colonial Buick 
Co., New Orleans, has taken over} 


THE PROBLEM: 


To improve truck lighting and cure “Sitting-Duck” accidents. 


—_——— Sw ew eS 








a Buick dealership in Covington, | : . . — . . A com 
La. The firm will be Heisler Buick | ATA RECOMMENDATION 3.09 Turn signals are lamps which indicate a change in direction by giving 
Co. ‘a “The purpose of this ATA Recom- flashing warning lights on the side toward which the turn will be made. 
| ae mended Equipment Specification is to (SAE Class A, Type 1, only are to be used. ) 
Three-Wheeled Deal establish uniform specifications for the 6.01 F scala alia i dt dae d i f d 
oe James Tait and Ralph Coppress, wiring and lighting of commercial . ront turn signals sha of the ouble face (amt r to front, red to 
- | both of Cedar Rapids, Ia, have motor vehicles. It is intended that rec- rear) Class A, Type 1, mounted in accordance with SAE mounting 
d | formed a partnership to handle the ommendations herein contained will specifications except when impractical due to vehicle design. 
n. German-built Volkswagen in Little be used when re-wiring old vehicles b 3 
e Rock, Ark. The three-wheeled Ger- one also — . - nen 6.04 Turn signals shall be wired in such a manner that they will flash 
n man Merreschmitt, priced at $895, or wiring and lighting when new i eously indicate i ; ili 
ws also will be offered. vehicles are being purchased. Safety, simultan to ind vehicle disability. 
| * * ¢ preg te Foor pe and a 7.01 Stop-Tail photometric requirements shall be in accordance with the 
Angens Open Buick-GMC ooniea” ee current SAE specifications. 
i Angen Auto Sales (Buick GMC) 
at Alexandria, Minn, is a new 
' dealership headed by Cliff Angen X ; 
: and Harland Angen, formerly Pon- THE PRODUCT SIGNAL-STAT SIGFLARE, the multi-purpose signaling system that con- 
tiac and Packard Goatees. THAT DOES IT: a every new ATA Lighting and Wiring Recommendation. It 
provides... 
, Barthel Chevrolet Sold A—The most powerful Class A, Type 1, directional signals on the 
’ Barthel Chevrolet Co. at Man- k ith L f 7 
; dan, N. D., has been purchased market wit ae spe — or front mounting and rear lamps 
by John R. Fleck and Robert to suit your individual installation. 
if Chase. The firm is now known 7 c es , . : ; 
L, as Chase Chevrolet, Inc., B —The flare feature with positive pilot action that instantly and simul- 
- ee taneously flashes all 4 signal lamps to warn oncoming traffic that the 
Keating Takes DeSoto vehicle is disabled. 
Central-Hennepin, Inc. (DeSoto- C —2 Stop Lamps as powerful as Class A, Type 1, signal lamps. 
Plymouth), Minneapolis, has been P P po yp & P 
; ey wy _ ne D —2 Tail Lamps as powerful as the law allows. 
an as changed its name to ; , ; é 
. | Central-Hennepin Motors. General . all in one system with as few as 4 Lamps and 1 Switch—a specially 
* | manager of the dealership is designed heavy duty flasher for tractors and combinations and a range 
Wayne Keating, formerly with : fS ‘Tail lights f + lati il di SAE 
ABC Motors, Minneapolis. Insist on Ségflane . of Stop/Tail lights for every type of installation—all exceeding 
* * & for all around signaling protection specifications. 
d Knippel-Selig Names Selig 
. Jerry Selig, son of B. P. Selig, a 
“ ne a a. ee | For more information about Sig- 
president o nippel-Selig ord), : 
” Milwaukee. Gale V. Clough has} flare and a complimentary copy of ] i ab = a 
- been named general manager of the new ATA Lighting Recommen- 
s Car Lease Co., a Knippel-Selig sub- dations, see your jobber, or write to: DIRECTIONAL SIGNALS - SWITCHES - FLASHERS 
; SSsieed teat gunned anenager siee Signal-Stat Corporation, 523-539 Kent Ave., Brooklyn 11, W.Y., U.S.A. 





Knippel-Selig general manager also 
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*‘Wheel-Deal’ Laid to Factory .. . 





Western Dealers Tell 
Of Business Chaos 


Eprror’s Note: The following 
account includes excerpts from 
testimony of dealer witnesses ap- 
pearing before the Monroney 
Senate subcommittee on automo- 
bile marketing practices. 

* * y 


ASHINGTON.—Three Western 

dealers have told Senate in- 
vestigators that franchised auto 
dealers are beleagured by chaotic 
sales conditions. 

The trio testified before the Sen- 
ate subcommittee on automobile 
marketing practices in the phase 
of its inquiry that concerned Ford 
Motor Co. dealers. 

. Two of the three said unsavory 
sales tactics were rampant in 
their towns. They said the fac- 
tory insisted on blitz selling, and 
they told of unbridled new-car 


bootlegging. 
The third related how he got out 





of the business six years ago when 
he no longer could stand the pres- 
sure to erect “new monuments for 
the Ford products.” 

J. A. Hinote, now a Nash- 
Volkswagen dealer and NADA di- 
rector from Reno, Nev., said that 
he had been a Lincoln-Mercury 
dealer for 5% years but that “the 
factory didn’t have a puppet who 
danced to their tune, so they cut 


the string.” 
‘I REFUSED to violate my _prin- 

ciples of sound _ business,” 
Hinote said. “I refused to engage 


* * * 


in blitz selling. I refused to cut! 


down the predelivery service that 


every car buyer is entitled to, and| 
to lower the quality of my service 


operation generally.” 


Hinote estimated that 25 boot- | 


month in his area. 
“About one-half of them are 


| “Oldsmobiles, 


the used-car dealers. Used-car deal- | 
}ers had 17 Mercurys on used-car | 
lots in ohne month when I was 
|unable to obtain them from the| 
factory. 

| “TI have had to perform warranty 
service on bootlegged cars and) 
|have done so at an expense to) 
| myself. 


* * * 


‘Bs sales competition by the) 
Oldsmobile and Buick dealers 
|is bad in Reno. Since I gave up 
|my Lincoln-Mercury franchise, my 
successor orders twice as many 
cars as I handled because he has 
| been encouraged by the factory to 
blitz-sell them, and they have 
| agreed to furnish him all that he 
will sell on that basis. 

“The practice of blitz sales has 
developed in the minds of con- 








sumers in my area the attitude 
that they don’t give a damn 
about the dealer or the car, that 
they are only interested in how 


genuine 


ce¥-the 





You can recommend genuine leather upholstery with confidence, 


no matter what model you are selling. It's practical enough for the family car, 


needed for a limousine, and the high-fashion that's right in a hardtop. Your customers 


get more value, and you make more sales, when you sell genuine leather upholstery. 


THE UPHOLSTERY LEATHER GROUP, INC. + 


brilliant enough for a sports car. It has the prestige and dignity 


Only genuine leather wears as well as it looks 


99 West Bethune, Detroit 2, Mich. « 


141 E. 44th 


‘ 


legged cars were sold each much they are able to save on 


whatever car they purchase. 
“False registrations are encour- 


Fords and Chevrolets,” he said.|28ed in my area by Ford and 
Buicks and Mer-| Chevrolet. So far as I know, it is 
curys make up the other half. The| confined to these two makes. 

factory asked a Chevrolet dealer in| 
Las Vegas to give an allotment for| 


“Packing (of prices) is engaged 
in by every dealer,. including Cad- 
illac. 

* + + 
led Naess factory policy on establish- 
ing new dealerships in my 
area is to dual Mercury with Ford, 
and where you have a dual fran- 
chise, they require you to double 
your quota for both makes. 

“It has been reported to me 
that the factory has suggested 
furnishing Mercurys to used-car 
dealers in the Sacramento area. 


“The factory employed various | 


sorts of pressure tactics in its 
efforts to make me become a 
wheel-and-deal operator. For ex- 
ample, they gave some of the Ford 
dealers in my area a Mercury 
franchise even though the reason- 
able expectation of Mercury sales 
did not justify that. They wanted 
to bring me to my knees.” 

Loren C. Maxwell, operating as 
Custom Motor Car Co. in Boise, Id., 
told the subcommittee that he had 
been a Lincoln-Mercury dealer for 


cog & 


| 


the last nine years. Before that, he 
said, he served as a Ford dealer 
for 11 years. 
* + * 
“BROOTLEGGING is a problem in 
my area,” Maxwell said, “and 

I estimate that there are about 35 
to 50 bootlegged cars sold each 
month. It would be my opinion 
that the principal cars that are 
bootlegged are Ford, Chevrolet, 
Plymouth, Oldsmobile and Buick. 

“The Lincoln-Mercurys that 
are bootlegged seem to originate 
principally in Manhattan, Kans., 
and they are sold to used-car 
dealers who in turn sell them in 
my area. The factory has been 
| told this condition and to date 
has done nothing about it. 

“Quite a few of the cars origi- 
nate in Salt Lake City, Utah, and 
Denver, Colo., and it is possible for 
the bootlegged cars to enter my 
area and still be able to undersell 
me because, even after the freight 
adjustment in the fall of 1954, their 
low operating overhead gives them 
|}an advantage over me. 
| “I have been called upon to per- 
|form warranty service for boot- 
|legged cars. I estimate that over 
the past performing warranty serv- 





ice has cost me about $1,000. 
| * * * 
. EN I acquired my dealer- 


ship, I started with $40,000 in 
| capital investment. Since obtaining 
my franchise, the pressure has 
| been constant on me from the fac- 
|tory to expand my capital plant, 
and I have done so as a result of 
| this pressure to the point of having 
about $90,000 invested in my place 
of business. 

“The practice of blitz sales is 
prevalent in my area and is dam- 
aging to the normal course of 
business. The factory has en- 
couraged me to conduct blitz 
selling so that we might keep 
our registrations competitive in 
price class. 

“As a result of this blitz selling, 
it is my opinion that the public 
has lost confidence in the integrity 
of dealers. 

“The practice of false registra- 
tion is quite prevalent in our state. 
The official position of the factory 
is one of opposition to this prac- 
tice. It is only fair to say, however, 
that those who engage in this 
practice are still carrying on as 
usual. 

“Actually, the practice is illegal 
in my state. I was one of a group 
who worked on the drafting of the 
law, and I am thoroughly familiar 
with its contents. 

* * a 
“ accepted practice in Boise 
is to increase the retail deliv- 
ered price of automobiles so as to 
permit excessive allowances for 
used cars. This practice is not 
directly initiated by the factory. 

“There have been dealers in 
Boise for 15 or 20 years who have 
been ‘persuaded’ to sell out. I 
attribute this solely to a failure 
on their part to conform to the 
volume-or-else mandate of the fac- 
tory.” 

Roy H. Anderson, of Bozeman, 
Mont., testified that some years 
before the war he and his late 
brother, Ernest Anderson, set up 








St., New York 17, N. Y. 


a dealership handling Ford, Mer- 
cury and Lincoln cars and Ford 
tractors. 

He said his company always 
maintained “a satisfactory amount 
of business according to the Ford 
company yardstick on price and 
weight class.” 

“In 1948,” Anderson continued, 
“Mr. H. H. Reiser, now deceased, 
branch manager of the Ford Motor 
Co. at Salt Lake City, under which 
branch we operated, started urging 
and ultimately demanded that we 
build a new building. 

* * * 

“FRRAEvine that the potential 

volume did not warrant this 
investment and not feeling financi- 
ally able at that time, we had many 
heated discussions over it, and 
finally Mr. Reiser agreed to tem- 
porarily compromise with us if we 
would build a new front on the 
building which we were leasing. 

“No other alternative appearing, 
we agreed to do this to protect our 
franchise and of course prevailed 
on the owner of the property to 
make these improvements. 

“He refused to give any assist- 
ance and we were obliged to 
make an expenditure of over 
$16,000 for this purpose. Mr. 
Reiser inspected the new im- 
provements and indicated his 

(Continued on Page 43, Col. 1) 
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‘Wheel-Deal’ Laid to Factory eee 


Western Dealers Tell of Chaos 


(Continued from Page 42) 


approval, which led us to believe 
that our building problem had 
been handled. 

“Within a very short time, Mr. | 
Reiser continued to find fault with | 
other parts of our building and 
again demanded that much remod- 
eling be done immediately or our 
franchise would be in jeopardy. 
Again we contacted our landlord, 
who refused to assist and retali- | 
ated by raising our rent. 

“During these years we had been 
successful and had made money. 
This money was retained in our 
business for working capital, and 
we did not make outside invest- 
ments in farms, stocks or securi- 
ties. 

“The fact our financial state- 
ment, which we were required to 
submit to their branch office! 
monthly, reflected considerable | 
cash on hand, prompted their de- 
mands for a new building, and we 
were told so on numerous occa- 
sions. 

* * * 

“JT WAS a known fact at that 

time that many dealers were 
being pressured for new buildings 
and facilities by the Ford company 
in that area. Since our facilities 
were located in the heart of our 
city, providing adequate exposure 
for service and sales, it was obvi- 
ous that the branch manager 
would receive personal credit from 
his company for accomplishing the 
erection of new monuments for the 
Ford products. 

“In the spring of 1950, after 
many conferences with Mr. Reiser 
and other representatives of the 
Ford Motor Co., we informed them 
that we were not going to do any 
more remodeling or building a new 
building. Soon afterwards we were 
called on by the Ford representa- 
tives, who asked us to sign a ‘buy 
and sell’ agreement. 

“In effect this represented a 
voluntary cancellation of our 
agreement, and we refused to 


New Valve Ends 
Moisture Woes, 


Wagner Says 


ST. LOUIS.—The automotive di-| 
vision of Wagner Electric Corp. has 
announced a new moisture ejection 
valve which, it says, eliminates the 
problems of moisture accumulation 
in air tanks. 

Operating in the 15 to 25 p.sii. 
air pressure range, normal brake 
applications operate the valve with- 
out noticeable drop in tank gauge 
pressure, Wagner says. 

It is claimed that valve construc- 
tion makes it impossible for work- 
ing pressures to balance the valve 
in open position and “dump” reser- 
voir pressure. | 

Wagner says high application 
pressures will not harm the valve} 
and that it will not freeze in open | 
(exhaust) position. Capacity is 
sufficient to eject up to four fluid 
ounces at one time. } 


Kaiser to Ask | 
Stockholder Okay 


OAKLAND, Calif.—Stockholders 
of Kaiser Motors Corp. will be 
asked at a special meeting March 
13 to approve the reorganization 
which will give one new $4 share 
for four of the present outstand- 
ing $1 par stock. 

It was said that 5.03 percent 
of the new Kaiser Industries Corp. 
stock will be held by the public. 
Kaiser Industries will be a hold- 
ing company that, if the proposal 
is approved, would have all the} 
common stock of both Willys Mo- 
tors, Inc., and Henry J. Kaiser Co. 

The reorganization plan is said 
to be designed to permit the new 
firm and Henry J. Kaiser Co. to 
negotiate a joint loan of $95 mil- 
lion for debt retirement and new 
working capital. 


Landen, Ratke Promoted 


Delmar Landen has been named 
sales vice-president of Beaver Tool 
& Engineering Co, Royal Oak, 
Mich., and Clement Ratke has been 
named engineering vice-president. 





sign it. We did, however, advise 
them that if they were insistent 
on replacing us, we would sell 
providing they secured a satis- 
factory buyer who could meet 
our terms. 

“A few weeks later a gentleman 
from Salt Lake City called on us 
and told us he was interested in 
buying our business, and our dis- 
cussion with him disclosed the fact 
that Mr. Reiser had recommended 
the purchase to him and had 
exposed our confidential financial 
statement to him. We agrecd on a 
sale to him and a local attorney 
prepared the papers for its con- 


summation. 
+ * * 


|“ & DVISING that he must return 


to Salt Lake City to complete 
final financial arrangements, we 
did not hear from him for several 
days. Finally we received a tele- 
phone call from him, stating he 
could not go through with the 
deal on account of finances. Later 
we were informed from a very 


| reliable source that he had heard 
the reasons we were selling, and 

| likewise fearing the demands of 

| Ford, decided he could not take 

| the financial risk. 

| “In June of the same year we 

did sell out. The new dealer re- 
mained in business for approxi- 
mately two years and sold out. 
This dealership has been sold 
twice since that time, and appar- 
ently the Ford company appears 
to be satisfied with the location 
and facilities, as nothing has 
been changed. 

“The Lincoln-Mercury division 
made no demands upon us for a 
new building and were satisfied 
with the job we were doing for 
them. 

“In the interest of time, I have 
refrained from referring to details 
such as our experiences in being 
forced to buy cleanup cars at the 


end of a model season, old-model | 
formal opening of Derby Motors, Inc., Muskegon, Mich. From left are, J. W. Connolly, 
zone service representative; R. W. Salzer, district manager; Mr. and Mrs. Donald C. 
Derby, dealership owners, and R. F. James, zone merchandising manager. 


accessories and many other items 
which our business judgment did 
not suggest that we purchase.” 








Derbys Join Hudson Family— 


With ‘“‘derby-in-hand,” Hudson field personnel from the Detroit zone attended the 





“This'll do it! You'll get full power back quickly 
with Quaker State Detergent Additive!’ 


Quickest, easiest 
customers’ “‘ 


compression, and 


cleansing, engine-freeing action of 
Quaker State Detergent Additive! Add 


stop and go” driving prob- 
lems such as sticking hydraulic valve 
lifters, sludge and varnish deposits, poor 


way to solve your 


rough idling is the 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


it to any good oil in the crankcase, and 
it goes to work fast, with positive re- 
sults! With high quality Quaker State 
Detergent Additive, you can get exactly 
the degree of cleansing action needed. 
Easy to use—profitable to sell! Ask 
your Quaker State salesman. 
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Auto Personnel 


Woodford D. Miller, general man- 
ager of the Robertshaw thermo- 
stat division, has been appointed 
executive vice-president of Robert- 
shaw-Fulton Controls Co.’s eastern 
operations. 

Other appointments include 
Frank H. Post, chosen to replace 
Miller, George Mertz as assistant 
to the general manager of the 
thermostat division, and Freeman 
G. Cross, who will replace Jean 
V. Giesler, general manager of the 
Fulton sylphon division, upon re- 
tirement. 

+ a * 


Moog Appoints Suttles, 
Steichen and Roelandt 


Moog Industries, Inc., has an- 
nounced appointment of Claude L. 
Suttles as manager of jobber sales. 

He joined Moog 
in 1945 as south- 
eastern district 
manager in the 
south. 

At the same 
time, Moog ap- 
pointed Mark 
Steichen as Okla- 
homa and Arkan- 
sas district man- 
ager of jobber 
sales and Edward 

Claude L. Suttles J, Roelandt in the 
same capacity in eastern Ohio, 
western Pennsylvania and western 
New York. William W. Eckard 
heads jobber sales in the eastern 
region and Robert L. Martin in the 


western region. 
+ + * 


Gar Wood Appoints 


Byrd Sales Manager 


Appointment of Dave Byrd as 
sales manager for Gar Wood Load- 
Packer refuse collection bodies has 
been announced. 

Byrd joined Gar 
Wood in 1946 as 
a retail salesman 
in Washington. 

He will direct 

Load-Packer sales 

through the 

merged Gar 

Wood-St. Paul 

dealer organiza- 

tion. He succeeds 

Harold Clark, who 

was appointed Dave Byrd 
sales manager of Gar Wood Indus- 
tries’ construction equipment divi- 
sion in Findlay, O. 


Pittsburgh Plate Appoints 


Automotive Sales Chief 


Supervision of glass sales to 
major automotive accounts is the 
new assignment of Marvin W. Mar- 

: shall as automo- 
tive sales director 
of Pittsburgh 
Plate Glass Co. 

Marshall had 

served since 1942 

as industrial-glass 

sales manager. 

He joined Pitts- 

burgh Plate in 

1927 as a student 

employe, was 

a named a clerk in 

M. W. Marshall the sales depart- 
ment a year later and then became 
assistant sales manager. 

Bd * * 


Bound Brook Appoints 


Johnson and Toeplitz 


The board of Bound Brook Oil- 
Less Bearing Co., Bound Brook, 
N. J., has appointed Harold O. 
Johnson as chairman of the board 
and treasurer, William R. Toeplitz 
as president and Samuel S. Connor 


” 


ATTENTION CAR-OWNERS! 


SENSATIONAL DISCOVERY 
INCREASES GAS MILEAGE 


ORDER FROM YOUR JOBBER 
Exclusive World-Wide Distributors 


ALONDRA SALES, INC. 


LOS ANGELES 19, CALIF. 








|as vice-president and secretary. 





| ham formerly was affiliated with! employed in automotive sales | paint division, succeeds Jones. 


|McKiernan Terry Corp. 


* * * 


| National Boosts Vaughn 


| work at Suffolk, Va. 
oa * * 


| Gar Wood-St. Paul Names 


Carl E. Vaughn has been named | Miller to Sales Post 


replacement sales manager of Na- 


tional Motor Bearing Co., Inc., Red- 


Toeplitz fills the vacancy created | wood City (Calif.) manufacturer of | 
by the death last year of William/|0il seals. Vaughn previously was 
Fisher Jennings. Johnson joined the eastern replacement sales manager 


firm in 1921 as office manager and | 
Toeplitz began in 1935 as a metal-| 
lurgical engineer. 

* ok * 


U. S. Post to Mebderman 


Lawrence J. Halderman, a vet- 
eran executive of Timken Roller 
Bearing Co., has been appointed 
director of the general components 
division of the Business and De- 
fense Services Administration. 

+ + * 


Portland Machine Names 


Pakenham General Manager 
Portland Machine Tool Works, 


|Ine., South Portland, Me., has an-| 
|nounced appointment of Thomas | 
|Pakenham as general manager. 


He will be in charge of the! 
machine tool and heavy machining | 
divisions as well as the recently-| 
expanded aircraft division. Paken-| 





at the Van Wert (O.) plant. | 


as | 
Hunnicutt Goes to Coast | 
Edward H. Hunnicutt has been 


| appointed plant manager of the Los | 


Angeles tire-manufacturing plant of | 
Firestone Tire & Rubber Co., suc- 
ceeding R. E. McGee, who died. 
Hunnicutt had been factory man- 
ager of the _ tire-manufacturing| 
plant in Pottstown, Pa. 
* * * 


Dodge Names Hanel 


For Charlotte Area 


Promotion of Theodore W. 
Hanel jr., to the post of Charlotte 
(N. C.) district manager for | 
Dodge has been announced by 
F. J. Dugan, regional sales man- 
ager. 

Hanel joined Dodge in Decem- 
ber, 1954, as district manager at | 
Roanoke, Va. Previously, he was 


|}agent for the East Point 


Ross Miller has been named sales 
manager for Gar 
Wood-St. Paul 
Frate-Gates. Mil- 
ler joined Gar 
W ood Industries 
in 1920. 
Frate-Gate, a 


full-power hy-| 


draulically oper- 
ated truck loader, 
is part of the re- 
cently combined 
Gar Wood-St. 
Paul truck equip- 


ment line. 
os ok + 


Pittsburgh Plate Shifts 


Jones, Welch, Keefer 


Walter H. Jones, formerly pur- 
chasing agent for Ditzler color 
division, has been appointed assist- 
ant to the general manager of 
purchases in the paint and brush 
division of Pittsburgh Plate Glass 
Co. 

William H. Welch, purchasing 


(Ga.) | 


| Clyde A. Keefer, a buyer, succeeds 
Welch. 


* * 


Buick Chooses Sibley 


James W. Sibley jr., special rep- 
resentative on Buick’s jet engine 
and tank transmission programs 
since 1951, has been named super- 
intendent of the parts and service 
plant. He succeeds the late Henry 
F. Rogers. Sibley joined Buick in 
1944. 


* 


+ 


Mirror Bright Names 


Rogers to Sales Post 


Maurice Meguiar, of Mirror 
Bright Polish Co., Pasadena, Calif., 
has announced a new special brands 
sales division and appointment of 
William P. Rogers to head the new 
unit on the West Coast. 

Rogers has been with an oil com- 
pany for nine years as supervisor 
of TBA sales. 

* * * 


Holley Carburetor Picks 


Thompson and McBeth 


Appointments of R. K. Thompson 
as assistant manager, manufactur- 
ing service division, and Carroll R. 


McBeth as assistant to the execu- 
(Continued on Page 45, Col, 3) 
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|sentative of Manufacturas Indus- 
triales Reunidas, Madrid. As an 
Army officer in World War II, he 


Au tT Oo P e r S oO n n e | was manpower chief of the Selec- 


tive Service System. 


: Pe ; ; * * * 
Match [ccurate| ’ ° * 
Met 4 all . — (Continued from Page 44) Cappi Appointed Manager 


r 

war and Truck I ° 
YS Calors| on tive vice-president, are announced| keep them informed of the latest |Of 3 Auto-Lite Plants 

2 ° b on. by Holley Carburetor Co., Detroit.| methods in this phase of the Electric Auto-Lite Co. has ap- 

hd r ; ee Thompson joined Holley in 1933) automobile field. Dean is a former | pointed Joseph A. Cappi as man- 

ahs Be ULL) r and in 1953, was named assistant) partner of Dean-Ritchie Motor | ager of Plants 2, 15 and 20 in 
to the executive vice-president., Co. (DeSoto-Plymouth), Ogden, | Toledo, succeeding 
McBeth joined Holley as an engi-| Utah. | ee Claude W. Pound, 
neer in 1941, and in 1952, was Be ae | ies who retired. 
| appointed quality control manager.) 4, Q, Smith Appoints Cornell | Cappi has been 


a ie | : , i, | ‘ a vice-president of 
|To Two Executive Posts hetedite alae 


3-M Names Thompson, West | = < Cornell has been elected| & , a. tai 
; - | ; 1950. He joined 
Minnesota Mining & Mfg. Co. has| executive vice-president and a di- Safe-T-Stat Corp., 
appointed James E. West saleS|rector of A. O. Smith Corp. which later be 
manager of the Los Angeles branch! His election to the board followed | came a part of 
office, and E. T. Thompson jr. sales|the resignation of Anthony von| Auto-Lite, in 1925. 
manager of the St. Louis branch. | Wening. The executive vice-presi-| Pound had 
i ee 7 ao we oe | dency had been vacant since 1951.| served with Auto- 
ae 2 DeSoto Appoints Dean as oe ie |__ 4. Copp = Lite for 41 years. 
: |Garnett Named Manager He became a vice-president in 1943. 
In Los Angeles Region 


Sherwin-Williams Host to Ohio Jobbers— Joseph M. Dean has been ap- | Of Highway-User Unit eat 


A new way to match automobile colors when spot retouching is necessary was| pointed Los Angeles regional | G. Tinsley Garnett has been Berghoff Heads Paint Sales 
presented to Northern Ohio automotive jobbers during a meeting at Sherwin-Williams business management manager, | appointed manager of the special For Pittsburgh Plate Unit 
Co., Cleveland. Shown discussing the subject are, from left, Bruce Campbell, Sherwin-| according to Y. M. Posthuma, services department of the National | Guy J. Berghoft h b oe. 
Williams automotive representative; J. A. Barber, J. A. Barber & Son Co., Youngs- | DeSoto regional manager. Highway Users Conference in sinted ° amen os as ae int 
town; L. E. Lazarus, Ohio Battery and Ignition Co., Canton, and J. H. Haller, Auto- Dean will give dealers manage- | Washington. Pp ge a anager of pain 


fr 5 is ‘ . G tt formerly was U. S. repre-| Sales for the merchandising division 
motive Supply and Equipment Co., Akron. ment assistance and in general ae saaeitioman ? of Pittsburgh Plate Glass Co. He 


previously had served as assistant 
to the division’s vice-president. 
* * +” 








Variety Stamping Names 


Regener Sales Manager 


Franklin A. Regener has been 
promoted to sales manager by 
Variety Stamping Corp., Cleveland. 

Regener joined Variety 3% years 
ago. Prior to that he was associ- 
ated with Detroit diesel engine 
division of General Motors for 11 
years. 

* * * 


American Airlines Shift 


G. Marion Sadler has been ap- 
pointed passenger sales director of 
: : American Airlines, with headquar- 
: ters in New York. Sadler, formerly 
™ i Buffalo sales manager, succeeds 
E Herbert J. Lyall, now vice-president 
; : in charge of the New England 
. region. 

; RGR EE 


* * * 


Eaton Puts Ochs in Charge 


Of Axle Division 
i Robert C. Ochs has been ap- 
pointed general manager of the 
. axle division of Eaton Mfg. Co. 
Ochs, who joined Eaton in 1947, 
had been serving as assistant gen- 


eral manager of the axle division 
for the past year. 
* oa * 


...and it’s built with a high percentage of , wisi, tite deen 
: parts interchangeable with Timken-Detroit® =~ 1 ve < DeSoto has established an indus- 


4 trial relations department, accord- 
° “ ; : p ing to L. I. Woolson, president, who 
standard single axle components ; r~ ey. jar has nemed Chace Ee 
i =, * é 5 re. former employment and employe 
. , : services director, to manage it. 
: ‘ ¥ gid Eschenbach joined DeSoto in 1937. 
There are important payload benuses for truckers w : cS te 
‘ . tandem ‘Over pounds é . 
in TOA's new — < ae ; : Mack Motor Truck Picks 
. sacs operators lite dian 8500 extra ) pe - fps Tyson as Vice-President 
ton-miles of payload during an average 75,000-mile Robert W. Tyson jr., manager 
; * of the bus division of Mack 
trucking year. | #y Motor Truck Corp., has been 
eS : fice-president of the 
maintenence also gained : named a vice-presi 
important odvantages _— firm, a subsidiary of Mack 
Trucks, Inc. 


* * + 


AMC Promotes Lang 


Robert F. Lang, formerly assist- 
ant director of industrial relations 
for the Hudson special products 
division of American Motors Corp., 
has been appointed personnel direc- 
tor of AMC’s 


oe Be " ‘9 i tee : sel le Dt ; sirens See 
G itllamyeta eae Mr Inert 
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front 
mounted single telescopic hoists have been 


TELESCOPIC HOIST—A line of 
marketed for use with 8 and 15-foot 
bodies. Known as the Uni-scopic series, 
the hoists are said to have greater lift- 
ing capacity, yet weight less than under- 
body hoists. Payload capacities range 
from 3 to 14 cubic yards and 9 to 20 
tons, it is claimed. Hoist cylinders are | 
three-stage with 5 or 6-inch stage sleeves, | 
depending on hoist capacity. Galion All- | 
steel Body Co., Galion, O. 


| 





SERVICE CONTROLLER 


The ‘Tally 
Dial" service controller is designed to 
tell the daily capacity of each department, 
which departments are slow and need 
more jobs, and where to concentrate sell- 
ing effort, it is claimed. The unit is avail- 
able mounted on a masonite clipboard, or 
with mounting bracket for write-up desk 
and mounting bracket that can be at- 
tached to any clipboard. Automotive Sales 
Aids Co., 22624 Harper Ave., St. Clair 
Shores, Mich. 





+ * * 


Continental Generator 


Continental Motors Corp., 12800) 
Kercheval Ave., Detroit 15, Mich. | 
has introduced a generator (12-volt, 
three-ampere) which makes it pos- | 
sible, the firm said, to have a start-| 
ing and lighting system on any| 
piece of equipment (scooter, midget 
racer, lawnmower, garden tractor, 
etc.) powered by Continental air- 
cooled engines. The battery, the 
company said, is kept charged by 
the same generator that provides 
power for lights. 


| 
| 








TIRE CHANGER — The Truck Tireman | 
is designed for use by one man on| 
tubeless and conventional truck tires. Im- | 
portant feature is said to be its tilting | 
action which’allows the upright portion | 
of the machine to be tilted over on its | 
base so that heavy wheels can be slipped 
onto the center post without lifting. The 
precision-built machine is bolted perma- 
nently in place. Coats Co., Fort Dodge, la. 


Graver Door Panels 


Available for ’56s 


E-Zee-On door-repair panels for 
1955-56 Ford, Chevrolet, Pontiac 
and Mercury cars are being shipped 
by Graver Industries, Inc., accord- 
ing to officials of the company. 


E-Zee-On door repair panels 
come complete, ready to use, with 





| not 
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TRUCK NEW PRODUCTS 


die pierced lock and door-handle | § 


holes, Graver said. 

For a listing of panels write | 
Graver Industries, Inc., P. O. Box | 
4027, Cleveland 23, O. 


* * * 


. —_~ 


PLASTIC SIDE RACKS—Reinforced plastic | 
side racks for 24, 35 and 40-foot flat 
bed trailers are available to the truck- 
ing industry. The Plasti-Glas racks are | 
available in 78 and 90-inch heights for | 
all three lengths. Precision made of spe- 
cial plastic materials with metal stakes 
laminated into the panels, the racks are | 
subject to shrinkage or expansion, | 
it is claimed. Plasti-Glas, Inc., 1604 S. | 
W. Tenth Ave., Portland 1, Ore. | 

. -@ Ss 


Refinishing Outfits 
Binks Mfg. Co., has introduced 
three “job rated” car refinishing | 
outfits with infrared drying ovens | 
for automobile and truck refinishing | 
shops. Each is a “package” contain- | 
ing everything a shop needs to re-| 





finish a certain number of cars per | 


day. Copies of Bulletin O.B. may |<itcviation of air. 


writing Binks Mfg. Co., 3122 Car-| tion of the seat in virtually any truck, it 


roll Ave., Chicago 12, Ill. 


* * * 





SCREWDRIVERS — The “Handy Dandy” 


| magnetized screwdriver set, with steel wall 


bracket, consists of six different screw 
drivers, each with non-inflammable plastic 
handle. Hardened tempered steel blades. 
David Freedman, 1848 Merribrook Rd., | 
Philadelphia 31, Pa. 


HOOK — The Jiffy hook, attachable to 
any smooth, flat surface, can be mounted 
on an auto window in any quantity with- 
out interfering with the window's oper- 
ation in its channel, it is claimed. Made 
of tough adhesive cloth with a steel in- 
sert for added strength, the hook will 
hold up to 15 pounds when properly in- 
stalled, it is said. Jiffy Enterprises, Inc., 
150 N. Thirteenth St., Philadelphia, Pa. 





| Saran, the material is said to allow full 





TRAILER HITCH The Baker Hitch- 
Master is an all-purpose trailer hitch said 
to fit all cars through 1956 models. En- 
gineered for positive attachment to mini- 
mize side-sway, the unit features a 
chrome-plated cover guard that provides 
added protection to rear lights and fen- 
ders, it is claimed. Baker Hitch-Master, 827 | 
Pine St., Oakland 20, Calif. | 


* * * 








TRUCK SEAT 


A breathable fabric | 
cover, shown above, is now standard | 
equipment on the Bostrom Level Ride 80 | 
suspension truck seat. Made of woven 


Also shown are the 
be obtained, without obligation, by universal risers which enable the installa- 
is claimed. Two rubber springs under- | 
neath the front of the seat, heart of 
| the torsional suspension system, are said 
|to absorb the jolts and shocks of rough 
| ride motion. Bostrom Mfg. Co., 133 W. 
—— Milwaukee, Wis. 
es 1 


| Stonset Compound Provides 





|Repairs to Concrete Floors 


Said to provide quick repairs to 
concrete floors, Stonset is a spe- 
cially formulated compound which 
requires “only 40 minutes from 
| troweling to traffic.” 
| The compound is also recom- 
|}mended for anchoring machines and 
bolts to concrete floors. For full in- 
| formation write Stonhard Co., 1306 
| pring Garden St., Philadelphia 23, 

e. 





- 








STORAGE BAGS—Small industrial parts 
are said to cost less to store and handle 


efficiently in these transparent reusable 
bags, above, with self-locking closure. 
Both film bag and closure are made of 
Bakelite polyethylene. Produced in shapes 
and sizes to fit different parts, these bags 
are also made in multiple-pouch form to 
hold a number of parts separated by sealed 
partitions to prevent contact between 
them. Palyfab Co., 3511 Eagle Rock Bivd., 
los Angeles 65, Calif. 


* * * 


| Shock Absorber Tester 


Produced by Gabriel 


A testing device enabling repair- 
men to check cars for worn-out 
shock absorbers is being dis- 
tributed by Gabriel Co., 1028 Cham- 
ber of Commerce Bldg., Indian- 
apolis. 

L. W. Klein, Gabriel sales vice- 


; 


president, said the device takes 
three minutes to test front shocks 
on virtually any make of car. The 
testers are being made available 
now, he said, through Gabriel dis- 
tributors and jobbers across the 
country. 


wi) 


CHAIN GATE—The Republic chain gate 
for van-type trucks and trailers is now 
available custom-made to individual spe- 
cifications. Produced in a variety of 








TRUCK SEAT BASE —The Sky-Ride pneu- 
| matic seat base is said to eliminate all 
| shocks, bumps and jars which-hinder the 
| driving of heavy vehicles or mobile oper- 
|ating equipment. The unit features a 
| hand-operated pump and a_ three-way 
valve for use with air supply of vehi- 
| cles, mounted with safety relief valve. 
| The unit, 90 percent aluminum and weigh- 
| ing approximately 28 pounds, operates 
| on approximately five pounds of air and 
| riding is controlled by adjusting ‘ride 
knob" to obtain any degree of cushion- 
ing, it is claimed. Sky-Ride, 601 S. Ram- 
| part Bivd., Los Angeles 57, Calif. 

a 





finishes, the Republic chain gate has a| 


hasp-type fastener that assures 
are said to be rust-proof. Bolt and Chain 
Division, Republic Steel Corp., 3100 E. 
Forty-fifth St., Cleveland 27, 0. 


* * * 


Little Giant Offered 


National 


for the Little Giant 
spray type fire extinguisher, ac- 
cording to Astoria Mfg. Co., 42-02 
Vernon Blvd., Long Island City 1, 
N. Y. Little Giant is said to ex- 
tinguish small fires in home and 
industry, including electrical and 


gasoline-caused blazes. 
~ a 7 





GEAR-SHIFT CONTROL—The Spicer Air 
Assist control is a pneumatic unit de- 
signed to simplify gear shift procedures 
when used with any synchronized Spicer 
five-speed bus or truck transmission, it is 
claimed. The unit's cover is installed in 
place of the standard geor shift 
cover and includes valve, cylinder and 
all operating mechanisms. The operator 
goes through the motions as with the 
conventional transmission, but compressed 
air provides the power to do the actual 
work involved, it is said. Dana Corp., 
4100 Bennett Rd., Toledo 1, O. 


* * * 


Blue Screwdrivers 


A complete line of 37 medium- 
priced screwdrivers has been mar- 
keted by P&C Tool Co., Box 5926, 


Portland 22, Ore. The screwdrivers 
have blue plastic handles. 
* 


* * 





MUFFLER CLAMP — The Complete 
muffler clamp features a 360-degree 
sealed tightness that is said to prevent 
tube bulge when assembled, and requires 
no tube notching. Overall clamp design 
eliminates clogging with dirt and corro- 
sive materials, making removal and re- 
assembly possible, it is claimed. Standard 
sizes range from 2 to 4 inches. Complete 
Mfg. Co., 4900 Stickney Ave., Toledo 
12, O. 


secure | 
locking, it is claimed. Frame and fastener | 


distribution and pro-| 
motion plans have been completed 
pressurized | 


lever | 





BRAKE BONDING AID — Designed for 
use with anvils or ovens, the Westbrook 
| Pyrometer is said to prevent bond failures 
|due to improperly cured adhesive. A 
| special thermocouple tip placed at the 
| adhesive bond-line, accurately registers 
adhesive curing temperatures while bond- 
ing is in progress, it is claimed. West- 
brook Industries, Inc., 140 Malverne St., 
Newark 5, N. J. 


* z * 


Graver Develops Valve 


| A spray valve has been deveolped 
| by Graver Water Conditioning Co., 
|New York. Designed for use with 
| deaerating heaters and hot process 
| softeners, the main feature of the 
|valve, according to Graver is a 
| parabolic plug which provides a 
| constant flow angle. 








MAGNETIC PLATE CLAMP—The Porto- 
Magnetic plate clamp is said to be a 
lightweight, self-contained unit, combin- 
ing a magnetic base and a fast operating 
jack, for use in welding heavy metal 
plates. The plate clamp is a combination 
tool which can also be used in conjunc- 
tion with a hoist to lift and spot plates 
in position, it is said. The unit's magnetic 
grip has a lifting power in excess of 
3,000 pounds on a direct pull, it is 
claimed. 

i © @ 
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LOADING DOCK BUMPERS — Fiex-O 
loading dock bumpers, constructed of re- 
versible rubber-coated fabric, are now 
being manufactured in three sizes. The 
bumpers are made in standard lengths of 
14 and 36 inches, and a standard thick- 
ness of 4% inches. They are designed to 
cover a facing depth of either 6, 9 or 12 
inches. A pair of bumpers is adequate 
for any single dock, it is claimed. Bumper, 
Inc., 2534 Detroit Ave., Cleveland 13, 0. 
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than any other newspaper 


$896,000,000! That’s what the people of 
Greater Philadelphia spend for automobiles 
and accessories each year. 


How do you get your share of these sales? 
Talk to the prospects! Contact them regu- 
larly with your sales message in their favor- 
ite newspaper, The Evening* and Sunday 
Bulletin. 


Throughout giant, growing, 14-county 
Greater Philadelphia (A.B.C. City and Re- 
tail Trading Zone), The Bulletin is a potent 
sales-starter. Philadelphians trust it, shop 
it, respond to the advertising in it. 


And they are showing particular ‘interest in 
The Sunday Bulletin and its colorful new 
format. Featuring 10 different sections, 
with R.O.P. editorial and advertising color, 
it is bright, fresh and easy to read—pub- 
lished on our new presses, in new type, in 
the most modern newspaper plant in the 
world. 


Philadelphia families, long noted for their 
solid buying power, make ideal, regular cus- 
tomers. To sell ’em, tell ’°em in The Bulletin. 


The Bulletin is Philadelphia. 


*Largest evening newspaper in America 


In Philadelphia nearly everybody 
reads The Bulletin 


Advertising Offices: Philadelphia, 30th and Market Streets 
New York, 342 Madison Ave. @ Chicago, 520 N. Michigan Ave. 


Representatives: Sawyer Ferguson Walker Company in Detroit 
Atlanta © Los Angeles @ San Francisco 
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Lawsuits Affecting Dealers ... 


Court Decisions 


By Leo T. Parker 
Attorney at Law 
ONSIDERABLE discussion has 
arisen from time to time over 
the legal question: What proof is 


necessary for a creditor, or trustee) 


in bankruptcy, to recover posses- 
sion of an automobile purchased by 
an insolvent purchaser? 

According to a late higher 
court decision, circumstantial evi- 
dence is sufficient. 

For illustration, in A. S. Menick 
vs. Goldy, 280 Pac. (2d) 844, the 
testimony showed: One Goldy had 
a daughter named Edith Allen 
Goldy. The daughter purchased an 
automobile for $2,421 cash with 
money she claimed was given her 
by her grandmother. 

The testimony showed that the 
grandmother had not earned 
enough money to file an income 
tax return for several years. 
Nevertheless, the grandmother 
testified that she gave the $2,421 
to the daughter. 

In the meantime Goldy was in- 





solvent and the trustee in bank- 
ruptcy sued the daughter to gain 
possession of the automobile on the 
grounds that Goldy, while insolvent, 
purchased the automobile with his 
own funds and with intent to de- 
fraud his creditors placed the au- 
tomobile in name of his daughter. 

The lower court held in favor of 
the trustee. 

* * * 

Insolvency a Barrier 


_ higher court approved the 
verdict and ordered the daugh- 
ter to give up possession of the 
automobile to the trustee, saying: 

“When the automobile was pur- 
chased defendant (daughter) knew 
her father’s financial plight and 
that his liabilities were greater 
than his assets. Goldy was in- 
solvent and was seeking to circum- 
vent his creditors. 

“It may be reasonably inferred 
that the money used to pay for 
the car, if in fact Goldy did not 
and the grandmother did give 








it to the defendant, was Goldy’s. 

“We think it patent the reason- 
able inferences which may be 
drawn from the evidence amply 
warranted the trial court in con- 


cluding that Goldy, while insolvent, | 


purchased the car with his own 
funds, 
and with intent to defraud his 
creditors placed the car in the 
name of his daughter.” 

~ a * 


Bank Dishonored Check 


oS a higher court held 
a bank liable for the full value 
of an automobile which a depositor 
forfeited as a result of the bank’s 
failure to pay a monthly payment 
check given the depositor to the 
dealer from whom the automobile 
was purchased. 


For illustration, in Herbert v. 
Bank of America, 281 Pac. (2d) 
380, the testimony showed: A man 
named Herbert purchased an auto- 
mobile under a conditional con- 
tract of sale with monthly install- 
ment payments. 

After several monthly payments 
were made by Herbert to the auto- 
mobile dealer, he mailed a check 
drawn on the Bank of America for 
a monthly payment. Although Her- 
bert had money on deposit with 


and without consideration | 





~ 
~ s Pd ~ 


YT 
Mt 
V YS 
Deo, Seis. = ‘ 
Fan P2/4 ~ ve ox ag t 
A car driven by steam was in- 
vented by a Frenchman, Nicholas 


Cugnot, in 1770. Its maximum 
speed was 2% m.p.h. 





the bank, his check was dishonored 
and unpaid. 


* * * 
Court Holds Bank Liable 


ERBERT sued the bank to re- 
| cover damages for the wrongful 
dishonor of the check. The testi- 








JAGUAR FOR’56 





New practices—new program—new product—new opportunities 
with “‘the finest car of its class in the world.” 


DISTRIBUTION - Jaguar distribution has been com- 
pletely reorganized and revitalized. Effective January 1, 1956, there 
will be seven distributors east of the Mississippi as follows: New York, 
Washington, D. C., Indianapolis, Cleveland, Detroit, Hampton, Va., 


Miami. West of the Mississippi: Los Angeles. 


PARTS DEPOT. SERVICE SCHOOL 
—On January 1, 1956, the Central Parts Depot of Jaguar Cars North 
American Corporation was opened. Here a complete “factory” inven- 
tory is maintained within minutes of key cargo airlines, insuring 
24 hour emergency delivery to any part of the country. The Parts 


Depot also houses the Jaguar Service School . . . where expert factory 
representatives offer a complete course of instruction in servicing the 


Jaguar to qualified dealer technicians and mechanics. 


THE JAGUAR LINE - consisting currently of the ex- 
citing Jaguar XK-140 in 3 body styles (convertible, closed coupe, and 


roadster), the distinguished Mark VII sedan and the world’s most 
famous Sports/Racing car, the “D” Jaguar. The entire line will be 
supported in 1956 by the most intensive advertising campaign ever 


to be placed behind an imported car. 





The XK-140 Hardtop Coupe 








The Mark VII Sedan 


DEALERSHIPS -—A fewexcellent territories are still avail- 


able for dealer consideration. We believe that thanks to the vigorous 
and aggressive program behind Jaguar in ’56—the Jaguar franchise 
will be the most valuable franchise in the imported car field. 


For further information, write to 


Jaguar Cars North American Corporation 
32 East 57th Street, New York 22, N. Y. 


/ 





The “D” Competition Car 









mony showed that as a result of 
the dishonor of the check the 
dealer repossessed the automobile 
and sold the same pursuant to the 
terms of the contract. 


It is interesting to observe that 
the higher court held the bank 
liable to Herbert for the market 
value of the automobile. 

The court said: “We agree that 
the measure of plaintiff's (Her- 
bert’s) recovery is the market 
value of the automobile. It is 
settled that one owning a qualified 
interest as conditional vendee in 
personal property who is wrongful- 
ly deprived thereof is entitled to 
recover its full value as against 
one having no ownership in the 
property.” 

* #* 


‘Unlawful Purpose’ Rule 


ACCORDING to a late higher 
court decision, an automobile 
purchased under a conditional con- 
tract can be seized and confiscated 
by Government agents if it con- 
tains merchandise or materials 
likely to be used for unlawful pur- 
poses. The automobile dealer, there- 
fore, can recover no money due on 
the vehicle. 


For example, in Henry Grady 
Snead v. United States, 217 Fed. 
(2d) 913, it was shown that the 
Government agents seized and 
confiscated a motor vehicle which 
contained a load of yeast and 
barley malt on ground that it 
was intended for use in violation 
of the internal revenue laws. 


The higher court approved the 
confiscation because in the area 
where the vehicle was seized, the 
load of yeast and barley malt would 
normally be used only in connec- 
tion with illicit distilling. The court 
said: 

“In the light of these circum- 
stances, there can be no reason- 
able doubt but that Snead had the 
yeast and malt in his possession for 
an unlawful purpose.” 

* * a 
Car Stolen from Shop, 
Owner Says in Suit 

SYRACUSE.—Austin Reeves, who 
claims his car was stolen and 
wrecked while being serviced, has 
filed suit for $2,925 against Castle 
Car Co. (Ford). The $2,925 is the 
purchase price of the car. 


Reeves contended that he left his 
six-week-old car at Castle June 22 
to be serviced. He said that when 
he returned five days later, he was 
told the car had been stolen. Police 
later returned the wrecked car to 
Castle, he said. 


Castle maintained that Reeves 
asked company officials to leave the 
car outside with the keys in it so 
he could pick it up if the garage 


was closed. 
* 


* x 

N. J. ‘Blue Law’ Invalid, 
Supreme Court Rules 

TRENTON, N. J.—New Jersey’s 
Sunday “blue law,” which dates 
back to 1704, has been ruled un- 
enforceable by the state supreme 
court. 


The majority opinion was that 
since no penalty was prescribed in 
the law “it is beyond the power of 
the court to prescribe a penalty.” 
The action came over a car which 
was being washed on Sunday. The 
court said it could do nothing about 
the situation except call it to the 
attention of the Legislature. 


Buick Claims Lead 


In Power Steering 


FLINT.—Buick last week claimed 
industry leadership in the produc- 
tion of automobiles equipped with 
power steering in 1955. 


Ivan L. Wiles, Buick general 
manager, said Buick built 384,701 
cars with power steering in 1955, 
some 20,000 more than any other 
manufacturer. This amounted to 
49.2 percent of Buick production 
last year, Wiles added. Power steer- 
ing is standard equipment on Road- 
master and Super series, optional 
on other models. 





Speedway Shifts to Buick 

Speedway Motor Sales (Dodge- 
Plymouth), Cranston, R. I, has 
changed to Buick. John B. Mar- 
chetti and Alfred DeAngelus are 
partners. The firm has been in 
business for 28 years. 
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For ten wonderful years, Holiday magazine has been 
the voice and inspiration of America’s New Leisure... | 


Holiday came into being at a time when the Big Change in American living was just begin- A 


ee 
Wek TR “ 


ning—a change to the active enjoyment of leisure in every way. As no other magazine, it 


pennies ham amyscianeane™ 


, 
? 
b 


caught the spirit of its time. 


PEP HER ER LO OPEL" AMC 
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and America’s New Leisure is the most important | 
new factor in selling today! 






z 

The impact of the New Leisure on sales has already been tremendous, and—on its 10th birth- ; 

v ‘* . i 
day—Holiday suggests: in the years ahead it will be unbelievable. Right now would be a good 
time for you to join the 51 automotive advertisers who reach America’s drivingest 850,000 3 


families (15 billion miles a year) in the pages of Holiday. 


A CURTIS MAGAZINE 
















HOLIDAY leads the new life of leisure! 





DeVoto, Aubrey Menen, and many others. 
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Don’t miss Holiday’s unforgettable 10th Anniversary Issue 
on the New Leisure—a significant portrait of your own golden 
present and your future in articles by James A. Michener, 


Bruce Catton, Clifton Fadiman, E. B. White, Bernard 
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national, 18; White, 5; Diamond T, | International, 31; GMC, 20; Dodge, 


(Continued from Page 20) 


national, 6; Dodge, 5; Mack, 5; 
Seagrave, 3; Diamond T, 1; Willys, 
1, and Volkswagen, 1.— (Robert E. | 
Sconce.) 


* * * 


Salt Lake City 
A sharp drop marked adeiaioe| 
sales in Salt Lake City enue, 
January, according to figures of 
the Utah Automobile Dealers Assn. | 
Registrations totalled only 652, a) 
decline of 43 percent from the De-| 
cember total of 1,147. | 
The drop 


more severe—57 percent. January’s 
total was 107, compared with 248 in 
| the previous month. 

January new-car registrations 
by make were: Chevrolet, 152; 
Ford, 108; Buick, 100; Oldsmo- 
bile, 73; Pontiac, 45; Plymouth, 
39; Mercury, 32; Cadillac, 21; 
Dodge, 21; Chrysler, 17; DeSoto, 
16; Volkswagen, 10; Lincoln, 4; 
Nash, 4; Hudson, 2; Packard, 1; 
Studebaker, 1, ‘miscellaneous, 6. 
Truck registrations were: Ford, 


in trucks was even/|26; Chevrolet, 25; GMC, 24; Inter- 








1; Dodge, 1; Kenworth, 1; Mack, 
1; Willys, 1, and miscellaneous, 4. 


ibid’ 


Plymouth’s bid to recapture third| 
place in sales got off to a good 1956) 
start in Baltimore city. Plymouth! 
was an easy third in January reg- 
istrations. 

The 2,535 new cars registered 
in January included the follow- 
ing: Chevrolet, 709; Ford, 515; 
Plymouth, 314; Oldsmobile, 243; 
Buick, 200; Pontiac; 155; Dodge, 
100; Mercury, 62; Chrysler, 53; 
DeSoto, 43; Cadillac, 39; Packard 
and Studebaker, 28 each; Nash, 
19; Lincoln, 13; Hudson, 9; mis- 
cellaneous, 5. 

New-truck sales totalled 249. They 
included: Ford, 84; Chevrolet, 80; 





Quantity 


| PRODUCTION 


oy 
GREY IRON GASTINGS 


| 9; Mack and miscellaneous, 7 each; 


| White, 6; Brockway, 3; Autocar and 
| Willys, 1 each.—(Kate Savage.) 


* x * 


Providence 


Dealers delivered 1,277 new cars 
in Providence during January, ac- 
cording to figures compiled by the 
Rhode Island Automobile Dealers 
Assn. 

This amounted to a 23 percent 
gain over the December total of 
1,037.. 

New-truck registrations, by jump- 
ing from 117 to 163, showed an in- 
crease of 40 percent. 

By make, new-car registrations 
were: Chevrolet, 261; Ford, 255; 
Oldsmobile, 145; Plymouth, 141; 
Buick, 125; Pontiac, 74; Cadillac, 
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/1; Studebaker, 1; 


| 94; Plymouth, 84; Pontiac, 


63; Mercury, 41; Dodge, 36; 
Chrysler, 26; Nash, 26; Stude- 
baker, 25; DeSoto, 20; Hudson, 8; 
Lincoln, 8; Packard, 5; Imperial, 
3; Clipper, 2; Rambler, 1; Willys, 

1, and miscellaneous, 11. 

Truck registrations were: Ford, 
41; International, 39; Chevrolet, 32; 
GMC, 15; Mack, 9; Dodge, 7; White, 
5; Diamond T, 3; Reo, 2; Stude- 
baker, 1, and miscellaneous, 9— 
(Ruth M. Eddy.) 

* * 


Denver 

Registrations of new cars and 
new trucks in Denver increased 
sharply in January. 

The month’s new-car total was 
1,805, up 40 percent from the De- 
cember total of 1,290. The January 
truck total of 212 amounted to an 
increase of 53 percent over the 
previous month’s 138. 

A year ago, January registrations 
amounted to 1,205 new cars and 130 
new trucks. 

New-car registrations were: 
Chevrolet, 501; Ford, 423; Olds- 
mobile, 163; Buick, 144; Plym- 
outh, 121; Pontiac, 92; Dodge, 
78; Mercury, 67; Cadillac, 54; 
Chrysler, 35; Lincoln, 25; Stude- 
baker, 25; Nash, 19; Hudson, 16; 
Volkswagen, 10; DeSoto, 9; Im- 
perial, 7; Packard, 5; Clipper, 4; 
Willys, 4; English Ford, 1; 
Singer, 1, and Triumph, 1. 

Truck registrations were: Chev- 
rolet, 74; Ford, 63; GMC, 23; In- 
ternational, 11; Dodge, 7; Ken- 
worth, 7; Willys, 7; Divco, 2; Reo, 
2; Diamond T, 1; FWD, 1; Mack, 
White, 1, and 
miscellaneous, 11.— (Ira R. Alex- 


ander.) 
* * * 


Columbus, O. 


New-car registrations in Frank- 
lin County (Columbus), O., in the 
first 15 days of February ran 23 
percent higher than in the com- 
parable period of January, accord- 
ing to figures compiled by the 
Columbus Automobile Dealers 
Assn. 

February’s 15-day total was 1,094, 
compared with 890 for the com- 
parable period of the _ previous 
month. 

In both instances, Ford held top 
spot in registrations. 

The February breakdown was: 
Ford, 310; Chevrolet, 282; Buick, 
71; 
Oldsmobile, 64; Dodge, 49; Mer- 
eury, 34; Cadillac, 23; Chrysler, 
20; DeSoto, 17; Nash, 12; Stude- 
baker, 7; Volkswagen, 7; Hudson, 
5; Packard, 5; Imperial, 4; Lin- 
coln, 4, and Willys, 2 

Truck registrations amounted to 
103 in the first half of February, 
a gain of 35 percent over the count 
of 76 for the first 15 days of Janu- 
ary. 

February registrations were: 
Ford, 30; Chevrolet, 29; GMC, 22; 
International, 9; White, 7; Dodge, 3; 
Mack, 1; Studebaker, 1, and Willys, 
1. (Best Strang.) 


‘New Book Traces 


Development of 


The Automobile 


NEW YORK.—A new history of 
the rise of the automobile has been 
written by Merrill Denison, play- 
wright and author (The Power to 
Go, Doubleday, 324 pages, $5). 

The book is one of the American 
Industries Series. 





ae Nae 


Denison points out that the early 
development came first in Western 
Europe, especially France, due to 
Napoleon's military road program. 

America, with poor or nonexist- 
ant roads, was a late starter, but 
the Model T Ford, with its high 
road clearance, created such de- 
mand that it made mass produc- 
tion necessary. 

World War I spurred the devel- 
opment of roads and, when the 
states discovered that the auto as 
well as the fuel it used was a big 
source of revenue, the auto, in 
effect, built its own roads. 

Denison traces the development 
of movable, packaged power, as 
well as the “web of wonder” the 
modern auto has brought about 
through the great migration to the 
suburbs. 


Oliver, Dickey Move Up 

William M. Oliver has been ap- 
pointed process development engi- 
neer at the Port Huron (Mich.) 
plant of Acheson Colloids Co. He 
replaces Bart Dickey, who has been 
promoted to production manager. 
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The Chevrolet Dealer Planning Comumtttee 





ers That’s a thumbnail history of 
— Chevrolet’s Dealer Planning Com- 
mittee—the oldest, most successful 
group of its kind in the industry! 


The fact that a// Chevrolet dealers are represented by the 
committee—each having a voice in discussion of problems 
affecting his business—is a major reason for the committee’s 
unparalleled success. Each year, dealers vote to elect Zone 
Committees which in turn elect Regional Committees. From 
these, a National Committee is elected and meets in Detroit 
to discuss dealer problems and to formulate resolutions for 
consideration. 

Advertising and merchandising ideas are discussed. New 
car model changes are suggested. Service problems are gone 
over and service programs are devised. Dealer suggestions of 
all kinds are aired before the committee. Result: as many as 
six hundred or more separate resolutions are passed by the 
committee in a single year! 

In the Committee’s twenty-year history, a great majority 
een of the suggestions made by dealers have been put into 
"he operation to the benefit of dealers, factory and customers alike. 
That’s action—really doing something about dealer prob- 

lems. And that’s seamwork—dealer cooperation on an aston- 
_ s ishingly large scale. It’s no wonder Chevrolet’s is the most 
to imitated of any dealer planning committee organization. 
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big YOU'LL PROFIT MOST WITH CHEVROLET—AMERICA’S 
FOREMOST AUTOMOTIVE FRANCHISE 
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sh.) CHEVROLET BIMISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN 
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BOYERTOWN BUILDS 


the Most Complete Line of 


DELIVERY BODIES 
“Retler Built" Since 1872 





Merchandiser 
Models MF-8, 10, 12 


Models MC-8, 10, 12 him the Best — 


Customized joe 
PRODUCTION Models a 
for EVERY Business 


v ENGINEERED for Efficiency 
v¥ CUSTOMIZED for Versatility 
v¥ MASS-PRODUCED for Economy 





For Hard-Hitting, Fact-Filled Sales Aids—Write to 











SAFETY BELTS 
Now Safer, Better- 
Than-Ever 
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Now Life-Gard gives greater protection, added convenience. 
New LYFE-LOK?t metal-to-metal type buckle prevents wear 
on webbing. Double spring, cam lever locking action assures 
positive locking and powerful impact-resistance. It locks in- 
stantly and remains closed under impact inertia of 30 G’s. It 
will not release accidentally . . . yet releases instantly, simply 
by lifting lever. LYFE-LOK buckle is convenient to use, easily 
adjusts to correct size and snug, comfortable fit. 





New LYFE-LOK buckle, plus specially woven, mildew- 
resistant 100% nylon webbing, rigid floor brackets and re- 
inforcing plates make Life-Gard Safety Belts one of the safest, 
most convenient belts on the market. Exceeds all current 
strength specifications and requirements. 


TERRITORIES OPEN FOR SALES AGENTS 
Sold direct to automotive jobbers and dealers. 


Write for information. 






*T.M. Reg. t+ Patent Applied For 


LIFE-GARD DIVISION 
CARTER PRODUCTS CO. 


30 Ww Grand Rapids, Michigan 


lonia Ave., S$ 





YFE-LOK BUCKLE 





News to Note... 





Auto World in Brief 


WEST HAVEN, Conn. — Arm- 
strong Rubber Co. is planning a 
series of sales and promotional 
meetings throughout the country 
beginning Jan. 23 and continuing 
through March 26. 

Two separate groups will be sent 
from Armstrong’s home office here 
to meet with Armstrong distributors 
and dealers and help them with 


chandising programs. 
* * * 


$400,000 Expansion Slated 


At Eaton’s Massillon Plant 


CLEVELAND. — A 
|gram which will add 38,000 square 
feet of manufacturing space has 
been announced by: Eaton Mfg. Co. 

R. H. Daisley, administrative vice- 
president, said the expansion is 
scheduled for Plant 1 of the com- 
pany’s Reliance division, Massillon, 
|O. It is expected to be completed 
| this summer. 


* * * 


Fire Destroys 38 Vehicles 

DOUGLAS, Ga. — Thirty-eight 
new cars and trucks, several trac- 
| tors and other farm equipment 
| were destroyed in a $500,000 fire 
| at Farmer’s Brick Warehouse 





| here. Haley-Cowart Co. (Ford), 
| owned most of the burned cars. 
Several Studebaker autos and 
some farm equipment were owned 


| by John Adams, former Stude- | 


baker dealer. 
* * * 


McCord in New Home 


| WAUSEON, O.—McCord Corp., 
|} assembler of air-conditioning units 
|for automobiles, has occupied its 

new $178,000 building here. The 
| Structure has 66,000 square feet of 
| floor space, about twice as much as 


| before. 
| * * * 


New L. I. Credit Office 


NEW YORK.—Tilden Commercial 
Alliance, Inc., Brooklyn auto-finance 
|}company, has opened a branch 
office at 138-78 Queens Blvd., Ja- 
| maica, Long Island. The office will 
| Operate as TCA-Jamaica under the 
| Supervision of George Rankell. 
* * * 


| $5,000 Fire Loss 


ATHENS, O.—A fire caused $5,000 
damage to Beasley & Mathews, Inc. 
(Ford). 





BS ok * 
|Vinyl Resin Prices Cut 
8.5-13% by Bakelite 
| NEW YORK.—Bakelite Co. has 
|reduced the prices of vinyl resin 
from 8.5 to 13 percent, depending on 
the type, according to George C. 
| Miller, president. 
| He said that Polyvinyl chloride 
| type resins are reduced from 31 to 
|27 cents per pound and vinyl 
chloride-acetate copolymer VYHH 


mh a 








Caught in the Act— 


their sales, advertising and mer-| 


$400,000 pro-| 


lis reduced from 35 
| pound. 


to 32 cents a 


+ * * 
Eleonora to Build 

PASSAIC, N. J.—A new polyvinyl 

chloride plant is being built for 
| Eleonora Chemical Corp. here by 
Scientific Design Co., Inc., New 
York. 

This plant will produce polyvinyl 
chloride, the raw material used by 
| its parent company, Pantasote Co., 
| here. 

* +. ok 


Warner Picks Illinois 


BELOIT, Wis.—A _ million-dollar 
| manufacturing plant will be built 
| by Warner Electric Brake & Clutch 
|Co. this summer three miles south 
of here. The Illinois location was 
|chosen because of the Wisconsin 
| income tax, according to Steven P. 
| J. Wood, president. 

* * 


*x 
McKenzie Sentenced 


MILWAUKEE. — Robert D. Mc- 
| Kenzie, 40, former vice-president 
of McKenzie Chevrolet Co., La- 
Crosse, Wis., has been sentenced to 
18 months in a Federal prison for 
income tax fraud. McKenzie had 
| pleaded guilty to filing a fraudulent 
return on his 1947 and 1948 personal 
|income and also was fined $5,000. 
| McKenzie lost his Chevrolet fran- 


| chise after his arrest last spring. 
| * * * . 


Safety Mark Set for Ford 


DEARBORN.—Ford Motor Co.’s 
| glass plant has established a safety 
| record for the glass-making indus- 

try, according to National Safety 
| Council figures. The plant recorded 
| more than 5,200,000 man-hours with- 
| out a disabling accident. The previ- 
|}ous mark was 4,703,497 man-hours, 


the council said. 
| * * * 


Stevens Co. Opens 


| WVIDALIA, Ga.— Auto moldings 

;}and stretch fixtures to fabricate 

| auto parts are included in the man- 

|ufacturing program of W. A. 
Stevens Co., a new tool and die firm 

| in Vidalia. 

| * * * 


Spectrographers to Meet 


CHICAGO.—The American Assn. 
|of Spectographers will hold its 
|}seventh annual conference here 
| May 4. Subject of the meeting will 
|be “New Developments and Tech- 
| niques in Spectroscopy.” Contribu- 
| ted papers are invited in the fields 
| of emission, X-ray fluorescence and 
absorption spectroscopy. 

* * * 


New Status for Acorn 


EAST DETROIT, Mich. — Acorn 
| Products Corp. has been reorganized 
| and now is the Acorn Products 
| division of its parent company, 
Pressed Metals of America, Inc. 


| Acorn’s new mailing address is 
' 22349 Groesbeck Highway. 





Jack Snyder, left, of Snyder-Lynch Dodge, Hollywood, Calif., leads entertainers 
Pat Morano and Denise Parr in chorus of the song used in the firm's advertising 


campaign. Model of jet plane atop car 
traffic into showroom. 


was used as a promotional piece to get 
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belts 


Not just belts— these are ALOFS LYFE-BELTS with the 
new LYFE-LOK* Metal-to-Metal Buckle that tests jam-free 
up to 30 G’s! The 100% Nylon webbing is stitched with 
Nylon thread for extra strength and plastic treated to main- 
tain shape and resist mildew. It tests over 4,000 lbs. loop 
load. We've tortured this belt a hundred ways and com- 
pared it with every model we could buy, beg or steal. We 
say, unconditionally, it is the finest of the lot. ALOFS 
LYFE-BELTS come in Red, Blue, Gray or Green — are 
available in tempting, self-display cartons. WE ARE LOOK- 
ING FOR JOBBERS AND DISTRIBUTORS — NOW! 












LYFE-LOK BUCKLE 


"HARDWARE ASSEMBLY 


*Patent Applied For 


ALOFS MANUFACTURING COMPANY 


We make the complete kit, including floor brackets of the 
same tempered steel as the buckle — load-distributing re- 
inforcing plates, bolts and lock-nuts also of heavy steel, all 
exposed parts are heavily zinc-plated. Everything you need 
for a super-safe, customer-pleasing car belt installation. We'll 
sell hardware separately, too — whether you are a manu- 
facturer, distributor or jobber, we will be pleased to discuss 
our streamlined costs and dependable delivery schedules. 
JUST WRITE, WIRE OR CALL US TODAY: 


345 32nd St., S.W 


Our LYFE-LOK Metal-to-Metal Buckle not only 
exceeds every CAA requirement by more than 1,000 lbs. 
— it also gives you the strong competitive advantage of 
superior styling and performance. Note the satin smooth 
chrome plating, completely free of sharp points and 
edges. And wait until you’ve seen it work! Just insert 
tongue to fasten — lift lever to release. This buckle re- 
leases instantly under 250 lbs. load with only 5 to 10 lbs. 
pressure — yet it cannot be released accidentally! WE 
WILL SELL OUR BUCKLES SEPARATELY FOR 
YOUR OWN BELT ASSEMBLY. 


and hardware 


id \ x 


ALOFS LYFE-BELTS 





Grand Rapids, Michigan 





Per 
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For 14-Ton Studebaker Trucks .. . 


Non-Slip Differential 


SOUTH BEND. — A non-slip dif- 
ferential is being offered for the 
first time as factory-installed equip- 
ment on Studebaker’s half-ton 
trucks, according to Harold E. 
Churchill, general manager. 

The Twin-Traction unit is avail- 
able on all half-ton models in the 
Transtar line for $26.50. 

According to Churchill, chief ad- 
vantage is that the new differential 
permits operations when weather 
and road conditions would not 

* 2 * 
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How Differential Works— 


The above drawing illustrates action of 
Studebaker's Twin-Traction differential in 
the division of driving power or engine 
torque between rear wheels. Connected 


to the engine, the driving gear transmits | 


torque to the differential case (1). 
case revolves, motion is transmitted to 
the cross pins (2) which drag the pinion 
gear teeth (3) across the teeth of side 
gears (4) causing them to turn with the 
case. The side gears are interlocked 
with the axles, causing them to turn. The 
driving force of the differential case 
forces the cross pins along the ramps of 
the cam surfaces (5) as shown in the upper 
right insert. This exerts a force against 
the side gears, forcing a clutch cone (6) 
into frictional contact with the case. The 
greater the driving torque, the greater 
the locking effect imposed on the differ- 
ential (bottom right insert). Friction be- 
tween the differential case and side gear 
clutch cones restricts the turning of the dif- 
ferential gears and controls transmission of 
driving torque to both wheels. This re- 
sults in pulling power being applied to 
wheel with best traction. 


As | 








allow efficient operation with a con- 
ventional differential. 


The Studebaker differential is 
said to divide the driving power 
or engine torque between the rear 
wheels in a way that is directly 
opposite to conventional differ- 
entials. The major engine driving 
force is transmitted to which- 
ever wheel has the best traction. 


Churchill said the main purpose 
of the non-slip differential is to 


manager, said Studebaker-Packard 
engineers have been carrying out 
a continuous testing program for 
the last three years to perfect the 
unit which could be placed on mass 
production basis at relatively low 
cost. 


He forecast an acceleration of 
differential development activity 
throughout the industry as a re- 
sult of Studebaker’s move and 
said that non-slip units should be 
available on most light-duty 
models within two to three years. 


Besides new safety and operating 
economies, the new differential has | 
important maintenance advantages, 
Keller said. Tire wear is reduced 
with the elimination of wheel hop- 





allow trucks to operate when the 
traction of one wheel is limited, a 
condition frequently met on _ ice, 
snow, gravel or other adverse driv- 
ing conditions. With the new differ- 
ential, slipping and spinning is vir- 
tually eliminated, as up to 80 per- 
cent of the power is sent to the 
wheel which has traction, he said. 


William A. Keller, general sales 


Trucker’s Test 
Shows Value 
Of Safety Belts 


NEW YORK.—tTruck safety belts 
and speed-recording instruments 
contribute to accident prevention, 
according to the results of a trans- 
continental road test conducted by 
Allied Van Lines, long - distance | 
movers. 


For two months Gerald L. Byerly, 
an Allied Van driver from Omaha, | 
operated a special moving rig 
equipped with a safety belt, a tach-| 
ograph which records driving| 
speeds, a mobile telephone and| 
modern loading devices. | 


Byerly reported that the airline- | 










type safety belt he used throughout | 
the trip was comfortable and that) 
it relieved him of fatigue by help-| 
ing him maintain proper posture | 
and by absorbing vibration. 

The tachograph, which automati- | 
cally records whether the vehicle | 
is idling, speeding and how long it | 
is in use, was found to be an excel- | 
lent safety aid because it verified 
the time the equipment was in use| 
and whether speed laws were vio- 
lated. 


| 
Clift Succeeds Trull | 


Thomas W. Clift has been ap- 
pointed general manager of Timken | 
Roller Bearing Co.’s plant at St. 
Thomas, Ont., succeeding John C. 
Trull. 


ping on rough surfaces and turns, | 





and in wheel spinning. In addition, 
wear on the gears in the drive train 
is reduced and the useful life of 
the unit is increased substantially, 
he said. 
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A scene from the Augusta (Me.) auto show shows part of the display in the Armory. 


It was the city’s second annual affair and about 15,000 persons attended. 


| for three days. 





It ran 


New Commercial Car Registrations, 


28 States for January, 1956-1955 


Truck registrations by states | | 





















































"The information contained in this report has been compiled from official state documents. 


are released here weekly, a3 | grock-| Chev- | D a | Stude- | 
compiled by R. L Polk repre- wer | rolet — |Dodge! Ford a Mack | Reo | baker | White | Willys | Misc. 
sentatives in state capitals. | @ | 
10 States Previously '56 2623 55 425| 2290 891; 1237 138 12 Wt 166 167 89; 8214 
__Reported for January __ 55) 2] 1981] —S 9 622) (1946, —552)_—=*t'172 83 53 7 139 189 43) 6880 
Arizona "56 58 14 27 19 ~ 2 2 4 4 138 
Da ee ye 55] 74 39 112 29 : 43 a | | oS 8 13 a o.. i 328 
Colorado "56 341 3 57, 266 100 10! 5 5 14 7 50 i 960 
Siar ___ 55) 248; st] S74 232| 76} 5, Sa | 12 5 76| 6) 828 
Connecticut "56 2 184 14 49 159 71 104 42 7 12 23 30 21 718 
4 Ci ae Si wa. 149 “ 64 : 146 65 67 _ 2 “3 ; 2 32 10 . 8 a 554 
Florida "56 820 5 110; 744 231 212 48 10 29 48 37 24, (2318 
= fo | ee 119) 617|_——‘166 178; 49 6} 31] —S 34 79\__—'10,_—*1853 
| Kansas "56 313 1 33 254 75 105 2 9 3 12 4 gil 
i ee ‘si | as}; |S} 888] 8328] a 201.2] 
Maine 56 I 138 23; «135 65 59 10) 13 5 15 12 476 
: ‘5S oT) 25| 84) 8 a 6) | 4s | ee 
Minnesota 5; : aan} a 70; 363 109 167 6 15 3 28 4) 1109 
: : 55 37|_ Ss 101, 422)}_— 75] —_—=199) ee 6} 35] —S42|_—s(1283 
Montana "56 ~ 110 1S 27 137 61 122 7 4 9 4 35 7 523 
55 100 4 127 4ij 63} Se 61; 8} 453 
Nevada "56 39) 12; 40 19 9 3 & 2 130 
- ‘55 33 15 4) 9 93 i Se Je 
New Jersey "56 8 461 25; «188 478 214 231) 65 9 15 48 17 15\ 1784 
55 26 416 12) 144 397 185} 152. mi ee ee 28| 1527 
Ohio "56 | 833 12 191 928 247 420 45 22 42 87 23 14, 2864 
55 2 7; 7 216 726| _—‘158 434, 24 1 me & 67 27\- 2537 
Oklahoma "56 a oo 37 293 1g 121 i" 9 16 2 9, 1002 
___ 55 359 40 290 ae ee 10 17 13; 2) 9 
Rhode Island "56 — a a a a 48 5 3 4 7 7 2 234 
a 51 ee 80 6 32] 4 a | ee 
South Dakota "56 7 114) 3 23 130 71 122 4 3 2 24 16 512 
55 110 34 136} = 35] 4a} 6 2| 3h 498 
Tennessea "56 | | il ‘132|. «372 165 170 4 7 7 48 15 1366 
ae 428 2 :23] 398) 125) 38] Lae 2! Hh _1257 
Vermont —.- oh ae ee oe 42 17 22 23 3 2 28 1 185 
‘55 29 \ 17) 38 9) 2 ' I ; 35) __182 
Virginia ‘56 1 452 1, 80, 436 144 140 50! 7 20 38 35] 3) 1407 
55 1 362 \ 114 383) 74) ‘1:36 16 3] 14 20 27 2| 1153 
Wyoming "56 59 eZ 80) 21 42 2 7 1 15 2 251 
‘55 93 21 57 44 29 2 72 tat a oe 
28 States Reported "56 24) +7824; +126) %I511| 7239) 2658) 3440| 455 98 327 510 550 240| 25002 
To Date for January ‘55 33 6706 76 1906 6570 1871 | 3379 237 97 270 436 783 159 22523 


Every reasonable precaution has been 


exercised to insure accuracy of this report to the extent of the registrations received Rar | a f a time the report is published. 


R. L. Polk & Co. 





cannot assume any liability by reason Se inaccuracies or omissions.’ 


Polk Co. 





New Passenger Car — 29 States for mt January 1956-1955 









































































































































Car registrations by states chy | | 
oo atte ot “Fantee | Plym- | “LER Chee. | Olds. | Pon- |G. M.| Pack: | Stude- 
- : : F ‘ 
ccemdiaiiess In stake coptelt. Dodge) outh TOTAL| Ford pannel | rolet mobic! tiac |TOTAL| ard | 
Eight States Previously 56) 157; 250 9 407 424 32; 360| 696; 1990; 3502; 3981; 113) 929 6; 5029} 2106; 465! 4921; 1553| 1435) 10480 153; 303! «= 456| +=. 212|- 20086 
Reported for January ‘55 127 198} 325) «533 44) 382; ~—840}_—«-2278| +~—«4077| ~—3407 95| 859 4361| 1975; 416) ~—-3058| _—«*t619|_—«1580! ~— 8648 66} —277| ~—«343)~——«129)_—«*17883 
Estocods 56 38| 88; «126 105 9 85; 188; 362) 769; 1135) 66; 238) 1; 1440; 461; 135; (481; 435; 339; 2851 32| 8! 113 34, 5333 
55) 44) 76| ‘120 149) 16 79 177| 359} 780, ~—864 29; 194) | 1087} 424) ~—s«110)_—— 789) 362} 364) 2049 5} 54) — 69] 2] 4126 
Connecticut 56) 56, 145) 201; 220 21; 140} ~—«377; ~S 603) 1361) —«1372| 41; 316 6, 1735) 707; + 185, 1481; 717) 530) 3620) 98 155| 253 195, 7365 
‘55 | 57| 138 195} 248 17 115} 327) =~ 806} =—-1513! 1272! 37| 304 1613} 732) ~——207|_—=*:N27 580! 559 3205; += 38} = 95} ~—133]_—st |= 778 
Gevide 56 161; = 129; 290, 223} 31) 182; 461; 959) 1856) 3506) 159) 5 11} 4327; 1476) 522) 5139) 1467; 936) 9540) 77 198; 275; 213) 16501 
‘55 | 65} 65}_—150} ~—275| 37} 203) 461} «1360! 2336) 352! 72; (574 4167| _1286| 394) ~—-3363|_—«1047!_— 887! 6977, 29 194} 223) _~—«*140|_:13993 
Iilinois *56| 428} 575; 1003) = 794 80; 719; 1224) 3434) 6251; 6214) 272) +1781 27| (8294) +3756) +1141, 8847) 3441| 2522! 19707; 270;  608|  878| 90| 36223 
55 339458) 797/918} 79) 544) 1352) = 3348) 6241) +4955] =~ 168) _—«1438 6561; 3723) 1103; _—-3983|_—«3252| 2385) «14446 134) 461) 595) 151) 28791 
Maine 56 21 39 60 37| 2 28 62; 200; ~—«329) += 402 17 9 518 182 41 468 139; 156) 986 1 42 53| 35; «198! 
Obl one is AT) BAP # LY 45 75|_ —260)_—437|_~—— 477 8 8 S71} 179] 44) 416] ~~ 122] ~— 155] te] SiS] 8} S19] 028 
Maryland : 33) 72 105 166 9 149; 328) 920) ~=«1572| ~—«*1706) 39/255 1) 2001 671; 134) «2331, += 669, + ~=—-567! += 4372 101 126; 227 64; 8341 
‘55 | 46 60) 105,16! 10; 163) 347} — 942) (1623) «1366 \7| 269 1652] 825} ~—«155|_—«1457|_— 499] ~— 672) 3608} = 23) 107)_—S 130! = 35} 7154 
Michigan "56 134) 300) 434) S439 43; 509; 927) +2055, +3973 +5607) 230) + «=11I5 13) 6965) 3399, 1350) 7717) 2328; 1717| 16511; 157| 327) 484 130) 28497 
‘55 | 107; 195) 304) 692} = 80} ~— 533) 1521] + 2667/ +5493, 7530) ~—s174! ~—«15 86 | 9290| 4338) 1424) 6248) ee 262) _-394|_~—=—88|_- 33046 
Minnesota ‘56 | 56 133 189 105 10 107; 217) ~—S—«421 860, 1237 39| (344 6 1626) 643) 1531814) 563/331) 3504 33 150; 183] 23) 6385 
‘55 | 64] 65} 129) ~—272|_ SS} _—s82 353/821 —:1643|—«1698| = 36] 406) =~ | 240] 88) ~—s212}_—1078| ~— 848} 606} = 3562) 38] 152} 190), ~S 36] ~—7700 
Montana "56 i8 22 40; «32 4 15 62 98; 21 300 13 86 399, «128 39| «397 130; 88! = 782 15 28 43) It; 1486 
iT Gee ‘ss| 3 i ae Ea a ea 9| 50 290} 132) ~—S43|_— 366] 134) 0}, 735) Sb 35] 4t] 4} 1295 
Nevada _ "56 1 6 7 15 2 16 28 43 104 160 8 rT 1 210 62| 25 153| 61 | 35/336] 7 15 22 17; 6% 
‘55 Pas A se dg ger A 28 ee a Oe AES a ee 2 ae Oo AP AB] 2S 4 SH |. 494 
New Jersey "56 202; —«283)—Sts«4788 58) 493; 818) 1798) 3645) 3040 143/750 10) 3943) 1927; 516) 3524) 1522; 1052) 8541 126; 285; = 411) ~~ 236| «17059 
a 5S 103 173} 276; ~—650!_—S 41} — 518} —810]_— 2110; 4129) ~—2897; ~—Ss79i_— 968} ~—S| «= 3944) = 2064] ~— 536) 2716} 1655) S50) 8521 78| 238; 316 118) 17304 
North Carolina ‘56 36) 7 128 155 é 122; 2261762) —«4271| «1986! 35' «326 4| 235! 783; 155, 2050) 639) 543) 4170 41; 145 186 26; 8132 
55 22; 31; 53) a9} = 9} 54} 338 0} 1330) —*1824 34; 285} =| 2843} ~—-700)_~—=ste2}_—«*t508) ~— 52) ~— 625] 3516) = 28} 4] 4 32] 7188 
Ohio "56 157; 329, +486) ~—«580 57, 608) 128)! 2366) 4892! 5785  201| 1179 12| 7177) +3052; +799) + 6646, 2506, 2075; 15078) 226) 409, 635 150| 28418 
| 55) 169} 253) 422] 762/83) ~—42|_~—«1520) +2763] +5770) = 351i ~—st47|_—«1313)_ 6811; 3137) 815) 3298) 2296 ~—-2236|_*:11782| 126 345; 471) —«165) 2542 
Oklahoma 56 17 40 57 54 5 58} «145 321; 583) «1104 33/243 1380; 460 94, «(1448 378 314) 2694 19 74 93 18; 4825 
eae 55 24]. 24 45 65} 3} ~— 62} ~——s105) ~— 304} ~—s539) ~=—ozi sis 194 1004 407) ~—s81}_—sbt7|_—354! 329) «1788 Sha ee 12} 3438 
Rhode Island ‘56 17) 49 66 | 52 2 40) 79; 256; 433)—Ss 411 12 100 2 525| 235) 74,479, «230; ~—S120)~—=«*1:38| 10 46 56| 27| (2245 
‘55 24) 43 67| 4% 5} 61] 12) 359} =~ 633} 52a} W12) 652} 273] =~ 76] 477} 245) 200! _—s1 2711 13| 46 59) 19| 270 
South Dakota "56 17| 39) 56) 45 3 34| 87; 162) —S—«331 542 18 #6 ! 647; 211 | 48 624) «195 118) «1196 13 40 53) 2) 2285 
‘55 7| Wiaiee) ee” < | Same omer «legs 3 ee <<) eS 83} |  459| 250] ~~ -43| 389] 198 151} 1024! 16! 46 62 12) 2054 
Tennessee 56 23) 55 78 97| 7; 104) —«o240; S64) N2|~—«*1622 19; 305 3) 1949) 794) 121| 2220) 736) 443) 4314] 36! 94 130 1) 7594 
55 17 58 | 75 139}. «4 105 -319)_—— 875} «1442 ~—«1832! 21! 306 21591774 137] 1679) 644 573; 3807! 31! 95 126! 20! 7629 
Vermont "56 4) 22| 26! 14) 15) 33) 85) 147) ~—«191 3 48 242 76| 14) +176) ~—-69] 71; 406 5| 17) 22 18; 86! 
55 2 5| 7| 25 1| 16! 27) 86} 1551 1351 30| 166) 75) 17} 132) 48] 65] 337 a. tg 16 8 689 
West Virginia "56 17) 52) 69) 62| 1 57; 170; 340) 630) —731| 18) ‘*120] 1} 871) 306) 58 794; 223; 215! 1596) 24| 58; 82 13) 326! 
55 WW 22 39/102! oi. 5. 190; aaa. S688) 2a} | | a a hh ea 48; 57} st | 2776 
Wisconsin 56 74) -231{ ——«305) 98 | 1) 123) 226-382) = 840) (1066) 52 243) 2) (1363) 686 159|1357| 536] +317) ~—-3055| 46) 89 135) 16) 5714 
‘55 7) 256] 347/264) 16} 215! 417) ~— 941} 1853! —«*1288) ~~ 37} (365) _ | 1690} 1093) 249)_—'1248} 1004) 808) 4402 18} 3] 134] 51| 8474 
Wyoming 56 5} 13} 18} 22) 2) i 46) 63; 144| ~—s«*L67| 10; 49) 1 227| «15 | 35| «304 76| 62/592) 10/ 10) 20) 3; 1004 
55 7] 10} i, ee A 25 54]. 97] 202) =8;_ —SBi_— | 85] ~StB} S23} tC "an a 19| 3) 1030 
29 States Reported "56| «ISS1| 2883) 4434) 4217! 399| 3975] 7921| 18304) 34816) 42265) 1541| 9305! 108) 53219! 22236; 6263! 54371! 18613! 13986| 115469| 1510/ 3300/ 4810/ 1544) 214292 
To Date for January 55 1360} 2216} 3576} 5731} —473|_—-4154! ~— 9576! 21858! 41792) 41158! 1021’ bit 51790! 23698) 6339 34554) 18536) | 16888! 100015! 820) 2794) ~—-3614)_—*1205! 201992 








“The information contained in this report has been compiled from official state documents. Every reason- 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations 


; 


R. 


received and tabulated at the time ‘the , Feport is published. Rm. k 


by reason of inaccuracies or omissions.’ L. Polk & Co. 


Polk & Co. cannot assume any liability 
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“SURE GLAD I BOUGHT HER A USED PLYMOUTH” 





His dealer sold him on Plymouth’s unused mileage —the factor all used car customers want. 


His wife sold him on Plymouth’s greater safety, comfort and economy. 


Result: a satisfied customer! These facts show why: 


PART-BY-PART PROOF OF PLYMOUTH’S 
ENGINEERING LEADERSHIP IN THE LOW-PRICE 3! 


Comparison based on 1954 models of the low-price 3, which you will be getting as trade-ins in great 
measure this year. Most of these Plymouth engineering advantages apply in other model years as well. 





Resistor-type Spark Plugs. ....... YES NO 
Exhaust Valve Seat Inserts ....... YES NO 
Chain-type Camshaft Drive ....... YES YES 
PUNE 4 44 6 6 #0 ee YES NO 
PEE ES 5 5 sk Ss we ee YES YES 
oe YES NO 
Corer Og 5 oe te et te YES NO 
*Safety-Rim Wheels .... se eecee YES NO 
*2-cylinder Front Brakes. ........ YES NO 
*Independent Parking Brake ....... YES NO 
*Electric Windshield Wipers ....... YES NO 
Oriflow Shock Absorbers ........ YES NO 
*Widest, Most Rigid Frame ....... YES NO 
ee Oe ere ee ee ae YES NO 
Complete Rustproofing of Bodyshell .. . YES NO 
*Full-width Defroster Vents ....... YES NO 


Plymouth| CarA Car B 


Supreme as ‘‘Second Car’’! More and more motorists 
are making that “second car” a used Plymouth . . . discover- 
ing its economical long life and ease of handling in con- 
gested shopping areas. They like Plymouth’s exclusive 
safety features*, too. 


Plymouth No. 1 Taxi! There are more Plymouths used 
evidence of low upkeep, top stamina. 


BEST BUY NEW...BEST BUY USED! 
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AUTOMOTIVE NEWS, MARCH 5, 1956 





Average Used-Car Auction Prices 


1955 


(Compiled by Automotive News from auction reports.) 


$875 $868 $851 


$827 


Feb. March Apr. May 


Market Trend 


The overall average price of 
used cars sold at auction last 
week declined galy one dollar, 
according to Automotive News’ 
index. 

Helping steady the overall av- 
erage were increased prices for 
three models: ’52s went up $7, 
56s went up $5 and ’5is went 
up $3. 


$810 


June 


| 


$789 $769 $747 


$725 


duly Aug. 
* Prices of '56s added; 


Sept. Oct. 
’*48s dropped. 


Declines were as follows: 49s, 
down $1; °50s, down $2; ’54s, 
down $4; ’53s, down $5, and ’55s, 
down $8. 

The new prices established for 
55s and ’54s represented record 
lows. 

At a group of representative 
auctions last week, the average 
consignment was 143.5 vehicles, 
compared with 1533 a week 
earlier. The sales ratio was 75.6 


1956 





percent last week, down a bit 
from the 77.8 percent recorded in 
the previous week. 

Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) indicates power steering. 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale of Feb. 20.) 

(Sold 220 cars out of 280 offerings.) 
BUICK—’56 Century Riviera, $3,095* (ps); 


Special station wagon, $3,035* (ps), $2,- 
730*; Riviera, $2,620*. '55 Century Rivi- 
era, $2,175*, $1,950* (ps); Special Rivi- 
era, 2 at -$1,875*. '54 RM Riviera, $1,- 
725*; Super Sport coupe, $1,585*. ’51 RM 


Riviera, $550*. '50 Special 4-dr., $195*. 
CADILLAC—'56 (62) club coupe, $4,470* 
(ps). °'55 (62) coupe de Ville, $3,675* 


(ps); conv., $3,620* (ps). ’54 (62) 4-dr., 
$2,985* (ps). '52 (62) 4-dr., $1,520* (ps). 
"49 (62) 4-dr., $430*. 

CHEVROLET—’56 Two-ten (8) Handyman, 
$2,445*, $2,410*; Bel Air (8) 4-dr., $2,- 
415*; Bel Air (6) 4-dr., $2,105*, $1,755. 
’55 Corvette, $2,090*; Bel Air (8) 2-dr., 
$1,510, $1,460*; Two-ten (8) 4-dr., §$1,- 
335. '54 Bel Air 4-dr.. $1,055*, $1,010* 
(ps); One-fifty 2-dr., $805*. ’53 Bel Air 
Sport coupe, $965, $870; 2-dr., $815, 
$805, $765, $735*; Two-ten Handyman, 


$895*. '52 SL Deluxe 2-dr., $555. ’50 SL 
Deluxe 2-dr., $310, $255. 
CHRYSLER—’56 NY 4-dr., $3,425* (ps), 


$3,035* (ps). 
(ps); Windsor 4-dr., $1,910* (ps). ’54 
NY 4-dr., $1,350* (ps), $1,310* (ps). ’53 





NY 4-dr., $1,0080* (ps); Windsor 4-dr., 
$810 (ps). 

| DeSOTO —'53 Fire Dome (8) 4-dr., $950* | 
(ps). 

| DODGE ’55 Royal (8) 4-dr., $1,730*; 

| Lancer, $1,700*. '53 Coronet (8) 4-dr., 

| §820; station wagon, $705. °52 %-ton| 
pickup, $380. 

FORD—’56 Fairlane (8) Country sedan, 
$2,440* $2,315, $2,275*; Victoria, §$2,- 
220*, $2,195* (ps); 2-dr., 2 at $2,020*; 


| 
| 
Main (6) 2-dr., $1,590*. '55 Fairlane (8) 
Victoria, $1,800* (ps), $1,795, 


*53 Crest (8) Country sedan, $1,040; Cus- 
tom (8) 4-dr., $750, $590* (ps). ’52 %- 
ton pickup, $510. ’51 Custom (8) Vic- 
toria, $440. ’50 Custom (6) 2-dr., $125. 
MERCURY — ’56 Phaeton 4-dr., 
| Montclair coupe, $2,465. °55 Montclair 
| Sport coupe, $2,180*, 2 at $2,110* (ps), 








these Wagner Air Brake Protection Valves 
work hand-in-hand to help you. . . 


safeguard tractor-trailer units 


(--- Protection for tractor. Wagner’s Tractor Protection 


Valve does away with out-dated shut-off cocks that many times 
accidentally release tractor air pressure. Completely “foolproof.” No 
preventive maintenance service is required because valve is com- 
pletely and automatically tested each time hose line is coupled or 





Protection for trailer 


The Relay Quick-Release Emergency Valve is actually 3 valves 


in one. 


1. As a relay unit, it controls braking applications in 
trailer... prevents ramming, binding or bumping. 


2. Quick-release action speeds trailer brake release. 


3. As an emergency unit, it automatically applies trailer 
brakes in case of trailer breakaway or an abnormal 


drop in trailer emergency line pressure. 


Hose need not be disconnected when valve is serviced. For the 
complete story on these Wagner Air Brake Protection Valves, 
write for Bulletins KU-153 and KU-154. 


Wagner Air Brake Systems are complete ...everything needed for air-over-hydraulic or 


uncoupled. 


If the trailer is accidentally uncoupled, the tractor protection valve 
automatically seals the tractor brake system. 


In the event of loss of reservoir pressure due to leakage in the trailer 
system, this automatic sealing action also preserves the brakes in 


the tractor. 


If there’s a sudden loss of air pressure due to breakaway, line failure, 
or normal uncoupling, the amount of air escaping from the tractor 
reservoir is negligible... air pressure drop in the tractor system is 


less than 5 p.s.i. 


aie... 


Y 





’55 NY St. Regis, $2,450* | 


$1,695*; | 
Custom (8) 2-dr., $1,425, $1,285, $1,180. | 


$2,785* ; 





— 


2 at $2,085* (ps), $2,060* (ps); Custom 
2-dr., $1,645*. '54 Monterey coupe, $1, 
465*; 4-dr., $1,285, $1,125*. °53 Custom 
4-dr., $910. 

OLDSMOBILE — '56 
$3,030* (ps); 
4-dr., $2,495*. 





(88) Super Holi day, 

Deluxe Holiday, $2,575. 

'55 (98) Holiday, $2, 160° 
(ps); (88) Super 4-dr., $2,150* (ps) ‘i 
(98) 4-dr., $1,700* (ps), $1,580*. 

| PACKARD—'53 Clipper 4-dr., $545*. °51 
4-dr., $510*. '50 4-dr., $170*. 

PLYMOUTH—'56 Belvedere (8) Sport coupe 
$2,375* (ps); Savoy (8) Sport coupe, §2,. 
160*; Savoy (6) 4-dr., $1,740. ’55 Belve. 
dere (8) 2-dr., $1,425, $1,300; Savoy (8) 


4-dr., $1,275*. '54 Plaza Suburban, §1,. 
045. '53 Cambridge 4-dr., $460. ’52 Cran. 
brook Belvedere, $400. 
PONTIAC—'56 Chieftain (8) station wag. 
on, $2,740*; Catalina, $2,350*; Star Chief 
| (8) Catalina, $2,690* (ps), $2,525* : ps), 


'55 Star Chief (8) station wagon, $2.315* 
| (ps); conv., $2,020* (ps); Catalina, §1,. 
750*. $1,700*. ’53 Chieftain (8) Catalina, 


|}  $1,050*. 
STUDEBAKER — ’53 Commander 2-dr, 
$640. ‘51 Commander 4-dr., $190. ‘59 


Commander conv., $230; Champion 4-dr,, 
$165. 
WILLYS—’56 station wagon, $2,350. '53 
\%-ton pickup, $750. ’51 Jeepster, $400, 
MISCELLANEOUS — '55 %-ton pickup, 
| $755*. ’54 International 1%-ton cab and 
chassis, $585. '52 GMC 2-ton truck, $750; 
International 2-ton truck, $650. 


CHICAGO 
(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Feb. 21.) 


| (Sold 269 cars out of 429 offerings.) 

| BUICK — ’'56 RM Riviera 2-dr., $3,025* 
| (ps); Super Riviera 4-dr., $2,925* (ps); 
2-dr., $2,760* (ps); Century Riviera 4. 
dr., $2,765* (ps); Special Riviera 2-dr., 
$2,490*, $2,470*, $2,445*. °55 Century 
Riviera 2-dr., $2,200* (ps), $2,115* (ps), 


| §$2,025*; 4-dr., $1,885*; Super conv., $2,-. 

| 185*; Special 4-dr., $1,595*. 

| CADILLAC—’55 (62) conv., $3,720* (ps); 

| coupe de Ville, $3,600* (ps); coupe, §$3,- 

| 490* (ps), $3,390* (ps); (60) Special 

| 4-dr., $3,550* (ps). °54 (62) coupe de 
Ville, $3,100* (ps); coupe, $3,025* (ps), 
$2,925* (ps). 

| CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 
590* (ps); Two-ten (6) 2-dr., $1,280*, 
$1,225*; 4-dr., $1,265; Bel Air (6) 2-dr., 
$1,055*, $1,035*. °54 Bel Air 4-dr., $945; 
Two-ten 4-dr., $930*, $875*, $865; 2-dr., 
$915*, $875*, $865. ‘53 Bel Air 2-dr., 
$850; 4-dr., $810*; Sport coupe, $800; 
Two-ten 4-dr., 2 at $705, $700*, $675, 


$670. °52 Bel Air coupe, $700*; SL Spe- 
cial 2-dr., $385. 
CHRYSLER—’55 Windsor 4-dr., 
’53 NY 4-dr., $745* (ps). '50 
port, $275*. 
DeSOTO — '55 Fire Dome (8) Sportsman, 


$1,850*. 
NY New- 


$1,925*. °53 Fire Dome (8) 4-dr., $585*. 
DODGE—’55 Royal (8) Lancer, $1,610*. 
’53 Meadowbrook 4-dr., $515*. °52 Coro- 


net Diplomat, $445*. 
FORD—’56 Fairlane (8) Victoria, $2,175*; 
4-dr., $1,800*. 
$1,900*. $1,700*, $1,610*, 


$1,590; 2-dr., 





Model Breakdown 
Of Auction Averages 








Feb., Jan., Dec., 

Model 1956 1956 1955 
PE <cocatonmeonst $2,309 $2,338 $2,372 
| 1,612 1,632 1,743 
1,062 1,077 1,133 

748 754 7% 

508 484 510 

326 320 355 

240 240 251 

183 195 180 

Average... $ 873 $ 880 $ 915 
$1,550*; Country sedan, $1,795* (ps); 
Main (8) Ranch Wagon, $1,550*; 2-dr., 


$1,100; Custom (8) 2-dr., $1,390; Custom 
(6) 4-dr., $1,220; %-ton pickup, $955*. 
’54 Main (8) Ranch Wagon, $1,215. 

HUDSON—’53 Hornet 4-dr., $480*. °52 Hor- 
net 2-dr., $350*. 

LINCOLN—’54 Capri coupe, $1,785* 
4-dr., $1,525* (ps) 
dr., $375*. 

MERCURY—’55 Monterey station wagon, 
$2,160*; coupe, $2,010*, $1,910; Mont- 
clair coupe, $2,000*; conv., $2,000*. ‘54 
Monterey coupe, $1,405*, $1,390*, $1,345*. 
’53 4-dr., $1,035*; 2-dr., $1,005*. 

NASH—’54 Rambler station wagon, $1,070. 
52 Ambassador 4-dr., $500*; Statesman 


(Ps); 
*51 Cosmopolitan 4- 





K56-1A 


straight-air systems. Line includes treadle, lever and push type application valves . . . hand valves, 
the Wagner power cluster, diaphragms and power cylinders and of course the famous Wagner 
Rotary Air Compressor. For complete information write today for Catalog KU-201A. 


. . ; 
Wagner Electric Corporation 6393 PLYMOUTH AVENUE © ST. LOUIS 14, MO., U.S.A. 
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4-dr., $415. 

OLDSMOBILE—’55 (98) Holiday, 
(ps), $2,110* (ps); (88) Holiday, 2 at 
$2,200* (ps), $2,100* (ps), $2,060* (ps). 
"54 (98) Holiday, $1,785* (ps); 4-dr., 
$1,645* (ps), $1,500* (ps); (88) Holiday, 
$1,675* (ps), $1,595*; 4-dr., $1,665", $1,- 
565*, $1,550*, $1,475*, $1,400*, $1,375*. 
’53 (88) Holiday, $1,305*. 

PACKARD—’53 (300) 4-dr., 
"52 (200) 4-dr., $315*. 

PLYMOUTH—’55 Plaza (6) Suburban, $1,- 
305. '54 Savoy 4-dr., $810. ’53 Cranbrook 


$605* (ps). 


4-dr., $875*, $600, $570, $500; 2-dr., 
$590, $555, $525. 
PONTIAC—’55 Star Chief (8) Catalina, 


$2,005* (ps), $1,900*; 4-dr., $1,750*, $1,- 


640*. °54 Star Chief (8) Catalina, $1,- 
485* (ps), $1,470* (ps), $1,425*; 4-dr., 
$1,080*. °53 Chieftain (8) 4-dr., $855", 
$805* (ps), $710, $625. '52 Chieftain (8) 
4-dr., $585*. 

WILLYS—’52 Aero 2-dr., $265. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Feb. 17.) 

(Weather bad with rain, snow and 
freezing road conditions. Sale good con- 
sidering weather. Sold 124 cars out of 
178 offerings.) 


BUICK—’'56 Special Riviera, $2,540*, $2,- 
495*. °55 Super conv., $2,030* (ps); 4- 
dr.. $2,000* (ps); Special Riviera, §2,- 


000*, $1,925*. ’54 Super Riviera, $1,540". 
"52 Super Riviera, $615*, $610*; 4-dr., 
$610*; RM 4-dr., $520*. 

CADILLAC—’56 (62) coupe de Ville, $4,- 
500* (ps). 

CHEVROLET—’56 Two-ten (8) 2-dr., $1,- 
705*. ‘55 Bel Air (8) Sport coupe, $1,- 
675*; 4-dr., $1,460*; Bel Air (6) 2-dr., 
$1,400*, $1,240. '54 Bel Air 4-dr., $1,100* 
(ps); Two-ten 4-dr., $910*. °53 Bel Air 
4-dr., $710*, $700*; Two-ten Sport coupe, 
$695; 2-dr., $610*. '52 SL Deluxe 2-dr., 
$515, $435. '51 SL Deluxe Bel Air, $480*; 
FL Deluxe 2-dr., $325*. "50 FL Deluxe 
4-dr.. $205. 

Y' "54 Windsor 4-dr., $1,060*. 


(Continued on Page 57, Col. 1) 
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2-dr., $870*. '51 (88) Super 2-dr., $520*; 


Air (8) 2-dr., $1,300. '54 Bel Air station 








$850; 2-dr., $815*, $775*; 4-dr., §$670*. 


Deluxe 4-dr., $350*. wagon, $1,215; club coupe, $1,170; 4-dr., ’52 Chieftain (8) 2-dr., $595. 
PACKARD—'52 (200) 4-dr., $500*, | ee $800. $7758 F7RO. Two ner cor | STUDEBAKER — '54 Commander 4-dr., 
PLYMOUTH—'54 Savoy club coupe, $850;| $795! 4-dr’ 3695,’ $690" Sf BL, Detun | $770. '53 Commander club coupe, $740*, 


4-dr., $840*. ‘53 Cranbrook Belvedere, 4-dr., $535. °51 SL Deluxe Bel Air, $410*; 


$820; 4-dr., $270. °51 Cranbrook 4-dr., : al ’ | ° 
$200. ‘50 Deluxe 2-dr., $155. = cligpsdolaredvsge Sopp: 


PONTIAC—’54 Star Chief (8) 4-dr., $1,- | CHRYSLER—’51 NY 4-dr., $400*. '50 4-| day. Prices are for sale of Feb. 21.) 


(Portland Auto Auction. Sale every Tues- 


(Continued from Page 56) 260*; Chieftain (8) 2-dr., $910. '53 Chief- dr., $230 | BUICK—’55 Ss ial 4-d $1,875*, '54 S 
tain (8) 4-dr., $920*, $310. '51 Silver a o — pecial 4-dr., $1,875*, 54 Su- 
51 Imperial Newport, $370* (ps). ’50; $810, 2 at $800, $775; One-fifty 4-dr.,| Streak és) 4-dr., $390°. 7 DeSOTO—'53 Powermaster 4-dr., $510*. '52| per Riviera, $1,690*; Century Riviera, 
Saratoga 4-dr., $175. | Seen. o a ee at eee woe. STUDEBAKER—'51 Champion 4-dr., $180. Custom ey $345. °51 conv., $250*. | — “aunees tel $1,085* (ps); Super 
pODGE—’51 %-ton pickup, $270. ; 4-dr., $720. '5 eluxe 2-dr., | WITLLYS—’'55 station w 3 54 | DODGE—’55 Coronet (8) 2-dr., $1,400. '54 | Viera, $825*; Special 4-dr., $805°. '52 
| $490. '51 FL Special 2-dr., $390; FL De- — agon, $1,350. °54 | ys .% | Super Riviera, $730*. '51 Super Riviera 
FORD—'56 Fairlane (8) Victoria, $1,955*; | juxe 2-dr.. $380. 50 FL, Special 4-dr.,| 2-4%, $525. "52 station wagon, $700. '51| Meadowbrook 4dr. $810°. '53 Coronet| sete “checial 2-dr., $515: RM 4-dr., 
4-dr., $1,840*. '55 Fairlane (8) Victoria, | % % ac station wagon, $330. '49 Jeepster, $480. -dr., $ . eadowbrook 4-dr., ed $475*, $320*. ‘50 Super 4-ar. $370*: 


$1,525*. '54 Custom (8) 2-dr., $805. '53 
Custom (8) 4-dr., $855*, $700; Custom 
(6) 2-dr., $460. °52 Crest (8) Victoria, 
$640*; 4-dr., $615, $500, $310; %-ton 
pickup, $490. '51 Custom (8) Victoria, 
$445*; 2-dr., $315*, $245. 


HUDSON—'51 Commodore 4-dr., $180*. *50 | 


Commodore 2-dr., $100*. 
IANCOLN—’51 4-dr., $260*. 


MERCURY—’55 Montclair conv., $1,825*. | 


54 Monterey coupe, $1,095. °53 Monterey 
coupe, $1,155*, $940*; 4-dr., $925*; Cus- 


tom 2-dr., $815*. ’52 Monterey coupe, | 


$625*; 4-dr., $440°*. 


NASH—’53 Rambler Country club, $665; 
Statesman 4-dr., $635*, $555*. 


OLDSMOBILE—’56 (98) Holiday, $2,945* | 


(ps); 4-dr., $2,745* (ps); (88) Holiday, 
$2,515*; 4-dr., $2,375*. °54 (88) Super 
4-dr., $1,525* (ps). ‘53 (98) Holiday, 
$565*. °50 (88) club coupe, $23u*. 


PLYMOUTH — '54 Belvedere Sport coupe, 
$1,035*. °53 Cambridge 4-dr., $340. '52 
Cranbrook 2-dr., $300. ‘51 Cambridge 
4-dr., $280. '49 Special Deluxe 4-dr., 
$110. 

PONTIAC—’55 Chieftain (8) Catalina, $1,- 
715* (ps). ’54 Chieftain (8) 4-dr., $980*. 
'53 Chieftain (8) Catalina, $905*; 4-dr., 
$785*. °51 Silver Streak (8) 4-dr., $310*. 
’50 Silver Streak (8) 2-dr., $300. '49 Sil- 
ver Streak (8) 4-dr., $115*. 


STUDEBAKER — '54 Champion station | 


wagon, $900. ‘53 Commander coupe, 
$625*. '47 1%-ton wrecker, $470. 


WILLYS — ’'51 station wagon, $200*. °48 
Jeepster, $300. '46 (4) Jeepster, $300. 


(Flint Auto Auction, Inc. Sale every Wed- 

nesday. Prices are for sale of Feb. 22.) 
(Prices were slightly softer than last 
week, and percentage of sales was off 
about 10 percent. The general run of 
merchandise was slightly rougher. Sold 
138 cars out of 200 offerings.) 

BUICK—’55 Century 4-dr., $2,235*; Super 
2-dr., $1,975*; Special 2-dr., $1,800*; 4- 
dr., $1,800*. °54 Super 4-dr., $1,385* 
(ps); Special 2-dr., $1,210, $1,150*, $1,- 
125. °53 Super 2-dr., $1,005*; Special 
2-dr., $875, $705. °52 RM 2-dr., $730; 
4-dr., $540*; Super 4-dr., $680*; Special 
2-dr., $375, $355. 51 Super 2-dr., $475*; 
4-dr., $300*; Special 2-dr., $420*, $275, 
$245*. °50 Special station wagon, $195; 
2-dr., $155, $100; 4-dr., $135*. 

CADILLAC—’53 (62) 2-dr., $1,650* (ps); 
club coupe, $1,625* (ps). "50 (62) club 
coupe, $690*. 

CHEVROLET-—-'55 Bel Air (8) 2-dr., $1,- 
260*; Two-ten (8) 4-dr., $1,215; 2-dr., 
$1,160. °54 Two-ten 4-dr., $900*; Delray 
coupe, $835; One-fifty 2-dr., $450. ’53 Bel 
Air Sport coupe, $765; 2-dr., $750*; 4-dr., 
$740, $715; Two-ten 4-dr., $600, 2 at 
$590; One-fifty 2-dr., $555. "52 SL Deluxe 
Bel Air, $620; 4-dr., $440*, $345; 2-dr., 
$395, $390. ‘51 SL Deluxe 2-dr., $300; 
4-dr., $390, $320*, $290*. "50 SL Deluxe 
2-dr., $240, $170; 4-dr., $175, $170. ‘49 
Carryall, $220. °46 %-ton pickup, $165. 

DODGE — '53 Coronet club coupe, $565*; 
4-dr., $440; Meadowbrook club coupe, 
$490. °51 Wayfarer 2-dr., $215; club 
coupe, $175. 

FORD—'56 Custom (8) 2-dr., $1,700. '55 
Custom (8) 4-dr., $1,205, $1,065; Main 
(6) 4-dr., $1,175. '54 Custom (8) 2-dr., 
$835, $600; Custom’ (6) club coupe, $815. 
"53 Crest (8) Victoria, $870; station wag- 
on, $850; Custom (8) 4-dr., $800, $620*, 
$595, $585, $450; 2-dr., $675, $675*, $490, 
$475, $200; Main (6) 2-dr., $600. ‘52 
Custom (8) station wagon, $620; 2-dr., 
$505, $465; Custom (6) 4-dr., $410; Main 
(6) 2-dr., $300. 51 Main (6) 4-dr., $300; 
Custom (8) club coupe, $290*; 2-dr., 
$285*; 4-dr., $260; Deluxe (6) 2-dr., 
$160. 50 Custom (8) 4-dr., $200, $125. 
"49 Custom (8) 2-dr., $145; Deluxe (8) 
2-dr., $105. 


HUDSON—’54 Hornet club coupe, $600. 
LINCOLN—’52 Cosmopolitan 4-dr., $465. 


MERCURY—’56 Montclair 4-dr., $2,475*. 
*55 Monterey Hardtop, $1,740*; 4-dr., $1,- 
640*. '53 Monterey 4-dr., $765. '52 Cus- 
tom 4-dr., $510*. ’49 Custom 4-dr., $100. 


NASH—’54 Rambler club coupe, $770. 


OLDSMOBILE—’54 (98) club coupe, $1,- 
775* (ps); (88) Super 4-dr., $1,480*; De- 
luxe club coupe, $1,225*. '53 (88) 2-dr., 
$900*. °51 (88) 2-dr., $335; 4-dr., $295. 
"50 (98) club coupe, $125*. 

PLYMOUTH—’'54 Savoy 4-dr., $800*. '53 
Cranbrook club coupe, $400. ‘51 Cam- 
bridge 4-dr., $315. 

PONTIAC—’55 Chieftain (8) 2-dr., $1,495. 
‘54 Star Chief (8) 4-dr., $1,225. '52 Chief- 
tain (8) club coupe, $560*°. ‘51 Silver 
Streak (8) 2-dr., $350, $265*. 50 Silver 
Streak (8) station wagon, $200*; 2-dr., 
$160*; 4-dr., $135, $110. 

STUDEBAKER—’53 Champion club coupe, 
$625*. °52 Champion 4-dr., $110. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 

Monday. Prices are for sale of Feb. 20.) 
(Selling over 90 percent denotes a red 

auction in any man’s country and 
that’s what we did here today. Receipts 
continue light due to excellent retail trade 
and low used-car stocks in this area. 

Prices still on the upgrade and buyers 
galore in attendance. Sold 105 cars out 
of 116 offerings.) 

BUICK—’55 Special 4-dr., $2,030*. ’54 Spe- 
cial 4-dr., $1,420*. ‘53 Super Riviera, 
$1,010*. '51 Super 4-dr., $450*. ’50 Super 
4-dr., $380*; Special 4-dr., $280, $180*. 
'49 RM 4-dr., $120*; 2-dr., 2 at $100*. 

CADILLAC—’56 (62) coupe, $4,625* (ps). 
‘55 (62) 4-dr., $3,510* (ps); coupe, $3,- 
700* (ps). '52 (60) Special 4-dr., $1,240*, 
$1,225*. '51 (62) 4-dr., $1,000*. "50 (62) 
4-dr., $850*. 

CHEVROLET—’56 Bel Air (8) 2-dr., $2,- 
140°; 4-dr., $2,020*; Two-ten (8) 2-dr., 
$1,990; Two-ten (6) 2-dr., $1,640. °55 
Two-ten (6) 2-dr., $1,200; 4-dr., $1,400*; 
One-fifty (6) 2-dr., $1,000; 4-dr., $875. 
’54 Bel Air 4-dr., $930*; Two-ten 4-dr., 
$1,060*, $990*, $820; coupe, $875; 2-dr., 


| 
| 
} 
| 





$170; FL Deluxe 2-dr., $150. '49 FL De- | wigscELLANEOUS — 55 Jaguar roadster, | FORD—'55 Custom (8) 4-dr. $1,340; 2-dr., 


luxe 


“load ae gaae* tn — $350* ; 250, $1,000; 2-dr., $690; Crest (8) Vic- 
-dr., $). toria, $1,200*; 2-dr., $925, $915. °53 Crest 
DeSOTO—'55 Fireflite 4-dr., $1,800* (ps). JENISON, MICH. 


Riviera, $370*; conv., $320; Special se- 


a oo $2,500. $1,305. '54 Main (8) Ranch Wagon, $1,-| Ganet $210, "49 RM sedanei, $175", Sue 


per sedanet, $165. 


(8) Victoria, $900*; station wagon, $805*:; | CADILLAC—’55 (62) coupe de Ville, §3,- 


50 Deluxe 4-dr., $200. (Grand Rapids Auto Auction. Sale every| Main (6) sedan, $530, $350. '52 Custom| %00* (ps); coupe, $3,670* (ps). '54 (62) 
DODGE—’53 Coronet conv., $560*; 2-dr., Tuesday. Prices are for sale of Feb. 21.) (8) 2-dr., 


$600*. '51 Custom (6) 2-dr.,| Coupe de Ville, $3,285* (ps); 4-dr., $3,- 


(Market very solid. Buyers from all $305. 49 Deluxe (8) 2-dr., $120, '41 4-| 000° (ps), $2,720* (ps). '52 (62) 4-dr., 


$625*. '51 Coronet 4-dr., $270*. °50 Cor- $1,375*, $1,300*. °51 (62) club coupe 
onet Diplomat, $420*. ‘49 Coronet 4-dr., parts of the country bid actively through- dr., $110. ’ a saan” as ‘ o3 . 
$180. | Set So sale, Sold 111 care out of 160 | MUBSON—'S1 Hornet 4-cr., $396°. ~—— ee eee 
FORD—'56 Fairlane (8) 2-dr., $2,060*. '55| puicK 55 Century 4-dr., $2,225*; 4-dr LINCOLN—'53 Capri 4-dr., $1,135* (ps). | CHEVROLET—'56 Bel Air (8) Hardtop, 
Custom (8) 2-dr., $1,270; Custom (6) $2,025* (ps); Super Riviera $2,090°. MERCURY—’55 Montclair club coupe, $1,- $2,330*. '55 Bel Air (8) Hardtop, $1,870*; 
2-dr., $1,230. °54 Crest (8) conv., $1,- $2,050* (ps). $1,515*; 4-dr . $1.805*: 900*. '53 Monterey 4-dr., $915*; Custom Two-ten (8) 4-dr., $1,625*, $1,600*; 2-dr., 
coaed to mene Weacn’ geno", 3 PS Special Riviera, $2,050° (ps); 2-dr., x 4-dr., $885. '50 club coupe, $225. $1,450, $1,445; Two-ten (6) 2-dr., $1,475, 
$630; Crest (8) Victoria, $850*; ‘Custom | 00°, $1,755; 4-dr., $1,795°; RM Riviera, NASH—'53 Statesman 2-dr., $695. Ssee. $1290; Denny ovupe $0000 ban 
(6) 4-dr., $650. 52 Main (6) 2-dr., $450.| #1 Oe OE eee tase tose ep. | OLDSMOBILE—'56 (88) Super 4-dr., $2-| 115: 4-dr., $1,045, $1,020; %-ton pickup 
'51 Custom (8) Victoria, $430*;' 2-dr.,| (PS), StAs5®; 2odr.. | $1,425). (pa), $0:,| 475%. '55 (98) Holiday, $2,185* (ps); (88) | $909; %-ton pickup, $730. '53 One-fifty 
$500, $410*; Deluxe (8) 2-dr., $290. '50| 345°; Century Riviets, sities. silos, | Super 4-dr., $1,830*, $1,510*. °54 (88)/ Handyman, $1,005; Two-ten Hardtop 
Deluxe (6) 2-dr., $160. '49 Custom (8)| jPrcial . bom S Bihaes” acd $ sri, | 2;48-, $1,.465°; Super 2-dr., $1,425*. '53/ s999:° One-fifty. 2-dr., $700. ‘52 %-ton 
4-dr., $185. '48 1-ton pickup, $250. -dr., $1,250. °53_ Special 2-dr., $710, | (88)' Holiday, $1,120°. '52 (98) 4-dr.,' Dickup, $620. '51 Si. Deluxe Bel Air 
HUDSON—’53 Super Wasp 4-dr., $540. $535°. ’52 Super Riviera, $625*; Special) §725*, '51 (98) Holiday, $520*. '50 (88) $580; 2-dr.. $555, $500*; SL Special 4-dr., 
MERCURY—'56 Custom 4-dr., $2,300. 55 | 2-%-, $600; 4-dr., $500*. "51 Special 4-dr.,/ 4-dr. $150*. "49 (98) 4-dr., $190. $400. °50 1%-ton pickup, $450; SL Deluxe 
Custom 2-dr., $1,510*. ’50 2-dr., $290. $305; 2-dr., $250*. | PLYMOUTH—'56 Belvedere (8) 4-dr., $1,- 4-dr. $270*. '49 4 -ton pickup, $375; SL 
NASH—’52 Statesman 2-dr., $600; Ram- | CADILLAC—'55 (62) coupe de Ville, $3,- 800. '53 Cranbrook Suburban, $700; 4-dr., Deluxe 4-dr. $190: conv $150 '47 ‘club 
bler conv., $340. °'51 Rambler station 700*. °52 (60) Special 2-dr., $1,215*. ‘51 $600. '51 Cambridge 4-dr., $265. coupe $120: sedanet $110. y 
wagon, $280. (62) 4-dr., $950*. PONTIAC—’'55 Chieftain (8) Catalina, $1,- ; ~ ce 7 





OLDSMOBILE — ’56 (88) Super Holiday, | CHEVROLET—’56 Bel Air (8) club coupe, 825* (ps) 7 . a 2, 
$3,000* (ps); Deluxe Holiday, $2,490*.| $2,125*; Two-ten (8) 4-dr., $1,705. ’55| (8) Catalina, $1,200*; 2-dr.. $750. ‘53 54 NY club coupe, $1,150*. '51 Windsor 


"55 








(88) Holiday, $2,100* (ps). ’52 (88) Two-ten (6) station wagon, $1,645; Bel Chieftain 


2-dr., $1,340. °54 Chieftain; CHRYSLER—'55 Windsor sedan, $2,025*. 


(8) Catalina, $1,000*; conv., (Continued on Page 58, Col. 3) 


Chan ak, 


Why are New York women 
who read The News SO well dressed? 


That’s simple! They buy more clothes than any other women 
in New York, They also have more families, homes, cars, charge 
accounts, and buy more of almost everything. If you want to sell 
women in New York, The News is your best salesman anyway 
you figure—and works at the lowest cost. 

In fact, if you do business in New York, you should see the 
survey of newspaper readership made by W. R. Simmons & 
Associates Research, Inc. It’s the largest, most thorough and 
comprehensive, most scientifically conducted study ever made! 
To get a representative sample of who reads what newspapers, 
and their worth as customers, 10,345 people were interviewed. 
To get the realistic picture of this market and its newspapers as 
media, you should know about this survey. Ask your advertising 
agency or any New York News office to show you 


“Profile of the Millions” 


THE NEWS, New York’s Picture Newspaper... with more than 
twice the circulation, daily and Sunday, of any other newspaper in America... 

220 East 42nd St., New York City .. . Tribune Tower, Chicago... 

155 Montgomery St., San Francisco...1127 Wilshire Blvd., Los Angeles 


Within the past year 


1,730,000 bought street dresses 
520,000 bought suits 

1,140,000 bought skirts 

1,340,000 bought blouses 

1,040,000 bought coats 

2,010,000 bought stockings 

1,990,000 bought shoes 

1,280,000 bought hats 

1,210,000 . .. childrens’ clothing 

1,260,000 ... foundation garments 


( The above figures refer only to the 2,290,000 
women readers of the Daily News who live 

in New York City and suburbs. Copyright 
1955 by News Syndicate Co 








































See tnt Paleetcter keer 


MEN’S STORES KNOW 


HOW BEST TO SELL BUFFALO’S MEN! 
ET PEON NCEE SET TT, 


WOMEN’S STORES KNOW 


HOW BEST TO SELL BUFFALO'S WOMEN! 
TSR ERA TE TD, 


BOTH PLACE THEIR 


GREATEST DAILY LINEAGE 
in the COURIER-EXPRESS 


-.. and use additional space Sundays 
swelling the lead still further 


1955 COURIER-EXPRESS 


WOMEN’S-WEAR STORES MEN’S-WEAR STORES 


Daily. ....+++++ «1,634,930 lines Daily....20+++++878,222 lines 
Sunday. «+++++++++636,661 lines Sunday. «.+.s++ee+126,300 lines 
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AUTO SAFETY BELT 


_ WEBBINGS 


NYLON * COTTON *© RAYON 


Made from the heaviest to lightest 
breaking strengths 
and to all Government Specifications 


Write or phone MUrray Hill 7-7151 for information and prices 


WEAVINGS CO. 


545 FIFTH AVENUE NEW YORK 17, N. Y. 


SPECIALISTS IN WEBBINGS FOR 


YOUR SERVICE 
ABSORPTION 


is 
VITAL TODAY! 


WE TRAIN SERVICE PERSONNEL 
A survey of your service department will be made . . . We will tell you what 
your problems are . . . Suggest the corrective measures that are to be taken 
- +» On a 60 day trial privilege we will install at our expense all equipment 
- . - Train your entire service personnel. 


SERVICE ENGINEERS 
Our field men are trained service engineers familiar with todays service 
problems. From information gathered serving the most outstanding dealers 
in the country we will cover customer relations, selling more service per car 
handled, one item repair orders, handling internal, lost motion at parts 
window, non-productive and mis-applied time. 


EQUIPMENT 
inter-Communication equipment of our manufacture and made for this purpose 
only . . . Signal Light System . . . Car Location System . . . Dispatch desk... 
Necessary charts . . . Written resume of procedure. 


WRITTEN GUARANTEE 
Flash-A-Call is installed on a 60 day trial privilege . . . We guarantee to 
increase customer paid labor 25% . . . Raise service absorption figures . . . 
Improve customer relations or 
all equipment can be returned i 
for full credit. 


REPLACE OLD EQUIPMENT 
























New Lease Purchase Plan 


Saves working capital and 
could have a tax advantage 
- . » Complete program for as 
little as $70 per month up... 
No added help. 


100% ABSORPTION 


Service control will put your 
service department on an 
efficient profitable basis with 
a workable goal of 100% 


FLASH-A-CALL SERVICE CONTROL 
1112 S. Wabash, Dept. AN-118, Chicago 5, Il. 
Gentlemen: 


Without obligation kindly contact us for a 


Use lease purchase plan to re- convenient time to discuss your program. 


| 
| 
place old and worn equipment | 
| 
| 
| 
| 


2 aR sa a Eee ee Pe Mee 

and add new mechanics to 
ports d hee. MT MIN PI ici Sans cs nines cossesansnnensanancizondios 
Saves $ in non-productive I hilo nai sisctniscassocasomnocaazsearcsane 
time, and will pay for itself. Monthly customer paid labor .................... 
PIII tadkis iecackacatnsicseschacasnstnnsdihboesaiandncesaneaksen 
er, MONI leet icincsanenaned aoe oe 
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AUTOMOTIVE & INDUSTRIAL USE 
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PLYMOUTH—'55 Plaza 


PONTIAC—'5S4 Star Chief (8) 


Used-Car Auctions 





(Continued from Page 57) 
Newport, $600*; NY 4-dr., 
’49 NY 4-dr., $150*. 
DeSOTO — '50 Custom 4-dr., $310; 
coupe, $225*. ’49 Custom 4-dr., $220*. 
DODGE—’'52 Coronet (6) club coupe, $420*. 
"51 Coronet 4-dr., $405*; %-ton pickup, 
$395; Wayfarer 2-dr., $330. °50 %-ton 
pickup, $400. '48 coupe, $120. 
FORD—’56 Fairlane (8) Victoria, 


$495* (ps). 





$2,420° 


(ps). °55 Country sedan, $1,775; Fairlane 
(8) 4-dr., $1,750*; Main (8) Ranch 
Wagon, $1,700; Custom (8) 4-dr., $1,600; 
2-dr., $1,250; Custom (6) 2-dr., $1,380. 


*54 Crest (8) Country sedan, $1,475; Cus- 
tom (8) station wagon, $1,435; club 
coupe, $1,105; Main (8) Ranch Wagon, 
$1,345; 4-dr., $1,075; Main (6) Ranch 
Wagon, $1,225; 2-dr., $820; Custom (6) 
4-dr., $1,080; %-ton pickup, $440. ‘53 
Main (8) Ranch Wagon, $1,000; Custom 
(8) station wagon, $695; Main (6) 2-dr., 
$480; %-ton pickup, $700, $680, $630. 
"52 Custom (8) 2-dr., $790, $680; Main 
(6) 2-dr., $510. ’51 Custom (8) Victoria, 
$485. '50 Custom (8) 2-dr., $220; Custom 
(6) club coupe, $235. °49 Custom (8) 


conv., $245; 4-dr., $220, $205. '48 Custom | 


(8) club coupe, 
2 at $100. 
HUDSON—’55 Wasp 4-dr., $1,250. '53 Hor- 
net 4-dr., $905*; Wasp 4-dr., $630*. '51 
Hornet club coupe, $270. 
KAISER—’53 Manhattan 4-dr., $620*; De- 


$135; Deluxe (8) 4-dr., 


luxe 4-dr., $565. °52 Manhattan 4-dr., 
$570°. 

LINCOLN—’55 Capri coupe, $2,780* (ps). 
53 Capri coupe, $1,395* (ps). 


MERCURY—’56 Monterey Hardtop, $2,850* | 


(ps); 4-dr., $2,450*; Montclair Hardtop, 
$2,835* (ps). '55 Montclair coupe, $2,250* 
(ps); Monterey Hardtop, $2,235* (ps). 
"53 Monterey Hardtop, $1,200*; Custom 
Hardtop, $1,090. ‘52 Monterey coupe, 
$900*. ’51 2-dr., $250. '49 4-dr.. $170. 
NASH—’'55 Rambler Cross Country, §$1,- 
820*. °53 Rambler station wagon, $930*; 
Hardtop, $660. '51 station wagon, $520. 
OLDSMOBILE—’56 (98) Holiday, $3,100* 
(ps). °55 (88) Super 4-dr., $2,250* (ps); 


Deluxe 2-dr., $1,670. °54 (98) Holiday, 
$2,045* (ps). ‘53 (98) 4-dr., $1,350° 
(ps); (88) Super 2-dr., $1,205* (ps); 
Deluxe 4-dr., $890. ‘52 (98) Holiday, 
$1,210* (ps); 4-dr., $870* (ps); (88) 
4-dr., $745*. °51 (88) 2-dr., $670*. ‘50 
(88) 2-dr., $300*%; (98) sedanet, $270*, 
$210*. °49 (98) sedanet, $300*. 

PACKARD—’'53 4-dr., $1,060* (ps); Hard- 
top, $880*. 

PLYMOUTH -- '53 Cranbrook Belvedere, 


$800*; 4-dr., $675; Savoy, $430. '51 Cran- 
brook conv., $415. ‘50 Special 
4-dr., $205. °46 club coupe, $120. 
PONTIAC—'56 Chieftain 
on, $2,260°, $2,255*. 54 Star Chief Cata- 
lina, $1,635* (ps); station wagon, $1,565* 
(ps). ’53 Chieftain (8) Catalina, $905*; 
2-dr., $820*. '52 Chieftain (8) Catalina, 


$700*; Chieftain (6) 2-dr., $460. '51 Sil-| 


ver Streak (8) 4-dr., $560*; Sedanet, 
$255*. °50 Silver Streak (8) 4-dr., $325; 
sedanet, $165*. "49 Delivery sedan, $220; 
4-dr., $220. 

STUDEBAKER — '55 Commander station 
wagon, $1,675*. °52 Commander 4-dr., 
$400. °51 Champion sedan, $230. ‘50 
Champion 2-dr., $160. '49 %-ton pickup, 
$295. 

WILLYS—’51 station wagon, $380. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of Feb. 22.) 

(Prices up a little as more buyers at- 
tended and action was very good. Sold 
91 cars out of 131 offerings.) 


BUICK—’55 Super Riviera, $2,170* (ps); 
Century Riviera, $2,150° (ps). ‘54 RM/| 
Riviera, $1,560* (ps); Special Riviera, 


$1,410*. °53 Special 4-dr., $835*. '50 Spe- 
cial 4-dr., $275*, $225, $160. 


CADILLAC—’55 (62) coupe, $3,350* 

’54 (60) Special 4-dr., $2,990* (ps). °52 
(62) coupe, $1,550* (ps). "50 (62) 4-dr., | 
$835*, $790. 

CHEVROLET—’55 Two-ten (6) 4-dr., $1,- 
320, $1,290, $1,275; One-fifty (6) 2-dr., 
$1,050. °54 Bel Air 4-dr., $990 $950; 
Two-ten 4-dr., $965*, $935, $890; One- 


fifty 2-dr., $750. '53 Bel Air 4-dr., $820, | 


$800. °51 SL Deluxe 2-dr., $375*. '50 SL 
Deluxe 4-dr., $260, $220, $200. ‘49 SL 
Deluxe 4-dr., $225, $215, $175. 
CHRYSLER—’52 Saratoga 4-dr., $380*. 
Windsor 4-dr., $200*. 
DeSOTO—’53 Fire Dome (8) 4-dr., $850* 


"49 


(ps). *49 Deluxe 4-dr., $100*. 
DODGE—’55 Coronet (8) 4-dr., $1,410*. 
"53 Meadowbrook 4-dr., $520. '51 Deluxe 
2-dr., $235. "49 Deluxe 2-dr., $130. °48 
Deluxe 4-dr., $105. 
FORD—’56 Custom (8) 4-dr., $1,900. "55 


Custom (8) 4-dr., $1,310, $1,300; 2-dr., 
$1,300, $1,285. '54 Custom (8) 4-dr., $1,- 
000*, $925. ’53 Crest (8) Victoria, $1,000°. 
’51 Deluxe (8) 4-dr., $435, $400, $360. 
’50 Deluxe (8) 2-dr., $295, $270. '49 De- 
luxe (8) 2-dr., $165. 


MERCURY—’55 Custom 4-dr., $1,830. °54 
Custom 2-dr., $1,130. 

NASH — '52 Statesman 4-dr., $535. ‘51 
Statesman 4-dr., $160. °50 Ambassador 
2-dr., $160 


OLDSMOBILE—’55 (98) Holiday, $2,290* 
(ps). °54 (88) Holiday, $1,710*, $1,675*. 
*53 (88) 4-dr., $1,005*. 

PACKARD—'51 (300) 2-dr., $280. 

(6) 4-dr., $1,140; 

2-dr., $1,100. °53 Cranbrook Belvedere, 

$685; Cambridge 2-dr., $580. ’52 Cran- 
brook 2-dr., $390, $315. '51 Deluxe 4-dr., 
$330, $295. °50 Deluxe 4-dr., $285, $250. 

"49 Deluxe 4-dr., $195, $170. 

4-dr., $1,- 


200* (ps). °53 Chieftain (8) Catalina, 
$790*. ’50 Silver Streak (8) 4-dr., $360*, 
$355 

STUDEBAKER—’53 Champion 4-dr., $505. 
*50 Champion 4-dr., $120. 


WILLYS—’53 Aero Lark 2-dr., $345. 


MISCELLANEOUS—’56 GMC Carryall, $1,- 
650. '48 GMC %-ton panel, $145. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Feb. 22.) 
(Excelient activity. Sold 91 percent of 
consignments. ) 
BUICK—’'56 Century Riviera, $2,880* (ps). 
’55 Super Riviera, $2,120* (ps). '53 Super 
4-dr., $930* (ps). ‘50 Super Riviera, 


$335*; Special 4-dr., $300*. 
CADILLAC—’53 (62) coupe, $1,980* (ps). 
"52 (60) Special 4-dr., $1,375*. '51 (62) 


(Continued on Page 60, Col. 1) 
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Mr. Automobile Dealer: 


whatever 
you need... 
we have it!” 


Yes, we offer a service you've been wanting and needing... for 
years! It's a service that can save you costly long-distance ‘phone 
calls and time-consuming trips to Detroit .. .and many frustrations! 


Now you can have as your personal, confidential representative 
in Detroit a man who KNOWS YOUR PROBLEMS ... a man who's 
been BOTH a successful automobile dealer and automobile 
factory official! 


Just a few of our services... 
@ ASSISTING YOU IN FINDING KEY PERSONNEL! 
oe ae YOU EFFECTIVE, SIMPLIFIED CREDIT AND COLLECTION 


@ HELPING YOU COMBAT UNETHICAL ADVERTISING! 
@ SHOWING YOU A QUICK WAY TO LICK THE BOOTLEG PROBLEM! 


@ |F YOU'RE UNHAPPY WITH YOUR PRESENT FRANCHISE OR IF YOU 
ARE NOT NOW A DEALER, LOCATING JUST THE RIGHT FRANCHISE 
FOR YOU (THERE ARE THOUSANDS OF EXCELLENT FRANCHISES 
AVAILABLE)! 


For complete details, in strictest confidence, write, wire or ‘phone’. . . 


AUTOMOTIVE ENTERPRISES 


10600 Puritan Ave. e Detroit 38, Michigan e UNiversity 4-7886 


A COMPLETELY CONFIDENTIAL SERVICE FOR ALL AUTOMOBILE DEALERS 





> 


a 











MOBILAIRESYUNDERDASH, INSTANT-COOLING 


Mobilette Auto Air Conditioner 


Now, you can air-condition any car in stock — swiftly, 
economically — when you order the new trend in car air- 
conditioning, the up-front MOBILETTE! A terrific fleet “clincher” 
— because the MOBILETTE can be easily reinstalled in later 
deliveries. A popular premium for new car buyers — because 
depreciation can be spread over the years. And, above all, 
guaranteed top performance from every unit — efficiently cool- 
ing where it counts, when it counts. Your letterhead 


or post card will bring full information and literature. 


ebleitre AUTO AIR CONDITIONERS 


af 





vex| 
with the Warner Magnetic Clutch 


a MOBILAIRE MANUFACTURING COMPANY 


A Division of the National Gas Equipment Co., Inc. 
Box 122 © Denison, Texas 





YOUR CHOTCE 
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Ever think of owning 


another deal? 


FACTORY 
APPROVED 
SERVICE 


COMPLETE 
LUBRICATION 
SERVICE 


WASHING 

PAINTING 

REPAIRING 
RECONDITIONING 


BRAKE TESTING 
BRAKE LINING 

FENDER REPAIRS 
BODY WORK 


IGNITION 
STARTER 
GENERATOR 
BATTERIES 
ALL ELECTRICAL 
SERVICE 


TIRES & TUBES 
SALES 
AND 
SERVICE 


FACTORY 
ENGINEERED 
PARTS 


- SPITZER MOTORS — 
(140 Baer Baines Streer 
ELYRIA, ono 


Mr. Byron Nichols 
Vice-President 
Dodge Division 
Detroit, Michigan 


Dear Mr. Nichols: 


We are very pleased to be able to report the success we have 
enjoyed by expanding our Elyria, Ohio, Dodge agency into the 
eight profitable operations we now own. 


We were able to carry out this expansion program because of the 
terrific public acceptance of the great new Dodge. This ready 
market, combined with our sound operating policies, has 
naturally contributed to the success of this move. 


We believe in lots of enthusiasm. We have built a team of young 
aggressive managers operating along the lines of sound business 
management. By using daily operating controls, we are in close 
touch with each operation. 


We believe in lots of hard sell and prospecting for business. 
Our salesmen are trained to work on a systematic basis of 
prospecting, demonstrating and closing. 


We would be happy to answer any questions from other Dodge 
dealers interested in an expansion move such as we made. 


Yours very truly, 


LA bAfe 


OS Flourishing DODGE Dealerships flues be 


a highly profitable operation 


for the Spitzers 


Little Rock, Arkansas 


Lorain, Ohio 


Dealers interested in learning more about the 
opportunities that exist for sound expansion through 
multiple dealerships may do so by contacting 
Byron J. Nichols, V.P. and General Sales Manager, 
Dodge Division, P.O. Box 1259, Detroit, Mich., or 
the Dodge office in the following cities: 


+ a 


Spitzer Meters 


Cleveland, Ohio 


Cincinnati, Ohio 
Atlanta, Georgia 
Chicago, Ill. 
Detroit, Mich. 
Omaha, Nebraska 
Pittsburgh, Pa. 
Kansas City, Mo. 
Houston, Texas 
Syracuse, N. Y. 


onty DODGE BUILDS At ead TRUCKS 


Celumbus, Ohio Grand Rapids, Michigan 


Elyria, Ohio 


White Plains, New York 
Jacksonville, Florida 
Milwaukee, Wisconsin 
Los Angeles, Calif. 
Denver, Colorado 
Portland, Oregon 
Charlotte, N.C. 
Minneapolis, Minn. 
San Francisco, Calif. 


Mansfield, Ohio Miami, Florida 


Burlingame, California DODGE DIVISION 
Dedham, Massachussetts > 

Cleveland, Ohio 

Memphis, Tennessee 

Philadelphia, Pa. 

St. Louis, Missouri 

Dallas, Texas 

Washington, D.C. 





CHRYSLER CORPORATION 
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| 190* 


(ps). 
$1,615*. '52 (62) coupe, $1,565*. '50 (62) $1,195*, $890*. '50 (98) 4-dr., $260*. 
4-dr., $915*. | PLYMOUTH—’56 Savoy (8) 4-dr., $1,815. 


‘53 (62) 4-dr., 2 at $1,620*, | day, $1,765* (ps). '53 (88) ae 2 at 


. * ° ’ 
Used-Car Auction Prices —|\mviorr 20 ati diottg| Ra Samrore aah, guns, #418" 48° De 


Two-ten 


station wagon, $2,125* (ps). Two-ten (8) | PONTIAC—'54 Chieftain (8) Catalina, $1,- 


+ ia . 310*. '53 Chieftain (8) 4-dr., 2 at $850, 
oe ag gg “tiesd: Sas | $800; 2-dr., $845. °51 Silver Streak (8) 


$1,205, $1,155, $1,100; Bel Air (8) 4-dr., 4-dr., $400. '50 Silver Streak (8) coupe, 
(Comtinesd Seem cage 55) | $1,625; Bel Air (6) 4-dr., $1,470; 2-ton| _,$415. aka 

: a : truck, $1,500; %-ton pickup, $1,295, | STUDEBAKER—’'50 %-ton pickup, $295. 
4-dr., $1,100*, $1,015*. '50 (61) 4-dr.,,; MERCURY—'56 Montclair Hardtop, §$2,- $885. °54 Bel Air 4-dr., $1,135: Two-ten | WILLYS—'50 (4) station wagon, $350. 
$735, $730*. 590° (ps); Custom 4-dr., $2,280°. '55/ 4 ar gees. 2-dr.. $800.''53 ‘Bel Air 2-dr., | MISCELLANEOUS—'54 GMC %-ton pick- 

CHEVROLET—’56 Nomad station wagon, Montclair coupe, $1,800*. °53 Custom $955; 4-dP, 2 at $895. $850, $820: eo. | up, $630. 

$2,440*; Bel Air (8) station wagon, $2,-| 4-dr., $850. ten 4-dr., $640: 2-dr.’ $600, $570, $505; | 
260* (ps); 4-dr., $2,100*, '55 Two-ten| NASH — ‘52 Ambassador 4-dr., $500*; % -ton pickup $625." $600. "52 %-ton | NEW YORK CITY 
(8) station wagon, $1,375; 2-dr., $1,350*; Statesman 4-dr., $440*. foku $440. '51 SL’ Deluxe 2-dr.. $450 
Two-ten (6) 2-dr., $1,280°, $1,270; Bel| OLDSMOBILE —'56 (88) Super Holiday,| "45"\?". on pickup, $355. 46 1-ton’ panel, | qa dine, Auto Auction. Sale every Tues- 
Air (8) Hardtop, §1,720*. '54 1-ton pick-| $2,750* (ps); Deluxe Holiday coupe, $2,-| 175,” — ; | day. Prices are for sale of Feb. 21.) 


up, $835; Two-ten 4-dr., 2 at $805, $795; 665* (ps), $2,650* (ps), $2,635*, $2,550°, 


(The market slipped very slightly here 


” ri ae f * 
2-dr., $805; One-fitty 4-dr., $715. ‘53 Bel| $2,505*. 55 (88) Holiday, §$2,175° (ps). | CHM YSUER 58 Windsor sedan $1,695°.) this week. New cars are going begging 
Air 4-dr., $865*; Two-ten 2-dr., $760, '54 (88) Super 4-dr., $1,600* (ps). '53 a” : as dealers are bidding sharply for clean, 


$725, $650; 4-dr., $730; %-ton pickup, (98) 4-dr., $1,100* (ps); (88) Super 4- 
$710. '52 %-ton pickup, $510; Two-ten dr., $1,025*. °51 (98) Holiday, $435*. 


Sport coupe, $505; 2-dr., $480. ‘51 SL | PLYMOUTH—'52 Cranbrook 4-dr., $450. wn gaee. "a8 1k gg an pick-| 128 offerings.) 

Deluxe 2-dr., $370. '50 SL Deluxe 2-dr., | PONTIAC—'55 Chieftain (8) 2-dr., $1,440. | _ UP, $900. ee BUICK—’54 Century 4-dr., $1,400*; station 
$265. '49 SL Deluxe 4-dr., $205. 48 %-| '53 Chieftain (8) 4-dr., $810 (ps). '52|FORD—'56 Main (8) Ranch Wagon, $2,-| wagon, $1,375*; Super 4-dr., $1,300*. '53 
ton panel, $195, $180. Chieftain (8) 4-dr., $575*; 2-dr., $515*. 175; Fairlane (8) Victoria, $2,170°, $2,- Skylark conv., $1,060* (ps); Super Rivi- 

DeSOTO—'56 Fire Dome (8) 4-dr., $2,775*|* °51 Silver Streak (8) station wagon,| 105°; 2-dr., $2,070*; Main (6) 2-dr.,| era, $985*, $965*. '52 Super 4-dr., $605*, 
(ps). '55 Fire Dome (8) Hardtop, $1,-| $520*; Catalina, $415. $1,625. '55 Fairlane (8) 2-dr., $1,805°;| $565*. ‘5i Super 4-dr., $395*; conv., 
875*. '51 Custom 4-dr., $450°*. STUDEBAKER—'53 Commander Hardtop,| Victoria, $1,735*, $1,645*, $1,635°; Cus-| 359+. 

DODGE—'53 Coronet 4-dr.. $790*, $745*;| $795*. '52 %-ton pickup, $425°. tom (8) 2-dr., 2 at $1,445, $1,305; Main | CaDILLAC—'53 (62) coupe de Ville, $2,- 
Meadowbrook 4-dr., $480*, ‘52 Wayfarer | MISCELLANEOUS—’52 3-ton truck, $1,- (6) 2-dr., $925. '54 Custom (8) 2-dr.,| og0*; (75) 4-dr., $1,785* (ps). '49 (61) | 
2-dr., $335. 245. $965. °53 Custom (8) station wagon, $1,- 2-dr., $405*. 

FORD — '56 Thunderbird, $3,115* (ps); 030; %-ton pickup, $515. "52 Crest (8) | CHEVROLET—’55 Two-ten (6) 4-dr., 2 at 
Fairlane (8) Victoria, $2,200* (ps), $1,- DENVER club coupe, $650*, $600; Custom (8) 2-| $1,205, $1,200; One-fifty 4-dr., $1,100. | 
655; 4-dr., $2,130*. '55 Fairlane (8) Vic- ai 4 dr., $450. ‘51 Custom (8) 4-dr., $470, 54 Two-ten 4-dr., $860, $820, $800, $790; | 
toria, $1,750*. °54 Custom (8) 2-dr., (Jack Layton’s Auto Auction. Sale every| $400; 2-dr., $440; club coupe, $355. '49/ 2-ar., $830, $820, $825; One-fifty 4-dr., 
$985*. '53 Crest (8) 2-dr., $695*; Cus-| Tuesday. Prices are for sale of Feb. 21.) Custom (8) 2-dr., $180; %-ton pickup,| $725, $705, $700, $695; 2-dr., $675. '53 
tom (6) 4-dr., $530%; ‘%-ton pickup, (Weather good. Market very strong on 2 at $295. '45 %-ton pickup, $275. | One-fifty 4-dr., $525, $500, $465; 2-dr., 
$650. '52 Crest (8) Victoria, $680*, $565*; | used merchandise.) LINCOLN—'52 Cosmopolitan 4-dr., $800.| $510, '51 SL Deluxe 4-dr., $295*, $165, 
Custom (8) 4-dr., $615; 2-dr., $500. '51| BUICK—'56 Century Riviera, $2,815* (ps). *51 Cosmopolitan 4-dr., $510. } $140; 2-dr., $250. 


DeSOTO—'54 Fire Dome (8) 4-dr., $1,025*. | used autos. Average and rough units get- 
DODGE—'55 Royal (8) 2-dr., $1,920°. '53| ting harder to move. Sold 93 cars out of 





Custom (8) 2-dr., $410; 4-dr., $400*. ‘49 '55 Super Riviera, $2,170* (ps). '53 Su- | MERCURY—’56 Monterey coupe, $3,065* | CHRYSLER—’52 Windsor 4-dr., $510*. ’51 








¥%-ton pickup, $395. °47 %-ton pickup, per Riviera, $870*. ‘50 Special 4-dr.,| (ps). | Windsor Newport, $310*. 

$125. $280. OLDSMOBILE—'56 (98) Holiday, 2 at $3,-| FORD — '56 Fairlane (8) 4-dr., $2,100*; 
LINCOLN — '56 Premiere coupe, $3,900* | CADILLAC—’56 (62) coupe de Ville, $5,- 200* (ps); (88) Holiday, $2,900* (ps). station wagon, $2,050; Custom (8) 2-dr., 

(ps). 000* (ps). "54 (62) coupe de Ville, $3,- ’55 (88) Holiday, $1,875*. °54 (88) Holi- $1,680*. '55 Fairlane (8) conv., $1,630*; 








EATON “410«m orvé AXLES 


Give Trucks Greater Load Capacity — 
Reduce Tire and Operating Costs 





Eaton Tandems are the most practical units available 
for increasing payload in proportion to gross weight. 
Eaton Axles—the load-carrying and driving components 
—are performance-proved by thousands of units and 
millions of miles of service. They are installed to operate 
in the position for which they were designed and, there- 
fore, are not subject to abnormal stresses or to unnatural 
lubricating problems. 


Exclusive Eaton features, simplicity of design, and 
rugged construction assure maximum performance with 
minimum maintenance. 


EATO 


Eaton Tandem Axle Features 
Provide Superior Performance 


Engineered specifically for tandem operation 


Rugged power divider transmits power 
equally to both axles 


Inter-axle differential compensates for varia- 
tion in wheel speed and eliminates the need 
for tire matching 


Differential lock-out provides positive drive 
to each axle when needed 


Designed to give maximum strength with 
minimum weight 


AXLE DIVISION 





MANUFACTURING COMPANY 


CLEVELAND, OHIO 


PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets * Hydraulic Valve Lifters * Valve Seat Inserts © Jet 
Engine Parts * Rotor Pumps * Motor Truck Axles * Permanent Mold Gray Iron Castings ¢ Heater-Defroster Units ¢ Snap Rings 
Springtites * Spring Washers* Cold Drawn Steel* Stampings® Leaf and Coil Springse Dynamatic Drives, Brakes, Dynamometers 





Custom (8) 2-dr., $1,160; Main (6) 2-dr., 
$1,040. '53 Crest (8) Victoria, $700; Main 
(6) 2-dr., $385 (police). 51 Custom (8) 
Victoria, $415*. ‘49 Custom 4-dr., $120. 

HUDSON—’50 Pacemaker sedan, $140. 

LINCOLN — ’53 Capri 2-dr., $1,080*. ‘51 
Cosmopolitan 4-dr., $300*. 

MERCURY—’'56 Custom 2-dr., $2,000. ‘55 
Monterey 2-dr., $2,000*, $1,700*, $1,685°*. 
‘54 Monterey 2-dr.. $1,350*; 4-dr., $1,- 
0s0*. 

OLDSMOBILE—’52 (88) 4-dr., $590*; (98) 
4-dr., $485*. °51 (88) Holiday, $420*, 
$340*. '50 (88) 4-dr., $205*, $100°*. 

PACKARD—’'51 4-dr., $250*. 

PLYMOUTH—'56 Plaza (6) 2-dr., $1,600. 

| ‘54 Plaza station wagon, $975; Belvedere 
4-dr., $760; Savoy 2-dr., $510. '53 Cran- 
brook 2-dr., $555, $525. ‘52 Cranbrook 
4-dr., $200. 

PONTIAC—’'55 Star Chief (8) conv., $1,- 
840* (ps); Chieftain (8) 4-dr.. $1,510*, 
‘54 Chieftain (8) Catalina, $1,250* (ps); 

| Star Chief (8) 4-dr., $1,125* (ps). ‘52 
Star Chief (8) conv., $415*. '48 Torpedo 
(8) 4-dr., $110. 

STUDEBAKER—’53 Commander Hardtop, 
$750*. ‘51 Commander Land Cruiser, 
$150°*. 

WILLYS—’52 Aero Wing 2-dr., $175. ‘51 

|__ Panel Delivery, $325. 

| MISCELLANEOUS — '52 Henry J 2-car., 

$185, $165. 


FT. WAYNE, IND. 


(Fort Wayne Auto Auction. Sale every 
| Tuesday. Prices are for sale of Feb. 21.) 

(Market good. Sold 63 cars out of 82 
offerings.) 


BUICK—'56 Special 2-dr., $2,485*. °55 Su- 
per Riviera, $1,990* (ps); Century 2-dr., 
$1,890*; Special 2-dr., $1,950*, $1,910*. 
'53 Special 4-dr., $770. '52 Special 2-dr., 
$605. '51 RM 2-dr., $455; Super 4-dr., 
$435. '50 Super 4-dr., $250*; 4-dr., $170. 

CADILLAC—’'55 (62) 4-dr., $3,900* (ps), 

| $§3,850* (ps). °53 (62) 4-dr., $1,595* (ps). 
"48 (61) 4-dr., $190. 

CHEVROLET—'55 Two-ten (8) 2-dr.. $1,- 
645*, $1,340, $1,305; Two-ten (6) 2-dr., 
$1,145. ‘54 Two-ten 2-dr., $800; One- 
fifty 2-dr., $620. '53 Two-ten 4-dr., $580. 
"52 SL Deluxe Bel Air, $580*; 2-dr., 
$430; FL Deluxe 4-dr., $520. '51 SL De- 
luxe 2-dr., $230. ‘50 SL Deluxe 2-dr., 
2 at $200. 

CHRYSLER—'50 NY 4-dr., $450. 

DeSOTO—’'53 Custom (6) 2-dr., $660. 

DODGE — '53 Coronet 2-dr., $700; 4-dr., 

| $565. "51 Coronet 2-dr., $150. 

FORD—’'56 Fairlane (8) Victoria, $1,795*, 
$1,740", $1,690, $1,650; Custom (8) 2-dr., 
$1,725", $1,650. ‘55 Main (8) Ranch 
Wagon, $1,650, $1,550; Fairlane (8) 2-dr., 
$1,460*; Victoria, $1,220. °54 Crest (8) 
2-dr., $1,250*, $890. '53 Main (6) 2-dr., 
$425. '52 Custom (8) 2-dr., $495; Main 
(6) 2-dr., $410, $295. ‘51 Deluxe (8) 
2-dr., $440, $400; station wagon, $360. 

HUDSON—’'51 Hornet 4-dr., $280. 

MERCURY—'55 Custom Hardtop, 2 at $1,- 
850*; 2-dr., $1,530. °53 Custom station 
wagon, $1,340; Hardtop, $1,310. ’52 Cus- 
tom 4-dr., $510. '51 Custom 2-dr., $455. 

OLDSMOBILE — ‘55 (88) 2-dr., $1,870* 
(ps). "51 (88) conv., $445*. 

| PACKARD — '53 Clipper 4-dr., $675. ‘51 

| Clipper 2-dr., $540. ‘50 2-dr., $120. 

| PLYMOUTH—’55 Savoy (8) 4-dr., $1,150, 

$1,130. ‘53 Cranbrook 4-dr., $605, $500. 

| °51 Cranbrook 4-dr., $150. 

PONTIAC—’54 Chieftain (8) station wag- 

on, $1,250; 4-dr., $900. '53 Chieftain (8) 

station wagon, $1,000, $930. ‘51 Silver 

| Streak (8) 2-dr., $360. '50 Silver Streak 
| (8) 2-dr., $280. °48 Torpedo (8) 2-dr., 
| $140. 

| STUDEBAKER—’'54 Champion 2-dr., $600. 


| DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 

nesday. Prices are for sale of Feb. 22.) 
(No trouble selling the good cars at 
alli—demand heavy. Sold 110 cars out of 
163 offerings.) 

BUICK—'50 Special 4-dr., $350; Super 2- 
dr., $320*. '49 Super 4-dr., $285. ‘39 
4-dr., $185. 

CADILLAC—’51 (62) 4-dr., $980, $835. °'48 

| 2-dr., $200; 4-dr., $175. 

CHEVROLET—'56 Two-ten (6) 2-dr., $1,- 

| 680. '55 Two-ten (8) 2-dr., $1,355, $1,- 
100. °54 Two-ten 2-dr., $1,105, $605; 
station wagon, $1,000; Bel Air 4-dr., 
$$80. '53 Two-ten 4-dr., $775, $725. ‘52 
SL Deluxe 4-dr., $560. ‘51 SL Deluxe 
2-dr., $380*; 4-dr., $365, $305. ‘50 SL 
Deluxe club coupe, $315, $300; 4-dr., 
$255; %-ton pickup, $265. °49 SL Deluxe 
club coupe, $145. "48 SM club coupe, 
$205; 2-dr., $160. '47 FM 4-dr., $300; 

|  2-dr., $180. 

DeSOTO—’53 Fire Dome (8) 4-dr., $855. 

| FORD—’56 Fairlane (8) Victoria, $2,225; 

| Custom (8) 4-dr., $1,710*. '55 Fairlane 

| (8) 4-dr., $1,600*, $1,430; 2-dr., $1,555, 
| $1,545, $1,400*; Custom (8) 4-dr., §$1,- 

375%; 2-dr., $1,355. '54 Custom (8) 4-dr., 
$975, $970, $885, $880; 2-dr., $865. ‘53 

Custom (8) 2-dr., $840*, $785; 4-dr., 

| 





| 
| 
| 
| 
| 


$615; Custom (6) club coupe, $730. ‘51 
Deluxe (8) 4-dr., $370, $345; 2-dr., 
$200*; Deluxe (6) 4-dr., $275. '50 Cus- 
tom (8) 2-dr., $505, $305, 2 at $285, 
$250; club coupe, $315, $255, $250; 4-dr., 
$445. °49 Custom (8) 2-dr., 2 at $300, 
$230*; Custom (6) 2-dr., $190. '47 coupe, 


$185. 

HUDSON—’52 Hornet 4-dr., $360*. '49 2- 
dr., $100. 

MERCURY—’54 Monterey 4-dr., $1,330*. 
’53 Monterey 4-dr., $885*, $840*; club 
coupe, $750*. °51 4-dr., $175. '50 4-dr., 
$115. '49 Custom 4-dr., $255. 

NASH—’51 Rambler conv., $255; states- 
man 4-dr., $175. 

OLDSMOBILE—’56 (88) 2-dr., $2,225*. '53 
(88) Holiday, $1,370, $1,130; 2-dr., $1,- 
030; 4-dr., $955; (98) 4-dr., $940*. °52 
(98) 4-dr., $700*; (88) club coupe, $540. 
"50 (88) Holiday, $565, $505; 2-dr., 
$525*; 4-dr., $515*, $275*. '49 (76) 2-dr., 
$255*; (98) 2-dr., $315*; (88) 2-dr., 

20 


$220. 

PLYMOUTH — '54 Savoy 2-dr., $835. °53 
Cranbrook station wagon, $755. '51 Cam- 
bridge 2-dr., $360. ‘49 Special Deluxe 
2-dr., $245. 

PONTIAC—'55 Chieftain (8) 4-dr., $1,657*. 
’52 Chieftain (6) 2-dr., $440. °51 Silver 
Streak (8) conv., $385*. ’50 Silver Streak 
(8) 4-dr., $390*; conv., $140. °48 4-dr., 
$125*. 

STUDEBAKER — ’°52 Commander coupe, 
$190*. 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of Feb. 23.) 

(Buying and selling increasing every 
week.) 

BUICK — ’'55 RM Riviera, $2,225* (ps); 
Century Riviera, $1,995*; 4-dr., $1,900*° 
(ps). '53 Super Riviera, $935*, $915°*. 

(Continued on Page 61, Col. 1) 


oe 


















51( *, 
(ps) 


rp do 


‘dtop, 
uiser, 


every 
f 82 


) Su- 
2-dr., 
910°, 
2-dr., 
t-dr., 
$170 
(ps), 
(ps), 


$1,- 


One- 
$580. 
-dr 
. De- 
-dr., 


-dr., 
195*, 
-dr., 
anch 
}-dr., 

(8) 
-dr., 
Main 

(8) 
5360. 


$1,- 
ition 
Cus- 
5455. 
870* 


‘51 


,150, 
500. 


Wag- 

(8) 
ilver 
reak 
-dr., 


600. 


Ved- 





"53 
51,- 
"52 
40. 
ir., 
es 
ir., 


53 
1xe 
'. 
ver 


ak 
P.» 


ry 
3. 
y 





5 
oe 
5%. 












Used-Car Auction Prices 





(Continued from Page 60) 


»2 Super Riviera, $655*. 
era, $500*. 

CADILLAC—'55 (62) 
150* (ps), $3,800* 
jie Ville, $1,875* (ps), $1,850* 
oupe, $1,825* (ps). ‘52 (62) conv., 
4$05* (ps); 4-dr., $1,210*. 

CHEVROLET — '56 Bel Air (8) Hardtop, 
$2,345* (ps), $2,270*, $2,230*; 2-dr., 
$2,105*; 4-dr., $1,930; station wagon, 
$1,985*. '55 Two-ten (8) Delray, $1,410; 
Bel Air (6) 4-dr., $1,400*; 2-ton dump, 
$1,075. °54 Bel Air 4-dr., $1,150*; conv., 
$1,055* 2-dr., $990*%; Two-ten 4-dr., 
$995, $895; 2-dr., $965*, $935*, $925. ‘53 
Bel Air Sport coupe, $975; Two-ten 2-dr., 
$850*, $700, $685; 4-dr., $740. '52 SL 
Deluxe 2-dr., $550; %-ton pickup, $645; 
14-ton pickup, $595. °51 SL Special club 
coupe, $450; 4-dr., $415*. ’50 SL Special 
t-dr., $375, $280, $240; SL Deluxe 4-dr., 
$305*, $165. '49 SL Deluxe 4-dr., $150 
$8 114-ton pickup, $455. 

CHRYSLER—’49 NY 4-dr., $145 

DODGE—’'53 '.-ton pickup, $575. 

FORD—'56 Fairlane (8) 4-dr., $2,155*. 
Fairlane (8) 4-dr., $1,430; Custom 
2-dr., $1,350, $1,285; 4-dr., $1,330. 
Crest (8) Victoria, $1,350*; Custom 
station wagon, $1,250*; 4-dr., $940; 2- 
dr., $920, $905, $895, $875; Main (8) 
Ranch Wagon, $1,165*; 2-dr., $830; 4-dr., 
$730; Main (6) 2-dr., $725. ’53 Crest (8) 
Victoria, $1,025*; 4-dr., $965*; Custom 
(S) 2-dr., $§855* 4-dr., $730; *%-ton 
pickup, $795; %-ton pickup, $535. ‘52 
Crest (8) Victoria, $800*, $790*; Custom 
(8) 4-dr., $700*. '51 Custom (6) 2-dr., 
$360; Custom (8) 4-dr., $225*; Deluxe 
(8) 2-dr., ’50 Custom (8) 4-dr., 
$395. °49 %-ton “pickup, $230. °46 %-ton 
pickup, $140. 

“ DSON—’'54 Hornet 

-dr., $470*. 

KAISER —'52 4-dr., 
$145*. 

MERCURY 
'53 Monterey Hardtop, $1,320* 
155*. °52 Custom 4-dr., $400*. 
coupe, $465*; 2-dr., $460. '50 Sport se- 
dan, $180*. '49 4-dr., $125. 

NASH—’'53 Ambassador 4-dr., 
Rambler Hardtodp, $585*; 
$480. 

OLDSMOBILE—’56 (98) Holiday, $2,880* 
(ps). '54 (88) Holiday, $1,580*. '53 (88) 
4-dr., $1,005. 

PLYMOUTH—’51 Concord 2-dr., $355; club 
coupe, $165; Cranbrook 4-dr., $345. °50 
Special Deluxe club coupe, $195. 

PONTIAC—'53 Chieftain (8) 2-dr., 
’52 Chieftain (8) Catalina, $810*. 

STUDEBAKER—’'53 Commander Hardtop. 


’51 Super Rivi- 


coupe de Ville, 
(ps). °53 (62) 


$3,- 
coupe 
(ps); 
$1,- 


(8) 


(8) 





4-dr., $1,100*. ‘52 


$335*. '51 4-dr., $175*, 


’54 Monterey Hardtop, $1,320*. 
(ps), $1,- 


$945*. °52 
Country club, 


$825. 


$885*; coupe, $680*. "51 4-dr., $200*. '50 
4-dr., $195. 
WILLYS—’53 4-dr., $405. 
MISCELLANEOUS — ’'51 Henry J sedan, 


$105. '48 GMC 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of Feb. 23.) 

(Demand good, Clean autos scarce and 
prices high. Sold 78 cars out of 92 offer- 
ings.) 


%-ton pickup, $210. 





i 


| 


BUICK—'56 Special Riviera, $2,525*. °52 
RM 4-dr., $630*; 2-dr., $555*. °49 Super 
2-dr., $120. '48 RM 4-dr., $105*. 

CADILLAC—’50 (60) Special 4-dr., $735*. | 

CHEVROLET ‘54 Two-ten 4-dr., $855; 
2-dr., $960, $910. ‘53 One-fifty 2-dr., 
$600. °51 SL Deluxe 2-dr., $400, $370; 
4-dr., $380*; %-ton panel, $265. '50 SL | 
Deluxe Bel Air, $460; 2-dr., $210; conv., 
$185; FL Deluxe 2-dr., $335. ‘49 SL De- 
luxe 2-dr., $190, $165; 4-dr., $100; FL} 
Deluxe 2-dr., $100. | 


CHRYSLER—’'51 Windsor club coupe, $320*. 


50 NY 4-dr. $200. 

DeSOTO—’53 Custom 4-dr., $820. '52 Fire- 
dome (8) 4-dr., $565 (ps). ’51 Carryall, 
$240*. 50 club coupe, $235*. 

DODGE—’51 Coronet 4-dr., $420*; Meadow- 
— 4-dr., $245. °48 %-ton pickup, 

165 

FORD—’'56 Fairlane (8) 4-dr., $1,900. '55 
Main (6) Ranch Wagon, $1,280. ’54 Cus- 
tom (6) 2-dr., $810; Custom (8) 4-dr., 
$520*; Main (8) 2-dr., $805, $780. °53 
Custom (6) club coupe, $770; Custom (8) | 
2-dr., $645*. '52 Custom (8) 2-dr., $590, 
$295; 4-dr., $425*. '51 Custom (8) club 
coupe, $345*. '50 Deluxe (6) 2-dr., $140. | 
°49 Custom (8) 4-dr., $190*; 2-dr., $100. 

HUDSON — ’51 Commodore 4- dr., "$205*; 
2-dr., $140*. 

KAISER—'49 4-dr., $145. 

MERCURY—'50 4-dr., $180. | 

OLDSMOBILE—’56 (88) Holiday, $2,520*. 
"52 (88) 2-dr., $700. ’50 (88) 2-dr., 
$270*. 

PACKARD—’54 Clipper coupe, $1,200*. 52 
Clipper 4-dr., $475. 

PLYMOUTH—'55 Belvedere (8) Hardtop, 
$1,500*. '52 Cambridge 4-dr., $355. ’51 
Cranbrook Belvedere, $435. 

PONTIAC—’55 Star Chief (8) 4-dr., §$1,- 
600* (ps). 51 Chieftain (8) 4-dr., $295*. 
"50 Silver Streak (6) 2-dr., $155. ’49 Sil- 


ver Streak (8) 2-dr., $170*; 

(6) 2-dr., $135*. 47 (6) 4-dr., 
STUDEBAKER—’52 Champion 2- ar., 

‘51 Champion coupe, $150*; 4-dr., 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Feb. 23.) 
(Sold 51 cars out of 80 offerings.) 
BUICK—'54 Special Riviera, $1,450*. ’52 
Super 4-dr., $575*. ’51 Special Riviera, 
$445*; 4-dr., $410". °50 Super 4-dr., 
$190*. 
CADILLAC—’54 
4-dr., $2,750* 
700* (ps). ’51 
CHEVROLET 
wagon, $1,765*; 
(8) 2-dr., 
$915*; 


$140. 
$210*. 


(62) coupe, $2,910* 
(ps). ’53 (62) 4-dr., 
(62) 4-dr., $1,050*. 
’55 Bel Air (8) 
4-dr., $1,425*; 
$1,415*. ’54 Bel 
Two-ten 2-dr., $870. 
4-dr., $835, $735; 2-dr., 
$700*; One-fifty 4-dr., $490. 
luxe station wagon, $675*; 
"51 SL Deluxe 2-dr., $425; 
$340*, $240. 
DODGE— ’53 Meadowbrook 4-dr. 
FORD—'55 Country sedan, $1, 825; 
2-dr.. $1,275. °54 Main 
on, $1,300, $1,250; 
$1,030. '53 Crest (8) Country sedan, $1,- 
075*; Victoria, $1,010; Main (8) Ranch 
Wagon, $1,050, $1,035, $905. ’'52 Custom 
(6) 2-dr., $565. ‘51 Custom (8) 4-dr., 
$480, $460", $395; Deluxe (8) 2-dr., $405, 
$385; $325. '50 Custom (8) 4-dr., $325; 
2-ar., $340, $250; Custom (6) club coupe, 


$1,- 


station 


‘53 Two-ten 
$725, $715*, 
52 SL De- 
4-dr., $540*. 
4-dr., $380, 


$550. 

Custom 
(8) Ranch Wag- 
Custom (8) 2-dr., 





Silver Streak | 


$385*. | 


(ps) ; | 


Two-ten | 
Air coupe, | 





"55 


54 | 
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| 4-dr., $2,700* (ps). ’53 (62) 4-dr., $1,660* | OLDSMOBILE — °55 (98) conv., $2,700* 
| (ps), $1,425*. '49 (61) 4-dr., $500°*. cee); onan, ae Og eee pd 
| , = . Super oliday, . (ps) ( 
| CHEVROLET—’'56 Two-ten (8) Hardtop, 4-dr., $870*: Super 2-dr. $860*. '51 (88 
$1,830; Delray coupe, $1,820; 4-dr., $1,- »$ ; Pp ) 
| gan. >. ; . it Ate (8) debe. 4-dr., $375*. '50 (88) 3-dr., $250*. '49 
| 775; 2-dr., $1,695; Bel Air (8) 4-dr., (88) 4-dr.. $165* 
| x * ’ j *- os *, . 
| $1,800°. '55 Bel Air (8) coupe, $1,640°; | ny vasQUTH—'56 Belvedere (8) Hardtop, 
| 4-dr., $1,320, $1,260; Bel Air (6) 4-dr., ; z 
$1,230, $1,180*;: Two-ten (8) 4-dr., $1 - | $2,100. '55 Belvedere (8) 4-dr., $1,375*, 
a. S45. 7 ; -fifty ; $1,225*. '49 Special Deluxe 2-dr., $270, 
250; 2-dr., 2 at $1,125; QOne-fifty (6) . : 
% ‘ " J $230. '48 Special Deluxe 2-dr., $150, $100. 
4-dr., $1,000, $950. ‘54 Two-ten 4-dr., . ale ‘ e 
; $950: Delray coupe, $900: 2-dr. $795. | PONTIAC—'53 Chieftain (8) sedan, $760*, 
$240. °49 Custom (8) conv., $160; club e , | §$745*, $685*; 2-dr.. $705*. ‘52 Chieftain 
Bel Air 4-dr., $750. '53 Bél Air 4-dr., | , 
coupe, $120; %-ton pickup, $300. 785, $780 $775*: 2-dr., $480; Two-ten (8) 4-dr., $480*. °51 Silver Streak (8) 
MERCURY—'49 2-dr., $255. | 9-ar. $736, $700*, $610, $530, '52 SL| Catalina, $450*; 4-dr., $240*. 
NASH—’52 Statesman 4-dr., $400*. | Deluxe 4-dr $560* $550* $510: SL * * * 
OLDSMOBILE — '55 (98) 4-dr., $2,260* s za * 5 >. 
° : ; 7 pecial 2-dr., $310. '51 FL Deluxe 2-dr., : : B : 
(ps). '53 (88) Holiday, $1,175*; 4-dr., 6 St, Deluxe cou 275: 4-dr. | — Auctions in Brief — 
$245. °50 SL u pe, $275; 
$1,100*; 2-dr., $950"; (98) 4-dr., $1,125*.| gigo* $130; FL Deluxe 2-dr., $210: | - Ke 
ane See eae 4-dr.,’ $170*. "49 SL Deluxe 2-dr., $260: | SYRACUSE 
| — -dr., . Syracuse Auto uction, Sale every ed- 
PACKARD—’53 4-dr., $700* FL Deluxe 2-dr.. $160 ty "| } to Aucti Sal Wed 
PLYMOUTH—’53 Cambridge 4-dr., $490. = oo F | nesday (Feb. 22). Today’s sale was red hot 
’52 Cranbrook 4-dr., $385, $125. | DODGE—’'55 Custom 4-dr., $1,550*; Coro- | (which was more than we could say for the 
PONTIAC—’54 Star Chief (8) 4-dr., $1,- net 4-dr., $1,275*. °51 4-dr., $235. | weather), Eighty-one percent of all cars 
090*; Chieftain (8) 4-dr., $950. '53 Chief- | poRD—’'56 Fairlane (8) Victoria, $2,030*. | offered for sale found new owners. 
oan (8) ae weeero a i oie '55 Fairlane (8) 4-dr., $1,535*%, $1,520°*; | * * & 
jeftain (8) 4-dr., $510°. ‘51 Silver! 2-dr., $1,480%, $1,460°, $1,350*; club se- | 
Streak (8) 4-dr., $310*. '50 Silver Streak! dan, '$1,470*;' Custom (8) 4-dr., $1,405*, MANHEIM, PA. 
(8) 4-dr., $260*. | $1,360*, $1,275, $1,225*. '54 Custom (8) Manheim Auto Auction. Sale every Friday 
MISCELLANEOUS—’ 54 International Trav- 4-dr., $990*, $950, $950*: 2-dr., $925*,| (Feb. 24). Today’s sale was a whopper 
elall, $640. $840: Main (8) 2-dr.. $775. °53 Crest (8) | with several new faces present. Prices were 
| Victoria, $885, $860*: Custom (8) 4-dr.,| firm, especially on sharp cars. Sold 320 out 
y ~ | $800*; 2-dr., $675*; Main (6) 4-dr., $615; | of 432 offerings. 
VALDOSTA, GA. %-ton pickup, $515. °52 Custom (8) 2-| * * * K it Cl 
(Tom Hewitt Auto Auction. Sale every dr., $660*; Custom (6) 2-dr., $440; Main | - ? ee I ean— 
Friday. Prices are for sale of Feb. 24.) (8) 2-dr., $470. ’51 Custom (8) Victoria, | f WINDSOR, VA, P 
(Clean autos are still bringing good $500; Custom (8) 4-dr., $360*. '50 Cus-| > ae — os Sale eee aed Above is shown one of the grease 
prices. There’s a great demand for ’50s tom (8) 2-dr., $370. day (Feb. 23). ere were over Zo Cars : “ ” 
through ‘54s. Sold 197 cars out of 249 | LINCOLN—'54 Capri 4-dr., $1,560*. 52) at the sale today, with practically all makes oe egg io pain p< 
offerings.) Capri 4-dr., $460*. and models represented. re e je 
BUICK—’55 RM Riviera, $2,300* (ps), $2,- | MERCURY—’56 Monterey as oom. $2,-| * * * jland gasoline stations in last year's ex- 
200* (ps); Century Riviera, $1,950*; Spe- 295*. °55 Monterey coupe, 1, _ | . n help K Maryland Beautiful. 
cial coupe, $1,900*; Riviera, $1,890*. '54| Monterey station wagon,’ $1,375*. '53| N. PLAINFIELD, N. J. _ periment to “7. re . 3 ' 
Special Riviera, $1,410*; 4-dr., $1,300. '53 Monterey 4-dr., $890; Custom 2-dr., $600. Lebanon Auto Auction, Sale every Wed-|The program as § een called a success 
Super conv., $890*. ‘52 Super 4-dr., ’51 Custom club coupe, $270; 4-dr., — pe Pa Prices 2S in helping keep highways clear of litter 
$550*; Special 2-dr., $470*. $135*. stock; off slightly on average ise, . ¢ . t h h 
CADILLAC—’55 (62) coupe de Ville, $3,-| NASH — ‘52 Statesman 4-dr., $125. '51|in a light holiday sale. Dealers report re- and it is being extended throughout the 
550* (ps); sedan, $3,400* (ps). °54 (62) Rambler sedan, $125. tail slack. Sold 44 cars out of 67. state. 


"51 club} 








10 CRACK THE 


OIL MILEAGE BARRIER 


...at open throttle high speeds and at high vacuum low throttle speeds 


AND GUTS is WHAT THE 


y:Cole Mey) 







POSITIVE LOW SPEED 
“HIGH VACUUM" OIL CONTROL 





net 


POSITIVE OIL CONTROL 
AT HIGH SPEEDS 


NG HAS! 


Positive Low Speed “High Vacuum" Oil 


Control. Low apeee at oil one around the side of 
the ring is prevented oS using an accurately 
machined separator whic ee the cylinder 
contacting rails throughout their depth and cir- 
cumference and prevents rocking. is provides 
uniformly close clearance between the groove 
wall and the rail without reducing the free action 
of the ring in the groove. 


Positive Oil Control at High Speeds. High 
speed “‘flutter’’ or “‘surfboarding”’ is controlled 
by special flexible reverse loop expander which 
provides a more uniform high unit pressure on 
the two cylinder contacting rails. rails are 


chrome armored but are prelapped and heat 


shaped for rapid break ia. 


No Gouging or Seuffing of Cylinder Wall. | 
er 


The spacer will not gouge or scuff the cylind 


wall because it is made of electric furnace iron. | 
in itself with built-in ten- | 
sion and two additional scraping edges. With | 


It is another oil ri 


the two chrome armored rails and the two oil 
scraping edges on the spacer, the 400 oil ring is 
sadly tite dhues in Gane 








“LIGHT HOUSE” INSPECTION 
OF FINISHED RAILS 


Ghose Shaped Cylinder Contacting Rails. Cam 
ing by heat treatment produces the same 
“tient tight”’ fit in cylinders that exist in piston 
rings that are individually cast to a cam shape. 
This cam shaping, exclusive with M y- 
Norris, is very important where the bearing 
edges are chrome armored. When these chrome 
surfaces are prelapped, it produces positive con- 
tact with the older throughout me, circum- 
ference and assures efficient trouble free ring 
and cylinder life. 





Millions of installations have proved 


beyond a doubt that Chrome Control 


Leak-proof Piston Ring sets will outperform any other piston ring set regardless 


of kind, design or price. For quick sea 


ting, no waiting for break in, satisfied 


customers and more money in the till, start using them today. They’re guaranteed. 

















400 


(CHROME 


\EAXTROOE 


GUARANTEED... 


Ea 


McQUAY-NORRIS MANUFACTURING CO. 
ST. LOUIS ¢* * TORONTO 


LARGEST PRODUCER 


OF SMALL RINGS I! 


N THE AUTOMOTIVE INDUSTRY 
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Tire Industry Aids Safety Program— 


Major tire companies are making six men available to the Inter-Industry Highway 
Safety Committee to assist in the organization of community Vehicle Safety-Check 
programs during May. They are Thomas S. Woods III, Goodyear Tire & Rubber Co.; 
Francis P. Lowrey, field services director, Inter-Industry Committee; Carl E. Albaugh, 
B. F. Goodrich Co.; Edward D. Burks, Firestone Tire & Rubber Co.; Norbert J. Griffin, 
U. S. Rubber Co.; Ernest Bognar, B. F. Goodrich Co., and Forest R. Eyer, General Tire 
& Rubber Co. 
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In the Letterbox 


(Continued from Page 12) 


ble to the principles of good sales- 
manship as ever. 


While the automobile dealer has 
been tricked into hanging himself 
with his own rope, other retail bus- 
inesses have ADDED salesmanship 
to their efforts. 


They’ve taken their story beyond 
the advertising page and the retail 
counter through personal solicita- 
tion—through selling, direct selling 
to Mr. and Mrs. America. And 
they’ve made a huge success of it. 


How could the public want or 
expect anything other than price 
gimmicks when that’s all they get? 
It’s time the automobile industry 
as a whole searched its conscience 
and shouldered the responsibility 
for its own misbegotten offspring— 
the automobile sales clerk, the re- 
tail store, the chiseling customer 
and the ether room with its phony 
prices and double-talk. 


If there are men left among the 
mice on automobile row—let them 


stand up and be counted. Let them 
stand up and admit that the prin- 
ciple of floor selling is wrong— 
wrong for them and wrong for the 
public. 

Let them admit that the glassy- 
eyed prospect herded in by phony 
prices, giveaways and misleading 
advertising is a monster that 
they themselves have created. 
His ignorance and his demands 
are the products of their own 
hands. 

If there are still SALESMEN 
left in the automobile business, let 
them place the blame squarely 

where it belongs. Let them stand 
up and tell the factory where to 
go! 

Then let’s go about the business 


Acheson Names Leggett 
William Howard Leggett has 
been appointed sales engineer in 
the Rochester (N. Y.) sales office 
of Acheson Colloids Co. He replaces 
Edwin A. Lampman, who retired. 








get him the most from his truc 





specify a HEIL 


body and hoist 


for your customer 


Teamwork for performance—that’s what your 
customer receives when you specify a Heil 


body and hoist for the truck he buys. 


Heil bodies and hoists are engineered to 
complement the truck’s working ability... are 
built to match any size or model of truck you 
sell and provide a better over-all hauling unit. 

Check the benefits—your truck customer 
gets body strength without payload-robbing 





excess weight through Heil’s fabrication and 


welding techniques. He receives hoist de- 
pendability through straight-line drive from 


power take-off to Heil’s Perma Pump, and 


from advanced cylinder design. He receives 


local parts stocks. 


more all-round, trouble-free performance be- 
cause your Heil distributor provides expert 
mounting . . . prompt, 


efficient service, and 


Get all the facts from your Heil distributor 
on telescopic (illustrated) or twin arm hoists, 
and a complete line of dump bodies—learn 
how you can profit and get your customer 
the most from his truck with Heil. 


BH-63 


DEPT. 5936, 3059 W. MONTANA ST., MILWAUKEE 1, WIS. 
Factories: Milwaukee, Wis., Lancaster, Pa., Hillside, N. J. 








| fringe 


of letting production seek its own 
level. Let’s have an end to the De- 
troit philosophy that production is 
more important than distribution. 
Let’s go back to producing, maybe, 


3% or four million cars a year— | 


but doing it because the public 
wants and needs them and has been 
SOLD them. 


Let’s let the dealer make a fair 
profit on every car he sells—the 
same percentage that every busi- 
nessman is entitled to—because he 
met competition with good sales- 
manship and earned his fair share 
of the business with his head held 
up. 

How are you going to do it? 

1. Stand together and tell De- 
troit you'll take cars when, as 
and if you need them to fill or- 
ders. “Don’t call us, we'll call 
you!” Put Detroit on the basis 
of any other manufacturer who 
makes a reputable product and 
must satisfy its distributors and 
dealers. 

2. Stop lying! Yes, lying is the 
only word. We know you've been 
forced into it by Detroit, but stop 
trying to think up ways to delude 
the public into believing the law of 
gravity has been repealed and they 
can get something for nothing. Tell 
the truth. Beat competition with 
salesmanship and don’t be afraid 
to hang a price tag on a car. 

3. Get your “clerks” up off their 
shiny serge seats and tell them 
they’re salesmen! Tell them to take 
a dull pencil and a sharp sales talk 
and start ringing doorbells. Tell 
them to start looking for prospects 
who have not quite decided to buy 
a car and create the desire to buy. 

Teach them to sell the prospect 
on how their car is best—not their 
price. Believe me, the public loves 
it. All the other businessmen in 
America can’t be wrong! 

4. Stop being so afraid that the 
guy down the street is going to 
undersell or outgive you; he’s 
just as afraid of YOU! Take the 
real factory price, add a fair 
profit for yourself, and then both 
of you hang a price tag on every 
door handle. 

There always will be illegitimate 
operators who depend on 
cheap tactics and falsehoods to eke 


|}out a living. They exist in every 


| business. 
| forcing the 





3ut you don’t see them 
reputable dealers in 
any other line to close their doors. 

What does it take to wake you 
up, Mr. Dealer? Can’t you see the 
handwriting on the wall? You're 
being squeezed out of existence by 
the very hand that claims to be 
feeding you. 


If you keep on like this you'll be 
just a memory 10 years from now! 
Haven't you tumbled yet? Can't 
you figure out the next move? Once 
Detroit has proved to its satisfac- 
tion that enough cars can be sold 
by present advertising and clerking 
methods, you become about as 
necessary as a fifth wheel on a 
buggy. 

All each manufacturer has to 
do, then, is open up a retail out- 
let in the center of each town 
where it can sell all its makes 
and models across one counter. 
Who needs you if misleading ad- 
vertising, phony prices and sharp 
pencils will bring enough people 
into “stores” to move five-million- 
plus cars? 

Remember, Detroit isn’t inter- 
ested in distribution—just produc- 
tion! You keep on proving them 
right and you'll have proved your- 
self right out of existence! 

Come on, let’s get with it and 
use cur heads. What have you got 
to lose? —C. G. Davis, Stevens- 
Davis Co. (sales training), Chicago. 


Calendar 
(Continued from Page 12) 
General 
Sept. 20-22—Automotive Parts Rebuilders 
Association Convention and Trade Show, 

Edgewater Beach Hotel, Chicago. 
Sept. 21-29 — International Commercial 
Motor Transport Show, Earls Court, 
London, England. 
Oct. 10-12 — National Transportation 


Meeting, Society of Automotive Engi- 
neers, Hotel New Yorker, New York. 
Oct. 17-27 — International Motor Show, 

Earls Court, London, England. 

Nov. 1-12—National Diesel Engine Meet- 
ing, Society of Automotive Engineers, 
The Drake, Chicago. 

Nov. 8-%—National Fuels and Lubricants 
Meeting, Society of Automotive Engi- 
neers, The Mayo, Tulsa. 

Jan. 14-18—Annual Meeting, Society of 
Automotive Engineers, The Sheraton- 
Cadillac and Statler Hotels, Detroit. 

Jan.—Sixteenth Annual Convention, Truck- 
Trailer Manufacturers Assn. Hotel Del 
Corenado n Diego, Calif. 
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Regardless of all the claims you may have read or heard, here are the official stock car results — the 
indisputable facts. At 1956 NASCAR Speed Week, Daytona Beach, Florida, the great new Chrysler 300-B: 


wD 


ow. 


@ WON “FLYING MILE” « 139.373 mu. 


Ist—ahead of all other cars! 


@ WON 160 MILE GRAND NATIONAL STOCK CAR RACE 


Ist—ahead of all other cars! 


@ WON WOMEN’S NATIONAL SPEED TRIAL CHAMPIONSHIPS 


Ist—ahead of all other cars! 


i- 


T- 
ic- 


r= 


This is the second straight year Chrysler has made a 
clean sweep of these events—another first for Chrysler. 


CHRYSLER 300 -B ... . america's most Powerful car 


CHRYSLER DIVISION, CHRYSLER CORPORATION, 12200 EAST JEFFERSON AVENUE, DETROIT 31, MICHIGAN 
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BORROUGHS. 





“CYCLOPS” Swing-Door 


Storage 
eT 


Takes the eye at a glance 





makes nationwide hit! 


It’s no wonder the “Cyclops” has created such a stir. It’s the best r 
looking and best-value swing-door cabinet you have ever seen. It tops 

them all. Don’t take our word for it. Go! .. visit your dealer and see 

for yourself. Open and close its smooth, safe-like swinging doors. . 

see its smooth interior and many other features—more features than 

are found in higher priced cabinets. Make a note now to see this new 
“Cyclops” cabinet. 


—Central handle with Yale & Towne lock. 

—Enclosed throw-bolt mechanism. 

—Doors swing easily and quietly. 

—Meeting edges of doors are double- 
wall for greater strength. 

—Doors removable if desired. 

—10 screws and 15 minutes put cabinet 
together. Cannot be disassembled 
when locked. 

—Smooth interior—no projecting lugs. 

—No bolt heads on front, ends or back. 

—Shelves adjustable on 1” centers, with- 
out tools. No loose shelf clips. 

—Cabinet constructed of first grade fur- 
niture steel. 


—Baked-on enamel finish. Choice of 5 
colors. 


©) 1 handle 
does the 





PATENT APPLIED FOR 


“cyclops” models to choose from 


All 3 styles are convertible, with interchangeable interior parts. 





BORROUGHS BORROUGHS BORROUGHS 
storage combination wardrobe 


cabinet cabinet cabinet 


No.61801—36”"x78”"x 18” No. 61803—36”x 78”"x 18” No.61802—36”x78”x 18” 
No.62401—36"x78"x24” No.62403—36” x78"x24” No.62402—36"x78"x24” 
Stores supplies from view Serves the dual purpose Holds 12 or more heavy 
in an efficient, neat and of wardrobe and supply coats without crowding. 
clean manner—plus gen- cabinet, with complete Clothes hang full length 
vine security. security and protection and remain clean. 

to supplies and clothing. 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 
3026 NORTH BURDICK anf KALAMAZOO, MICHIGAN 


@mp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, 
Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio— 
Kilgore, Texas — Colton, California) (General Spring Products, Ltd. — 
Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey) 


Manulacturers of quality produets for automobiles, trucks, aircrat, offices, factories, warehouses, and homes.! '&hways,” the bureau said. 

















| government finance, stock owner- 
Ullman New Volume Gathers | ship, central bank reserves, popu- 
(Continued from Page 9) Economic Statistics lation, consumer prices, net income, 
and some reductions in auto repair) DETROIT.—Quick and easy ref-|!abor and foreign trade. A special 
| charges.” |erence on economic data is pro-| Section is devoted to statistics on 
ise |vided by The Economic Almanac, | Canada. 
P | 1956, published at $3.95 by Thomas [ 

Aluminum Released |¥. Crowell Co., 432 Fourth Ave., Greer Appoints See 
ee aluminum producers | New York 16, N. Y. | Greer Hydraulics, Inc., has an- 


have been notified by the Office| The 688-page volume was pre-| nounced appointment of John W. 
of Defense Mobilization that the | pared by the research staff of the| See as application engineer for hy- 
call for April delivery to the Gov-| National Industrial Conference | draulics devices used in the ma- 
ernment of 25,000 tons of aluminum | Board. It contains information on | terials handling equipment indus- 
has been cut to 11,000 tons such diverse subjects as savings|try. See formerly was associated 

; 7 |and liquid assets of individuals,| with Allis-Chalmers Mfg. Co. 


As a result, 14,000 tons can be | ve anaett ————— 





made available to industry and Ty 


help alleviate the present short- NEW BUMP A-TEL SI 


copper set-asides for defense or- | 
ders also have been cut by about 

10 percent. This will amount to 

about 6,000 tons. 

ODM Director Arthur Flemming 
last week authorized Federal agen- | 
cies having essential wartime func- | 
tions to begin recruiting of execu- | 
tive reservists. 

The action followed issuance by 
the President of an executive order | 
establishing the National Defense 
Executive Reserve authorized under | 
the Defense Production Act. Re-| 
servists will be drawn from all seg- 
ments of the national economy. 

Those selected would be willing | ; 
to attend a training course at least | 
once a year and to be immediately 
available for assignment in the “ANNOUNCING BUMPA-TEL PETITE" 
event of mobilization with employer 
concurrence. 


age of the metal. Second-quarter 


Ld 





We are now offering a Bumpa-Tel sign with a panel 12x 40 inches for those adver- 
-—-- = tisers who do not need as much space as is provided on our regular Bumpa-Tel Signs. 
The new Bumpa-Tel Petite is lower and blends into the body lines of most cars 


Reo Introduces producing a very neat appearance. It is offered at the same price. In ordering be sure 


i.e and state Bumpa-Tel Petite. 
Ist Unit in New “Mount or Dismount Your Sign in Seconds Without 





|} or 62,000 GVW. j 


* . 
Turbodiesel Line Tools, Absolutely No Damage to Car." 
LANSING.—Reo Motors, Inc., last 

week introduced the first models of © Mounted or Dismounted in Seconds* 
its turbodiesel line of “A” series © Polished Aluminum Frames e Sheet Stel Face 

trucks powered by © Sign Legs Telescope —~4 Non-Visible Brackets Mounted 

the Cummins 175- is aa a aa ih Gute ta 

horsepower JT-6B s after original Installation. State Make and Mode! When Ordering. 


engine. 
The units have Now Offered in Four (4) Options, Unlettered at $12.50, 
cnn pull moders Lettered at $16.50, Lettered and Refiectorized at $21.50, 


square-nose trail- Lettered on Full Scotchlite Background, the Top Sign for 
ers within the; Night Use at $26.50. 


45-foot overall 





length, according F.0.B., MOUNDS, ILLINOIS 

to John C. Tooker, 2% Discount For Check In Full With Order. 

Reo president. rs - 
John C. Tooker The turbodiesels|' Available Now for 1956 Ford, Chevrolet, Plymouth, Buick, 


are available in single-axle models Dodge, DeSoto, Chrysler, Pontiac, Mercury and Oldsmobile, 


and in all standard wheelbases, 
Docter ih, Sew cones eta ee Hudson, Nash, Packard and Studebaker. 


Pence de Geel) We will accept telephone calls collect on orders 
roduction o e turbodiesels, i 

Tooker said, is in line with a plan for five or more signs. 

t h all t ~ 

to reach all segments of the truck-/ WARREN HASTINGS MOTOR COMPANY, INC. 
dence that the new models “will. 103 NORTH BLANCHE MOUNDS, ILLINOIS 


satisfy a demand in some fields! pgp, 192 Phone No. 498 
where Reo has been far less com- 





petitive in the past.” = = -——- - — 
Tooker added that Reo plans to 

include turbodiesels in its newest 

truck, the Super V-63 COE line 

which will use Cummins engines s ra 

up to 300 horsepower. | 2 Hook Safety 





Chain Here 


Drill and Bolt 


U.S. Farm Bureau §§ ) : este.. 


Bolt to Stud 
Already In 


Opposes Ton-Mile |} on Be Born boc 


Tax on Trucks 


WASHINGTON. — The American 
Farm Bureau Federation has op- 
posed the ton-mile and similar 
truck taxes, according to the 
National Highway Users Conference 
howe. Dealers across the country have 

The farm organization also op- ‘ found the Draw-Tite Trailer Hitch 
posed Federal regulations of vehicle , : a profitable accessory. Over 
sizes and weights, declaring that > in 500,000 satisfied car owners 

the right of the states effectively testify to the preference fof this 


to regulate vehicle weight should ieee 

See e wee: — hitch. You will find it sells easily 
The Farm Bureau’s position on cL dhs. 8 and helps other accessories. Fac- 

the ton-mile tax was given as: tory shipments within 24 hours 


“Free movement of trucks among 
states is essential to the efficient 
marketing and harvesting of farm 


reduce your inventory. Remem- 
ber, Draw-Tite hitches—and coup- 





products. Ton-mile and similar .. . lers—are priced to help you make 
taxation create substantial re- : money. 
straints on interstate commerce.” 
It was the federation’s opinion 
that highway and road costs should @ Solid bar cold rolled steel 
be financed primarily by state @ Hauls up to 2000 Ibs. G.W. 


motor fuel and vehicle registration | — @ Cadmium or polished chrome 
taxes and that such revenues should 
not be diverted to nonhighway pur- 
poses. It believed financing con- 
struction of highways should be DEALER INQUIRIES INVITED 


alee cane alarm the ex- ME i Hh = F uty ay ny 


pansion of Federal financing of 
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DETROIT. — A study of pur- 
chase prices of 1955 Packards dur- 
ing the first 45 days of this year 
showed these cars 
retaining nearly 
14 percent more 
of their original 
value than the 
average for all 
previous postwar 
Packards, accord- 
ing to Robert P. 
Laughna, general 
manager, Pack- 
ard-Clipper divi- 





R. P. Laughna 


sion. 

In addition, 
Laughna, said, the survey indi- 
cated that year-old and two-year- 
old Packards are depreciating at a 
significantly slower rate than 
earlier postwar Packards. 

Laughna said the price study in 
23 major marketing areas showed 
that the average 1955 Packard now 
is topped by only two makes in 
the luxury-car field from the stand- 
point of retaining original value. 
A year ago, he said, Packard was 
last. 


In terms of dollars, he said, 
1955 Packards are selling for only 
$100 to $250 less in the used-car 
market than the make which 
leads the high-priced field at both ~ 
the new and used levels. 
Laughna contended that Pack- 


Earnings Increase 
14-Fold in 1955, 
Auto-Lite Says 


TOLEDO. — Electric Auto-Lite 
Co. earned more than 14 times as 
much in 1955 as it did in 1954, 
James P. Falvey, president, has 
reported. 

Earnings totalled $10,102,060 last 
year compared to $714,184 in 1954. 
The increase amounted to 1,315 
percent. 

Falvey said sales climbed to a 
record $296,007,212. Sales in 1954 
were listed as $197,048,885. Working 
capital at the end of 1955 amounted 
to $74,523,436, highest in company 
history. 

Falvey said a recent consolidation 
of three replacement sales staffs 
into one unit is expected to raise 
the company’s replacement business 
both in volume and in percent of 
total sales. 

He added that original equipment 
business for 1956 to date is sub- 
stantially less than a year ago, 
but that replacement sales are con- 
tinuing to climb. 


Safety Termed 
Vital Aspect of 


Auto Engineering 


PITTSBURGH. — The safety of 
the driver and the passenger is a 
prime influence in the automotive 
industry today, Roy C. Haeusler, 
Chrysler Corp. automotive safety 
engineer, told the Pittsburgh sec- 
tion, Society of Automotive Engi- 
neers. 

Describing the work of an auto- 
motive safety engineer, Haeusler 
said, “All the resources of Chrys- 
ler’s engineering division are 
brought to bear on every safety 
problem. The safety department 
guides its projects through the reg- 
ular design, development, labora- 
tory and proving ground facilities.” 

Speaking of safety features them- 
selves, he said, “We have to be sure 
that proposed items do not intro- 
duce new hazards which outweigh 
any possible gains. For example, 
governors may actually be a new 
source of danger because they in- 
terfere with a vehicle’s response at 
a time when you may need it. 

“Safety features must be accept- 
able to the motoring public. Shoul- 
der harnesses, for example, are less 
convenient than lap belts and it is 
only natural that a smaller segment 
of the public accepts them.” 


Ethyl Moves Up Avery 


Julian M. Avery has been named 
director of the product develop- 
ment division of Ethyl Corp. He 
succeeds William T. Hack, whe has 
resigned. 


Used Packards in Favor 


Laughna Says Value Retention of ’55 Models 
Is Highest in Postwar Period 


ard’s position in the used-car mar- | 


ket will continue to improve be- 
cause of engineering advancements 
in the 1956 model. 


“The real significance of product 
innovations,” he said, “does not 
come into proper perspective as 
sales stimulation until after they 
reach the used-car market.” 


As an example, he mentioned that 
the average purchaser of a used 
1955 Packard lists torsion-bar sus- 
pension—a 1955 innovation— as the 
feature which most attra¢ted him 
to the purchase. 


The sale of new cars, he said, 
depends almost entirely, during 
normal sales periods, upon the 
sale of used cars. 

“This is especially true,” he 
added, “in the luxury-car field 
where nearly 90 percent of all new- 
car sales involve a tradein and it 
often is necessary for a dealer to 
move as many as four cars to move 
one new car.” 


Head Plymouth Dealers— 


Officers of the newly organized Norcon 
(North Connecticut) Plymouth Dealers Assn. 
check final details with W. F. Whiteley, 
seated left, Plymouth’s New England sales 
manager, as they prepare to incorporate 
their group. Seated, from left, are White- 
ley, Robert Newman, East Hartford, presi- 
dent; Arthur R. Beeman, Hartford, vice- 
President. Standing: R. D. Meek, attorney, 
and Joseph Deleon, Hartford, secretary- 
treasurer. 


Exports Drop in January; 
36,413 Vehicles Shipped 


DETROIT. — Total exports of 
motor vehicles from the U. S. 
during January totalled 36,413, ac- 
cording to the Automobile Manu- 
facturers Assn. 


Of this, 21,186 were passenger 
cars or a drop from 24,473 shipped 
overseas during January, 1955. It 
was a slump of nearly 6,000 from 
the export of 27,122 during Decem- 
ber, 1955. 

The total of trucks sent abroad 
during January was 15,216 which 
compares with the 15,729 shipped 
for the same month of last year 
and the 16,665 exported during De- 
cember, 1955. 


There were 11 motor coaches ex- 
ported in January. This was up 
from five in January, 1955, and four 
for the previous month. 

The total of 36,413 was down 
from 40,207 shipped in January, 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 





1955, and from 43,791 sent overseas 
in December. 


Dodge Appoints 
Six to New 


Regional Posts 


DETROIT.—Dodge has an- 
nounced a series of new appoint- 
ments which include: 

James J. Kelly jr., used-car sales 
manager, Atlanta region; Geraid 
H. Pochert, Charlotte (N. C.) dis- 
trict manager; Davis M. Wilkerson, 
dealer planning and analysis man- 
ager, Memphis region; Harry A. 
Ludwick, Evansville (Ind.) district 
manager; W. P. Wood, sales promo- 
tion manager, central zone, and 
John J. Corlew jr., Mt. Vernon (TIIl.) 
district manager. 

Kelly joined Dodge in 1953; Po- 
chert in 1952; Wilkerson in 1952; 
Ludwick in 1952; Wood in 1953, and 
Corlew in 1954. 


Keller Reveals How Chrysler Grew 


Eprror’s Nore: This is the 
second of two articles on K. T. 
Keller, who is retiring Apr. 1 
after 30 years with Chrysler Corp. 
In this article, he tells how the 
corporation was developed. 

* * + 
By Joseph M. Callahan 
Staff Writer 
K T. KELLER, Chrysler Corp. 

* chairman who is retiring after 
30 years, last week recounted for 
Automotive News a _ never-before- 
told story of how Chrysler Corp. 
developed its four lines of cars in 
the two-year period after Keller 
joined Walter P. Chrysler in 1926. 

Keller and Chrysler first be- 
came acquainted in 1911 when 
Keller joined the central office 
staff of General Motors, working 
chiefly on 
This: acquaintanceship grew into 
a mutual admiration and warm 
friendship in the three years after 
1915 when Keller became general 
master mechanic of GM’s Buick di- 
vision. Chrysler was then Buick 
president. 

= + + 
~ 1919 Chrysler was moved to De- 
troit as vice-president of all GM 
operations and he brought Keller 


with him. The next year Chrysler | car 


left GM and joined Maxwell Co., 
which introduced the first Chrysler 
car in 1924. The next year Max- 
well was reorganized and renamed 
Chrysler Corp. 

But Keller continued with Gen- 

eral Motors, becoming manufac- 

vice-president at Chevro- 
let in 1921 and general manager 
of General Motors of Canada in 

1924. 

During this time Chrysler often 
asked Keller to come with him at 
Chrysler Corp. It was obvious to 
many automotive observers that 
Chrysler and Keller would eventu- 
ally join forces. 

x * * 

Two Questions 

ELLER reminisced, “When he 

first asked me to join him in 
1923, I asked him these two ques- 
tions: ‘Are you going to stay in the 
auto industry and make this your 
life work? And will you bring out 
a car to compete with Ford and 
Chevrolet?’ 

“Some time later I again met 
Chrysler at the auto show in Lon- 
don and he said, ‘I’m going to be 
after you.’ I replied ‘Well, you know 
my questions.’ 

“In February, 1926, I encoun- 


thing he said was, I’m ready to 
answer both your questions. Both 
answers are yes.’” 

When Keller was asked why he 
placed so much importance on 
these two questions he _ replied, 
“Why? Why should I take a chance 
on winding up with another boss 
—one that I wouldn’t like as well 
as Mr. Chrysler. Also, I decided I 
was going to make my last move. 

t . 


— REGARD to the second ques- 
tion, I had decided — as a re- 
sult of my experience with Chevro- 





let—that you had to be in that 
price class.” 

Keller continued, “So I joined 
Chrysler Apr. 1. and I resigned at 
General Motors as of March 31, 
1926.” 

He proudly declared, 
lose a day’s pay.” 

Keller picked up his story: 
“One day in 1928—we had just 
puchased Dodge—Chrysler called 

me at my office at the Dodge 
plant and told me to come over to 
his office in Park. 

“He said, ‘We’ve been studying 
diversification and we have an op- 
portunity to get into radio—which 
is going to be big in this country. 
We can buy a large radio manufac- 
turing company (one of the biggest 
in the country today) for $3 million. 

I want your opinion on the deal.’ 
+ * a 


‘Autos, Not Radios’ 
‘I said, ‘Look, we don’t know any- 
thing about the radio business. 
We know a lot about the auto bus- 
iness. I think if we’ve got $3 mil- 
lion we ought to bring out a car to 
compete with Chevrolet and Ford.’ 
“He looked at me, then reached 
for the phone and called Fred Ze- 
der who soon began designing the 


“I didn’t 


Keller said they decided to 
build the Plymouth plant on a 
piece of property near Mt. Elliott 
Ave. and Lynch Rd. in Detroit 
which the company had acquired 
with the purchase of Dodge. 

He said that besides the low 
price, it was decided that the new 


White Calls °55 
Its Best Year; 
New Engine Due 


CLEVELAND. — White Motor 
Co. enjoyed its highest income and 
sales in history last year, Robert F. 
Black, chairman and president, said 
in the company’s annual report. 

Sales reached $179,944,264, an in- 
crease of 24 percent over the prev- 
ious year. Earnings were $6,061,180 
compared to $4,488,644 in 1954. 

Black said the company delivered 
16,880 new vehicles in 1955 com- 
pared to 12,951 in 1954. He reported 
that White’s backlog of orders at 
the end of 1955 amounted to $45 
million, “which would indicate that 
1956 sales may exceed the 1955 
record.” 

Black also eutsinand that the 
company has instituted a program 
to improve engine performance 
with the first phase being develop- 
ment of a new series of engines 
with a horsepower increase of 20 
to 34 percent. 

The engines, which will carry 
the “Superior” trade name, will be 
introduced this month, Black said. 


Air Brake Picks Guyette 
New York Air Brake Co. has 
named Frederick L. Guyette to be 
chief plant and equipment engineer. 
He has served in various manufac- 
turing capacities with Air Brake 
for 25 years. 


car would be a four-cylinder model 
with floating power. 

He continued, “We built that 
whole plant in 91 days—from arch- 
itect to the first car. I called the 
architect in on Friday and we had 
the bids out the following Monday. 

a 4 cd 


GINALLY, we laid out that 

plant for 1,000 cars a day. And 

production is still going at that rate 

in that plant today, just as we 
originally planned it.” 

In building the plant, Keller 
said that four building crews 
were used — one crew starting 
from each of the four walls and 
working toward the middle. 

He said the organization and 
management of the new plant was 
conducted from a tent in the middle 
of the rising building. 

Commenting that financing the 
new plant also was a problem, he 
said, “We didn’t have an insurance 
company to loan us $250 million for 
100 years in those days.” 

* 


How Dual Dealers Evolved 


Kass said that original plans 
called for a separate line of 
dealers to handle the Plymouth, but 
that the 1929 depression suddenly 
burst on the scene, changing the 
whole program. 

He said that Chrysler dealers 
were first given Plymouth to sell, 
and it soon was decided that De- 
Soto and Dodge dealers also needed 
Plymouth. 

By 1930, the newly developed 
Plymouth was being merchan- 
dised by 7,000 dealers. 

Keller declined to discuss the cur- 
rent program in which Chrysler 
Corp. gradually is establishing a 
separate Plymouth dealer group. 

He said that he though that the 
most important decision he made in 
his 30 years with Chrysler was the 
decision to come out with the Plym- 
outh. 

~~ a 7 

SSING the birth of the De- 

Soto car in 1928, Keller said, 
“The DeSoto was brought out and 
aimed at the Dodge dealers. Under 
Dillon, Read & Co. (a New York 
banking firm), the Dodge dealers 
were dissatisfied and the dealer or- 
ganization had been going to pieces. 

“Mr. Chrysler thought the big 
Dodge dealer organization would 
welcome a new car. And many of 
them opened a second establish- 
ment to sell DeSotos. 

“However, the sale of DeSotos 
wasn’t confined to Dodge dealers. 

The first sales manager of DeSoto 
was Charlie Mathiewson, a former 
Dodge sales manager. 

(Apparently Chrysler’ s objective’s 
were achieved, since 81,065 DeSotos 
were sold the ‘first year — believed 
to be the largest number of cars 
ever sold by any factory in an in- 
troductory year.) Z 


e 

Chrysler Adds Dodge 
Ka said that Byron_ Foy. 

who headed DeSoto until World 
War IT, had a great deal to do with 
the starting of DeSoto. Apparently, 
he agitated with Chrysler for the 
establishment of DeSoto, much as 





Keller. agitated for the founding of 
Plymouth. 


In the midst of Chrysler’s shrewd 
planning to capture the Dodge 
dealer body, a bombshell was 
dropped. For a nominal sum, 
Dillon-Read would sell Dodge to 
Chrysler. 

In addition to the dealer or- 
ganization, Chrysler suddenly had 
a chance to get a company with 
five times Chrysler’s own manu- 
facturing facilities — and to be- 
come the nation’s third largest 
auto maker. 


Dillon-Read had purchased Dodge 
in 1925 from the widows of Horace 
and John Dodge for $146 million. 
The astute New York Bankers then 
turned around and sold $160 million 
in Dodge stock to the public. Thus, 
for absolutely nothing, Dillon-Read 
quickly acquired $14 million in cash 
and one of the nation’s most com- 
pletely integrated auto manufac-° 
turers. 

aa = a 
‘I looked over the Dodge plant for 
Mr. Chrysler and advised him 
to buy it,” Keller continued. “I 
spent four days looking it over. 

“We needed it with the Plymouth 
coming. They had the manufactur- 
ing facilities we needed. Of course, 
the dealer body was important too.” 

It finally was agreed that 
Chrysler would pay for Dodge 
with 1,253,557 share of Chrysler 
commmon stock, then valued at 
$80 a share, and also would as- 
sume Dodge notes totalling $59 
million. 

Although there were numerous 
predictions that Chrysler had “bit- 
ten off more than he could chew,” 
he frequently declared in later 
years, “Buying Dodge was one of 
the soundest acts of my life.” 

* - z 


Keller Liked Airflow 
ELLER considers that one of 
his career’s major landmarks— 
although not very successful—was 
the introduction of the Chrysler 
Airflow model in 1937. 

He said, “This car, which was 
designed by Carl Breer, was a com- 
pletely new conception and it was a 
great contribution to automobile 
riding. Its principle was, ‘Get the 
center mass over the center per- 
cussion.’ 

“The engine was pulled over 
the front wheels, which were 
pulled back and the back wheels 
were moved up. This new method 
of weight distribution completely 

automobiles.” 


He said this new design prin- 
ciple brought the front door closer 
to the front wheel and moved the 
spare tire from the side to the back 
end and then inside the trunk. He 
said it also was one of the first 
frameless cars and had the first 
curved windshield. 

* * 


“JT WASN'T a successful car,” Kel- 
ler continued. “We bit off a lot 
there. We tried to put it in the 
whole line. Also, sales competition 
was against it. In this business, 
any time you come out with too 
much of a departure, you get sales 
competition against you.” 
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, Factory Pressure .. . 





Woo Dealers, Auctions Urged 


NEW ORLEANS. — Operators of 
auto auctions were called upon last 
week to develop a closer alliance 
with franchised new-car dealers. 

“A greater degree of participa- 
tion in the auction by franchised 
dealers would be a desirable 
development for the entire indus- 
try,” James C. Downing, Atlanta 
Nash dealer and former president 
of the National Used Car Dealers 
Assn., told the National Auto 
Auction Assn. convention here. 


Carl Marker, Fort Wayne, Ind., 
was reelected president of NAAA. 
Other officers are vice-president, R. 
A. Waldrep, Birmingham, Ala., and 
secretary-treasurer, Jacob H. Ruhl, 
Manheim, Pa. 

Board members for three-year 
terms are Joel Strickland jr., Or- 
lando, Fla.; Joseph Briley, Chicago, 
and Ernest L. Cox jr., Concord, 
Mass. Members for one-year terms 
are L. G. Tribble, Warehouse Point, 
Conn., and Jack Kesler, Indianapo- 
lis. 

The association adopted a resolu- 
tion urging all members to cooper- 
ate in urging the NADA Market 
Report, Red Book and Blue Book 
to use late auction quotations in- 
stead of “cash values” in their 
listings. 

Formation of Auto Auctions, 
Inc., was approved by the associ- 
ation for the purpose of guaran- 

teeing checks and titles for 
members. Marker was instructed 
to appoint a committee to organ- 
ize the corporation. 

Downing, in his address, told the 
auction operators that: 


1. Antibootlegging and territory- 
security legislation has “virtually no 
chance for passage.” There is a 
“better-than-even” chance that the 
phantom-freight bill will pass the 
House. 

2. The new General Motors sell- 
ing agreement “may prove to be 
simply a series of minor changes 
to get the congressional committees 
off GM’s back.” 

3. Factory pressure and 
“Detroit-style brainwashing” have 
resulted in a loss of the real spirit 
of free enterprise “as it was 
known in the auto business before 
World War I.” 


4. There can be “little doubt that 
if the ‘Big Two’ continue to encour- 
age current sales practices, fran- 
chises will have less and less 
monetary value.” 

5. Dealers “have been practically 
forced by the factory” to guarantee 
paper based on poor credit risks, 
low downpayments and long terms. 

6. Dealers will be fortunate if 
new-car sales fall no more than 
20 percent during 1956, although 
interest rates may be reduced 
within a few months because “the 
administration is not interested in 
poor business in 1956.” 

7. This year, by all standards, 
should be a good one for used-car 
dealers and auction operators. 

Downing, in discussing the role 
of the auto auction, noted that 
dealer opposition has melted away 
in only a few years. He cited as 
some of the reasons for rapid auc- 
tion growth the closing of auctions 
to the public and guaranteed checks 
and titles. 

In urging operators to develop 
greater participation in auctions on 





At Lansing Auto Show— 


the part of new-car dealers, Down- 
ing said: 

“The franchised dealer is discov- 
ering that he must devote a greater 
portion of his time to the compli- 
cated business of retailing new cars 
in today’s highly competitive mar- 
ket. 

“As this transition occurs, the 
used-car phase of the business is 
becoming more of a ‘step-child’ than 
ever ... Qualified used-car man- 
agers continue to be scarce. 

“Not even half of the fran- 
chised dealers, in my opinion, are 
really familiar with the auctions 
and what they do to help with 
selling problems.” 

Advantages of selling at an auc- 
tion were listed by Downing as 
follows: 


1. Cars can be sold with confi- 
dence that the check received will 
be good. 


2. There are no “comebacks,” as 
is frequently the case in retail sales. 
3. The selling cost per car is low, 
since there is no expense for adver- 
tising, maintenance or commissions. 


4. Prices are above those gener- 
ally received from regular whole- 
sale buyers. 


5. Surplus new cars can be dis- 
posed of as factory pressure dic- 
tates. 


Downing noted that auctions 
have become “the nation’s value- 
establishing agency.” Franchised 
dealers, he said, can keep up to 
date on market values by con- 
stantly attending auctions. 


The dealer, he said, also discovers 
at the auction what his own product 
actually is worth and can govern 
his orders for new cars accordingly. 


“If cars of the make the dealer 
represents won’t bring his cost at 
the auction,” Downing said, “that 
should be fair warning to the dealer 
that he is heading for trouble.” 


Downing urged the operators to 
provide special services for fran- 
chised dealers, such as designating 
an auction official to represent the 
dealer at the sales or picking up 
ears at the dealership, driving them 
to the auction and delivering unsold 
units back to the dealer. 


Downing said he felt that “anti- 
bootlegging” bills have little 


Aluminum Grille 


Expansion Set 


BAY CITY, Mich.—Electric Auto- 
Lite Co. has launched a half-mil- 
lion dollar project here to provide 
its plant with facilities to produce 
stamped aluminum automobile 
grilles and trim. 


The sum is being spent for new 
equipment and plant alterations, 
according to H. E. Hasemeyer, pro- 
duction vice-president. No expan- 
sion of the existing plant will be 
necessary, he said. 


The greatest single expenditure 
will be for anodizing equipment 
which gives aluminum a decorative 
and protective finish. Modern buf- 
fing equipment, presses and con- 
veyors also will be purchased. Auto- 
Lite has set July 1 as the comple- 
tion date in order to meet car man- 
ufacturers’ requirements for 1957 
models. 


Shown above is the main auditorium of Lansing's Civic Center during a special 
Press preview of the Greater Lansing Auto Show. An exhibition hall and lobby under 
the auditorium also were occupied by auto and truck exhibits. 


chance for approval because con- 
gressmen believe they could result 
in higher costs to the consumer 
and because they might violate 
the principles of free enterprise. 


The word “bootlegging,” he said, 
should be used only “when referring 
to the factories indulging in the 
practice of encouraging their deal- 
ers to wholesale new cars to 
independent dealers.” 


Franchised dealers who sell new 
cars to independents or through 
auctions, and independents who buy 
such cars should not be called boot- 
leggers, he said. 

“Both kinds of dealers are busi- 
ness men operating under the 
privileges of our free enterprise 
system. They should be free and 
without criticism to buy and sell 
when, where and from whom they 
wish.” 


In discussing the new GM con- 
tract, Downing said: “The provi- 
sions of the new contract reportedly 
gives GM the specific right to 
cancel a dealer for unethical adver- 
tising. There are some who believe, 
however, that a GM dealer would 
be more likely to be cancelled for 
his failure to advertise in an 
unethical manner, than otherwise.” 


In hitting at “Detroit-style 
brainwashing,” Downing lashed 
out at “the great factory god” of 
— of market penetra- 
tion.” 


The factories, he said, have 
discovered the* the exertion of 
Pressure can do a great deal for 
them in terms of increasing sales 
volume. 


“They will be loath to change 
their methods if it can possibly be 
avoided. So long as franchised deal- 
ers have investments that would be 
lost in the event of cancellation, the 
factory can continue to exert a cer- 
tain amount of pressure. 


“With the dealer no longer his 
own boss,” he said, “ethics are at 
the lowest point in history.” 


If franchises decrease in value 
as a result of factory pressure, 
Downing said, the entire system of 
auto distribution could be changed 
in a few years’ time. 


“Regardless of what happens,” he 
said, “the auto auctions can play 
an ever increasing role in the dis- 
tribution of automobiles.” 


Downing, in charging that deal- 
ers have been “practically forced” 
to sign recourse paper, accused 
the factories of urging dealers to 
sell cars at cost and make their 
profit from the finance charges. 


“Because of this practice,” he 
said, “thousands of dealers today 
are skating on extremely thin ice 
financially. 


“It appears to me,” he said, “that 
many dealers might fare better to 
sell their surplus cars through the 
auctions, rather than retail them 
at little or no profit and accept a 
high contingent liability in the 
process.” 

Noting that a 20 percent drop in 
sales would mean about 5,750,000 
new-car registrations in 1956, Down- 
ing cited the following reasons for 
expecting a decline this year: 

1. Record high new-car stocks 
representing nearly a two-month 
supply. 

2. Higher new-car prices. Said 
Downing: “My guess is that new- 
car prices will be reduced before 
very many weeks have passed. If 
they are not, factory layoffs will 
assume extremely serious propor- 
tions.” 

3. Most ’56 models have been 
changed only slightly. This tends to 
make purchasers satisfied with their 
55 models. 

4. Tighter credit terms. 

In predicting a good year for 
used-car dealers and auction opera- 
tors, Downing listed these factors: 

1. Higher new-car prices may be 
expected to force many potential 
new-car buyers into used cars. 

2. Stiffened credit terms on new 
cars may be instrumental in forcing 
would-be new-car buyers into used 
cars. A hard-money policy does not 


-| affect used cars as much as it does 


new ears, he said. 

3. Higher new-car prices and 
lower new-car sales should stabilize 
used-car values. The high level of 
employment and income expected 
for the country as a whole should 
insure this development, he said. 


; 





Huff Heads Louisana Dealers— 


Glen Huff (right), newly elected president of the Louisiana Automobile Dealers 


Assn., discusses 1956 plans with (from left) Garland P. Mahaffey, secretary; A. Dupre 


Vaeth, retiring president, and J. Alfred Begnaud, vice-president. Senator A. S. Mike 
Monroney addressed the association's annual convention. 


56 Is Year of 


NEW ORLEANS.—Speaking be- 


|fore the largest gathering ever to 





attend a convention of the Louisi- 
ana Automobile Dealers Assn., 
Senator A. S. Mike Monroney 
warned the dealers that 1956 is the 
year of decision in the automobile 
industry. 

Monroney, Oklahoma Democrat 
and chairman of the Senate auto 
trade practices subcommittee, 
said four widespread evils are 
turning auto retailing into a “su- 
permarket operation.” 

The evils are, he said, “bootleg- 
ging, ‘phantom’ freight, one-sided 
franchises which favor the manu- 
facturer and crazy credit terms.” 

Frederick M. Sutter, NADA vice- 
president from Columbus, Ind., ad- 


Jeep Sales Rose 
31 Percent in °55, 


Willys Announces 


TOLEDO.—Domestic retail sales 
of Jeep commercial vehicles in 1955 
were almost 31 percent ahead of 
1954, according to Hickman Price 
jr., Willys sales vice-president. 

He said the increase was steady 
throughout the year, with each 


quarter showing growth over the 


previous one. 

“The sales increase,” Price said, 
“is a direct result of the strengthen- 
ing of our dealer organization last 
year when we signed 712 new deal- 
ers. It also reflects the intensified 
educational program we conducted 
among all of our dealers across the 
nation. The program stressed ac- 
tual applications of Jeep vehicles 
in field demonstrations.” 

Price said four-wheel drive Jeep 
sales increased 40.8 percent in 1955. 
Four-wheel-drive trucks were up 
35.1 percent. Four-wheel-drive sta- 
tion wagons rose 38.5 percent. 


Rails Sue Trucks 
In Legal Wrangle 


PHILADELPHIA.—Eastern rail- 
roads last week were reported to 
have accused trucking interests of 
conspiring since 1945 to restrain 
trade and commerce in violation of 
the Sherman Antitrust Act. 

This charge was allegedly made 
in petitioning the U.S. Court here 
for permission to file a counter suit 
against the truckers, who are said 
to be suing railroads for $250 mil- 
lion. The counter claim would be 
“in excess of $120 million” in treble 
damages, it was reported. 


U. C. Dealer Curb Dies 


BOSTON. — A bill which would 
have prohibited used-car dealers 
from purchasing new cars for the 
purpose of resale has been defeated 
in the Massachusetts House of Rep- 
resentatives. 


a7 > * 


Decision, 


Monroney Tells La. Group 


| dressed the convention on “Where 
|are we headed in industry rela- 
| tions?” He is immediate past chair- 
man of NADA’s industry relations 
| committee. 

Answering his question, Sutter 
declared: “You and I are going out 
of business unless the shackles are 
released by the factory.” 

Monroney asked the dealers, 
“What is the value of a franchise 

| if every gravel lot in town is 
| your competition?” 
He said his Senate subcommit- 
|tee has “done some good” in start- 
ing action within the industry to 
cure its ills. But, he said, because 
|of present practices, “ethical deal- 
lers are being forced to meet the 
business standards of an Oriental 
bazaar.” 

Monroney said he hoped the new 
|General Motors franchise would 
bring about some improvement in 
factory-dealer relations. 
| A plea for young executives of 
dealerships to join NADA’s Young 
| Executives Group was voiced by 
A. J. M. Oustalet, of Jennings, 
state chairman of the group. He 
| said the organization now has 1,500 
|members and hopes to reach 4,000 
within two years. 

Other speakers were manage- 
ment consultant Edward Payton, 
Cleveland, and William J. Cleve- 
land, Crowley, La., former LADA 
president and state NADA direc- 
tor. 

Glenn Huff, Shrevesport, was 
elected president of the association 
to succeed A. Dupre Vaeth, Houma. 
Other new officers are J. Alfred 
Begnaud, Lafayette, vice-president, 
and Garland P. Mahaffey, Lake 








Charles, secretary. 

Newly elected directors are Col. 
Tom Dutton and Pierre Chive jr., 
New Orleans; Marvin Smith, Baton 
Rouge, and Vagie Rivers, Monroe. 
Reelected were Huff, Mahaffey, 
Everett Richard, Houma, and A. F. 
Lanier, Alexandria. 

Other directors are: Cleveland, 
Wiley L. Mossy sr., Lewis Roy jr., 
F. R. Edwards, S. Glasscock, L. P. 
Landry, J. A. Paretti and W. H. 
Smith sr. 





Employers Face Rash 


Of Wage-Hour Probes 


WASHINGTON.—A Labor De- 
partment official warned last 
week that employers could expect 
increased emphasis on investiga- 
tion of wage-hour complaints. 

Newell Brown, administrator of 
the Wage and Hour Division, said 
that out of 39,300 businesses 
checked in a year, 21,549 were 
found to be violating the Fair 
Labor Standards Act. 

He indicated that more strin- 
gent enforcement would be sought 
now that the minimum wage was 
being raised to $1 an hour from 
15 cents, effective Thursday 
(March 1). 
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‘Beware the Hungry Hiballer’ ... 


Ads Lampoon Wheel-Deal Boys 


—— of ghosts and goblins 
may be helpful in getting the 
children to mind their manners, 
but the chief bogeymen in the auto 
sales field are the Hungry Hiballer, 
the Foghorned Foofer and Long- 
faced Loader, according to Surrey 
Motors (Lincoln-Mercury), Long 
Island, N. Y. 

The dealership has prepared a 
series of eye-catching advertise- 
ments to warn auto buyers 
against these menaces. 

The Hungry Hiballer is pictured 
as a gentle Bambi-type fawn but, 
Surrey advises, “It offers ridicu- 
lously high prices for your car. (It 
loves to eat older cars.) Approach 
carefully for it will make you eat 
a new car at a ridiculously high 


price.” 

A LESS attractive specimen is 
the Foghorned Foofer, shown 

as a frog with a megaphone-like 

mouth. “It never has the car it 

advertises for sale,” Surrey said. “It 

merely uses the advertising as bait 


* * * 


to catch suckers for its less desir-| 
| city had me fooled. Then I played 


able wares.” 

The Long-faced Loader is pic- 
tured as a dour creature with 
empty pockets. “This gay dog 
marks a fair price tag but watch 


Designers Study 
Use of Plastics 


In Car Interiors 


DETROIT. — Application of 
plastics to car interiors was demon- 
strated for auto designers here last 
week on an experimental interior 
designed and built by four students 
at Pratt Institute, Brooklyn, N. Y. 


Planned and executed in Pratt’s 
laboratory under the guidance of 
Prof. Victor G. Canzani, their three- 
quarter scale model is the product 
of a program sponsored by Mon- 
santo Chemical Co., Springfield, 
Mass. 


According to Joshua S. Miller, 
Monsanto’s plastic division man- 
ager, the most significant use of 
plastics in the model is its seat- 
ing. The seat’s bucket (bottom and 
back) is molded in one piece of 
reinforced polyster, eliminating a 
need for complicated assembly 
techniques. It is upholstered with 
urethane foam and coated with 
sprayed-on vinyl. 

Other features include a one- 
piece styrene door liner; molded-in 
arm rests cushioned with urethane 
foam; a plastic roll-out map; a 
vinyl floor covering which can be 
sprayed on or laminated to the steel 
body; a one-piece styrene head 
liner designed to snap in place, and 
a@ one-piece instrument panel, which 
would replace the multi-section 
panels in today’s automobiles. 

The four Pratt students who 





_ worked on the project are Robert 


W. Hain, Alexander M. Cranstoun, 
Bartholomew G. Russon and David 
B. Smith. 








out for the extras,” Surrey 
warned. 

“Constantly pleading poverty, he 
really earns a fat profit on every 
deal, including your parting hand- 
shake.” 

All the ads end with the admoni- 
tion: “If you like to do business 
with human beings, come to Sur- 


rey.” 
* 


+ * 
MALL-TOWN dealers are mak- 
ing concerted efforts to keep 
business at home. Among such 
presentations surveyed by AUTOMo- 
TiveE News last week was a coop- 
erative effort by nine dealers in 
Woodstock (population 6,123) in 
northeast Illinois, and an ad by 
Graser-Wolfe Chevrolet, Batavia, O. 
(population 1,320). Batavia is 35 
miles from Cincinnati. 
Graser-Wolfe’s ad appeared in 
the community’s weekly newspa- 
per and pictured a customer say- 
ing, “Yow! I almost goofed. I 
almost bought a new car before 
checking with my home town 
dealer. 
“Those low-price ads in the big 


a hunch and dropped into Graser- 
Wolfe ... and got a better deal.” 
Other examples of how dealers 
are fighting blitz advertising came 
from Streng Oldsmobile, Buffalo, 


|and Hoselton Chevrolet, Rochester, 


iN. Be ae. a 

TRENG declared, “Before you 

say, ‘It’s a deal,’ we want you 
to know how we do business.” The 
dealership then presented its code 

of ethics covering such items as 
price policy, tradeins, service and 
financing. 

Hoselton pointed to its 36 years 
in busines and said, “Selling is 
serving—not a shell game. Serv- 
ice is our business. That is why 
we have maintained one of the 
largest and best-equipped shops 
in western New York.” 

But there’s no shortage of gim- 
mick ads. One of the more intrigu- 
ing offerings came from Dickerson 
Motor Co. (Lincoln-Mercury), St. 

Louis, which offered to apply ex- 
pected Federal income tax refunds 
on auto purchases. 
* 


* * 
A PROSPECT expecting a refund 
check receives that amount of 
Volkswagen Sells 
Jersey Plant 

NEW BRUNSWICK, N. J. — 
Volkswagen, the German auto firm, 
has sold the former Studebaker as- 
sembly plant here to Okonite Co., 
manufacturer of electrical wire and 
cable, for $4,205,000. 

Volkswagen purchased the plant 
last August for a reported $4 mil- 
lion and had planned to use it for 
U. S. production of its rear-engined 
auto. The auto firm announced in 
January that it has given up the 
idea as unprofitable. 

An Okonite spokesman said his 


firm would start occupying the 
plant sometime this spring. 








Plastics for Automobile Interiors— 


Victor G. Canzani, second from left, associate director of Pratt Institute's industrial 


design laboratory, explains plastic features of experimental 
designed and built by four Pratt design students. 


automobile interior 
From left are Robert K. Mueller, 


general manager, plastics division, Monsanto Chemical Co.; Canzani, and four de- 
signers, Bart Russon, Robert Hain, David Smith and Alex Cranstoun. 
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credit on his purchase. When the 
check arrives, he endorses it to the 
company. 

Another L-M dealer, Moss Motor 
Co., Moab, Utah, tied a sales idea 
to the uranium-prospecting boom 
that is expected to accompany the 
arrival of spring. The dealership is 
offering a $200 grubstake—food and 
supplies—with each purchase of a 
new Mercury. 

In Corvallis, Ore., O’Toole Mo- 
tor Co. (Chevrolet-Oldsmobile), 

offered new-car purchasers a 
three-day, expense-paid trip for 
two to San Francisco for GM’s 
Motorama. 


Elsewhere in Oregon, Taggesell 
Pontiac, Salem, declared: “We're 
hotter than a depot stove! Others 
beat their drums, we beat their 
deals. We refuse to be outsold or 
outtraded on 1956 Pontiacs.” 

* * * 


UBY CHEVROLET, Baltimore, 

and Downtown Motors (Pon- 
tiac), Pittsburgh, used blockbuster 
ads to announce sales. Luby told 
of a mid-month bonus sale of new 
56s and announced: 


“We positively intend to sell 
201 units regardless during the 
next 10 days, and we'll deal in 
whatever manner it requires to 
make this sales objective. We 
guarantee: No reasonable offer 
refused.” 


Downtown Pontiac held a 30th 
anniversary sale and advertised: 
“Lowest prices anywhere, highest 
allowances anywhere.” One of the 
anniversary sale ads employed the 
time-honored comeon, “Our price is 
so low we dare not print it.” 


Regional Tie-Ins 
To Be Continued 
By MEWA, NSPA 


CHICAGO. — The Motor and 
Equipment Wholesalers Assn. and 
National Standard Parts Assn. an- 
nounced plans last week for con- 
tinued scheduling of conferences 
with regional jobber shows. 


This policy first was implemented 
at the recent Pacific Automotive 
Show in San Francisco. 


MEWA said it would hold busi- 
ness conferences at 1956 regional 
shows in Philadelphia, Houston, and 
Minneapolis, and at the Southeast 
Regional Conference in Asheville, 
N. C. 


NSPA, which acclaimed the re- 
sults of the San Francisco show, 
said its 1957 convention would be 
held just prior to the New England 
show at Boston, its 1958 conclave 
at Los Angeles and its 1959 event 
at Chicago. 

NSPA President Hal Miller said 
business at San Francisco sur- 
passed anything experienced at any 
previous Automotive Service Indus- 
tries Show in Chicago. 


Wholesalers Slate 
Midwest Show 


MINNEAPOLIS. — The Upper 
Midwest Automotive Trade Show 
will be held June 7-10, it has been 
announced. Directors of the exposi- 
tion have promised it will include 
the latest developments in the auto- 
motive aftermarket. 

It was announced that admission 
will be free but will be by ticket 
only. Tickets will be distributed by 
the sponsoring wholesalers. 


Austin Adds Overdrive 


For A50 Family Sedan 


LONGBRIDGE, Birmingham, 
England. — Austin Motor Co. has 
announced an overdrive unit for 


its A50 Cambridge 1,500-c.c. family | 


sedan which provides semiauto- 
matic control of the gearbox. The 
unit was introduced at the recent 
Amsterdam Motor Show. 

Austin said the rear-axle ratio 
has been reduced to provide suffi- 
cient flexibility when overdrive is 
engaged. The unit is the same as 
that introduced for the Austin A90 
Westminster last October. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 















TV Invades the Service Department— 


DuMont says engine faults can be diagnosed in a few seconds with its new TV-Type 
Engine Analyzer. Troubles appear as light patterns on the instrument's picture screen. 
Explaining the machine to Eleanor Hascup is E. Eugene Ecklund, automotive sales 
manager, ores products division, Allen B. DuMont Laboratories, inc. 

* 


* 


DuMont Machine Analyzes 
Engine Troubles by TV 


NEW YORK. 
“auto mechanic,” which is said to 
diagnose engine faults in a few sec- 
onds, has been introduced by Allen 
B. DuMont Laboratories, Inc. 


Called the DuMont TV Type 
Engine Analyzer, the company 
believes it could revolutionize the 
field of automotive repair and 
maintenance. 


The instrument resembles a port- 
able television receiver and weighs 
about 60 pounds. It is connected 
to the ignition system by two clip- 
on leads and engine troubles show 
up on the picture tube in patterns 
of light. 

According to E. Eugene Ecklund, 
automotive sales manager of Du- 
Mont’s technical products division, 
“It will go a long way toward tak- 
ing the guesswork out of motor re- 
pair work and it takes the time- 
consuming detecting work out of 
servicing.” 

To help mechanics interpret the 
patterns which appear on the pic- 
ture tube, DuMont has prepared a 
booklet composed of charts which 

x * x 





This Means Trouble— 


This pattern on the screen of DuMont's 
TV Type Engine Analyzer means trouble 
for the motorist. It shows that the distribu- 
tor points are set too far open which will 
cause poor engine performance and waste 
of fuel at high speeds. 

* * * 
list various engine faults and show 
the pattern caused by each. 

DuMont says the instrument 
gives simultaneous pictures of each 
cylinder in an operating engine. 
It is said to detect such ignition 
faults as fouled, misfiring, open or 
shorted plugs; defective condensers, 
coils, wiring and switches, and 
worn distributor cam and shaft 
bearings. 

It can be used to check igni- 
tion timing, operation of exhaust 
and intake valves and preigni- 
tion troubles caused by noise, vi- 
bration or combustion knock and 
also identifies burned distributor 
points, the company said. 

The analyzer may be used with 
a 117-volt A. C. source or it may 
receive its power from the battery 
of the car being tested. This per- 
mits the car to be road tested since 
the leads are long enough to allow 


An electronic | 





the machine to be placed inside the 
car. 


DuMont said the instrument was 
developed in cooperation with So- 
cony Mobil Oil Co. and is being 
marketed by DuMont under a li- 
censing agreement with Socony. 


Air-Ride Truck 
Of GMC Lauded 
After Long Trip 


LOS ANGELES. — Truck fleet 
operators acclaimed the GMC 
Truck & Coach air suspension sys- 
tem last week as they examined 
a fragile cargo which had been 
carried 3,800 miles via GMC’s pro- 
totype air-ride tractor and semi- 
trailer. 


The unit hauled a load of deli- 
cate articles from Miami to Los 
Angeles via Pontiac as part of a 
rideability, packaging and weight- 
saving experiment. Although most 
of the items were shipped in light, 
inexpensive containers, it was re- 
ported they suffered no appreciable 
damage during the long trip. 

GMC says the lighter cartons will 
increase a trailer’s payload as well 
as reducing packaging costs. Pro- 
duction models of the air-ride unit 
will be ready for the trucking in- 
dustry later this year. 

The packaging of a truck cab 
door was cited as an example of 
weight saving. It was packed in 
a cardboard carton weighing 48 
pounds less than its regular wooden 
crate and weathered the trip in 
excellent shape. 

GMC said the use of such light- 
weight cartons would save $4,160 
for every 1,000 doors shipped from 
Pontiac to Los Angeles. 


Firestone Sees 
Air Springs for 
Autos by 1958 


AKRON. — Passenger cars may 
be riding on air springs within a 
year or two, according to engineers 
of Firestone Tire & Rubber Co. 


Firestone called the new suspen- 
sion system a “magic carpet” ride 
and said the pneumatic-rubber-and- 
nylon-bellows type of springs now 
are being used on buses and fast 
passenger trains. 

General Motors Truck & Coach 
has scheduled for production later 
this year a tractor-trailer unit 
which utilizes air springs. 

Firestone engineers say the new 
suspension system will provide a 
smoother ride, lessen driver and. 
passenger fatigue and provide quiet 
operation and easy maintenance. 

It also is claimed that the air 
springs will keep the car at a con- 
ee height no matter what the 
oad. 
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rts on the Auto Shows 





Fewer Attend, But More ‘Buy’ 


By W. C. Lockwood 
Staff Writer 


ee from dealers generally 
credit the Detroit Auto Show, 
which closed Feb. 26, as being a 
“selling” show despite an attend- 
ance drop from 107,902 in 1955 to 
85,037. 

Boyce Tope, executive vice-presi- 
dent, Detroit Auto Dealers Assn., 
said that many dealers reported 
additional floor traffic and sales 
which they attributed to the show. 


A Lincoln-Mercury dealership 
sales manager said that he found 
the visitors to be “good quality 
prospects” and said that his firm 
closed several deals. 


“We got more sales out of the 
show than ever before,” he said. 
He credited crooner Gordon Mac- 
Rae with bringing out a good rep- 
resentation of older people. 


“Before we always had a lot of 
teen-agers, which is just fine, but 
they don’t buy cars, This year we 
had a better ‘buying’ crowd,” he 
said. 


* * * 
As AT Washington and St. Louis, 
Detroit suffered from the 
weather. Both Saturdays were 
marred by snow, rain and sleet 


with the last (Feb. 25) plagued by 
a windstorm. 

Several dealers in Detroit were 
called and asked: “Did the auto 


show help you?” 
> + + 
HESE were some of the an- 
swers: 
Packard: “We closed some deals 


but I can’t measure exactly what 
the show did. It helps some people 
to make up their minds by seeing 
all the cars at one time.” 

Pontiac: “No. It (the show) is 

a lot of baloney. People just come 

out there to get away from TV. 

The guy who says he closes a 

deal at the show is a liar.” 

DeSoto: “It stirred some interest 
and a few of our boys got pros- 
pects.” 

Buick: “Immensely.” 

Cadillac: “We closed one deal. 
And got a few prospects. It does 
some good by creating a desire in 
many people.” 

+ * 


HEVROLET: “Yes. We wrote a 
few deals and got a lot of pros- 
pects.” 

Ford: “I can’t pin anything down. 
However, we noted a few more peo- 
ple in our showrooms.” 

Mercury: “Very little. 
trace much to it.” 


I can’t 





House Gets Road Bill 
With Added Truck Tax 


WASHINGTON. The House 
Ways and Means Committee sent 
the Boggs highway revenue bill to 
the floor of Congress last week 
after tacking on a_ last-minute 
amendment that would cost heavy 
trucks some $900 million more dur- 
ing the 16-year life of the program. 

The amendment was proposed 

by Rep. Daniel Reed, New York 
Republican, and conforms to the 
American Automobile Assn. thesis 
that big trucks should pay a 
greater share of construction 
costs. 


The Reed addition would impose 
a levy of $1.50 per 1,000, pounds 
on trucks weighing more than 26,- 
000 pounds. 

As the Boggs bill went to the 
floor, it was a $13.7 billion item. 
Rep. Hale Boggs, Louisiana Demo- 
crat, originally proposed a 15-year 
plan designed to bring in $12 bil- 
lion in additional revente. The com- 
mittee earlier had hiked the term 
to 16 years, adding $800 million to 
the total. 

The other $900 million would 
come from the heavy-truck amend- 
ment. 

Other tax increases contained 
in the bill are: Gasoline, diesel 
and other fuels — from 2 to 3 
cents a gallon; tires — from 5 to 
8 cents a pound; new trucks, 
buses and truck trailers — from 8 
percent to 10 percent, and camel- 
back, a new tax of 3 cents a 


Committee chairman Jere Cooper, 
Tennessee Democrat, said the new 
and existing taxes would provide 
about $38.7 billion over the next 
16 years as the Federal Govern- 
ment’s part of a projected $51 bil- 
lion Federal-state highway system. 

Other committee amendments to 
the Boggs bill provide for: 

1. A three-year study by the Com- 
merce Department and Interstate 
Commerce Committee to attempt to 
determine what share of the cost of 
highways should properly be borne 
by the various classes of vehicles. 

2. A Treasury trust fund for all 
new revenues from the Boggs bill 
plus present taxes on gasoline 
and other fuels. Revenues from 
present taxes on tires and tubes 
would be added July 1, 1957. 

3. A continuing study by the com- 
mittee staff of the question of ex- 
empting city buses from the gaso- 
line tax. 


4. Tax exemption for camelback 


an expanded Federal highway 
program “is of such vital impor- 
tance that it overshadows any 
question of what specific financ- 
ing method is used.” 

Nance expressed confidence that 
the committee “will develop a rea- 
sonable and equitable highway 
financing plan.” 

The cost of delaying the Federal 
program was cited by Arthur C. 
Butler, director, National Highway 
Users Conference. 

Addressing the National Crushed 
Stone Assn. meeting in Chicago, 
Butler asserted that in the year 
that Congress, has been considering 
an expanded highway program, 
road inadequacies have cost Ameri- 
can motorists an estimated $5.3 
billion in accidents, lost time and 
operating costs. 

In addition, he said, the year has 
been marked by an upturn in 
highway construction costs. 

A dissident note on the Boggs 
bill was inserted by the American 
Petroleum Institute which ques- 
tioned the proposed increases in 
Federal gasoline and fuel taxes. 

Speaking for the institute, Rob- 
ee ee ee ee eS eee SS ee. se 

to load almost the entire cost of 
the program on the gasoline tax? 
Of the $12 billion in proposed new 
taxes, $8.9 billion, or 74 percent, is 
expected to come from a one-cent 
increase in motor fuel levies.” 

His statement to the committee 
added: “As you gentlemen know, 
there is a limit to how much taxa- 
tion any product can bear. We may 
be nearer that limit on gasoline 
than many people realize.” 


Michigan Dealers 
Urge Congress to 
Act on Highways 


LANSING. — The Michigan Au- 
tomobile Dealers Assn. has urged 
Congress to adopt legislation to 
solve the national traffic crisis, ac- 
cording-to Gilbert Haley, executive 
vice-president of the Michigan 


group. 

MADA is urging that finance 
provisions be kept separate from 
the highway program bills in the 
1956 session because disagreement 
over financing sections was one of 
the main factors in stopping the 
highway program in 1955, Haley 


when used for nonhighway vehicles. | said 


Meanwhile, the Automobile Man- 


eafacturers Assn. has declared the 


automotive industry will support 
any “reasonable and equitable” 


Completion of 40,000 miles of in- 
ter state highways in the next 15 
years with the Federal government 
providing 90 percent of the cost is 
urged by MADA. 

States would retain traditional 
administration of the highways 
under MADA’s plan. 


Nash: “Absolutely. We got a 
bunch of good prospects and 
closed 10 deals.” 


Ford: “No. There has been ‘no 
increase.” 


Hudson: “I got some prospects, 
that’s about all.” 


* * * 


N LANSING, members of the 

local dealer associations re- 
ported that they were satisfied with 
the results of the show held there 
Feb. 14-19. 


Seth H. Whitmore, show man- 
ager, said that the event lost 
$12,000, partly because of poor 
weather and partly because of 
Michigan’s lottery law and its in- 
terpretation by local law enforce- 
ment officials. 


He said the show was forced to 
stop advertising the giveaway 
cars as an attraction upon orders 
of Lansing’s police chief and the 
Ingham County prosecuting at- 
torney. 

Wayne Foster, show committee 
chairman, said dealers were satis- 
fied with show results despite the 
fact that attendance was below 
50,000. He blamed inclement 
weather for holding the total down 
to 35,000. Of that, Whitmore esti- 
mated that between 19,000 and 20,000 
were paid admissions. 

* * : 


HE total attendance at the Mil- 

wadkee auto show was reported 
to be 124,645 by Ted Larson, execu- 
tive secretary, Milwaukee County 
Automobile Dealers Assn. This 
topped 1955’s previous record by 
5,000. 


In addition to full exhibits of 
production models, the eight-day 
event had the largest array of 
“dream cars” ever displayed in Mil- 
waukee. 





Nash Opens Sales Push; 


Product School Starts 


DETROIT. — Nash has opened 
a three-month Holiday Jamboree 
sales contest for dealers and their 
salesmen, it was announced last 
week by Fred W. Adams, assist- 
ant sales manager in charge of 
advertising and merchandising. 


Sales personnel of each dealer- 
ship which obtains 80 percent of 
sales quota will be invited to an 
all-day outing at a resort to be 
picked by the zone. At the same 
time it was announced that the 
1956 Nash Product School will 
open today (March 5). It will be 
divided into two one-week ses- 
sions. Half the zone personnel 
will attend this week, the other 
half next week. 








German Diesel Powers FWD Tractor— 
Shown above is the air-cooled German Deutz F8L614 diesel engine which powers 


Four Wheel Drive Auto Co.'s new radiator-less transport tractor, 


model T-6414D. An 


axial flow blower in front of the engine cools the engine which is a V-8 with 170-net- 


horsepower rating, including powering of all accessories. 


vidual, cylinder heads and cylinders. 


The engine features indi- 








‘Open House’ Gives Dealers 
Air of Optimism in N.H. 


MANCHESTER, N. H.— (UTPS) 
—Encouraged by large crowds that 
turned out for the Washington’s 
Birthday showing of new cars, deal- 
ers here virtually are unanimous in 
predicting that 1956 will be a ban- 
ner sales year. 

Some of the optimistic comments 
were: 

Raymond Saidel, president, Merri- 
mack Street Garage, Inc. (Oldsmo- 
bile): “We are very happy with our 
’56 Oldsmobile, and, more important, 
our customers like it, too.” 

Rene L. Bourcier, treasurer, 
Queen City Motors, Inc. (DeSoto) : 
“From all indications, DeSoto 
should have the very best year in 
its history. The hard-top DeSotos 
are in record-breaking demand.” 

Stanley Grant, general manager, 
Lincoln-Mercury: “Factory pressure 
will subside and people will again 
be able fo buy cars without having 
to take a free trip to the moon with 
each purchase.” 

J. Harrison Cavanaugh, treasufer- 
manager, Cavanaugh Bros. Motors 
(Hudson): “Prospects for automo- 
bile sales in 1956 are excellent.” 

E. F. Herrick, president, Man- 
chester Buick Co., Inc.: “I am cer- 
tain that Buick is in for a banner 
year.” 

E. B. (Ned) Morse, president, 
Morse-Batchelder, Inc. beds de- 
baker): “The outlook . . . is very 
gratifying.” 

James W. Cavanugh, general 
manager, Leo A. Cavanugh, Inc. 
—! (Chrysler-Plymouth): “The ‘for-' 1960. — “The ‘for- 


ward look’ for 1956 seems greater 
than the record year of 1955.” 

T. Y. Springer, manager, N. H. 
Auto Co. (Pontiac-Cadillac-GMC): 
“We anticipate a sales increase of 
approximately 40 percent.” 

Vie MacKenzie (Dodge- 
Plymouth): “It’s been a great year 
and looks like an even better 1956.” 


09 Auto Output 
Of Russia Put 
At 100,000 Units 


MOSCOW.—Russia’s automobile 
industry turned out about 100,000 
passenger cars in 1955, according 
to an International News Service 
correspondent here. The estimate 
was based on an interview with 
three officials of Russia’s Ministry 
of the Automotive Industry. 

The 100,000 units would be equal 
to about four days’ production in 
U. S. plants at the 1955 rate. 

The breakdown listed: Mosko- 
vitch (four-passenger, 26-horse- 
power), 35,000 to 40,000; Pobeda 
(five - passenger, 52 - horsepower), 
about 50,000; Zim (seven-passenger, 
90-horsepower), about 10,000, and 
Zis (140-horsepower custom limou- 
sine), about 300 to 350. 

Truck and bus production, it was 
reported, brought total Soviet out- 
put to a little over 435,000. A goal 
of 650,000 units has been set for 
1960. 


Stock Cars Rip Records at Daytona Beach 


DAYTONA BEACH, Fla.—Stock- 
car speed records in a multiplicity 
of categories were pushed to 
scorching new highs last week with 
the conclusion of the _ seventh 
annual Speedweek here. 

All events on the famed racing 
sands here were sponsored by the 
National Assn. for Stock Car Auto 
Racing. 

Major feature was the 160-mile 
race (cut short at 152 miles because 
of the rising tide) for stock cars, 
which was won the second straight 
time by Tim Flock, Atlanta, in 
a Chrysler 300B. 

Flock’s winning speed over the 
beach-and-highway course was 
90.083 m.p.h. 

Close behind was Billy Myers, 
Germanton, N. C., in a 1956 Mer- 
cury. In third place was Ralph 
Moody, Dania, Fla., who drove a 
1956 Ford. 

Early in the race, Moody’s car 
somersaulted while entering a turn, 
but landed on its wheels and Moody 
managed to keep going despite a 
broken windshield and smashed 
hood. 

Trailing Moody at the finish 
were Jim Lewallen, High Point, 
N. C., in an Oldsmobile, and Jim 
ate Peekskill, N. Y., in a Chev- 


The 160-mile race for converti- 
bles was captured by Curtis 


Turner, Roanoke, Va., 
Ford at an average speed of 96.11 
m.p.h. He was followed by a 1956 
Ford, a 1956 Chevrolet and two 
1956 Dodges. 

In the Flying Mile speed trials, 
the fastest time was turned in by 
Flock in his Chrysler 300B. His 
speed was a record 139.373 m.p.h. 

The next three fastest cars in 
the flying mile for cars over 350 
cubic inches of displacement also 
were 300Bs. They were driven by 
Mrs. Vicki Wood, Detroit; Warren 
Koechling, last year’s champion, 
from Miami, and Brewster Shaw, 
Daytona Beach. . 

Top speed for the flying mile in 
cars of 305 to 350 cubic-inch dis- 
placement was 130.577 m.p.h., 
turned in by Danny Eames in a 
1956 Dodge D-500. 


A 1956 Chevrolet Bel Air sport 
coupe was fastest in the 259-to- 
305-cubic-inch class. Murray 
Hartley, Erie, Pa., went through 
the traps at a record 121.335 


the 225-h.p. Corvette engine. 

A Ford 6, driven by Frieda Herr- 
mann, Detroit, at 90.135 m.p.h., 
won top honors for the flying mile 
in cars with displacement below 
259 cubic inches. 

In the flying-mile trials for “pro- 
totype” cars under 305 cubic inches, 
top speed was an average 136.415 


in a 1956, m.p.h. recorded by a 1956 Plymouth 


Fury. 

In running the mile from a 
standing start, top speeds were: 
Eames, 81.786 m.p.h. in a Dodge 
D-500; Shaw, 81.762 m.p.h. in a 
Chrysler 300B, and Ned Decker, 
Sherwood, O., 81.392 m.p.h. in a 
1956 Chevrolet. 

In the flying mile for U.S. pro- 
duction sports cars, John Fitch, set 
a record of 145.543 m.p.h. with a 
Chevrolet Corvette. The nearest 
Thunderbird attained 134.404 m.p.h. 
—good for third place. 

In the standing-start mile, first 
place went to Chuck Daigh, who 
pushed his Thunderbird to 88.779 
m.p.h. Another Thunderbird was 
second, with 87.869 m.p.h. and Fitch 
was third in his Corvette with 


86.872 m.p.h. 
* x * 


20 World Speed Records 


Claimed by Mercury 

KINGMAN, Ariz.—Twenty exist- 
ing world speed records were ex- 
ceeded last week by three 1956 
Mercury Montclair hardtop coupes 
at Ford Motor Co.’s Arizona proving 
grounds preceding the dedication 
program. 

Speeds were recorded by the 
National Assn. for Stock Car Auto- 
mobile Racing. 

Records were set at distances 
starting at five miles and included 
10-25-50-75-100 and 200-mile runs. 
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WOULD YOU SPEND 
$29.75 


To Fill Your Showroom 
and Lot with Live 
Prospects? 


More Than 3,000 Dealers in the 
United States and Canada are 


now using our “Profit Sharing 
Bird Dog Plan" to increase Sales. 


Write or Wire for Free 
Samples and 
Details of this AMAZING PLAN 


SANZO SPECIALTIES 


Box 68-A Endicott, N. Y. 





PRESTO SPRAY ENAMEL 
11 Popular Colors 5 


Use this economical, XQ 
fast way to touch up => 
hord-to-get-at, unslightly spots. With ne mess 
or fuss that “‘new" look is sprayed on in just 
@ few seconds. Attractive 12 can display rack 
holds a variety of popular colors. 
Available in 12 Oz. cons. 
and 


ZACO CHROME SPRAY 
ZACO SHORTSTOP IGNITION SPRAY 








Precision Die-Cast 


Triple chrome plated for lasting 
beauty. Original designs. Sketch 
submitted for your approval. Quan- 
tities as low as 100 may be ordered. 
Free sample and prices on request. 


29th & McKean Sts. 
Phila. 45, Pa., Dept. A 





SIGNS that SELL! 


Brilliant “STOP & BUY" Colors 





Handy “Make-A-Sign” Kit, brilliant - 
Gle colors on clear plastic film. Motes 
ever 2,000 sign combinations ‘ Ss, 
Ss, car names, year, etc. to 
nels ae duw window. No Paste or 
tape. Reusable. 


Sompies fromP LASTIKON DISPLAYS 


45 North Division St. * Buffalo 3, N. Y. 


wi» STEMAC 


PERSONALIZED 
NAME PLATES 


DETAILS ON REQUEST 


BSTEMAC denver, colorado” 
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tomer likes us and likes our prod- 
ucts and our service.” 
* oz * 


pence the heading of unethical 
advertising, Curtice said, he in- 
cluded “all ‘gimmick’ and ‘blitz’ ad- 
vertising — in fact, any advertising 
that is deceptive or misleading or 
deliberately confusing.” 

“I also deplore advertising that 
indulges in cut-throat tactics and 
emphasizes price to the exclusion of 
all else,” he said. 

“I want to say most empha- 
tically that I abhor all advertis- 
ing of this nature,” Curtice added. 

Greater emphasis should be 
placed on selling the products 
“strictly on their merits,” Curtice 


_| said. 


Referring to distribution, he said: 
“We will do our utmost to see to 
it that the dealer gets all cars 
exactly as he orders them. If... 
a car is not available to the exact 
specifications when scheduled for 
delivery, the dealer . will be 
given the choice of accepting the 
car nearest to his specifications 
ithat is available, waiting for the 
|car as ordered, or cancelling the 
order.” 

* ” ~ 

URTICE suggested that the 
dealers examine their own oper- 
ations. 
| “Are you a quality dealer?” he 
| asked. “Are you developing the sale 
of cars in your area? Are you serv- 
|ing the customers whom you asked 
to serve when you applied for and 
accepted your franchise? If every 
one of you can answer these ques- 
tions in the affirmative and if we 
do our part in serving you, there 
will be no valid cause nor excuse 
for bootlegging.” 

Curtice defined price packing as 
a “sleight-of-hand practice of 
making an over-allowance on the 
used car taken in trade and then 
increasing the price of the new car 
by the amount of the over-allow- 
ance.” The resurgence of this prac- 
tice, he noted, was not initiated 
by GM dealers. 

“It should be eliminated by the 
entire industry,” he said. “This 
would restore customer confi- 
dence by making it possible for 
the customer to understand what 
he is paying for his car.” 

Discussing the “new era” in 
factory-dealer relations, Curtice 
said: 

“We are going to see to it that 
the policies laid down by top man- 
agement are understood and faith- 
fully carried out by every member 
of the wholesale organization.” 

“Beyond this,” he added, “I am 
giving further study to the prob- 
lem of channeling communications 
from the dealers direct to my 
office.” 

He announced that all GM divi- 
sions “are now adopting the policy 
of having elected dealer councils 
to provide a forum for discussion 
of mutual problems.” 

“They will have councils at the 
zone level, councils at the regional 
level elected from the zone and 
councils at the national level 
elected from the regions,” he ex- 
plained. “The General Motors 
Dealer Council will continue to be 
constituted so as to give a balanced 
representation geographically and 
provide a good cross-section of 
large, medium and small dealers.” 

* r + 


AN IMPARTIAL umpire, Curtice 
said, will be engaged to adju- 
dicate appeals by dealers from de- 
cisions of General Motors divisions. 
The umpire will supersede the 
Dealer Relations Board of top GM 
executives, first organized in 1938. 

Other moves, outside the selling 
agreement, to improve factory- 
dealer relations will include: 

1. Improvement of GM whole- 
sale operations “in every way pos- 
sible.” Improvements will include 
establishing additional zone offices 
as needed, employment of addi- 
tional key personnel if necessary, 
and expansion of GM’s business 
management services for dealers. 

2. Re-examination of “the sales 
potential of every dealer in re- 
lation to his area.” 

“In recent years 





important 





changes have taken place in the 
relative potential of many areas,” 
Curtice said. “Our distribution must 


| do not want our dealers to have 
too few or too many cars.” 


| 3. Absorption by the factory of 
| costs of new car direct-by-mail pro- 


| dealer. 


4. Equal sharing by the dealer 
| and the division of all costs of sales 
|contests and owner magazines. 
These costs previously have been 
borne entirely by the dealer. 

5. Elimination of warehouse 
charges on cars delivered through 
warehouses. 

6. A new low-cost group life in- 
surance program under which 
dealers under age 65 may obtain 


| policies ranging up to $100,000 with- 


out medical examination. 





repairs. 


YOU -GET THESE ADVANTAGES: 





* More serviced 
customers 

° A sure-fift 
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Division of Ashland Oil & Refining Company Address. 
General Offices and Refinery — Freedom, Pa. | 


|keep pace with these changes. I | 


|grams previously charged to the| 


AUTOMOTIVE NEWS, MARCH 5, 1956 
M Chief Rips Loose Ethics... 


New Pact Enforceable 
In Court, Says Curtice 


(Continued from Page 1) 





Now, with every new car you sell, you 
can guarantee the performance of all 
Valvoline-lubricated chassis and en- 
gine parts up to 33,000 miles or 24 
months, and at no cost to you. Valvo- 
line will foot the bill for any necessary 






PARTS AND ACCESSORY 


Merchandising Manager 


required by 
DETROIT MANUFACTURER 


This is a multi-million dollar business which offers 
wide scope for further expansion. 


It offers an excellent opportunity for the right man 
who must know good wholesale merchandising prac- 
tices and have initiative and vision. He should be a 
leader between 35 and 45 years of age; assume 
complete charge of the departmental operation; 
have an up-to-date record of sales and administra- 
tive accomplishment; initiate promotional merchan- 
dising programs and work with others as a respon- 
sible member of a Team. 

If you can qualify with your knowledge of, and ex- 
perience in merchandising, we are interested in re- 
viewing your application. 

Your reply will be treated in complete confidence by 
the President and should include age, present con- 
nection, and home telephone number. 


Box AN 3, c/o Automotive News, Detroit 26. 








HERE’S THE ‘““GUARANTEED ’’ WAY TO BUILD 
YOUR SERVICE BUSINESS . .. THE VALVOLINE 


33,000 MILE NEW CAR GUARANTY ... 





















i 
Siriano i 


MAIL THIS COUPON TOAY FOR COMPLETE INFORMATION 
NO OBLIGATION! 


| VALVOLINE OIL COMPANY 
FREEDOM, PENNSYLVANIA 


t ‘ 

] 1 would like full informgtion on the Valvoline 33,000 Mile 
| 

| 








Guaranty Program. 
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Colbert, Nance Give Testimony .. . 





Makers Balk at Legal Restraints 


(Continued from Page 1) 


he considered the situation grave 
when the antitrust laws are so 
ignored that “we have to penalize 
consumers to keep the big auto 
firms alive.” 


“Consumers shouldn’t be made 
hostages to keep competition alive 
in your industry,” he continued. 
“I still think phantom freight is 
indefensible. It favors one region 
over another and is practically a 
raid on the consumer’s pocketbook.” 

* * + 

N AN EXCHANGE with Mon- 

roney, Colbert told the senator 
to leave the battle over freight 
rates “to use,” and recommended 
that Congress let the subject alone. 


Monroney wanted to know if the 
recent changes in freight rate 
structure by some auto makers 
would have occurred “if Congress 
hadn’t been prodding around.” 

“I haven’t asked the Ferd boys 
what prompted them to make 
their move,” replied Colbert, “but 
the pressure of hearings probably 
had something to do with it.” He 
added that Chrysler Corp. had 
te make changes to stay compet- 
itive with GM and Ford. 

The Chrysler president said that 
freight rate changes are “evolving” 
continuously. 


“What you are saying,” he told 
Monroney, “is that the industry 
isn’t evolving fast enough to suit 
you.” 

* = + 

_ chairman wasn’t convinced. 

“You've been going to do some- 
thing about rates since 1940,” he 
pointed out, “and a lot of cars have 
gone over the dam in those years, 
with consumers footing the bill for 
Phantom freight.” 


Colbert insisted that his com- 
pany has been “fighting this 
freight thing tooth and nail for 
years,” and said he still thought 
the problems could be solved 
without legislation. 

“Well,” said Monroney, “I still 
have heard no justification for 
phantom freight, except the alle- 

gation that the small auto manu- 
facturers would be swallowed up if 
all companies charged honest 
rates.” 

Colbert also disagreed with the 
chairman over the threat of super- 
market dealerships to the fran- 
chised dealer system. 

“Franchised dealers are sound,” 
he said. There’s no real danger 
of supermarkets.” He said a recent 
Chrysler survey of why dealers go 
out of business revealed “very few” 
firms which failed because of su- 
permarket competition. 

Monroney said that wasn’t the 
way he’s heard it from his dealer 
friends around the country. 

x * + 


Opposes Court Review 


EN ASKED for an opinion 

on NADA’s proposed “day in 
court” law, Nance’s counsel, Robert 
Blyth, said he didn’t think any 
manufacturer would want his 
rights subjected to the decision of 
a jury. 

Nance said he might also favor 
@ proposal requiring a statement 
of obligations in factory-dealer 
agreements if the parties “could 
arrive at what the responsibilities 
of each were before the contract 
signing.” 

Nance disclosed that Stude- 


Preceding Colbert’s appearance, 
John Schleifer, A Chrysler products 
dealer in Huntington Park, Calif., 
told the subcommittee that he has 
never been forced or threatened 
with loss of his franchise by his 
factory. 

Nevertheless Schleifer asserted, 
the state of the industry today is 
“pathetic,” and he blamed the lack 
of retailing ethics on pressures 
from competing lines. He was the 
first Chrysler Corp. dealer to testify 
before the subcommittee. 


“The trouble is,” he stated under 
oath, “we are also chiseling and 
sacrificing profits because we know, 
and the country knows, and the in- 


|dustry knows that General Motors 
overproduced.” 
oe * x 
E EXPLAINED that when 
several dealers in a community 
start “packing” prices and offering 
wild overallowances, the other 
dealers must follow suit to stay in 
business. 

Do you mean, asked Monroney, 
that competition with other lines 
“in the madcap race for first place 
or first in price class has damaged 
all dealers?” 

“That is correct, sir,” Schleifer 
replied. 

But so far as Chrysler Corp. is 
concerned, the dealer said, he had 
never received anything that he 
didn’t order, “except for an oc- 
casional mistake.” He said that he 
couldn’t “conscientiously” say that 
his factory ever made him do 
things against his better judgment 
or made him feel that he might 
lose his franchise if he failed to 


follow instructions. 
* * * 


Evolution Recommended 


OLBERT advocated voluntary 

development of improved deal- 
er-factory relations, in lieu of leg- 
islation or regulation, to promote 
dealer profit-making opportunities. 

He opposed enactment of a 
phantom freight ban, declaring 
that Chrysler Corp. is not profit- 
ing from car deliveries to dealers. 
He also expressed doubts about 
the workability of labelling stick- 
ers, as proposed by Chairman 
Monroney, as a curb on boot- 


legging. 

The Chrysler president said the 
Chrysler Corp. dealer selling agree- 
ment was being reviewed in the 
light of the GM changes, but made 
no specific commitments as to when 
or if a new franchise might be 
forthcoming. 

“We have under review several 
different methods that are possible 
for bringing about joint or impar- 
tial review of terminations, if this 
is what our dealers desire,” the 
witness said. 

7 * - 

Be iceerebers changes may oc- 

cur in the agreement, they 
will be predicated on the fact that 
Chrysler needs a vigorous and 
therefore prosperous dealer body 
all over the U. S. for the increasing 
business with which we expect to 
carry on the competition we have 
consistently helped to spark in this 
industry.” 

The Chrysler chief denied that 
his company had “overproduced,” 
that. the auto installment credit 
situation was out of line or that 
bootlegging of Chrysler Corp. cars 
was excessive. 

He cautioned that a sticker 
law might hurt dealers who ex- 

change cars among themselves. 
Bootleg outlets, he said, could 
remove the stickers and sell the 
cars as “new-used” or leave on 
the stickers and offer the product 
as a “sticker car,” thus gaining 
an original vendor status. 
However, Colbert suggested that 
a test of the sticker plan be made 
among a cross-section of dealers. 
“Whatever the number of cars 
involved in so-called bootlegging 
may be,” Colbert said, “there is no 
doubt that widespread selling of 
4 





Standard Shift Buttons 


Urged by Monroney 
WASHINGTON. — If it doesn’t 


r sake of national 
safety, I think it would be a good 
idea if all cars had the buttons 

order,” Monroney 
proposed. 


Colbert said he didn’t know 
about the legal status of such 
an agreement, but pointed out 
that for competition’s 
sake might simply refuse to go 
along with the idea. 





this type in even one line of cars 
can be a disruptive factor in the 
markets of dealers in all lines.” 

* x * 


Gives Bootlegging Data 


HRYSLER CORP. last year, he| 


related, received serial numbers 
of 964 bootlegged Plymouths, 148 
Dodges, 71 DeSotos and 230 Chrys- 
lers. He minimized these percent- 
ages in terms of production. 
Chrysler has “consistently 
charged actual transportation costs 
to most markets,” Colbert told the 
subcommittee. 


“Now, consistent with moves tak-|" uu 


ing place in the industry,” he added, 
“we have changed the basis on 
which we establish the prices at 
which we sell our cars to dealers. 
We have enlarged the area to which 
we limit transportation charges. 
The result is over-all lower prices 
in some areas, higher prices in 
other areas and no change in still 
others. We still pay out more than 
we take in for transporting our 
cars.” 

He said that the “spur of com- 
petition and public interest” will 
serve to bring about any changes 
in systems of charging for the 
costs of delivering the product 
and that these changes “should 
not be forced.” 

With Chrysler Corp. out of the 
finance business, Chrysler Corp. 
dealers do business now with more 
than 1,200 separate bank and 
finance companies, according to 
company records, and none of these 
has more than 24 percent of the 
wholesale business, Colbert said. 

This means, he said, that “no- 
body with a predominant interest 
in the earnings of Chrysler Corp. 
influences our dealers’ financing 
arrangements,” that there is true 
competition for this business and 
it is not unduly influenced by any 
finance company or bank. 

“In our relations with our dealers 
we advise them against engaging 
in any credit practices that we or 
they believe are beyond the bounds 
of normal business prudence,” he 
declared. “Where dealers advertise 
such practices, we advise them 
against it and explain the detri- 
mental effects that result. In our 
cooperative and corporation adver- 
tising we do not publicize credit 


terms.” 
* * * 


H® SAID that Chrysler Corp. 
plans its production in accord- 
ance with future forecasts of its 
dealers. 

“While these forecasts are of ut- 
most importance in planning pro- 
duction,” Colbert explained, “the 
dealers who furnish them are not 
under any compulsion to take the 
cars they may forecast. Actually, 
these, like all our other dealers, 
place separate orders for cars. 

“We do not ship cars to dealers 
without signed orders for them, 
except when sending out sample 
models of new cars at introduction 
time. Furthermore, every division 
of Chrysler Corp. will accept can- 
cellation of even a signed order un- 
til the car is in actual production.” 

Competition among car manu- 
facturers to keep good dealers is 
as energetic as in any other phase 
of the automobile business, Col- 
bert declared. 

“We compete for markets, we 
compete for supplies and we com- 
pete for men,” he averred. We dis- 
tribute our products through our 
respective dealer organizations. 
The competing goes on in the show- 
rooms of the nation’s 40,000 dealers. 
We are as dependent on their abil- 
ity to compete and willingness to 
compete as they are on ours. 

“We can no more afford to offend 
our customers—our dealers—than 
the dealers themselves can afford 
to offend their customers.” 

Relations between manufacturers 
and dealers in the automobile in- 
dustry have gone through progres- 
sive evolution, Colbert said, noting 
that this evolution has not been 
identical among the different man- 
ufacturers. 


Ba ~ * 

No Expiration Date 
wars other companies have 
chosen fixed term agreements, 
Colbert pointed out that, since 1938, 
Chrysler Corp.’s dealer agreements 
have not specified any date on 

which they would expire. 

“We have gone on the premise,” 
he said, “that the relation between 


é 





Royalty View Rambler— 


Prince Knud, left, presumptive heir to 
the Danish throne, is shown with his son, 
Prince Ingolf, right, inspecting the 1956 
Rambler at the Hudson exhibit at the 
Copenhagen Auto Show. Center, is A. E. 
Busch, American Motors regional export 
director, Northern Europe. 


the dealer and the factory is essen- 


tially permanent, subject only to| 


the ability of the parties to get 
along successfully and operate, 
each in its sphere, to the benefit 
of both.” 

Colbert told the subcommittee 
that “the record is clear that 
both producers and the retailers 
of the industry have served the 
public interest well through the 
years. 

“It has been no secret that for 
the past two years we at Chrysler 
and our dealers have had a battle 
on our hands with our competi- 
tors,” Colbert said. “We are up 
against probably the most thor- 
ough-going competitors in our 
economy, but we and our dealers 
demonstrated last year and are 
demonstrating this year that we 
can hold our own in selling cars. 

“We know we still have a dis- 
tance to go before we have recap- 
tured the share of the market that 
our products and our dealers should 
have. But we also know that we 
have a body of dealers throughout 
the country and a team in our pro- 
ducing centers that can and will 
achieve that goal.” 
. * 7 
‘Effective Weapon’ 
- SUPPORTING anti-bootlegging 
legislation but opposing other 
proposals made to date, Nance gave 
the subcommittee a 21-page com- 
mentary on the problems of boot- 
legging, phantom freight and fac- 
tory-dealer relations. 

“In the interests of our own 
dealers,” he said, “we are dis- 
posed to favor permissive legis- 
lation and believe it can be an 
effective weapon in the elimina- 
tion of bootlegging as a major 
evil in automobile marketing.” 
The kind of bill suggested by the 
S-P chairman would allow facto- 
ries to restore “prohibitive sales 
clauses” in their dealer selling 
agreements. Dealers violating the 
ban on bootleg sales, under such a 
clause, would be penalized by the 
amount of the difference between 
the wholesale cost of the car and 
its suggested retail price. 

Nance said that S-P would re- 
luctantly consent to enforce an 
anti-bootlegging regulation “rather 
than to permit our own distribu- 
tion system to deteriorate through 
the bootlegging of our own brand 
automobiles.” 

x * 7 

HE S-P executive’s comments on 

other proposed auto trade bills 
follow: 

Phantom-freight ban—“A law de- 
signed to require manufacturers to 
charge only actual freight from 
assembly plant to dealer would re- 
sult in severe harm to Studebaker- 
Packard Corp. and to Studebaker 
and Packard and Clipper dealers.” 

restoration 


“Truth in labelling’—“I am not 
convinced that this would seriously 
deter a determined ‘bootleg’ opera- 
tor. The customer who today buys 
a new car from a used-car lot 
knows that he is not buying from 








a contract dealer, and the bootleg. 
ger might proceed to claim some 
benefit in the fact that a car hag 
been driven part of the way to its 
destination; he might well claim a 
cost benefit and a road test of the 
car for defects.” 

Nance called restoration of a 
prohibitive sales clause in dealer 
franchises “the simplest and most 
effective means” of dealing with 
bootlegging. 

” * * 
S-P Studying Changes 

ANCE revealed that as a result 

of recent changes by Big Three 
makers, S-P was contemplating 
both reductions in freight charges 

and revisions in its dealer selling 
agreements. 

However, the S-P president 
pointed out that “in all of the 
outcry about ‘unilateral contracts’ 
and ‘mutuality,’ I have heard no 
suggestion that the dealer ought 
to be able to terminate the con- 
tract only for cause.” 

(NADA officials and dealer wit- 
nesses have attacked the cancella- 
tion-without-cause actions allowed 

by some selling agreements.) 

“We recognize,” Nance explained, 
“that it is not practical to attempt 
to hold a dealer to the contract if 
he no longer wishes to deal ina 
particular brand of automobile, and 
yet would this not be the essence 
of ‘mutuality’? 

“Is it not impractical to consider 
the relationship a marriage from 
which one, but not the other, party 
may withdraw?” 

7 * - 
ya noted that Packard oper- 
ated a factory-dealer appeals 


| board from 1948 to 1953. One dis- 


senting vote of a board member, he 
said, could save the franchise of 
any cancelled dealer. 


“I am advised that no appeal was 
brought to the board during a pe- 
riod of about five years,” Nance 
said, “and the plan was abandoned 
in about 1953 simply because it did 
not appear to be needed in our re- 
lationship with dealers.” 

An impartial arbitrator for can- 
celled dealers is one of the major 
changes being made in the GM 
dealer selling agreement. 

Nance went on record in oppo- 
sition to any national-percentage 
yardstick for determining 
whether an individual dealer is 
meeting his selling responsibility. 
GM has agreed to abandon the 
practice—assailed by O’Mahoney 
and Monroney dealer witnesses— 
of using a national or price-class 
Penetration in local cases. 

“Yet,” said Nance, “it is neces- 
Sary to have some basis for ter- 
minating the relationship if a 
dealer fails to do a reasonable job 
of selling the manufacturer's 


product.” 
* = = 


Longer Packard Pacts 


H® CONFIRMED reports that 
Packard-Clipper franchises 
were to be given an indefinite dura- 
tion, as was done last year with 
Studebaker agreements. He ex- 
plained that it was “obviously de- 
sirable” to sell all three S-P makes 
on the same terms. 


S-P has not received any “sig- 
nificant dealer complaint” about its 
selling agreement or their admin- 
istration, he reported. He denied 
that the dealer agreement repre- 
sented “tyrannical control” over 
the dealer’s business, arguing that 
instead the agreement spelled out 
“standards” for selecting and re- 
taining retail outlets. 


The term “franchise,” Nance 
asserted, was not wholly descrip- 
tive of what he termed the fac- 
tory-dealer “contract.” He took 
the viewpoint that “franchise” 
a es dealers could engage 

what erwise was legally 
invalid. 

“The dealer’s sales agreement is 
not a legal necessity,” he continued. 
“Generally speaking, there is no 
legal reason why autos could not 
be sold simply by the placing and 
acceptance of purchase orders.” 

Nance warned that the proposed 
phantom-freight ban would dam- 
age competitors of Chevrolet and 
Ford, who would benefit because of 
their assembly-plant networks. 

“We do not think that dealers are 
deceived or defrauded under the 
present freight system,” he said, 
“or that regulation as proposed will 
necessarily or probably result in 
savings to customers.” 

ok * ” 
| BRANDING bootlegging as an 
“evil,” Nance compared the 
(Continued on Page 67, Col. 1) 
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Colbert, Nance Testify... 


Rigid Legal Curbs 
Opposed by Makers 


(Continued from Page 66) 


practice to the economic law that 
“base coin will tend to drive from 
circulation that which has more 
intrinsic value.” 

“So will the bootlegger tend to 
drive out the contract merchant 
or force him to the ways of the 
bootlegger,” he warned. 

While the bootlegging problem 
has not directly bothered Stude- 
baker-Packard, Nance said, the 
competition from such operators is 


bringing about “a general deteri-| 


oration of retail selling standards.” 

“The system of marketing auto- 
mobiles through contract dealers,” 
he declared, “has brought industry 
and public benefits which we belive 
ought not to be destroyed if, con- 
sistently with our principles of free 
competition, they can be preserved.” 

* * * 


More Dealer Complaints 


eo turning back to auto in- 
dustry executives, the Mon- 
roney subcommittee heard addi- 
tional charges of factory pressure 
from former General Motors and 
Ford dealers. 

John V. Booth, who operated a 
Chevrolet dealership in McKees- 
port, Pa., from 1926 to 1954, brought 
the names of GM dealer suppliers 
into his statement. 

These included Ceco Publishing 
Co., which publishes Chevrolet’s 
Friends Magazine; Campbell Ewald, 
Inc., Chevrolet’s advertising agency; 
the Kent-Moore Organization, a 
service tool concern, and Reynolds 
and Reynolds Co., which prints ac- 
counting forms and allied dealer 
documents. 

An inference in Booth’s state- 
ment that GM officials either con- 
trol or are eonnected with these 
concerns brought a flat denial 
from GM President Harlow H. 
Curtice. 

“I wish to say categorically,” 
Curtice declared, “that neither I nor 
any other officer of GM owns any 
stock in any of these companies. 
The charges and inferences made 
by Mr. Booth are completely false 
and without basis in fact.” 

- = - 
OOTH said that in July, 1952 he 
was asked to increase his sub- 
scription quota to Friends from 250 
copies monthly to 1,500. 

“As I remember,” he testified, 
“there was a desire on the part of 
some Chevrolet ‘brass’ to expand 
the distribution of Friends to a 
greater number than any publica- 
tion in the country. They wanted 
to outlive Life and outsee Look and 
make a piker out of the Saturday 
Evening Post.” 

Booth said he finally acquiesced 
after receiving numerous letters 
and phone calls from the Pitts- 
burgh zone office. He noted that 
the first two initials of Ceco cor- 
respond with those of Campbell 


” Ewald, adding: 


“As long as I can remember, the 
Campbell Ewald Agency has 
handled the Chevrolet advertising 
contract, in spite of many protests 
from the dealers that they would 
like a change... 

“I do not make the claim that 
there is any tieup between higher- 
ups in GM or Chevrolet and 
Campbell-Ewald, but the pressure 
to expand the publication so greatly 
gives the suspicion in many minds 
that there may be such a tieup. 

“The record of the directors of 
the Campbell-Ewald Advertising 
Agency does not show the names 
of any GM officials that I recog- 
nize. I wonder that the stock- 





Stewart-Warner Net 


Sets 25-Year Record 


CHICAGO. — Stewart-Warner 
Corp. announced last week that 
its 1955 earnings were $6,163,217, 
highest in more than 25 years. 
Sales were reported as $113,810,- 


Earnings in 1954 were $2,757,- 
436 on sales of $92,881,630, the 
company said. The 1955 opera- 
tions represented a 23 percent 
gain in salés and a 123 percent 
boost in earnings. 





| holders’ list of names of Ceco Pub- 
| lishing Co. would disclose.” 
* * * 


| ‘Monopolistic Policy’ 


Kent-Moore and Reynolds and 
| Reynolds, whose GM business he 
| blamed for building “pressure and 
force” in factory-dealer relation- 
ships. 

The ex-dealer said Kent-Moore 
tool order blanks were distributed 
with every new selling agreement, 
contending that “this monopolistic 
policy resulted in some pretty fancy 
prices for some pretty simple tool 
items.” 

Reynolds and Reynolds, he con- 
tinued, enjoys “an edge in the 
first information of any change 
in new forms to be used in the 

GM accounting system, all of 
| which is a decided handicap to 
their competitors and could af- 
fect the price materialy.” 

Booth observed that the son of 
R. H. Grant, former sales vice- 
president of GM, has a “large in- 
terest” in Reynolds and Reynolds. 

The witness also complained that 
the GM accounting system “was 
‘cocked’ to reflect the highest profit 
from new-car sales.” He said a 
dealer could go broke with his 
books showing a profit. 

* = . 


AY=™ MAKING accounting 
changes designed to show an 
accurate picture of his finances, 
Booth said he got a letter from the 
city manager with this paragraph: 

“Would you be so kind as to tell 
me just why you do not care to 
correct these deviations and thus 
comply with the known desire on 
the part of Chevrolet to have uni- 
form accounting without devia- 
tion?” 

A charge of a political “shake- 
down” attempt against Ford 
rocked the dealer phase of the 
Monroney hearings. The accuser 
was Milton Ratner, former Chi- 
cago Ford dealer, who said he 
was dunned for a $1,000 contri- 
bution to the Eisenhower cam- 
paign in 1952 by another Ford 
dealer. 

Later, Senator Monroney said the 
subcommittee had obtained “docu- 
mentation” of the fund-raising 
charges against Ford. A letter 
in the subcommittee’s possession 
shows an appeal from Henry Ford 
Il to a dealer in another area for 
a campaign gift solicitation, the 
senator said. 

Monroney said he was interested 
only in the “pressure” angle of the 
charges, but that if the contribu- 
tions need any further scrutiny, 
the subcommittee will turn over 
its information to a special Senate 
committee formed to investigate 
contributions made in connection 
with the recently-vetoed gas bill. 

- a7 = 


Only Two Said, ‘No’ 

HE 1952-campaign caller, Rat- 

ner said, told him the request 

for contributions had come directly 
from the office of Henry Ford II, 
and that $50,000 was to be collected 
from Ford dealers in the Chicago 
area. 

Ratner said he told the caller, 
“Nuts,” and refused to contribute. 
As far as he knew, he testifed, only 
he and one other area Ford dealer 
declined to go along with the re- 
quest. 

The witness said that he had 
made contributions to other cam- 
paigns in the past as an individ- 
ual, but didn’t want to give any- 
body money on orders. He added 
that this was the only time Ford 
had ever approached him for a 
political contribution of any kind. 

Ratner also criticized handling 
of travel prizes for Ford dealer 

sales contests. He said the prize 
packages, which included such 
things as trips to Bermuda, were 
handled by only one firm in his 
area, the Maguire Travel Bureau. 

He was told by a friend, he said, 
that the trips could be provided for 
less money than Maguire charged, 
but dealers feared to object openly 
to a factory-picked travel agent. 

At that point, Monroney asked 
subcommittee Counsel Dave Busby 
to. contact Maguire and “invite” 
him to testify. 





yale hurled similar charges at | 
| expected to be completed by June 1. 











| Service and Sales Classrooms— 


Chrysler Corp.'s new training center for factory and dealership service personnel is 


Classrooms in the Centerline (Mich) facility 


will be equipped with hydraulic hoists, and outside doors will enable cars to be 
driven inside for instructional purposes. The building also will house Chrysler's Con- 


ference of Sales Training. 


Chrysler Training Center 
Expected to Open June I 


DETROIT.—Chrysler Corp.’s new 
training center for dealer and com- 
pany service personnel is expected 
to be completed by June 1, it was 
announced last week by C. L. 
Jacobson, sales vice-president. 

Located in suburban Centerline, 
the two-story center will contain 
84,500 square feet of floor space 
and will be the first of a series 
of training centers spanning the 
country. 

Jacobson declared that Chrysler’s 
increasing sales make it imperative 
that the corporation expand its 
facilities for training service per- 


|}sonnel. He added that nearly 250,- 


000 mechanics have been trained in 
factory schools and in factory- 
supervised dealership classes since 
the end of World War II. 

He also pointed to the company’s 
Master Tech program under which 
specialized training is provided at 
dealerships by means of instruc- 
tional aids furnished by the factory. 
Jacobson said as many as 60,000 
mechanics have been enrolled in 
this program at one time. 

The Centerline facility will 
house the combined activities of 
the corporation’s executive service 


Training. The latter prepares 
young men for managerial posi- 
tions in dealerships. 


The ground floor will have seven 
classrooms equipped with hydraulic 
hoists, and each room in this group 
will have a door leading to the 
outside of the building so that cars 
and trucks can be driven into the 
classroom for instructional pur- 
poses. 


Separate training rooms will be 
maintained by the Plymouth, 
Dodge, DeSoto, Chrysler, Dodge 
Truck and Automotive Body divi- 
sions. The last named will have a 
paint spray booth with dryer and 
exhaust system. 

Rooms will be provided for train- 
ing export service personnel and 
for conducting flat-rate studies. The 
largest room on the first floor is a 
500-seat auditorium. Adjoining it 
will be kitchen facilities and a 
cafeteria capable of serving 150 at 
a time. 

For large gatherings, the entire 
auditorium area can be used for 
dining purposes. Several confer- 
ence rooms and a lobby complete 
the first-floor layout. 

The second floor will be occupied 
largely by the sales training confer- 


staff and its Conference of Sales | ence. 
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Lube Men Seek 
More Pre-Tests 
On New Engines 


DETROIT.— The problem of 
creating an oil for new engines was 
among the topics of discussion at 
the American Petroleum Institute’s 
annual lubrication committee meet- 
ing here last week. 


M. L. Hamilton, assistant direc- 
tor, engine laboratories, Sinclair 
Research Laboratories, Inc., said 
that engines “are developed in 
secret and are in the hands of the 
public before the lubricant supplier 
has had an opportunity” to tell 
whether or not his oil will meet the 
requirements of the engine. 


“What all this boils down to,” he 
said, “is that each oil company may 
be forced each year to establish or 
check the suitability of its lubri- 
cants in a number of new-model 
engines.” 

Hamilton said it was his hope 
that test equipment will be devel- 
oped which will be successful in 
providing the means by which the 
engine designer can convey to the 
motor oil designer the requirements 
of a motor oil which will be satis- 
factory in a new engine which is 
under development. 


Charles M. Heinen, assistant man- 
aging engineer, Chrysler Corp., in a 
discussion of brake and other fluids, 
said 60 brake fluids were bought in 
the Detroit area and tested. 


“Twenty-nine,” he said, “were 
below the minimum SAE boiling 
point requirements for moderate 
duty; nine were suitable for moder- 
ate duty and 22 met the require- 
ments of an SAE heavy-duty brake 
fluid.” 

Other speakers included J. E. 
Appeldoorn, Esso Research & Engi- 
neering Co.; Raymond I. Potter, 
Ford Motor Co.; Dr. L. L. Withrow, 
General Motors Research Labora- 
tories, and C. R. Noll, Gulf Oil 
Corp. 


Fansteel Names Hegedus 


Walter J. Hegedus has joined 
Fansteel Metalurgical Corp as a 
sales engineer with the metals and 
fabrication division. 
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New! Angle Mount 
FONTAINE 


NO-SLACK’ 
5th Wheel 


.. Designed to help you sell trucks! Easy to install on truck frame. 
--* No U-bolts, no angles, no beams needed. Just drill 10 holes. 





Put in the bolts (we furnish the bolts). You're ready to ride! 


Lightweight (only 303 Ibs.) but unlimited capacity. Heights 6!/, to 10!/, inches. 
Same safety features as all Fontaine No-Slack 5th Wheels. 


FONTAINE 
Safety Tanks 


Cylinder Tanks with Tool Box. 
Shipped complete with mounting 
kit. Simple to install. Inspected by 


Underwriters’ Laboratories, Inc. 


Fontaine Tanks and NO-SLACK 


5th Wheels are sold Only to 


Truck Dealers — and Direct to 
Truck Dealers—which allows 


extra profits. 





FONTAINE TRUCK 


EQUIPMENT CO. Inc. 
Birmingham 1, Alabama 
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Revisions in Works at AMC, S-P... 





Big 3 Join in Freight Cutting 


(Continued from Page 2) 


on Plymouth, $35 on Dodge, $41 on 
DeSoto, $41 on Chrysler Windsor, 
and $47 on Chrysler New Yorker 
and Imperial. 
i * * 

HE GM revisions became effec- 

tive with the opening of busi- 
ness last Monday (Feb. 27). Chrys- 
ler’s new rates started at 12:01 a.m. 
the following day. 

Some sources persisted in ques- 
tioning whether phantom freight 
was finally and completely dead in 
its application to new cars. 

Theoretically at least, Chrysler 
Corp. and the smaller companies, 
which concentrate the bulk of 
their production in a single city, 
had not been charging phantom 
freight to the same extent as 
some of the other makers. 

Competitive pressures, neverthe- 
less, dictate a readjustment on the 
pattern set by Ford. 

“But we'll never know,” re- 
marked one skeptic, “just when all 
of the water has been taken out of 
factory freight rates. We've got 
only the factories’ word for it.” 

* * a 


(Eprror’s Nore: Cars selected 
for illustrative purposes in the 
following tables are four-door se- 
dans.) 

Buick 


Freight Net Change 


MII ucditisvsinssiecss:  sxcors $30 
St. Louis ................ $14 16 
Minneapolis .......... 22 8 
Washington ........... 19 11 
New York ............ 20 10 
Oklahoma City 53 — 23 
seeabaateatbieest 56 — 26 
ITER o.sscsecsccnsessore 57 — 27 
ge 55 — 25 
Los Angeles .......... 24 + 6 
7 * * 
Cadillac 
Freight Net Change 
Reduction Wholesale 
SEIN, Schsicciacipeeiees * : ctmses $36 
BE EID o0icssessccssees $15 - 21 
Minneapolis .......... 26 + 10 
Washington .......... 19 17 
New York .............. 20 16 
Oklahoma City 63 — = 
— 36 
— $1 
— 7 





Oldsmobile 


Freight Net Change 
Reduction Wholesale 


17 
8 
10 


+111 +++ 
8 


eBBSSo 





F 


Freight Net ize 
Reduction 


+1 LL TH+ 
eSERBSROEE 





Chevrolet, GMC Trucks 
%-Ton Pickup with Box 








Cc hrysler Windsor 


Freight Net Change 

Reduction Wholesale 
IONE secsceaveeseee _sbpssesie +$30.50 
Knoxville ........... $10.50 -- 20.00 
Philadelphia ... 15.50 -+ 15.00 
New York ........ 5.00 + 25.50 
Kansas City ...... ee 80> kann 
Sioux Falls ....... 23.50 + 7.00 
Fort Worth ...... 50.50 — 20.00 
Denver ........ ivera 644.50 — 34.00 
Miami ................ 66.50 — 36.00 
Salt Lake City. 35.00 — 4.50 
Los Angeles ...... 35.00 — 4.50 


Chrysler New Yorker 
And Imperial 


Freight Net Change 

Reduction Wholesale 

GOED csvvicccsscis “yscticdate +$35.00 
Knoxville ........... $7.50 + 27.50 
Philadelphia ... 15.50 19.50 
New York ........... 5.00 . 30.00 
Kansas City ...... 29.00 6.00 
Sioux Falls ........ 20.00 15.00 
Fort Worth ....... 51.00 — 16.00 
Denver .............. 65.50 — 30.50 
SE hasaccdedunctece 644.50 — 29.50 
Salt Lake City . 37.00 — 2.00 
Los Angeles ..... 37.00 — 2.00 

+ + * 
DeSoto 

Freight Net Change 

Reduction Wholesale 

I ocasccccceced) — endigoaios +$30.50 
Knoxville .......... $10.50 20.00 
Philadelphia . 15.50 15.00 





New York ........... 5.00 + 25.50 
Kansas City ...... S00 ante 
Sioux Falls ........ 23.50 + 7.00 
Fort Worth ...... 50.50 — 20.00 
E> secidinsesesne 62.00 — 31.50 
BD Pocesvesceveeses 63.50 — 33.00 
Salt Lake City . 32.0 — 1.50 
Los Angeles ...... 32.00 — 1.50 
* * * 
Dodge 
Freight Net Change 
Reduction Wholesale 
ID isn ssvcosess  sriveicntys +$26.50 
Knoxville .......... $2.00 + 24.50 
Philadelphia. .... 8.50 + 18.00 
New Yorke 00.0... cece + 26.50 
Kansas City ...... 19.50 7.00 
Sioux Falls ........ 12.00 + 14.50 
Fort Worth ...... 34.50 — 8.00 
Denver .............. . §150 — 25.00 
Miami _.............. . 50.00 — 23.50 
Salt Lake City . 26.50 __=......... 
Los Angeles ...... a 
* * * 
Plymouth 
Freight Net Change 
Reduction Wholesale 
MONEE. sescivssscsosy, dtceancets +$22.75 | 
Knoxville .......... $ 8.00 + 14.75 | 
Philadelphia ... 14.50 8.25 
New York .......... 6.00 16.75 
| Kansas City ...... 24.00 — 1.25 
| Sioux Falls ........ 19.00 + 3.75 
Fort Worth ...... 43.00 — 20.25 
MOUNT icconsicvvese 48.00 — 25.25 
ae 46.00 — 23.25 
Salt Lake City . 22.75 ss... 
Los Angeles ...... a 





Coins for March of Dimes— 


| DeSoto employed a novel way to help 
the March of Dimes at the Detroit Auto 
| Show. Visitors to its exhibit were given 
|an adhesive tab to attach a coin to a 
1956 DeSoto. Shown above is two-year- 
old Stephen Schelling, assisted by Mrs. 
| Michigan, Norma Ivey, as he places his 
| contribution on the car. 





Studebaker Broadens Help to Dealers 


(Continued from Page 2) 


the union are giving us full co- 
operation under the new agree- 
ment.” 

Churchill and Noble cited in- 
creased advertising expenses and 
the new Studebaker National 
Dealer Council as other evidences 
of what is called here the “new 
dealer” relations philosphy.” 


* * x 


¢ ADDITION to an _ unprece- 
dented factory advertising bud- 
get for this year of $12% million, 
Studebaker has allotted a $3% mil- 
lion promotional expenditure to be 
spent by a new dealer advertising 
association. This consists of rep- 
resentatives of 18 dealer advertis- 
ing committees. 


“Per car sold, we’re spending al- 
most as much for advertising as 
Chevrolet and Ford,” Noble said. 


Studebaker’s Dealer Council is 
being given” more than a nominal 
hearing” Churchill said. A recent 
Council suggestion for spoke-type 
wheel discs of stainless steel was 
“quickly adopted” and other sug- 
gestions are being considered, he 
said. 

A national used-car advertising 
and merchandising program also 
has been instituted, and truck mer- 
chandising opera- 
tion has been di- 
vorced from car 
activities, accord- 
ing to Noble. 

Studebaker of- 
ficials are proud 
of their new deal- 
er selling agree- 
ment, put into ef- 
fect last June. It 
not only possesses 
an indefinite dur- 
ation, but is can- 
cellable only for cause and forbids 
shipments except on written dealer 
orders. 


Frank W. Noble 


* x * 


HURCHILL, however, would not 
say whether Studebaker had 
any more changes upcoming in 
view of the recent GM announce- 
ments. He noted that Studebaker- 
Packard President James J. Nance 
was scheduled to testify before the 
Monroney subcommittee and said: 


“T think the rest of the industry 
is just begining to catch up on 
dealer relations.” 

One of Studebaker’s toughest 
challenges, admittedly still un- 
solved, is in the area of dealer 
mortality and replacement. Paul 

Pursley, a veteran field sales 
execlutive, is optimistic about his 
results as dealer development 
manager. 

“We just appointed 27 new 
dealers in the first two weeks of 
February,” Pursley said, “but we 
need a lot more. I feel, though, 


that the package we offer a pros- 
pective dealer now is the best in 
Studebaker history.” 

Explaining the reference to past 
factory-dealer relations, Studebaker 
officials emphasized their conviction 
that former regimes were too re- 


Cars Quarantined 
In Pasadena for 
06 Economy Run 


LOS ANGELES. — More than 
$50,000 worth of new cars are being 
quarantined by A. C. Pillsbury, of 
the United States Auto Club, for 
the Mobilgas Economy Run which 
leaves here for Colorado Springs 
March 19. 


Auto manufacturers or dealers 
may enter cars in the race, but 
once they have filled out an entry 
blank they have no further say in 
vehicle selection, Pillsbury said. 

The cars are being rounded up 
in the impound area at nearby 
Pasadena and, except for breakin 
runs, they will remain until they 
leave the starting line. 

Major parts are sealed by staff 
technicians and only in dire emer- 
gencies — and then only with ob- 
servers present — can these parts 
be serviced, officials said. 








At Dealer Behest— 


New spoke-type wheel discs of stain- 
less steel are being made available for 
1956 Studebaker cars as the result of a 
recommendation from the Studebaker Na- 
tional Dealer Council. The discs may be 
clamped on either tube and tire combin- 
ation wheels or tubeless tires without 
affecting the air seal of the rim. Factory 
list price for a set of four spoke-type 
discs is $18.50. 


mote from the dealer organizations. 
“This policy worked in the short- 
age years following the war,” an 
executive said, “It was insufficient 
to carry us profitably when the 
volume market hit in 1953-54.” 


* * * 


eS - said he was looking 
for “volume-type dealers” cap- 
able of aggresive competition with 
the Big Three. His current search 
is being concentrated in large cities 
in the East and Midwest. 
Profitless operations for dealers 
in other makes is providing Pursley 
with a more favorable hearing than 
a Studebaker field man would have 
received in bygone years, he said. 


“But as often as not, a Ford 
or DeSoto dealer will decide 
against switching to us because 
of his large parts investment, 
even though he can’t make any 
money where he is. Then we'll 
talk to the sales manager or a 
top-notch salesman, because if 
the dealer isn’t making out, cer- 
tainly his salesmen are in no 
better shape.” 


Studebaker officials are reluctant 
to set a goal for 1956 production 
or sales, as was done in 1955. 


“There are still too many uncer- 
tainties for the company or its 
dealers to be committed to a fixed 
objective,” a spokesman said. “So 
far, our ’56s have moved us up in 
share of market. We're hopeful 
that, with our new dealer partner- 
ship, this curve will continue to 
rise.” 


4-Lamp Lighting 
Studied by AMA 


DETROIT. The automotive 
and headlamp industries are work- 
ing cooperatively on an improved 
headlighting system, the Auto- 
mobile Manufacturers Assn. an- 
nounced last week. 


The industries are concentrating 
on a four-lamp system, using two 
dual lamp units, designed to pro- 
vide greater night-seeing distances 
and other advantages, the AMA 
said. The work is being carried out 
by the same engineering group that 
developed the improved Sealed 
Beam headlamps. 


Hudson Calls In 


Field Personnel 


DETROIT.—Hudson officials will 
conduct a special business meeting 
at Detroit’s Park Shelton Hotel to- 
day (March 5) for divisional man- 
agers, zone managers and zone mer- 
chandising managers, according to 
N. K. VanDerzee, sales vice-presi- 
dent. 


Wage Cut Eases 


Cost Pressure 


Timing of 1-Cent Drop 
Is Helpful to Makers 
(Continued from Page 2) 


a collective-bargaining agreement 
with the firm. 


The unionists stationed pickets at | 


the Northgate lot after used cars 
were moved there from Bellevue 
Motors. King County Superior 
Court then ordered the union to 
stop picketing Northgate. 

The Supreme Court upset this 
ruling on grounds that the two 
companies had the same officers 
and 
business.” 

* * 

N SALEM, Ore., Peter F. Benni- 

son, president of Valley Motor 
Co. (Ford), said his firm would 
appeal to the National Labor Rela- 
tions Board from the recommenda- 

tion of its examiner, Maurice M. 
Miller, in a dispute between the 
company and the Machinists Union, 

“Our cause is strong and we 
want it taken to the highest au- 
thority for final determination,” 
Bennison declared. 

Rejecting a Bennison complaint, 
Examiner Miller decided that the 
union was within its rights in pick- 
eting the dealership. 

Bennison said the union posted 
pickets last July in an attempt to 
force the firm to accept a union- 
shop clause similar to one in a 1953 
contract. 

* * * 
_ company changed hands in 

April, 1954, and the new owners 
did not want to renew the 1953 
contract or negotiate another 
union-shop agreement. The union 
argued at a recent NLRB hearing 
in Salem that negotiations had 
started in March, 1954, and that a 
strike was called only after long 
discussions failed to achieve a con- 
tract. 

In White Plains, N. Y., an odd 
situation was brought to light 
after NLRB certified the election 
of Teamsters Local 617 as bar- 
gaining agent for salesmen at 
the Packard retail branch. 

The union won a 5-4 vote in 
January after some agitation, but 
reportedly never attempted to nego- 
tiate a contract. Last week, as 
NLRB’s official certification notice 
came through, only one of the pro- 
union salesmen was still on the job, 
the others having quit in the mean- 
time. 


Missouri Official 
Urges ‘Mutual’ 


Dealer Franchises 


ST. LOUIS. — Lt. Gov. James T. 
Blair jr. last week speaking before 
the Greater St. Louis Automotive 
Assn., urged improved contractual 
relations between manufacturers 
and dealers. 

He asserted that franchises 
should carry “provisions of mu- 
tual responsibility, enforceable in 
courts.” 

Blair ripped into “irresponsible, 
phony advertising” and called this 
“cannibalistic tactis.” He made it 
plain, however, that he felt these 
practices were a case of the “tail 
wagging the dog,” and were carried 
on only by a minority of dealers. 

He also charged that executives 
of some manufacturers permit 
“bootlegging” of quite large propor- 
tions and added: “I don’t believe 
that this practice could be going 
on without the knowledge of De- 
troit officials.” 

Blair also said that phony freight 
charges unnecessarily cost dealers 
$2 million during 1955 and that 
these should be abolished. 

As presiding officer of the Mis- 
souri Senate, Blair also gave the 
dealers some advice. He pointed 
out that it was the practice of 
dealer associations to assign one 
person to follow the many bills 
through the legislative hopper. 

Blair urged dealers to form com- 
mittees to look over the measures 
and then delegate such committees 
to explain to legislators why they 
should be—or not be—adopted. 

“Resolutions adopted by organi- 
zations don’t help their cause,” he 
said. 
and a clear explanation of the 
merits of legislation that wins ap- 
proval.” 


“virtually operated as one 
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AUTOMOTIVE NEWS, MARCH 5, 1956 
Week’s 137,000 Total Highest in 4 Weeks... 


Chevrolet, Ford Hike Car Output 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 














Week Week Total Jan.1 Jan. 1 
Ended Same Ended Febru- To To 

March 3, Week, Feb. 25, ary March 5, March 3, 

1956 1955** 1956* Output 1955** 1956 
AMERICAN MOTORS _ 2,675 4,935 1,882 13,950 26,991 30,019 
Hudson 875 2,005 732 4,582 10,484 9,601 
UNTIL. | <exieierneucenessnicsevoeeves 1,800 2,930 1,150 9,368 16,507 20,418 
CHRYSLER CORP. .... 17,529 33,134 16,694 76,335 285,312 183,169 
Chrysler 3,650 5,268 3,013 = 12,272 38,560 27,007 
DeSoto ...... 2,250 3,437 2,241 9,762 30,156 21,732 
Dodge ............ 3,100 7,669 3,401 15,479 70,214 38,041 
Plymouth 8,529 16,760 8,039 38,822 146,382 96,389 
FORD MOTOR. .............. 36,670 43,636 31,535 136,607 392,936 309,594 
Continental .................. a scuhees 47 a 647 
Ss Sdalldivaotinenscccivdeousues 29,615 34,523 24,854 110,412 310,366 250,749 
Lincoln 1,420 819 1,073 4,787 7,398 11,283 
Mercury 5,575 8,294 5,561 21,150 75,172 46,915 
GENERAL MOTORS .. 77,437 80,436 = 72,947. 318,739 «725,276 +=©671,086 
SUITE, -! nkdeecaludndaldcbepervnkéhs 15,277 16,062 15,396 63,598 140,377 136,805 
Cadillac . 3,360 3,202 3,395 14,201 30,176 29,741 
Chevrolet ...................... 37,600 37,021 32,680 152,436 338,723 319,154 
Oldsmobile _.................. 11,850 12,349 12,159 50,329 108,910 105,235 
SEINE. \epdicevicstesvesentihs 9,350 11,802 9,317 38,175 107,090 80,151 
BP CORP. ...................... 2,700 5,274 2,444 10,260 41,721 29,485 
Packard seated Eee ancutias 220 12,111 4,013 
Studebaker .................. 2,700 3,571 2,444 10,040 29,610 25,472 
Total Cars, U. S........ 137,011 167,812 125,502 555,891 1,472,236 1,223,353 





*Revised 
**Totals for 1955 include Kaiser-Willys production. 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 














Week Week Total Jan. 1 Jan, 1 
Ended Same Ended Febru- To To 
March 3 Week, Feb. 25, ary March 5, March 3, 
1956 1955* 1956* Output 1955* 1956 
CHEVROLET ................. 9,000 2,531 7,303 35,053 30,897 45,172 
EES OG scssscsccitonicers 100 102 96 411 697 858 
ET | Suihcicasensmctedicctilesiphd 80 72 86 390 528 831 
IY 0a. clcusstlacasuastbabadiin 1,950 266 1,849 7,392 12,679 15,039 
FORD . 6,580 7,653 5,360 25,490 69,888 57,351 
GMC ee 188 2,062 8,811 6,604 18,424 
INTERNATIONAL. .... 3,090 2,540 3,052 12,895 20,860 27,158 
EE ec hscicieiGsictoriieadsenctpdenios 400 200 453 1,576 1,920 3,507 
I ch ialndenbencinsilgiiebeebenss 85 98 W2. 297 781 667 
STUDEBAKER. .............. 252 382 199 Wil 2,473 2,253 
SS ee aie ccncehccolsh 415 239 398 1,705 2,425 3,558 
I aisle nliladie 1,550 1,463 1,504 5,557 13,747 11,851 
MISCELLANEOUS*** 50 54 48 199 622 428 
Total Trucks, U. S..... 25,672 15,788 22,482 100,487 164,121 217,097 
Total Cars, Trucks, 
I Manion sacetenrenv el 162,683 183,600 147,984 656,378 1,636,357 1,440,450 
Total Cars, Trucks, 
NN gi ioe acdaldnsane 9,225 9,139 8,091 29,104 72,183 62,420 
Grand Total, 


Cars and Trucks, 
U. S. and Canada.171,908 192,739 156,075 685,482 1,708,540 1,502,870 


*Revised. Miscellaneous includes Corbitt, Marmon H., Brockway, Four-Wheel Drive, 
Federal, etc. 

N.B.: All U. S. totals include cars and trucks for military orders. 

***Autocar and Sterling are included in White totals. 





Obituaries 


|heart attack Feb. 25. In 1947, following 
|} the death of his brother-in-law, Herbert 
B. Loyal, he became major stockholder and 
general manager of Loyal Motor Co. Mr. 
Collins was one of the founders, a past 
president and a member of the board of 
the South Carolina Ford Dealers Assn., a 
member of the South Carolina Automobile 
Dealers Assn. and a member and former 
area chairman of NADA. 


* x * 


Henry D. Hays 
FORT SMITH, Ark.—Henry D. Hays, 


Homer (Pug) Warner, 


Salt Lake City Dealer 


SALT LAKE CITY. Homer 
(Pug) Warner, veteran dealer and 
former president of the Utah Au- 
tomobile Dealers Assn., died Feb. 20. 

Warner also had served as treas- 
urer, director and executive com- 
mittee member of the Utah dealer 


group. 59, a former auto dealer here, died Feb. 16. 
x * * * * * 
J. Harry Sandys H. J. Stechschulte 
BUFFALO. — J. Harry Sandys, 62, a NORTH PRAIRIE, Wis.—H. J. Stech- 
General Motors Truck & Coach employe schulte, Prairie Oil Co., is dead. He for- 


|merly was a Chevrolet dealer in Windber, 


More than 30 years, died Feb. 26. For the : 
a. 


last year he had been associated with the 
State Thruway Authority. 
7 * * 


Joseph D. Sharkey 

AKRON.—Joseph D. Sharkey, 51, manu- 
facturers’ sales manager, Firestone Tire & 
Rubber Co., died Feb. 26. He joined the 
company in 1930 and served in Kansas 
City, Omaha, Chicago and New York be- 
fore being named head of manufacturers’ 
sales in 1953. 


* * 


Clarence D. Kerby 
DETROIT.—Clarence D. Kerby, creative 
| director for Batten, Barton, Durstine and 
|}Osborn (DeSoto), died Feb. 22 after a 
|heart attack. He had been with BBDO in 
Detroit for more than 10 years. 

* * 


Hiram Guy 
PHILADELPHIA.—Hiram Guy, of Speck 
| Cadillac, died unexpectedly Feb. 14. 

* 7 | * * * 
Claus Anderson M. E. Bushong 
KENOSHA, Wis.—Claus Anderson, 59, PHILADELPHIA.—M. E. Bushong died 
an employe of American Motors and its| Feb. 19 in Hahnemann Hospital following 
predecessors for 45 years, died Feb. 21. He | an operation. 
Was personnel director of AMC’s Kenosha 
plant. Mr. Anderson joined the firm in 1911 
as an office boy for Thomas B. Jeffery Co. 
which later became Nash Motors. 
* * * 
Frank S. Collins sr. 


GEORGETOWN, 8. C.—Frank 8S, Collins 
sr., 55, Ford dealer here, died of a 


* 


* * * 


William E. Edmunds 
MIAMI.—William E, Edmunds, 
owner of Edmunds Motors’ (Lincoln- 
Mercury), Atlanta, is dead. A former 
member of the Atlanta Automobile Assn., 
Mr. Edmunds sold his business to Down- 
town Lincoln-Mercury, Inc., in 1954. 


former 











(Continued from Page 1) 
ago, and a 9.0 percent drop from 
the 611,190 cars assembled in Jan- 
uary. 

* * * 
RODUCTION of an estimated 
1,167,081 cars during the first 

two months of this year is about 
12.6 percent below the correspond- 
ing period of a year ago, when the 
manufacturers turned out 1,335,003 
units. 


The return of both Ford and 
Lincoln divisions to five-day op- 
erations helped push Ford Motor 
Co.’s auto assemblies to 36,670 
units last week, a level the com- 
pany failed to reach during the 
two previous weeks. The week 
ended Feb. 25 saw the company 
produce only 31,535 cars, lowest 
output of cars since the week 
ended Jan. 7. 


Ford division, with all of its 15 
car assembly plants on a five-day 
schedule, turned out 29,615 units 
last week, or 4,761 more cars than 
it turned out the previous week, 
when 10 of its plants were down 
for either one or two days. 

ca aa +. 


Peano return to a five-day 


assemblies to 1,420 units last week, 
|or 347 more cars than it produced 
the previous week, when its Wayne 
(Mich.) plant was down on Friday, 
Feb. 24. 


Mercury’s St. Louis and Metu- 
chen (N. J.) plant did not operate 
on Monday, Feb. 27, but the divi- 
sion still managed to turn out 5,- 
575 cars last week. That was a 14- 
unit increase over the previous 
week, when its Wayne (Mich.) 
plant was down on Friday, Feb. 
24. 


Continental division, as in the 
previous week, worked only four 
days last week and assembled 60 
cars. It turned out 47 units during 
the week ended Feb. 25. 

x * cd 

LTHOUGH Pontiae also in- 

creased output slightly, it was 
Chevrolet’s return to normal pro- 
duction schedules that hiked Gen- 
|}eral Motors car assembly opera- 
tions to 77,437 units last week. This 
was a 4,490-unit improvement over 
the previous week, when the cor- 
poration turned out 72,947 cars. 


Chevrolet, in building 37,600 
cars last week, turned out more 
ears than it had in any week 
since the week ended Jan. 21. The 
total was 4,920 units above the 
previous week, when Chevrolet 
produced 32,680 cars. 


Pontiac increased its output 
from 9,317 cars during the week 
ended Feb. 25 to 9,350 units last 
week. 


x * * 


UICK turned out 15,277 cars last 

week, a slight drop from the 
15,396 units assembled a week ear- 
lier; Cadillac scheduled 3,360 units 
last week, compared with 3,395 the 
previous week, and Oldsmobile 
turned out an estimated 11,850 units 
last week, compared with 12,159 in 
the previous week. 


Increases at Plymouth, DeSoto 
and Chrysler divisions helped 
raise Chrysler Corp.’s output to 
17,529 cars last week, a gain of 
835 units over the previous week. 


Plymouth turned out an esti- 
mated 8,529 cars last week, com- 
pared with 8,039 units in the pre- 
vious week. DeSoto upped its pro- 
duction to 2,250 units from the 
2,241 turned out a week earlier. 

x ” 7 


WALKOUT which idled most 

of the 13,000 Dodge Main em- 
ployes on Tuesday and Wednesday 
was a big factor in dropping that 
division’s car output to 3,100 units 
last week. It had built 3,401 cars 
a week earlier. A spokesman for 
the UAW-CIO local said the walk- 
out was the climax of a “speedup” 
dispute. 

American Motors Corp. also re- 
turned to a five-day work sched- 
ule last week as it assembled 
2,675 cars, a net gain of 793 units 
over the week ended Feb. 25, 
when the corporation’s Kenosha 
(Wis.) assembly plant was down 
on Thursday and Friday (Feb. 
23-24.) 


Studebaker division of Stude- 
baker-Packard Corp. continued to 





operation pushed that division’s | 


| 





increase car output last week as it 
jumped to 2,700 units from the 2,444 
turned out the previous week. 
However, its sister division, Pack- 
ard, remained idle. 
Packard-Clipper assembly lines, 
however, are expected to resume 
operations today (March 5), a com- 
pany spokesman said. 
* * * 
§ ewig output jumped to 25,672 
units last week from 22,482 in 
the previous week. Truck produc- 
tion for February is expected to 
hit approximately 100,487 units. 
The return of General Motors 
of Canada to the production lines 


Dealers 


69 





helped raise across-the-border car 
and truck output to 9,225 units 
last week, compared with 8,091 
vehicles during the previous week. 


Canadian manufacturers assem- 
bled an estimated 29,104 vehicles in 
February, or 1,219 less units than 
they produced in January. 


The suspending of operations at 
Ford Motor Co. of Canada’s Oak- 
ville and Windsor (Ont.) plants will 
idle 6,300 employes this week, a 
company spokesman said. 

The shutdown was brought about 
by a delay in orders caused by “ex- 
ceptionally severe weather,” the 
spokesman said. 


Tell Me 





(Continued from Page 3) 


according to your request, with 
the understanding that the ac- 
count would be paid the first of 
the following month. 

It is your move now. 

May we not have your check 
covering the attached statement | 
by return mail? 

Sincerely, 
CAR DEALER & CO. 


Letter No. 6 


Dear Sir: 

In order to operate our business 
efficiently, we must conduct our 
maintenance, parts, and accesso- 
ries departments on a cash basis, 
and if you find it impossible to 
pay the attached account in full 
in the next few days, we shall 
be glad to make it more conven- 
ient for you by arranging for | 
settlement in small monthly pay- 
ments. If you will stop at our 
office at your earliest convenience 
these arrangements can be 
quickly made. 

In adopting this monthly pay- 
ment plan you can include not 
only your present balance, but 
any additional repair work, tires, 
battery or other equipment you 
may need at the present time. 

If we do not receive a remit- 
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HELP WANTED 


GENERAL OR SALES MANAGER wanted | 
by large volume General Motors dealer in 
Columbus, Ohio. Must have proven ability | 
in training a sales force and promoting | 
sales. Good pay, group insurance, dem- 
onstrator, etc. In reply, please state age, 
experience, general background, history 
and mail a picture. Box 5791, c/o Auto- 
motive News, Detroit 26. 


WANT AD DEPT., 





OFFICE MANAGER 


BY VOLUME FORD DEALER WITH EXCEL- 
LENT COMPENSATION AND OPPORTUNITY 
FOR GROWTH. 


Write complete details. Confidential. 
5842, </o Automotive News, Detroit 26. 


Box 





PARTS MANAGER FOR A long established 
Ford-Mercury dealer—up-state New York. 
Want aggressive, experienced man—liberal 
pay. Give information on employment 
record and experience. Box 5821, 
Automotive News, Detroit 26. 


ONE OF BUICK’S LARGEST dealerships 
wants business manager — trained GM 
accounting, preferably Motors Holding ex- 
perience. Located suburban greater New| 
York City. Call or see M. C. Gale, presi- 
dent, Monarch Buick Co., Hempstead, 
N. ¥. Phone Ivanhoe 9-3800. 

SALES MANAGER WANTED — Southern 
New England. We have need for top- 
notch new car sales manager to handle 
a minimum of 100 new units per month, 
One of the ‘‘Big 2.’’ Top compensation 
in retail industry plus bonus. Write, citing 
experience and personal history to Box 
5820, c/o Automotive News, Detroit 26. 


SALES MANAGER—NEW CAR. GM me- 
dium price field, Old established dealer— 
1000 class. Plans increase. Good salary 
plus bonus. Chicago. Box 5869, c/o Auto- | 
motive News, Detroit 26. i 


c/o} 
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insertion for use of a box number 
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DETROIT 26 





tance from you within the next 
week our representative will call 
on you to arrange for settlement 
on the budget plan of payment. 


Sincerely, 
CAR DEALER & CO. 


Trimerama 
‘Seat Covers of Future’ 


At Chicago Show 
CHICAGO. — Trimerama, a pre- 
view of the “seat covers of the 
future,” was a feature of the 29th 
annual exposition of the Automo- 
tive Accessories Manufacturers 

Assn. at the Navy Pier here. 


The exhibit consisted of 21 mina- 
ture seats from the Trimerama in- 
ternational custom seat cover de- 
sign competition and ranged from 
the conservative to the gay and 
lavish. 

The covers first were shown at 
the Auto Trim Show in New York. 
The exhibit was sponsored by the 
National Assn. of Auto Trim Shops 
and seat-cover manufacturers. 
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WS, 2666 PENOBSCOT BUILDING 


MICH 


' HELP WANTED 


EXPERIENCED FINANCIAL 
Take immediate full charge, office and 
books, volume Lincoin-Mercury dealer 
located in eastern Pennsylvania. Perma- 
nent position, excellent salary plus bonus 
plan. Paid life and hospital insurance. 
Write, giving full background, age, ex- 
perience and marital status. Box 5870, 
c/o Automotive News, Detroit 26. 


SALES MANAGER FOR 700 plus Oldsmo- 
bile dealership on Florida west coast. 
Must have proven ability in organizing 
and training aggressive sales force. Sal- 
ary and incentive, etc. Write full per- 
sonal details to Box 5845, c/o Automotive 
News, Detroit 26. 


manager. 


TRUCK SERVICE MANAGER, with me- 
chanical, bookkeeping and business back- 
ground, desires position. Past experience 
primarily with GMC, but have a good 
general knowledge of most makes. Thor- 
oughly familiar with factory claim pro- 
cedure. Can handle large crew and very 
successful in public relations. Can make 
a service department pay. Interested in 
large shop preferably one with volume of 
heavy duty gas and diesel units. West 
Coast preferred but would consider any 
location. Presently employed as service 
manager with volume dealer. Interested 
in locating with a dealer willing to pay 
for a job well done. Box 5829, c/o 
Automotive News, Detroit 26. 


More Classified Ads on Page 70. 
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POSITION WANTED 


YOUNG, ENERGETIC DEALER wishes to 
locate in the Santa Barbara, Van Nuys, 
Calif. area. Will sell my own dealership 
to join Chevrolet, Olds, Buick or any GM 
dual. Can invest as partner or member 
of corporation, Have sound knowledge of 
all departments of a dealership. If you 
want a good salesman, write Box 5871, 
c/o Automotive News, Detroit 26. 


OFFICE - PARTS MANAGER. 15 years 
» service, parts, office in GM dealership. 
College and G.M.I.T. training. Prefer 
midwest or Florida. Box 5858, c/o Auto- 
motive News, Detroit 26. 


POSITION WANTED 


Parts and Service Sales Manager 


10 years' experience with major parts manu- 
facturer and auto builder. Married, 35 years 
old. Wish responsible and challenging posi- 
tion, preferably with automobile parts and 
accessory manufacturer where ability to per- 
form under pressure and in dealing with 
public and personnel can be utilized, Thor- 
oughly familiar with parts and service sales 
promotion. Detailed explanation of accom- 
plishments upon request, Box 5872, c/o Auto- 
motive News, Detroit 26. 





HELP WANTED 


Salary $15,000 to $25,000 
And an Opportunity to Make More 


Are You This 
Sales Manager? 


This is a Permanent Career Position 
in the Metropolitan New York Area 
for on Outstanding Sales Manager. 


You must be a leader able to assume complete 
charge of our sales force and the operation of a 
successful “Big Three" new car dealership. 


You must have exceptional abilities and prove 
them with an up-to-date record of successful 
sales and sales administrative accomplishments. 


You must be able to build profitable sales volume, 
hire and train sales personnel, initiate produc- 
tive sales promotional programs and always 
employ ethical, good-will and prestige-building 
methods. 


You must have highest character, provide best 
references and stand rigid investigation. 


If yew ere this man and your knowledge and 
experience can be effectively applied, then—and 
onty then—-apply. 

Send a detailed resume for our confidential con- 
sideration to Box 5818, c/o Automotive News, 
Detroit 26. 














POSITION WANTED 


AUTOMOTIVE NEWS, -MARCH 5, 1956 


DEALERSHIPS AVAILABLE 





GENERAL MANAGER — Interested 
operating factory retail store, dealer en- 
terprise or working for an honest dealer. 
I have 20 years of automobile know how, 
can take complete charge and assume 
full responsibility for a profitable opera- 
tion. My character and ability will pass 


in| DEALERSHIP HANDLING Dodge-Plym- 


outh in north central 
lent potential. Wealthy community and 
near big payroll, Sale price for equip- 
ment and parts only. Reason ill health. 
5865, c/o Automotive News, Detroit 


Kentucky. Excel- 


the most rigid investigation. I am 45| DEALERSHIP HANDLING Buick—Weat 


years of age. Box 5846, c/o Automotive 
News, Detroit 26. 


MANUFACTURERS’ REPRESENTATIVE 
available for northern Pennsylvania, 
western N. Y. and eastern Ohio. 20 years 
of automobile experience at your service. 
Box 5854, c/o Automotive News, Detroit 
26. 


AUTO SALES MANAGER—19 years’ ex- 
perience in closing and appraisals, expert 
pencil man. Capable manager on volume, 
spot delivery operation. Reliable, mature 
judgment. Married, 40 years old, Chicago 
area only. Armitage 6-9605 after 6 p.m., 
Chicago, Il. 


BUSINESS OPPORTUNITIES 


FOR SALE—Mutti Motor Sales, Bremen, 
Ind. for invoice. Stock and tools. 


AUTO DEALERSHIP. Top location. Ex- 
cellent franchise. Wonderful opportunity. 
Good return with or without real estate. 
Box 5868, c/o Automotive News, Detroit 
26. : 


DEALERSHIPS AVAILABLE 


HANDLING FORD. Located in county 
seat town about 75 miles from Chicago. 
Last year’s sales 190 new units. Good 
money maker. No real estate to buy. 5 
year lease with very reasonable refit. 
Large and attractive facilities. No used 
cars or accounts receivable. Inquiries 
treated confidentially. Reply Box 5861, 
c/o Automotive News, Detroit 26. 


FOR SALE—DEALERSHIP handling Ford. 




















Located in small town of 2500 popula- 
tion in western central Ohio. 183 units 
handled in 1955 with a profit. Arrange- 


ments ean be made to purchase or lease 
the building. Box 5863, c/o Automotive 
News, Detroit 26. 


WILL SACRIFICE WELL established 
agency handling Chrysler-Plymouth in 
progressive northern Onio town for $18,- 
000, Reason—owner’s health. Write Box 
5864, c/o~ Automotive News, Detroit 26. 





Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 


Manager, Automotive News. Enclose a 


note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 
















NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 


Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 


Exclusively for Dealers 


Here in the shadow of General Motors, you 
get the best buys. 


—Why not visit us real soon? 
Michigan's Finest Sale 
Titles and Checks Guerenteed 
12:30 — SALE EVERY WEDNESDAY — 12:30 
M, D. McCollum, Mgr. Phone Cedar 9-4492 





AUTO AUCTION 


TiM ANSPACH 


"Midway,"' Stop 20 
Albany-Schenectady Road 





DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Oldest in the Mid-West 
One of the Nation's Best 
Sale Every. Tuesday 
12:30 P.M. 


OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 
324 West Main Street, Fort Wayne, Indiana 
We Guarantee Checks 
Dealers Only 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





New Jersey's 
Only Original Auction 


LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 
Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 








EAST NORTH CENTRAL 








GRAND RAPIDS AUCTIONS, INC. 


MONTPELIER AUTO AUCTION CO. On M2i—One Haif a west of Grandville, 
ch. 


MONTPELIER, OHIO 
Seale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Revte 20A Phone 5-9535 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 








~ 


NEW CAR DEALERS balance their stock here 


| 


| 


| 








EAST SOUTH CENTRAL 








JOHNSON AUTO AUCTIONS 


LAWRENCEBURG, TENN. 
Every Tuesday 
HUNTSVILLE, ALA. 
Every Friday 
Insured Checks and Titles 





MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 





Cerroll Kopfer 
Phene Denver, SUnset 1-7821 


Wire Colorado Auto Auction FAX 
1 Colo. 


Auctioneers: 
Colonels Johnny Wood end Dean Devis 


All cars paid for by our own check through 


the First National Bank of Englewood. 


Crossroads 


. . . where they meet... 


buyers and sellers . . . new and 


used car dealers. They meet at 
the dealer auctions of the na- 
tion ... . and on the pages of 
Automotive News. 

You will reach both groups 


through an ad in Automotive 
News. 


FOR SALE BY OWNER. Well 


“BIG 3” 


DEALERSHIP 


central Wisconsin. Small, lively city— 
about 5,000 population, on good Federal 
highway. Resort and lake country. Good 
fishing and hunting. Good volume with 
low overhead. Averaged 90 cars past 
two years, 40% of price class in trading 
area. Nice building and good lease. This 
deal is really built up and making money. 
Buy only actual inventories. Approxi- 
mately $15,000. No accounts or used 
cars. Owner moving up to larger deal. 
a c/o Automotive News, Detroit 


ee eeereineecesiis 
SALES AND SERVICE handling Oldsmo- 


bile. Michigan city of 10,000. 
class. Sell fixtures, equipment, stock at 
rock bottom price—lease building. Ex- 
cellent deal to right man. W. A. Batey, 
LaNoble Realty, 1516 E. Michigan, Phone 
IV 21637, Lansing, Mich. 


200 car 





equipped 
dealership handling Pontiac. Located 
near heavy industrial area in southern 


West Virginia. Reason for selling, leav- 
ing state. Box 5867, c/o Automotive 
News, Detroit 26. 


DEALERSHIP AVAILABLE handling 


Chevrolet-Oldsmobile-Cadillac. Midwest, 
200-250 car deal. Requires $22,500. Box 
5862, c/o Automotive News, Detroit 26. 





GM DEALERSHIP AVAILABLE—Fastest 


growing city in the mid-Hudson Valley 
of N. Y. State. Ne trucks. Health reason 
for selling. Excellent opportunity to 
make money on lease and real estate. 
GM approval necessary. Write in confi- 
dence Box 5873, c/o Automotive News, 
Detroit 26. 


DEALERSHIP — 
Philadelphia area—250 new car poten- 
tial. Service shop completely equipped 
and doing excellent business. Wil! sell all 
assets including real estate or will lease 
real estate. Write Box 5874, c/o Auto- 
motive News, Detroit 26. 


Metropolitan 





DEALERSHIP HANDLING Ford-Mercury, 


125 miles from Detroit. Last year’s total, 
all departments, $650,000 with parts and 


labor accounting for slightly less than 
$100,000. New and used sold 450 but 
potential higher. Completely equipped 


shop with wrecker — all top condition. | 
Purchase price, only current parts and 
equipment at depreciated price. Good 
building, low rent. Takes 845,000 to han- 
dle. Health and age forces retirement. 
= 5875, c/o Automotive News, Detroit 


AVAILABLE handling 
Buick. Health alone forces me to sell. 
A deal that made me over $63,000 clear 


in 1955. No receivables, contingent lia- 
bility or company cars to buy — only 
parts and fixed assets. Ironclad 


town of 130,000; sold 700 new and 1.000 
used in 1955; 450 foot frontage on main | 
thoroughfare with used car lot adjoining | 
new car building. Box 5879, c/o Auto-/ 
motive News, Detroit 26. 


lease; 


FOR SALE—LONG established dealership | 


handling Dodge-Plymouth in _ thriving 
Iowa town of 60,000. Upwards 300 units. | 
Profitable operation that never failed to} 
make money. Modern shop and facilities. 
No real estate—favorable rental or lease. 
Box 5835, c/o Automotive News, Detroit | 
26. 











DEALERSHIP HANDLING Chrysler and 


Plymouth in one of the world’s richest 
farming communities in central Illinois— 
20 miles from cities of 150,000 population. 
Will sell for actual parts and tools inven- 
tory around $9,500. Sold 150 new cars = 
year 1955. We can show you good profit 
made last year plus good reason for 
selling. Box 5836, c/o Automotive News, 
Detroit 26. 





DEALERSHIP AVAILABLE, handling) 


Chevrolet-Oldsmobile dual, in wealthy 
southern Illinois community. 400 car po- | 
tential. No used cars or accounts receiv- | 
able. Reason for selling, other business | 
interest. Box 5849, c/o Automotive News, | 
Detroit 26. 





DEALERSHIPS AVAILABLE 





FRANCHISES 
OPPORTUNITIES 


Having moved our office to Detroit, 
“The Automotive Capitol of the World,” 
we are now in position to make avail- 
able to you, not just hundreds, but ac- 
tually thousands of desirable dealer 
franchises for makes too numerous io 
list here, and in location from coast to 
coast. 


We have discontinued broker's service 
and are now recruiting dealers for 
placement in locations of their choice. 
Of course we will need as much infor- 
mation as you can give us about your- 
self and your wishes. 


You need only write, wire or telephone 
us for full information regarding our 
free services. You incur no tost or obli- 
gation. Strictly confidential. You are 
only a number in all phases of our han- 
dling. Be sure to direct your inquiry to 
the personal attention of Manager of 
Placement Department only. 


AUTOMOTIVE 
ENTERPRISES 


10600 Puritan Ave. Detroit 38, Michigan 
Telephone UN. 4-7886 





DEALERSHIPS WANTED 


AVAILABLE FOR buying Buick 
agency in Florida, Texas or southwest. 
Please write detailed letter relative to 
last year’s business, size of town, vari- 
able net and fixed net in 1955. Send pic- 





$100,000 


tures of building and used car lot. Fac- 
tory approval assured. Confidential. Box 
5878, c/o Automotive News, Detroit 26. 





MERCURY -LINCOLN-CONTINENTAL — 
200-450 units per year. Must have first 
class facilities with A-1 location in com- 





munity. Prefer single dealer point. Re- 
plies heli in strictest confidence. Box 
5876. c/o Automotive News, Detroit 26. 
WANT OLDSMOBILE OR Caiillac deal or 
GM combination. More interested in good 
operation than in geographical location. 


$1,500,000 gross sales up. All replies 
confidential. Am ready to buy. Box 5S77 
c/o Automotive News, Detroit 26. 

WANTED MERCURY, Chicago suburb 
Will pay cash equa! to depreciated book 
value plus current parts inventory. Now 
operating Chrysler «deal but wil! sell to 
my partner. Write in confidence Box 
5859, c/o Automotive News, Detroit 26. 

WILL BUY TAX LOSS, Large New Jersey. 
GM dealer wants dealership corporation 
with unused tax loss carryover. Will buy 
with or without real estate. Keep your 
competent perscennel. Box 5860, c/o Au- 
tomotive News, Detroit 26. 

WANTED—CHEVROLET agency, 500 to 
1000 car. Prefer midwest but would 
consider anywhere. Have adequate capital 
and factory approval would be assured. 
We mean business and will appreciate 
any response. Box 5830, c/o Automotive 
News, Detroit 26. 


WANTED—BUICK, OLDS, Chevrolet or 


Ford dealership, 200-500 units, central 
states, ample cash, factory approval as- 
sured. Confidential. Box 5831, c/o Auto- 


motive News, Detroit 26. 


| LARGE NORTHERN DEALER wants deal- 


ership for one of the ‘‘Big Three’’ with 
a potential of from 300 to 1500 units 
per year. Prefer location along coast of 
Florida, Texas or California. I am more 
interested in potential than past perform- 
ance. All replies held in strictest con- 
fidence. Box 5832, c/o Automotive News, 
Detroit 26. 


HELP WANTED 





tunity for an experienced sales 


a national sales organization as well as assuming responsibility 
promotion and all 


for advertising, sales 


functions. 


Excellent insurance and pension 


stated above. Top opportunity for growth for a man who can | 


assume broader responsibilities. 


SALES MANAGER | 
$30,000 f 


AUTOMOTIVE REPLACEMENT PARTS 


Our company is a leading manufacturer of quality metal 
parts for the automotive industry. We have an excellent oppor- 


® Preferred age 35 to 45 years. 


@ The right man should have experience with prod- 
ucts such as spark plugs, 
pumps, generators or other products sold through 
automotive distributor channels. 


Your reply will be treated in complete confidence and should 
‘include age, present connection and home telephone number. 


Box 5811, c/o Automotive News, Detroit 26. | 


a eS a re coal 

















manager, capable of directing 






other marketing 


















filters, piston rings, | 









program in addition to salary 
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DEALERSHIP WANTED 


————— 
SS 


LET US FIND 
YOU A BUYER! 


if you are ready to retire or sell out for any 
reason, let us find a buyer for your business. 
No, we are not brokers, but we do have 
access to quite a number of individuals who 
wart to buy dealerships. We will bring you 
in contact with one or more buyers, for a 
gmail service fee only, No high broker's com- 
missions to pay. You are not obliged to list 
your business with us nor are there any bind- 
ing except your 
datement that you want to sell and what you 


requirements whatsoever, 


have to sell as well as the price. 


Your confidence completely respected. We 
will use a code number in the handling of 
your transactions. Let us give you full details. 


AUTOMOTIVE ENTERPRISES 
Attention—Sales Dept. 
19600 Puritan Ave. 








DEALER SERVICES 











Catchy Jingles Add 
" " to Your 
Radio Ads 





CUSTOM-MADE AT A FRACTION 
OF THE USUAL COST 
You'll have the whole town humming 
your singing commercials written 
especially for you and_ transcribed 
by professional radio singer. Adds 
impact to your radio advertising. 
Easily a $100 value. Volume operation 
enables us to produce this for $28. 
Specify what you want featured (used 
cats, new cars, trucks, service or 
whole operation). Explain pronuncia- 
tion of name if unusual, Send no 
money. We bill you after you receive 
transcription. Shipped within a few 
days. Write A, Lovell Elliott Adver- 
tising—Automobile Dealer Promotion, 
Dept. AN-3, 310 E. Hudson St.. Co- 
lumbus 2, Ohio or phone AMherst 
7-2188 or AMherst 7-2674. 


























INVENTORY SERVICE 


Parts and Accessories 
= CERTIFIED REPORTS * 
@ Obsolescence Disclosed 
@ Shertage or Overage Established 
@ inventory Investment Evaivated 
@ Analysis of Methods and Procedures 


Full time experts. No pick-up part time help. 


Call or write for service details 


Automotive inventory Service Co. 
10040 Freeland Detroit 27, Mich. 
Western Dealers Attention 

429 S. Western Ave. 
Du 9-5095 








CARS FOK SALE 


Detroit 38, Mich. 


CARS FOR SALE 





ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 


Upholstery New 
BUY NOW — LOWEST PRICES EVER 


1951-1952 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
S4th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 





CARS WANTED 


CADILLAC — SHARP 1952’s-1956’s. All 


body styles. Chrysler, DeSoto eight pas- 
senger sedans only. Prices gladly quoted. 
McClintock-Cadillac. Ivanhoe 7-5046, Lan- 
sing, Mich. 


WANTED 
NEW CARS 





Have overseas construction men ready to 
buy new cars on arrival in the states. 
Some will accept delivery most anywhere 
in United States. 

Also need '-ton pickups for export. 


Write Air Mail 


Gilbert Furtado 


5010th Inst. Sqd., A. P. O. 937, Seattle, Wash. 





move. 
00 


interested dealer. 


ONE NEW 





PARTS FOR SALE 





WE 3-6445 
Los Angeles 5, Calif. | 








ROBINSON AUTO RENTAL 


FLEET LEASED CARS 
1954 - 1955 


CHEVROLETS, FORDS, PLYMOUTHS 


Deluxe and Standard— 
Many two-tones 


Now available at Hertz Stations in the fol-| 
lowing cities: Philadelphia, Baltimore, Wash- | 


ington, D. C., Pittsburgh, Akron, Cleveland, | 
Detroit, Flint, Chicago, Milwaukee, Cincin- | 
nati, Louisville, St. Louis, Kansas City, Lin-| 


coin, Neb., Oklahoma City, Fort Worth, Dal- 


las, New Orleans, Atlanta. 


ROBINSON AUTO RENTAL 
DIVISION 
229 S. Hanson St. 





Philadelphia, Pa. 
|. E. Spatig, Used Car Mgr. Sherwood 8-1500 | 


BUICK PARTS 


All Other GM Parts Also 
uP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 





DISCOURAGED? 


Den't give up yet. A small ad in the 
Want Ad columns of Automotive News 
can help you locate that hard-to-get 
part—or that experienced service 
manager — or those used cars. 


| Sead your message across the nation 


through an 
AUTOMOTIVE NEWS WANT AD 








CARS WANTED 

































* 


CARS WANTED 


CLEAN UP YOUR 
USED CAR PROBLEM NOW! 
Turn Your Used Cars Into Cash 


* a * 
Call — Write — Wire 


R. S. HENRY 


New Brighton, Pa. 
Phone N.B. 7637 


Any make, model or quantity from 1955 on down 






* 















AUTOMOTIVE NEWS, MARCH 5, 1956 


PARTS FOR SALE 


SCARCE CHRYSLER Corporation parts for; WILL BUY USED school buses—36 to 66 
old timers and late models. Priced to 
Serro Motor Sales, Irwin, Pa. UN 


FOR SALE — COMPLETE inventory of 
Studebaker parts and accessories. Will be 
glad to furnish detailed information to 
Contact C. C. Belk, 
Parts Mgr., Hedrick Auto Co., Salisbury, 


N. C. or Telephone 14. 
PARTS WANTED 


short block, Motors, 


Ohio. 


Village 


PARTS WANTED 


Ring and Pinion Gear Sets 
Transmission Gears 
Fiywheel Starter Gears 


Must be NEW 


Send listing with Quantity, Price and 
Part No. 


NATIONAL AUTOMOTIVE 
DIST. CO. 


68 E. 18th St. Chicago 16, Ill. 





MISCELLANEOUS 


INSIST onthe BEST 
The COST is LESS 


The ORIGINAL "YELLOW" 


Automatic BrakinG 


The ONLY @ TOW BAR @ That 
Gives You A Full Floating 
WRIST ACTION Ride and Tow 
on all type roads at all times 
WITHOUT any strain to bump- 
ers or tow bar. 


1.C.C. DEMANDS 


Controlled Steering 


On All Hook-Ups 
...- also Safety Chains 


COMPLETE with 
Guide Cables aad +61 45 
BRAKE HOOK-UP none 

Meets ALL 1.C.C. Requirements! 


WITH BRAKE HOOK-UP 
ONLY... $5145 suis: 
Meets 1.C.C. Strength Requirements 
—SPECIAL— 


$13.95 


(Add 55¢ for Padlock with 2 Keys) 


STEEL (Tow Bar) CARRYING 
CASE with Wheels & Handles 


QUICK-TOW Bumper- 


$19.50 


TRI-KING 3-Point Hook- 
Up iIntra-State Tow Bar $42.50 


Special Intra-State 
TOW BAR DEAL 


TRI-KING 3-Point Hook-Up 
(Folding “‘V"’ Type) 


QUICK-TOW, Bumper-to-Bumper 


SAFETY CHAINS, set of 2... 
2 No. 25 Adaptors 


ALL Only 50° 


THE ABOVE 
For Limited Time Only 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


Our Prices Include Federal Excise Tax 


TOW BAR SALES CO. 


Exclusive Factor Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 


w char 
Call Collect ys Oooo nae. 
40 So. Clinton St., Chicago 6, Ill. 





CLASSIFIED WANT ADS 
BRING RESULTS 





1 
; 


1955 CHEVROLET HOLMES 490 twin 


LINCOLN Zephyr engine or 


Hudson, | FOR SALE: Auto transport trailers; four 


TRACTORS WANTED: Ford or Ferguson; 


DODGE 4-WHEEL drive power wagon with 


ere geeenegeenenenees nnenegenas 
FOR SALE—VAN NORMAN boring bar 


| 1915 DODGE TOURING CAR, 





| ‘‘KFM’'’ TRUCK COVER and bow assem- 














MISCELLANEOUS 


The NEW 
BLUE @ CHIP 


TOW-PILOT 


WITH LUBRICATED 


AUTOMATIC BRAKE 
Meets 1.C.C. Requirements 


BUSES WANTED 


passengers. One or twenty, also airpor- 
ters. Dealer, Box 5880, c/o Automotive 
News, Detroit 26. 


TRUCKS FOR SALE 


boom wrecker, 2-ton, 8.25 x 20 tires, 2 
speed axle, like new. 1954 Chevrolet 
Holmes 515E twin boom wrecker, %-ton, 
dual wheels, like new. Write or call Bill 
Fishel, Vandeventer Auto Sales, 717 So. 
Vandeventer, St. Louis 10, Mo. Phone 
Franklin 1-1750. 


mechanical handling, four traffic trans- 
ports, one Whitehead and Kales, one 
Frances trailer. Also five Chevrolet trac- 
tors and one GMC tractor. All in A-1 
condition and operating now. Proctor 


ONLY ONE CHAIN LOCK BOLT 
Phone Cliestnut 1-206". “u's: Mo. | ATTACHES COUPLING HEAD 


TRUCKS WANTED ¢ 


FOUR CLAMPS TO FIT 
98% OF ALL CARS, PLUS 


2 Large adaptor clamps 
included with each unit. 


Farmall Super A, Farmall M or Super 
M; garden tractors, jeeps, bulldozers, 
and loaders, low-bed trailers. Any year 
or model. Also for sale. Write, phone or 
visit Phil Gardiner—‘‘Nash-Bolens-Dodge 
Truck Sales-Service,’’ Mullica Hill, N. J. 
Phone GRidley 8-6291. 


SPECIAL 


(F.0.B. Factory Net) 


$5235 FED. TAX 
INCLUDED 

WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


A Worthy Companion to Our 


crane. Must be reasonably priced. Please 
send full details to Trinity Motors, Trin- 
ity at Water Sts., Newton, N. J. 


SHOP EQUIPMENT FOR SALE 





model No. 777, like new, $250; Cincin- 
nati time clock, $50; South Bend lathe 
10x1 collet, $500; Van Norman brake 
— =" = 333, $400; LincoiIn un- 
ercoater wit Beach air ‘un, 100; 
Allen dynamometer tester, $095; ian Famous Moto-Matic 
Bean visubalancer, $250; Blackhawk body TOW © GUIDE 

tool set with bench, $350; Buick parts 


and accessories, 1949 to 1952—50% off e 
net. Kent Moore Buick tools, 50% off. 
“Leaders Since 1939" 


Bridgeport Equipment Co. Inc., Bridge- 
Write for Illustrated Catalog 


port, Neb. 
ANTIQUE CARS FOR SALE 
Factory Sales Division 
PILOT DISTRIBUTING 


1928 MODEL A Ford roadster, completely 
reconditioned. 1928 Model A Ford 4-door 
touring. 1920 Buick seven passenger 
touring. Make offer. Scott-Gross Co. 
Paris, Ky. Phone 566. ; 
COMPANY 
BATTLE CREEK 9, MICH. 

Phone WO. 2-5257 All Dept's. 

Cenedien Factory Distributors 

FIVE WHEELS LIMITED 


1467 Bathurst St. 
TORONTO 10, ONTARIO 


excellent 
condition. Top, side curtains, new tires. 
Asking $850. Inquire 17080 Foothill Bivd., 
Fontana, Calif. Valley 2-1144. 


MISCELLANEOUS 


bly. Sturdiest, simplest, most practical 
unit for all % or %-ton pickup bodies, 
Quickly assembled. Unit can be removed 
and put back on body in two minutes, 
without tools. Sides and rear curtains 
roll up. Clear plastic windows on front 
and rear curtains. Air Force blue or 
olive drap material. In ordering, give 
make, year, model, tonnage, body meas- 





BUYING AND SELLING Nashes, Jeeps, 


ure. Your cost, %-ton cover with wood Ramblers, balers, front loaders, good 
bow assembly, $70.50. %-ton cover, automobiles, tractors, farm and garden 
metal bow assembly, $87.50. 24-hour machinery, junk automobiles, bulldozers, 


service. Write for literature. Big Buck 
Automotive Supply Co., 307 Cambridge 
St., Boston 14, Mass. 


cranes, low-bed trailers, distress inven- 
tories. Friendly Phil of Mullica Hiil, 
N. J. Phone GRidley 8-6291. 








BUSINESS OPPORTUNITIES 


A MANUFACTURING 
OPPORTUNITY 


Here is a REAL ONE... 


An ADJUSTABLE, COMPRESSIBLE, RELEASEABLE and LOCKABLE Accelerator 
FOOT REST and MECHANICAL SPEED CONTROLLER that provides NON-FLUC- 
TUATING CRUISING at every CAR SPEED, with (3) types of WARNINGS each 
time the LEGAL SPEED is EXCEEDED. 


If your COMPANY is interested in doing something REAL, a CRASH PRE- 
VENTATIVE for HIGHWAY SAFETY and the SLAUGHTERING BLOOD BATH 
caused by the No. 1 KILLER SPEED and also CASH IN on TODAY'S BEST 
OPPORTUNITY, contact 


Roy G. Edgerton (Inventor) 
120 N.E. 70th St., Miami 38, Fla. 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and&U. S. Possessions 
One Year $8 [] or Two Years $14 [J 


All Other Countries — One Year $12 [J or Two Years $20 (] 
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Many 
INTERNATIONAL 


‘Truck 
sales 


Start 





On 4,000 acres of rugged desert, hills and 
mountains near Phoenix, Arizona, International 
Harvester operates the world’s largest truck 
Proving Ground—the “Desert Whipping Post.” 

Here pilot and production models are given a 
beating they’ll never get from any owner. For 
example, a rough 9% grade, over a long slope, 


gives the engines, drivelines and every trans- 


mission gear of heavily-laden trucks a thorough 


vorkout— downhill, brakes are tested . . . off- 


highway trucks are “put thru the mill” on 20% - 
60% grades. 

Such testing and proving gives truck oper- 
ators trucks that last—that work long and de- 
pendably — that save the BIG money in opera- 


INTERNATIONAL TRUCKS 
All-Truck Built to save the BIG money ! 


Motor Trucks * Crawler Tractors * Industrial Power * McCormick® Farm Equipment and Farmall® Tractors 
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ting and maintenance. It brings users back to 
the INTERNATIONAL Truck Dealer for new trucks 
when new trucks are needed — gives him a share 
of the repeat sales that have made INTERNA- 
TIONAL Trucks the heavy-duty, 6-wheel and 
multi-stop leaders for years and years. 


Every truck owner is the INTERNATIONAL 
Dealer’s prospect because he sells the world’s 
most complete truck line. Trucks that are all- 
truck, with no passenger car engines or compo- 
nents asked to do a truck job. 

A few choice franchises are available. Write 
in strict confidence to: Manager of Sales, Motor 


Truck Division, International Harvester Co., 
180 N. Michigan Avenue, Chicago 1, Illinois. 












